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Greatest Teutonic Institutions and Houses 
are among the World’s Largest Users of 
Burroughs Adding and Listing Machines 


NoBetter Demonstration 


of the value of the Burroughs in 
accounting ahd bookkeeping can 
be ee you than the fact that 
the following greai institutions 
and commercial houses use num- 
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Can Do It — 


For the differing specific requirements of book- 
keeping, cost accounting, etc., of every business, no 
matter how different from every other, there is a 


Burroughs. 


With it you can prove your postings, check your 
invoices, take off a trial-balance in minutes instead 
of hours; do all the regular work involved in the 
accounting of any business, from the smallest shop to 
the largest plant, and do it with never-failing accuracy. 


BURROUG 








bers of them. 


The German Government 
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Vine out of every ten adding and listing ma 


Using 505 


sold are Burrough 


Adding and Listing Machines 
Imperial Post and Telegraph (Headquarters in Vienna) 


Imperial Postal Savings Bank in Vienna 

Royal Bavarian Post Office 

Royal Wurttemberg Post Office 

German Bank in Berlin 

National Electrical Association in Berlin 

Savings Bank in Bremen 

City Savings Bank in Koln on the Rhine 
Imperial Statistical Department in Berlin 


using 78 machines 
using 59 machines 
using 46 machines 
using 32 machines 
using 20 machines 
using 16 machines 
using 15 machines 
using 15 machines 


using 14 machines 


Incorporated Paint Factories, Elberfeld, successors to 


Friedrich Bayer & Co. 
Sieman’s Sugar Works in Berlin 
Banker's Association of Berlin 


Imperial Minister of Finance in Vienna 


using 13 machines 
using 13 machines 
using 12 machines 


using 12 machines 


Royal Hungarian Central Statistical Department of Budapest 


using || machines 
g 


Hermann Tietz Department Store in Berlin using 11 machines 


A. Jandorff Department Store in Berlin 
and The United States Government 


using 10 machines 


uses 943 Burroughs machines 


39 Burroughs Block, DETROIT, MICHIGAN, U. S. A. 
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THE STRONGEST ARGUMENT THAT CAN BE PUT 
UP TO THE AMERICAN BUSINESS MAN APPLIES 
TO THE RAMER REMANUFACTURED TYPEWRITER: 


Dollars 


@ It saves dollars for the user and earns them 
for the dealer. But that doesn’t mean that the 


Ramer is cheap. 


@ It means that every dollar put into a Ramer 
will buy longer and more satisfactory service 
than in the case of either a new machine ora 


“rebuilt.” 


@ That’s because it has the efficiency of a new 
machine, at a lower price, and far greater effi- 
ciency than a “rebuilt,” at the same price. 


@ Look into this, Mr. Business Man. We would 
like you to convince yourself of the truth of 
our statements. If you do, your profit will be 
bigger than ours. 


108-110 Duane Street 
New York City 





London Office: 136-137 Long Acre, W. C. 





WHOLESALE TYPEWRITER CO. 
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Go Straight to 
Your Prospect 


with a personal letter. But you say, “I have 10,000 prospective 
customers!” Even if you had a million you could reach them all 


with personal letters, if you used 


o Che 
rintagrap 


MULTIPLE TYPEWRITER 











Don’t sidetrack the subject by saying, ‘‘Oh, it is only another imitation typewritten letter 
machine.” It is not an imitation at all—it is a real typewriter—a multiple typewriter that prints 











from the same type as your regular machine by the same action, through exactly the same kind of 
ribbon. 

You can’t see how we get a stroke on a flat bed press? Did you ever ride across a car- 
track? Sure you have! Bump! Bump! 

That’s the way to get it. The printograph roller travels from left to right over the type. 
The roller bearings run over corrugated tracks with the ‘“‘bumps’’ so spaced as to give a distinct 
vertical stroke over each perpendicular row of type. The force of the blow is regulated to give 
accurately the same impression as an expert operator gets. 

Instead of an ink-soaked, soggy, dribbling cloth, we use a ribbon made according to the 
formula approved and used by the leading typewriter ribbon manufacturers. 


The “Matching In’”’ is done with the regulation ribbon, and the result is a letter in which 





the salutation and body match perfectly. 
The Printograph is the first and only real multiple typewriter. 


this statement to your own satisfaction in your own Office. 


And we are willing to prove 





Shall we send full information and samples of work? 


U.S. Printograph Co. 


1900 to 1940 Gund Avenue 
LA CROSSE - WISCONSIN 
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Eleven large 
steel balls —here- 
where the 
wear comes 


ier I ype- 
Ype to the paper 
Bearing of this bar with 
eel balls and its hardened 


gives the 


This is the type ba 
writer—the arm 
when a keyg 
its eleves i 








Vode! 10 its permanently perfect alignment and its 
Bht touch. Here is a bearing that is indestructible 
nd practically frictionless. It is ngid; it is wear-proof 
And yet is so nicely adjusted that the lightest touch 
M¥pn a key sends the type to the paper with unvary- 

Ang accuracy, producing a distinct, clean cut imprint. 


The Ball Bearing Type Bar is but one of many vital Smith 
Premier advantages. Write for complete descriptions. 


) THE SMITH PREMIER TYPEWRITER CO., INC., SYRACUSE, N. Y. 
Branches Everywhere. 
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To the Consumer 





or User 





Below you will find a description of 
CARBON-LESS paper. If you will remit 
to us $1.50 we will send you, express 
charges prepaid, a box of 500 sheets 84x11 
or a box of 84x13 for $1.75. And we will 
continue to supply you, providing we haven’t 
a dealer in your city who is selling and 


pushing our goods. 


CARBON-LESS paper—the marvellous new dis- 
covery—is arousing the interest of dealers and 
consumers all over the world. 


To dissatisfied users of carbon paper, our product 
comes in the way of a boon. 


To those who have long sought such device, its 
greatest appeal, perhaps, is effected by reason 
of its CLEANLINESS—for CARBON-LESS 
paper is so clean and white that it cannot soil 
anything with which it comes in contact. 


Taking the place of both carbon and copy sheets, 
its economical qualities are at once discernible 
for in one day much valuable time is saved 
and useless expense spared. A large number 
of copies may be obtained, according to grade 
of CARBON-LESS paper. 


CARBON-LESS paper is not only clean and eco- 
nomical, but PERMANENT. 


It can be used equally well with pen, pencil, 
stylus, and in the typewriter and adding ma- 
chine without the use of a ribbon. 

Copies made with CARBON-LESS paper’ cannot 
be altered without detection, but, if desired, 
erasures can be made nicely with our erasing 
fluid. 


To the Dealer 


We have said in all of our advertising 
that we would not sell to the consumer. 
This was our intention, but on account of 
some dealers not being sufficiently pro- 
gressive to introduce and push our paper 
properly we have decided to make the 
above offer to the consumer. Dealers who 
are already handling CARBON-LESS paper 
will have any replies to the above notice 
to the consumer forwarded to them direct, 








or money received credited to their account. 
We didn’t want to take this stand, as evi- 
denced by our previous advertising, where- 
in we stated “NO PAPER SOLD DIRECT 
TO CONSUMERS,” but the dealer who 
got into a rut years ago with carbon, and 
is still there, has caused us to make this 


offer. 





CARBON-LESS paper has been so much 
improved in every way that it would take 
another page to describe it. Those who 
are not familiar with the new paper are 
invited to write for samples and discounts. 
Those who have received samples of our 
first effort will be sent new samples within 


a few days. 


CARBON -LESS PAPER COMPANY 


GENERAL OFFICES AND WAREHOUSE 


400-402 W. 23rd ST., 


President and Treasurer, William C. Betts. 
Vice-Pres. and Gen. Mgr., Gilbert Claude Lutz 
Sec’y and Asst. Treas., J. W. Cordery 


NEW YORK CITY 


European Representative, 


M. Erlebach Nachfolger 
Frankfort-on-the-Main, Germany 
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Remington 


The Greatest Ty pewriter 


Is sold by 


The Greatest Organization 


And commands 


The Greatest Business 


Remington Suprem- 
acy is a recognized 
and indisputable 
fact—a fact which 
rests on the solid 
foundation of incom- 
parable Remington 
merit. . 


Remington Typewriter Company 


(Incorporated) 





New York and Everywhere 
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Ohe 12th 


NATIONAL 


BUSINESS 
% SHOW 


























@ Will be the largest and most varied exposition of office appliance devices and 
supplies ever held. @ It will be the only show of the kind in 1910. @ No ex- 
pense or effort will be spared to make it an unprecedented success. 


Madison Square Garden, New York 
Oct. 22 to Oct. 29, inclusive 


@ Diagrams of the new arranged spaces will be ready within the month. @ Uni- 
form decorations will be used. @ A new plan of ticket distribution insures the 
most desirable attendance. Manufacturers should get intouch with us at once. 


























%. National 
Trade Show 
Company 


Rand McNally Building 
CHICAGO 
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The 
Shortest 


Distance 


Between these 

Two 

Points 
is 
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The | 
UNDERWOOD. 









Standard X 
TYPEWRITER 
A Combination of 
Durability — Stability 
Speed — Adaptability 
“The Machine You Will Eventuaty Buy” 


UNDERWOOD TYPEWRITER CO., Incorporated 
New York and Everywhere 
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()pportunity 
and Good Pay 


Await intelligent young men and women who learn to operate the Elfiott- 


Fisher Standard Writing-Adding Machine. 


The sale of Elfliott-Fisher product is increasing so fast that there is more 
demand for capable operators than we can supply. Elliott-Fishers are 
used for billing, report work, book-keeping, statistical work, etc., by the Gov- 
ernment, in Banks, by Railroads and Commercial business houses of every 


description everywhere. 


Operators of the Elfiott-Fisher get good pay and the chance for advance- 
ment is excellent, because one operator with Elliott-Fisher can turn out as 
much and ofttimes more work than three clerks in the old way without Elliott- 


Fisher. 


q Ask us how you can improve your present condition. 


Elliott-Fisher 


The Standard Writing-Adding Machine writes—adds—subtracts—manifolds— 
tabulates—“Makes Toil Easier’ on recording and accounting—posts to the ledger 
and writes the statements at one operation—proves mechanically its own work as 
it goes along—does away with the trial balance. Send for catalogue. 


Elliott-Fisher Company 


42 Cedar Street, Harrisburg, Pa. 








OFFICE APPLIANCES 


II 











A LOOSE LEAF PRICE 
BOOK 


From Which the SHEETS 
WON’T TEAR OUT 





EVERY SALESMAN 


in any line of business, who keeps a list of customers, should have a 


TATUM “POST PRICE BOOK” 


' books, in that it takes up much less 


This book differs from the ordinary 
as firmly and permanently as in the 


m in gt po <A t, and _— hq Pies. ts 
“old style bound book. 
This book is furnished in any style or size. 
No key is necessary. There are no pre yjecting screws to tear the clothing. A 
penny or other small coin releases the top cover. 


It is expansive and is = for catalogue covers, price books, address books, 


and office anions yf al 


IT’S aniapieng TO WIN 


The fact that the sheets do ear out is one of its strongest recommendations. 


Stationers and office supply dealers should write us at once for price list and 


catalogue, 


THE SAM’L C. TATUM CO. 


Manufacturers of Stationers’ Specialties, Loose Leaf Devices, 
Power Punches and Perforators 


No. 3306 COLERAIN AVE., CINCINNATI, OHIO, U.S.A. 
New York Office: No. 185 Fulton Street 














customers. 


NEW YORK, Cor. Pearl and Ejm Sts. 
CHICAGO, 383 Dearborn St. 

ST. LOUIS, 322 No. Third St. 
BUFFALO, 145-147 Ellicott St. 








Can be sold over and over again to your most particular 


Prompt shipments made from our nearest House. 


THE AULT & WIBORG COMPANY 


Factory: CINCINNATI, OHIO 


PHILADELPHIA, 1217 Cherry St. CITY OF MEXICO, Primera Calle de Lopez, Nos. 16-20 
MINNEAPOLIS, 729 Fourth St. South BUENOS AIRES, S. A.. 1059 Calle Mejico 

SAN FRANCISCO, 545-547 Mission St. PARIS, FRANCE, 82 Quai de Jammapes 

TORONTO, CANADA, 19-23 Charlotte St. LONDON, E. C., ENGLAND, 4-5 St. Johns Square 


HAVANA, CUBA, Calle Lamparilla 50 
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An “American Rebuilt” could 





mask under the name of 
new typewriter and deceive 


more than half of the dealers 





and users. 


G American Rebuilts have distinguishing quality marks which put 
them in a class apart from the usual run of rebuilt machines. @ They show 
that peculiar excellence of construction which makes for perfection of the 
new typewriter. @ The materials which replaced the worn or marked 
parts are one in quality with the parts of a machine fresh from the factory. 
@ American Rebuilts can be furnished to fill the most exacting of 
typewriter demands. And of equal importance is the fact that we can 
furnish machines of any make—in any quantity. @ A dealer in Ameri- 
can Rebuilts is equipped to get the business in his territory. We also 


furnish machines “ready to use’ and “in the rough.”’ We sell wholesale 


and retail. 





Write today 


The American Writing Machine Co. 
| New York, U. S. A. 
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Rapid 
Copying Machines 


One of the largest manufacturing concerns in 
Germany making Copying Machines wishes to place 
the sale of their 


Four Superior Types 


of Copying Machines 


( the characteristic features of which 
place them far beyond competition 


into the hands of competent parties wishing to 
undertake the sale of these machines in the 
United States and in other parts of the world on their 
own account, either for the entire territory or for 


parts of same. 


Thousands of these machines have already 
been sold in Europe. 


Terms Are Very Favorable 


for large firms ready to push sales energetically. 
Address offers and references to K. T.5238. Address 


Rudolf Mosse, Berlin S. W. (Germany) 
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THE 
ELECTRICAL 
AGE 


IN REBUILDING 
TYPEWRITERS 


EVERY GENERAL REBUILT 


Enamel—Striping—Decalcomania—Varnish 


‘IS REFINISHED 


and the finish is 


BAKED BY ELECTRICAL HEAT 


which absolutely is 


_ WITHOUT CLOUDING BY GASES 
OUR NEW ELECTRIC OVENS 


are installed and enable us to 
BAKE FINISH OVER 200 DAILY 
MR. DEALER: Do you want the Best? y, 


} 
‘ THIS IS PART OF THE NEW EQUIPMENT 


4 of the 
“HOME OF GENERAL REBUILTS” 


General Typewriter Exchange, Inc. 


21 Murray Street New York, U. S.A. 
W. H. BEARDSLEY, General Manager 
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RIBBON 
ROYAL mecuanism 
(SIMPLE AND EFFECTIVE) 


The ribbon mechanism of any typewriter is for just one purpose—to keep the ribbon moving 
continuously and evenly while the machine is in operation, to present a new surface to the face 
of each type. The best ribbon mechanism is the one w hich accomplishes this by the use of the 
least number of parts, and by imposing the least burden on the other working parts of the 
machine. Every ounce of resistance in the ribbon mechanism must be overcome by the carriage, 
reacting upon the key action and affecting the speed. The ideal ribbon mechanism would 
consist of nothing but the two spools, operating independently of the other parts, and exerting 
no effect whatever on the action of the machine. 


The nearest possible approach to this ideal condition is found 
in the Ribbon Mechanism of the Royal Standard Typewriter 


In the illustration it will be seen 
that the motive power for .the rib- 
bon is transmitted from the Main- 
spring Barrel (A) by the Worm 
Shaft (C) with Worm (D) which 
engages the Ribbon Spool Shaft (G). 

This is a direct connection; there 
is but one part between the source of 
power and the ribbon spool, i. e., 
the Worm Shaft (C). 


























Note: The ribbon is reversed by a touch upon the Shift Handle (F) whict Moers s the 
Worm (D) into engagement with the gear of Transverse Shaf ft (E), thus transmitting the 


power to the opposite spool. 


For simplicity, reliability and effectiveness, nothing that can even begin to compare 
with the Royal Ribbon Mechanism has ever before been used in typewriter construction 


Note the absence of cams, ratchets, pawls, springs and other delicate parts; observe the sub- 
stantial construction of every detail. When you are operating a Royal Standard Typewriter, you 
know that the ribbon mechanism is performing its function without hitch or halt, imposing no 
additional burden on your fingers, detracting nothing from your speed—and that it will so 


continue as long as the mz ichine i is in use. 


WRITE FOR OTHER ROYAL REASONS. 


ROYAL TYPEWRITER CO. 


Royal Typewriter Bldg., 364-6 Broadway 
NEW YORK 


London Office: 75A Queen Victoria Street. 
A branch in each principal city. 
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Price 


The 
Standard 


Folding 
Typewriter 















$50.00 
Including 

Case ° 
ar i id Ina class by ttself 
PORTABLE ECONOMICAL > - oe 
PRACTICAL VISIBLE | Weight | 
BI-CHROME ——., | 

' Including 
Case 


The following voluntary testimonial 


tells its own story: 


Newark, N. J., Feb. 7th, 1910. 
Gentlemen:—Enclosed 1 hand you my 
check in payment for repairs to my 
Standard Folding Typewriter. The ma- 
chine is equal to new and the job is very 
satisfactory. 

My Stenographer thinks it is one of 
the nicest machines she ever operated. 
In view of the fact that I have used 
the machine for three years, giving it 
hard service, | am very much surprised 
it has held up so well. I think the machine 
is equal in point of service and endur- 
ance to any machine on the market. 

Wishing you very much prosperity, 
I am Yours truly, 


FRANK E. SHELDON. 























MANUFACTURED BY 








STANDARD TYPEWRITER COMPANY 


GROTON, N. Y., U. S. A. 


GENERAL EUROPEAN REPRESENTATIVE 
A. MUELLER & CO., ZURICH, SWITZERLAND 
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The value of the 


Address ogfaph 


Cc PRINTS FROM TYPE 


lies not alone in the quality of the addresses and the speed with which they may 
be printed. It lies also in the address plates and in the convenient method of 
retaining them. 

ADDRESSOGRAPH address plates are composed, —— illustration, of three parts— 
the frame, the card and the printing plate. The surface of the printing plates is clear and 
distinct, and the impressions made therefrom, exact limitations of the best typewriting. 

Cards of any color, with special ruling if desired, can be used for classification purposes. 

The frames which carry the printing plates and cards are furnished with subdividing 
tabs of any style to assist in the arrangement of lists. 

The address plates are filed loosely, Card Index Fashion, in steel drawérs equipped with 
drawer followers to keep the plates in an upright position. 

The drawers are held in cabinets. They are labeled on the face to assist in the arrange- 
ment of lists and facilitate the speedy location of individual address plates or classes of 
address plates 

Thus the ADDRESSOGRAPH has all of the convenience of a modern Card 
Index, making a list so retained available for reference purposes. 











So simple is this machine that, by its use, important lists of 
any size or nature can be placed in the hands of any boy or girl 
with the assurance that they will be perfectly maintained and the 
required addressing executed with absolute accuracy. 

The mechanical make-up of the ADDRESSOGRAPH is such 
that the operator can readily see the individual address plates at 
the printing point before the impressions are made, making it 
possible to skip or print any class or classes of address plates 
This feature is of particular value in addressing statements and 
also addressing classified mailing lists 

ADDRESSOGRAPH is so flexible that it can be adapted to 
use in any business or department where it is necessary to write 
and re-write names and addresses to comparatively regular lists. 

ADDRESSOGRAPH addresses are printed from type, are absolutely accurate and look exactly like typewriting. 

With the ADDRESSOGRAPH an office boy or girl can do the work of twenty typists or penmen—can address 1,000 
cards, anything—everything—in less than half an hour. 

ADDRESSOGRAPH is used in the Mailing Department, the Bookkeeping Department, Payroll Department, the 
Shipping Department and in the Executive Offices of Stockholders 
There is an ADDRESSOGRAPH adapted to every need, no matter what it might be. 


ADDRESSOGRAPH CO., 903 West Van Buren Street, CHICAGO, ILL. 
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MERSON 


in typewriterdom stands for efficiency plus, and 
price minus. It is the epitome of excellence, and 
the apothem of typewriter economy. It represents 
the latest and best thought concentrated on the 
modern writing machine problem. It 


AS WON 


instant recognition where other low priced ma- 
chines have failed after years of vigorous efforts. It 
has won because while low in price it is standard 
in construction. 

It leads in new improvements as well as in price. 
With your help, Mr. Dealer, it will soon lead in 
sales also, and take its rightful place among the 
best sellers of the American Standard Typewriters. 


DEALERS 


The EMERSON Typewriter has a standard keyboard, 
visible writing, two-color ribbon attachment, line-lock, 
back-spacer and tabulator. 



































In construction it conforms to the highest standards, 
but the elimination of over 1,000 parts, found necessary 
in the other type of machine, has enabled us to place 
this typewriter on the market for fifty dollars. 

Write to-day for our dealers’ proposition. It is unique 
and will make you money. 


THE EMERSON TYPEWRITER CO. 


Works: Woodstock, Ill. General Offices: CHICAGO 
Sole Dealers for the Eas*ern Hemisphere, 


A. Mueller & Co., Zurich, Switzerland. 


A. Mueller Schaertlin, Mer. 
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OME writers of the a.4 
ern school are inclined to 1e 
uses of being poor, confounding that 


condition with remaining poor to the end 
of the chapter. The man who is rich may 
be property rich and poor in soul. His 
brother in poverty may be rich in spirit 


and in that quality of ambition which spurs 
application and 
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Discontent—A Sermonette 


Like Poverty, Discontent Which Stimulates 
Is Inspiration to Achieve. 

our thought are responsible for most of the 

half truths we see widely heralded as true 

wisdom. Achievement of all that 

can achieve annihilation. 


When the 


man 
means 


human race shall have reached 


AS 
4 
1442 
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own importance as one of a thinking race. 
The old theology which taught that man 
is a worm of the dust is no longer part of 
the creed of a race created, if not in the 
physical image of God, who may not have 
a physical image at all, then, within limi- 
tations, in His intellectual image, each man 
compassing in himself a small portion of 

the infinite understanding. So that 





his mind to 


it is well for a man to respect the 





the sense of 
with himself, may 
oped never will 


achievement, and in 
being 
and it is to be h 


satisfied 


o The Inspiration of Discontent .» 








reach the goal of his ambition. 
This is the sort of discontent to 
which Mr. Gardner refers in the 
quotation which appears on this 


page. ( 
The most poverty stricken man 





OD pity the man who can say: 


~ 


goal!’’ 








in the world is the rich man who 
ascends a pedestal and calls upon 


the world to look upon a man who 


No more 


**T rest 
here, content; for I have reached the 
No more to dream and to do! 
the stimulus of hope, 
doubt, of disappointment—an end to the kind- 


ling of the fires of ambition—no more the 


dignity of his being and to believe 
that within him lies a spirit im- 
mortal and indestructible. This be- 
lief he can entertain, no matter 
what his race or his creed. Self- 
respect is one of our first duties. 
Discontent Is Not Fretfulness. 
The discontent referred to by 


of Mr. Gardner does not imply a 
fretful or undesirable state of 
mind. The sort of discontent 


which makes one chafe and fret at 


has reached the goal of his ambi- ; . . 
P : i 2nt — . thrill ‘ ; 
tion. And the richest man in the joys of achievement—no more ~~ of one’s surroundings and needlessly 
world is he who has a great success as one more dream comes true! waste one’s energy is not the dis- 
thought and sometimes has to go @ Satisfied now to sit through the long evening content of the progressive man. 
hungry for a while to give it prop- : mn as : et . The spirit which makes the 
of life and with fast-dimming eyes to gaze into best of presesit coudiienniase 


er expression. 

Ease and contentment are not 
synonymous. The animal that can 
achieve a full stomach and a warm 
place in which to sleep is content. 


@ Satisfed? 


the smoldering ashes of content. 
In HIS small way, yes—because 
he has lost the priceless inspiration of dis- 
content. 


works on, doing as well as possible 
and trying to do better all the 
time, viewing the future with opti- 
mism and the present with tolera- 
tion, and awaiting the call of op- 


The rich man contented is brother 

to the beasts if his contentment ¢ But let ME profit by HIS sad example— poreeerr is = presi Pein 
spells a gc stc ‘ - 

spe 1 gorged stomach and a nap may I never reach that goal! Oh! may it be aa men do things and get 


leather chair; but if he uses 


in a 
the concentrated power of his 
wealth to build a laboratory for 


industrial or medicinal research, to 
a college, to uplift his fel- 
in distress, then, by the 


found 


low men 








mine to fight on through the ages—dreaming, 
daring, doing—inspired by that blessed stimu- 
lus of discontent! 


—E, F. Gardner in Advertisers’ Magazine. 


The beauty of this sort of a spirit 
is that its possessor cannot live 
for himself alone. Every step he 
makes upward lifts someone else a 
little higher up. He works for the 
good of the race, even though in 











quality of his continuing ambition 





does he maintain the stature of a 
It is the human mind which spans rivers 
It is that spark of 


and levels mountains. 
the divine energy in us all driving us from 
one thing to another, always in quest of 


something, yet never quite achieving we 
know not what. We say that we want ease 
that we want to reach a con- 
won’t have to work any 
more; but no man who knows himself 
wants any thing of the sort, and strangely 
no man can himself define what he 
wants his goal to be and be sure of being 
satisfied after he reaches it. The inade- 
of language and the limitations of 


and content; 
where we 


dition 


enough, 


quacy 


a stage of perfection where everyone has 
enough; where there are no more problems 
to solve, no more difficulties to overcome, 
nothing more for men to do that will en- 
their resources and drive them 
hunger, danger and 


gage all 
forward, braving cold, 
death; when there is no more need for self- 
denial, no more incentive to ambition, right 
then shall we be ready for Halley’s comet 
to smash this old world on the solar plexus 
and drive us into oblivion or translation to 
some other sphere where there is something 
tu do. 


One should have an of his 


appreciation 


his own mind he sees no farther 
than his own interest. 

The dealer in office appliances, discon- 
tented with the way he has conducted his 
business heretofore, says, “This morning I 
shall have a better window display. To- 
day I will improve that advertisement I 
have running in the Bungtown Breeze. I 
will begin at once to rearrange my stock 
to secure a better display and a more at- 
tractive store.” 

Forthwith, obeying the summons of a di- 
vinely implanted discontent, he starts in 
upon the improvements he had in mind 
and gradually makes his business a success, 














HE operation of indusrtial corpora 

tions, banks, trust companies and 

manufacturing concerns is now char- 
acterized by the economy which is em- 
ployed in the management of the business 
with full regard to the highest efficiency. 
Economy where large interests are con- 
cerned sometimes means a very liberal ex- 
penditure of money to secure that which 
will enable the affairs of the company to be 
less expenditure of time 
with old appli- 


found 


carried on with 
and labor, or to dispense 
ones are which ac- 


ances when new 


complish better results. 


To a concern to which a few thousand 
dollars means very little, there is no hesi- 
tation whatever in throwing out old ma- 
chines and overturning old methods, if new 


machines or new methods can be found to 


do the work better and in less time. It is 
not a question of what does it cost, but 
what will it do 


It must not be assumed that buyers for 
lack 
Almost 


these large institutions anything in 


prudence and discretion. without 


exception, they are, so to speak, “from 


Missouri” and there is no class of men who 
are more difficult to sell to in the first in- 
stance or more liberal in their buying when 
they are convinced of the value of a de 
vice, than these same executives who buy 
for large corporations. 

how to spend 


A notable example of 


order to found in the 


Bank of 


Chicago, one of the city’s leading financial 


money in Save it 1S 


conduct of the Corn Exchange 


institutions, whose staff of clerks is under 


the supervision of L. E. Gary, the chief 


clerk of the bank, who is also in charge of 
the bank’s purchasing department. 


To understand the completeness’ with 


which this bank is equipped with office ma 


chines and with power for driving them, 


one must first know something about the 


bank’s larger equipment. In the first place, 


the institution occupies its own building, a 


structure about seventeen stories high, 


three floors of which are occupied by the 
bank 


ground are two or three basements or 
floors where the heavy machinery which op- 


proper. Below the surface of the 


sub 
elevators, the electric 


erates the private 


water pumps, 


The engine pow 


power plant, pneumatic 


pumps, etc., are installed 


er installed in this series of floors beneath 


the building aggregates in the neighbor- 


hood of 1,000 H. P. The fact that the bank 
makes its own electricity for both lighting 


and power and is in fact, so far as equip 


ment is concerned, a village in itself, com 
pletely equipped to feed, house, light and 
its entire community, gives it 


heat many 


advantages in the way of power for driving 


Equipment of Corn Exchange National Bank 


The Corn Exchange Bank of Chicago Saves 
Time and Money by Means of Modern 
Office Machinery. 
the smaller machines used in its clerical de- 

partments. 

The Office Equipment of the Bank. 

To the average reader probably, how a 
large bank protects its cash and its valu 
able papers is one of the most interesting 
things about such an institution. In the 
vaults beneath the bank rooms, protected 
by enormous steel doors, time locks, etc., 
are ‘special compartments for holding the 
and valuable papers of the bank. 
When the day’s work is finished, 
and books posted for the 
each teller places the 


books 
papers 
day, 
own 
department in a truck 
into the vaults and placed, 


classified 
papers of his 
strong box on a 
which is 
truck 
There are compartments 
and the records are in this way kept safe 
from intrusion or disarrangement. The 
vaults are spacious, the ventilation is per- 


run 


and all, in a safety compartment. 


for every teller 


fect, the air is kept pure at all times not 
only by the wonderfully complete ventila- 
ting system of the bank, but by a system of 
installed 


air purifiers especially in the 


vaults. These vaults and rooms where the 
papers of the bank are stored and classified 
for future lighted by 


cealed electric lights: 


reference, are con- 
these lights are sus- 
pended from the ceiling above inverted re- 
flectors so that the burner itself is not visi- 
ble, the direct rays being thrown upward 
and reflected in an even throughout 
the entire room. 

While in the vaults where the reports and 
kept, the writer 


glow 


files of the bank are was 
not a little interested in a remark made by 
Mr. Gary, who picked up a small machine 
used for holding rolls of gummed tape and 
said: “This little 
gummed tape saved us $450.00 last year and 
it cost only $5.00.” “How do you explain 


the writer asked. He re- 


machine with its rolls of 


that, Mr. Gary?” 


plied: “Before we began using this tape to 
ie up our bundles of papers, we were using 
rubber bands which would have cost us at 
the present price of that commodity more 
than $450.00 last year.” 

Another device which is being used with 
success in this department is built upon the 
binder A few years 
that a 

bank 
this is 
Ex- 
change Bank, at the present time. Of course, 
the binder is not that 
is run by horse power on the farm, but in 


principle of a grain 


ago, anyone who would have said 


farm implement would be used in a 


would have been laughed at, but 


just what is being done in the Corn 


so big as the one 
principle and construction it is almost ex- 
actly the smaller scale. It is 
used to tie up bundles of papers. 


same on a 
Reports 


x) 
|S 
é 
| 


have 





accumulated from 
to be tied up and stored for future 


day to day and 
refer 
intervals, in order to release the 
current file space 
work of the bank. 
the custom to tie these bundles up by hand, 


miniature 


ence at 
required for the daily 
Heretofore, it has been 
but with the use of the binder 
it is possible to pull out a drawer, 
the bundles of papers into the receiver, turn 
on the power and tie them up in about one- 
tenth the time that it would require to do 
the same work by hand. Another machine 
in one of the vault rooms is a check-cancel 


dump 


ing machine driven by electrical power. 

The floor 
banking This is a 
with lofty ceiling supported by columns of 
The floor is of pink 
Jelgium black bor- 


second is devoted to the main 


room, spacious room 


Connemara marble. 
Tennessee marble with 
der, and the counters are of Greek Verde 
The bronze work is like- 
wise especially It is that this 
banking room, in the beauty and complete 
ness of its appointments, is second to no 
other room of the kind in the United States. 
The Office Machinery. 


third floor is devoted to th use 
Here the most 


Antique marble. 


fine. said 


The 
the accountants and clerks. 
elaborate time-saving devices and office ap 
There are fifty add 


ing machines representing almost a 


pliances are installed 


f the 


leading makes. There are book writing 
machines with adding attachmen type 
writers, typewriters with adding machine 
attachments, in fact, about every modern 
device to facilitate the work of bank 
Mr. Gary takes a special interest in this 
department and his enterprise is proved 
by the fact that two or three months ag 
he engaged F. F. Main of Cleveland, inven 
tor of the Main Pneumatic Typewriter (| 
riage Return, to take charge of the bank’s 
office machinery and gave him carte blanche 
to make any desirable improvements which 
he could devise. Mr. Main has his work 
shop and experimental rooms in the bas¢ 
ment of the bank and has already mad 
a number of devices which have materially 
lessened the work of the operators of the 
different machines. One very interesting 
device which Mr. Main has just patented 


is an attachment to an adding typewriter; 


statements are now being gotten out on the 


adding typewriter with the same equipment 


as in the transit department with this new 
invention, which is now used in bank 
for the first time. Another device which 
this versatile inventor has just completed 
is an attachment for adding machines 
whereby pneumatic power is used to drive 


the mechanism instead of hand or electri 


power soth of these devices are des 
more fully in this issue under the title of 


“New Machines and Devices.” 





Office Developments in England 


March 22, 1910 

HE firms selling folding machines 

for office use here have not yet put 

out much advertising, and therefore 
appear to have done nothing like the busi- 
ness which might have been found offering. 
There are firms, it might be said almost by 
the thousand, who do so much circulariz 
ing that they have need for a handy little 
machine with which to expeditiously fold 
their circulars and regular form letters. A 
certain number of machines have got into 
use owing to the energetic canvassing of 
specially retained travelers, but the ma 
chine folding habit for offices has not yet 


become a definite characteristic. 
It is good, therefore, to note that the 
[International Multigraph Company is ex 


tending its activities in this direction and 
is now forcing upon the attention of the 
British business man not only the Gam- 
meter Multigraph, the Gammeter Printer, 
the Saunders One-Motion Envelope Seal- 
er, etc., but also the Universal Folding 
Machine 


the financial and commercial newspapers is 


Some attractive advertising in 


being put out showing a picture of the 
folder, listing its capabilities, and empha 
sizing its advantages, it being expressly 
pointed out that it only occupies a spac¢ 
of 18 cubic inches 

This question of space economy is an im 
portant one in the modern office, and every 
thing which contributes to this end is most 
desirable. Office rents are too high in the 
city, and office space therefore far too valu 
able to admit of this phase being over- 
looked. Besides their other advantages one 
cannot help but be struck at the space 
economizing feature cf modern office equip- 
ment devices. Bulky ledgers, some fairly 
well filled, some half full and some for the 
most part empty or full only of dead mat- 
ter, that have been replaced by loose leaf 
systems, the card index with its opportuni- 
ties for the expunging of records of no fur- 
ther interest, the vertical filing cabinet, 
even the modern office desk and the sec- 
tional bookcase, which is just as big as 
required and no more, are all instances of 
the debt we owe to the capable and brainy 
inventor—most usually an American. 

Recently a piece of very handsome office 
furniture was brought before my notice oc- 
cupying a space of five feet by four feet. 
It embodied a combination of three book 
sections capable of storing some fifty vol- 
umes, a desk section with drop action, a 
card index drawer and an ample supply 
of document drawers. The whole might 
be stowed away in the corner of an office 
and yet it represented storage room for a 
wealth of material all available for ready 
The contrast between the con- 


reference 

centration offered here and the diffuseness, 
untidiness and difficulty of handling of 
years ago was striking 


The Roneo people are pushing their new 
Roneo Rubber Process of printing letter 


Letter Folding Machines in England.— 
New Gammeter Enterprise.—Space Econ- 
omy in the Modern British Office.—Rub- 
ber Replacing Stone for Lithographic 
Letter Headings.—Revived Interest in 
Handwriting.—Filing Systems for Draw- 
ing Offices —Quotes from “Office Appli- 
ances.”"—New French Typewriter and 
German Letter Copying Machine.— 
Stamping Letters by Machinery.—Filing 
Company’s Novel Offer—The Clean 
Towel Supply in England. 

Exclusive Correspondence to Office Appli- 

ances. 

headings, etc. This is an application of that 

much boomed substance—rubber. Hitherto 

lithography has necessitated the use of a 

stone from which the design is transferred 

to the paper. The drawback of this is that 
owing to the hard and inelastic nature of 
yne uneven work and broken lines result 


+ 
St 


at times, these difficulties being particular- 
ly pronounced when paper of a rough sur 
face is employed. 

With the Roneo Rubber Process the de- 


1 1 is carried out on a blanket of rub 


desig 


ber and with such a pliable yielding sur- 
face it is alleged that the ink is pressed 
evenly on any paper to the conservation 
of the most delicate lines, shades and tones. 

[ suppose it must seem rather old-fash 
ioned in these days of typewriters to talk 
much about handwriting, but there is still 
a market for it. Great interest has been 
aroused, not only amongst British clerks 
and bookkeepers, but also in the teaching 
protession, by the recent scathing remarks 
by Mr. Maberly Phillips and Mr. F. Huth 
Jackson at a meeting of the Institute of 
Jankers in respect to junior bank clerks’ 
deficiencies. 30th gave persona] adher 
ence to the view that many of these juniors 
cannot write a decent hand Mr. Huth 
Jackson, speaking as a director of the Bank 
of England and partner in a city banking 
firm, especially deplored that this defect 
is most marked in the case of youths com- 
ing from the great public schools, and he 
expressed the hope that more attention 
would be devoted by teachers to the de 
velopment of this faculty 

To what is the prevalence of bad and 
careless handwriting to be traced? In part, 
no doubt, to school neglect of the subject, 
and, consequently, ‘o the ever-extending use 
of mechanical writing appliances. The ele- 
ment of rush, however, which has appeared 
and is developing in business has simul- 
taneously developed careless calligraphy; 
in the desire for speed all regard for legi 
bility is thrown overboard, and even one- 
time good penmen deteriorate 

Many excellent writers were produced in 
the old-time school days, when rotundity 
in formations was secured by a long course 
of pot-hooks and hangers. Wasteful flour 
ishing has been banished in a great meas- 
ure; but the equally bad characteristic of 


excessive angularity tends to increase. 
What needs to be aimed at is clearness 
above everything; the early correction of 
careless letter constructions, an adaptation 
of any style to legibility, There are multi- 
tudinous styles which offend against all the 
canons of copperplate scrip, but which, 
nevertheless, fulfill the essentials of good 
handwriting. 

Filing Systems in Engineering Offices. 

Up-to-date office administration ideas are 
not now confined to purely commercial or 
retail business. They percolate through 
every phase of business activity. Special 
attention has been called lately, especially 
in engineering circles, to drawing-office 
filing systems, The usual system of index- 
ing and filing the working drawings is a 
lack of system, The indexing and filing 
of a large and continually growing accu- 
mulation of drawings is not an easy matter 
and defective and unsuitable systems make 
the confusion worse confounded. 

Calling attention to this, an engineering 
authority points out that too frequently we 
still have the office in which the drawing 
numbers are simply entered in order in a 
book, the drawings themselves being made 
of a size and shape dictated by the passing 
fancy of each individual draughtsman and 
filed in heterogeneous heaps in drawers 
which fit none of them, In such an office 
looking up back work means either running 
through the whole of a perhaps imperfect- 
ly kept index or a voyage round the office 
with questions for all and sundry. 

As a rule, in offices handling a large 
amount of work some form of subject in- 
dex is kept, frequently on cards. As the 
drawings are made they are entered in nu- 
merical order on a list, the drawings or list 
being then passed on to someone else to 
enter the drawings under their various 
headings in the subject index. The defect 
of all systems such as these which depend 
entirely upon a subject index is that their 
efficiency depends absolutely upon the ac- 
curacy with which the index is kept. 

It is suggested here that the most satis- 
factory method of indexing and filing will 
be found to lie in some manner of segre- 
gating the drawing numbers under the 
groups covering different types of appara- 
tus. With such a system the possibility of 
loss of drawings owing to mistakes in the 
index is practically eliminated. The ad- 
vantage of segregation is that all drawings 
relating to any piece or class of apparatus 
are filed together so that even if any draw- 
ing does not appear in the index it can al- 
ways be found by running through its par- 
ticular group. 

In large drawing offices the segregating 
system may conveniently be used, it is 
urged, in conjunction with a subject index, 
whilst in small ones no index will be re- 
quired. As the drawings are made up they 
are given the next vacant number in the 
group to which they belong and when done 
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with are of course filed with the remainder 
of their group. If the total number of 
drawings is not too large the drawings 
may then form their own index; anyone 
requiring a drawing from any particular 
group simply looking through the files of 
that group. 

The limitations of this system are obvi- 
ous, but it is said to have been found satis- 
factory for small offices. In large offices 
difficulties crop up owing to the large num- 
ber of groups that will be required and the 
cases which will arise of drawings belong- 
ing to more than one group. Troubles of 
this kind exist through most of our draw- 
ing offices and the difficulty appears to be 
one that can only be met by a careful con- 
sideration of all the conditions before the 
system is put into operation. 

If the type of work handled, and the 
method of putting it into the shops is such 
that the conditions suggested above are 
likely to arise, then no attempt should be 
made to segregate the drawings into groups 
covering engine details. The groups must 
be chosen covering such types of drawings 
as are not likely to overlap. The possibili- 
ties of segregation obviotisly depend on the 
range and class of work handled by the 
office, but some segregation is always pos- 
sible. If nothing further can be done, it 
will be found of value merely to keep all 
general arrangements in one group, but 
the conditions of an office would have to 
be exceptional in which further segregation 
than this was impossible. 

The “Organizer” of London in its March 
issue quotes from “Office Appliances” the 
account of the ingenious carbon paper in- 
vention of Arthur T. Emery and gives 
diagrams, 

Some New European Devices. 

New developments in Europe include a 


novel French typewriter hailing from 
Lyons and a letter copying machine on 
somewhat fresh lines from Breslau. 


J. W. Meyer’s machine for affixing post- 
age stamps to letters is shortly to be placed 
on the market here. The operation is 
effected by depressing a lever. The stamps 
are wound on a roll in sheets containing 
six stamps along the width, and up to 5,000 
stamps in length; thus the machine can 
be charged at one time with 30,000 stamps. 
The stamps are fed forwards from the roll 
on a carriage which travels sideways, in 
distances which correspond to the width 
of a stamp, with a movement similar to 
that of a typewriter carriage. Unlike the 
typewriter carriage, however, the machine 
works along the stamps in both directions. 
\,/hen one row of six stamps is exhausted 
the strip is fed forward again by the action 
of a ratchet and pawl operating two wheels 
which are provided with needle points fit- 
ting inio the jongitudinal perforations of 
the strip. 

On depressing the :ever a block is 
brought up to the underside of the letter 
and folds it firmly, a damper takes moisture 
from a pad and passes over the part of the 
letter which is to receive the stamp, the 
stamp is cut from the sheet by descend- 
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ing knives, and finally is pressed on the 
envelope. The lever is raised for a fresh 
stroke by means of a spring, and this 
movement operates a trigger which throws 
out the letter, and also trips a counter 
which registers the number of depressions 
or stamps that have been taken. The ma- 
chine is entirely automatic in action and 
all the motion is derived from the depres- 
sion and raising of the lever. The letters 
are fed by hand, and it is claimed that 
3,000 may be stamped in an hour. The ma- 
chine is provided with a cover which can 
be secured by padlock, and a coin-feed ar- 
rangement may be attached if required so 
that the stamps can be obtained and affixed 
by inserting a penny. 

The Stolzenberg Patent File Company 
are making a special effort to sell their 
filing system by means of a practically free 
test. For 5s. ($1.25) and a filled-in coupon 
any man is sent five Stolzenberg files, one 
perforator, all necessary accessories and an 
explanatory booklet. If the recipient finds 
that the system is not satisfactory, his 
money can afterwards be returned to him. 

Vigorous attempts are being made to 
work up a business here for supplying office 
staffs with clean towels. There are several 
companies now in the business and their 
messengers do their daily 1ound of collect- 
ing soiled and delivering clean towels. 
Their yellow hand carts with black letter- 
ing and red shading are familiar in the city. 
The compani-s ajiso provide dusters under 
similar arrangefnents, whilst another fea- 
ture is the supply of a solid oak mirror 
wall cabinet containing hair brush and 
comb and clothes brush—these latter being 
sent out on the hire purchase system. 





ADVERTISING AFFILIATION TO 
MEET IN DETROIT. 

On June 25 and 26 there will be held at 
Detroit a meeting of the Advertising Affilia- 
tion composed of the Advertising Clubs of 
3uffalo and Cleveland, and the Adcraft Club 
of Detroit. 

The first meeting of this organization was 
held in Cleveland in October. The second 
session was pulled off in Buffalo in the mid- 
dle of January. The Cleveland meeting was 
great, and the Buffalo meeting was greater, 
so it is up to the Detroit aggregation to pro- 
duce the greatest meeting yet. 

Detroit Adcrafters are alive to the respon- 
sibility of their hostship, and already com- 
mittees have been appointed and active 
preparations are under way pointing to a 
meeting of advertising 


most memorable 


men. 





NEW LETTER SEALING AND STAMP- 
ING MACHINE. 

We recently had the opportunity of seeing 
the first model of a new letter sealing and 
stamping device. It did its work very ef- 
fectively, but severalimprovements and alter- 
ations are to be made in it before it will be 
placed on the market. It is the invention of 
E. H. Eisenhart of 232 East Twelfth street, 
New York City. It would be premature to 
describe its working. 


PRIZES FOR FINE WINDOW 
DISPLAYS. 

The Globe-Wernicke Company of Cin- 
cinnati, announces $200.00 to be distributed 
in cash prizes for the best window display 
of Globe-Wernicke book cases, filing cabi- 
nets and stationery supplies. This contest 
is open to all Globe-Wernicke agencies for 
displays made during the months of March 
and April of the present year. 

The company offers fifty-six cash prizes, 


as follows: 


First prize . $50.00 
Second prize 25.00 
Third prize secess BOO 
12 prizes .$5.00 each 
Be WN os eas 2.00 each 


These prizes will be awarded as soon 
after May the prize 
money will be paid to the prize winners 
not later than May 30th, 1910. It is hoped 
the prizes will be donated to the employes 
who trim windows, thus encouraging them 
a personal interest in the better- 


Ist as possible, and 


to take 
ment of your store and its service 

All that is necessary to compete for 
these prizes is to make a window display of 
Globe-Wernicke goods during the months 
of March and April, and send a photograph 
of the window display to the Globe-Wer- 
nicke Co., Advertising Department, Cincin- 
nati, Ohio. 

The name and address of sender should 
be written plainly on the back of the photo- 
graph, and a written description of the 
display may also be sent together with any 
information as to the comment it 

The prizes will be awarded by a 
mittee, consisting of the publishers of the 
Office Appliances and 
and the 


caused 


com- 


Furniture Journal, 
the Inland Stationer, 
prize-winning displays will be published in 


principal 


these papers. 

There is no limit to that 
used in connection with window displays. 
Either wax figures or live people may be 
used if desired. Or any mechanical or illus- 
trated effect in the way of moving or sta- 


ideas may be 


signs may be employed. 


tionary 
When your display is complete, you 
should call in the reporters for the local 


papers and tell them that you are compet 
ing for a cash prize, and ask them to give 
your store a little notice in the way of a 
write-up as to the attractiveness of your dis- 
Most papers are glad to do this with- 
store 1S 


play. 
out charge, especially where the 
a regular advertiser in the display columns. 
This your still further a 
center of interest. 

To relieve agencies of any expense con- 
nected with the making of the photograph 
for the exhibit to be sent in to the Adver- 
tising Department, the Globe-Wernicke 
Company will allow each agency sending 
in a photograph in this prize competition 
the sum of $1.00 to defray the cost of mak- 
ing the photograph. 

Photographs should be at least 5x8 
inches in size, while 8x10 would be more 


will make store 


acceptable. 





nvenient contriv- 


simple and appar- 


OME of the most c 
ances are the most 
ently the most obvious. A young man 
of Cincinnati, an expert in electrical devices, 
saw the need for an 
the motor, stopping and starting it at the 
without lifting his 
The following 
of the 
brain of 


attachment to control 


will of the 
hands from the keyboard. 


operator 
description gives the details inven- 
tion, the luct of the 
Earl T. Lockard, whose portrait and illus- 
trations of whose machine appear herewith: 
The object of this invention is to decrease 


which is prov 


the cost of operation and maintenance and 
to increase the efficiency of any machine so 


equipped, especially electric drive adding 


machines, et« 


This foot switch was primarily intended 





E. T. LOCKARD. 


used with electric drive adding ma- 
chines; however, it may be applied to simi- 
lar machines using electricity for their mo- 
This little device will save cur- 
is not being oper- 


tive power 


rent when the machine 
ated and it will also save money by de- 
creasing the wear on the motor. 

Where this device is being used on the 


the motor of the adding 
in the front receptacle 
switch by means of the at- 
tachment plug (1). The attachment plug is 
the foot switch by means of a 
and should be connected 


adding machine 


machine is connected 


(2) of the foot 


connected to 
flexible conductor 
in the lamp socket. 

When t 
machine he 
(3) of the switch, thereby closing the cir- 
Immediately 
purpose 


the adding 
the treadle 


he operat r goes to 
places his foot on 
cuit and starting the motor. 


on leaving the machine, for any 


Some Recent Inventions in the Field of 
Office Appliances. 


whatever, the foot switch automatically cuts 


off the current and stops the motor and re 
mains in that position until the operator 1s 


ready to continue his work on the machine 


The treadle on this switch is flat and does 














not inconvenience the operator in any way 
The construction of this switch is such that 
it will undoubtedly last a great length of 
time. Being built on the pivotal principle 


minimum. The 
that kicking or 


the wear is reduced to a 


mechanism is so arranged 


jarring the treadle will not disarrange its 

irkings. The case is made of a heavy 
gauge of galvanized iron securely construct- 
ed and heavily japanned. A quick break 
between the contact is obtained by a simpl« 
catch, thus alleviating any possibility of 
are. 

The Fifty-third National Bank of Cincin 
nati, Ohio, have bought and are using eight 


them, which have proven very satisfac 
ee 


A New Power Drive for Adding Machines. 


\ patent was issued March 29 to F. F 


Main on a power drive for adding machines 
I 


e uses air from any of the systems in us¢ 
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in office buildings to relieve the operator of 


the work of pulling the handle 
Several of them are in use at the Corn 
Exchange National Bank, Chicag The re 
far as the ncerned 
are identical with those secured by the elec- 
tric drive. The key action is the same; a 
touch for one registration while holding the 


suits, so 


operator is c¢ 


New Machines and Devices 


key down causes the machine to repeat at 
its top speed till the key is released. 

As the air pressure is on all the time it 
makes no difference how long the machine 
has been idle, no switch needs to be closed 
to make it operable, no energy is expended 
except when actually used, no possible loss 
by forgetting to shut off the power when 
leaving the machine. No change of adjust- 
ment is needed and no mutilation of the ma- 
occurs. 


Inking Device for Typewriters. 


Henry H. Angell of Chicago, has_ in- 
vented an attachment for typewriting ma- 
chines intended to enable operators to use 


chine 








a\ 





an additional color upon machines not 
equipped with two-color ribbons. 

The device, as will be noted from the 
cut, is small and of simple construction, 
and can be marketed at a price which will 
enable dealers to use it as an advertising 
souvenir, 

In the Specification of Letters Patent, 
the inventor says in part: 

My invention pertains to inking devices 
for type-writing machines. designed to per- 
mit the ready substitution of a distinctive 
or different color for that normally used in 
the type-writing machine. 

A further purpose is to utilize the device 
as an advertising medium. 

In the accompanying drawings: Figure 1 
is a perspective view of the device in com- 
plete form; Fig. 2, a sectional view on the 
line 2—2 of Fig. 1; Fig. 3, a perspective 
view of one of the ribbon clamps, an end 
of the ribbon and one arm of the spreader, 
separated one from another better to show 








20 
their construction, the form of the parts 
before folding being indicated in dotted 


lines; and Fig. 4, a perspective view show 
ing a modification. 

For certain classes of type-writing work 
it is often desirable to be able to print por 
tions of the work in a distinctive color, or 
one different from that in which the body 
of the work is printed. This is especially 
true in tabulated work, bills, accounts, etc., 
where the totals are commonly printed in 
red, while the body of the work is in black, 
blue, purple, or other usual color for gen- 
eral work. To meet this end special ribbon 
shifting 


separate ribbons of different colors, or rib 


devices have been provided, and 


bons having two or more different color 
strips or zones, have been employed [t 
is found that for general office work the 
added complication incident to the ribbon 
shift, and the loss by reason of reducing 
the ribbon surface of the more generally 
used color in order to make room for the 
less frequently used one, render such cor 
struction undesirable 

My invention aims to provide means 


whereby the operator may readily print in 
the desired color those relatively small por 
the 


distinctive ink, while yet 


tions of work which require to be in a 
ivoiding the com 


plication and expense of the multicolor rib 


bon mechanism built in, and constituting a 
part of, the type-writing machine 
As a modification of the construction 


illustrated the inventor reserves the right 


to omit the slit or opening c in the ribbon, 


and simply lay its ends, folded or unfolded, 


upon the respective clasp bodies a, and 
thereafter bend down the ends or arms 
thereof upon the ribbon as shown in Fig 


4, making suitable indentations or spurs, g, 
to better hold the ribbon. 


The device constructed in this form is 
held by the type-writer operator in the fin 
gers of one hand in such position that the 


ribbon A shall be 
the type, and close to the platen or paper 
This may and ordinarily will be 


directly in the path of 


thereon. 


done without removing or in any manner 
disturbing the permanent ribbon of the 
machine 

A single holder or spreader may serve 


for a series of ribbons of different colors or 
characters, but owing to the extreme cheap- 
ness of the device it is perhaps preferable 


to provide each ribbon with its own 
holder 
The Midget Adding Machine. 
The latest addition to the adding ma 


chine ranks is the Midget, a little machine 
that is all that 

The Midget consists of nine movable dials, 
from 1 to 0, 


its name implies 


numbered and two 


stationery 
one at each end of the movable dials 

the 
handle at 


the 


dials, 


From dials protrudes a corrugated 


end, which is held between 
thumb of the left 
other is a short 
afford a 


right hand 


one 
hand, 
shaft 


hold 


fingers and 
the 


out so as to 


while at metal 


hollowed good 
for the little finger of the 

To operate, one holds the machine by the 
between the thumb 
hand, holding 


forefinger 


] ind 


handle, and 


of the left in the right 


OFFICE APPLIANCES 


a pencil, or stylus, while the little finger of 


the right hand is placed in the finger cup on 
the right of the machine 

For convenience in operating the two 
right hand dials are yellow to indicate cents 
up to 99. The next three are white, indi- 
cating dollars upto 999, and the next 
three are black, indicating dollars’ up 
to 999,999 The last one is_ yellow 
and indicates to nine millions Fig 


uring in dollars and cents the capacity of 
the Midget is $9,999,999.99, and figuring in 
abstract numbers within one of a billion. 
The the 
each end come directly opposite the small 


numbers on stationary dials at 


openings in the movable dials into which the 
pencil or stylus is inserted, and serves as a 
guide to indicate how far the machine is to 


be revolved for any desired figure. There 


bar running from one stationary dial 


Is a 


to the other, and to operate the 


machine is 


fine proposition to make to dealers and oth- 
ers, who may be prepared to handle the ma- 
chine Che temporary address of the Mid- 
get Sales Company is 60 Van Buren street, 
Brooklyn, N. Y., and those dealers and oth- 
ers who are on the look-out tf good 
seller, and something novel in the line of 


machines, would do well to get into 
rthwith 


adding 
communication with the company 
A New Cross Footing Device. 


The field of the adding typewriter has 
been tremendously enlarged, in fact new 
fields have been opened for it by a recent 
invention of F. F. Main, who has first ap- 
plied his attachment to the adding type 
writers used in the statement work of the 
Corn Exchange National Bank Che form 
used has five columns. The machine must 
add in the first and second columns, subtract 
in the third, add in the fourth and subtract 
in the fifth As all these results re car 





revolved forward until the stylus strikes 
the bar, when all totals show immediately 
beyond the bar. 

To reset the machine or clear it, 
bar is slid by the little bar in the center 
from left to right as far as it will go; the 


towards until all 


the cross 


machine is revolved one 
the 0’s come against the bar, then the bar 
is slipped from right to left in the locks and 
the machine is ready for the next operation. 

Addition, subtraction, and multiplication, 
it is claimed, can be done on the machine, 
and its great advantage lies in the fact that 
it is always handy and ready for work. It 
can be taken up and laid down at any time 
without interfering with the record already 
in the machine. Some little practice is, of 
course, required at first to get accustomed 
to its operation, but after a little while quite 
rapid addition can be performed. It is 
stated to be absolutely accurate and fully 
guaranteed for one year from date of pur- 
chase. It is to be retailed at $10 

The Midget Sales Company has just been 
organized to market the with a 
capital of $10,000 in shares of $10 each. The 


of the Sales Company is W. H 


machine 


president 
Beardsley, who has been for many years 


very favorably known as a man of consider- 
able energy and enterprise in the typewriter 
He believes that there is a great 
the 


business 


future machine, and has some 


before 


THE MIDGET ADDER. 





ried torward they must be in the same 


which necessitated the manual move 


talizet 
ment of the totalizer five times for each lin« 
The 


all these movements automatically; 


written new invention takes care of 


1 


the totalizer automatically places itself in 


position to record the work of each co 
where needed and keeps out of the way a 
all other times as in writing the date, 
fication numbers, etc. 
The device does not in any way 


with vertical footing in any or all of the co 


fact the work in the first and sec 


umns; in 
ond is both vertical and cross footing, th: 
results being carried across to the next or 
to any other column. All that the writer 
has to do is to place his machine in pos 
tion to record the members, whether verti 
cal columns or horizontal, no matter how he 
moves his carriage, how far, or in what di 
rection, if he stops where the italizer 
should work it is “Johnny on the spot,” and 


if he wishes to write dates or other num- 
bers the totalizer wisely keeps vay till 
needed 

\ll these results are accomplished by a 
little trip that unlocks the totalizer after 


completing a column, thus allowing a spring 


ve the totalizer along to the next col 


to m 
umn or to a fixed stop, where it waits til! 
the n¢ column stop picks it up and carries 


s before 


ward a 
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HIS case has often been tried. The 
verdict has never been satisfactory 
We might say, the jury has dis- 
agreed so often that the case has been 
tried, quantum suffict. But even so, we 
will reopen the case and consider it pro et 
con—pro bono publico, as it were. 
We find very few fattory-trained repair- 
men. It has been stated that factory men 


do not make good as repairmen. It ap-. 


peals to one’s mind that a factory man 
should know more about a typewriter than 
another man who has never seen the in 
side of a factory. 

He does, but it has been tried and found 
that a man right from the factory does not, 
asa general rule, make good. 

There are of course exceptions to this. 
One will find a few factory bred repairmen 
—that is: men who received their first train- 
ing and knowledge in,a manufacturing way, 
and later supplemented this knowledge by 
experience in a repair room, combined with 
field repairing. Such men are invariably 
experts. But they are men of middle age 
3y this is meant that the factory man of 
to-day is a piece worker, while this man 
worked in a factory when the men were 
changed around and received a good knowl- 
edge of the whole machine, The factory 
man, now, works on a certain part of the 
machine and very seldom knows, or cares, 
very much about the rest of it. He works 
for years on the same piece or collection of 
This is absolutely necessary, in a 

There can be no other method 


pieces 
factory 
used. The number of machines required to 
be turned out, completed every day, makes 
it so.—makes it absolutely essential that 
the several different parts of the machine 
be assembled and adjusted by an expert on 
each particular part. For this reason men 
are kept working on the same part, or 
collection of parts, thereby becoming ex 
pert at their individual work. Then when 
the different parts are assembled, and a 
machine completed, that machine has been 
built by experts. Then the machine is in- 
spected by men who are expert in their 
work 

Now it can readily be seen that a factory 


has a force of experts. But these men are 


expert at a part of the work only. The 
materials, or parts, they use are all new 
When there is trouble with one of these 
parts, it is thrown away. It costs less to 


discard a troublesome part, than it does to 


Save it 


By O. V. Schauer. 


Repairmen Must Know Whole Machine. 
Now to repair a typewriter it is neces 
sary to understand the whole machine. 
When a piece of the machine causes trouble 
it must be repaired and readjusted to the 
other parts working in connection with it 
There is no discarding of parts in a repair 
room, Repair parts are valuable there. It 
takes considerable time to get other parts 
from the factory. They are guarded as 
closely as the money in the cashier’s safe 
When a man is sent out from the factory 
to a repair room, he is given instruction 
for a while, regarding the part of the ma 
chine with which he has not worked 

It generally turns out that this man can 
put it all over a repairman on some par 
ticular part of the work, Then it shows 
up that he does not know very much about 
the rest of the work. He has been trained 
to work with new parts at his command 
Repairing and refitting old parts which 
have have been slightly worn is a job which 
he is not used to and it gets on his nerves 
He is just like any other man who has 
worked at light mechanical work,—he still 
has to learn to repair. He has to learn 
how to do this work and forget the greater 
part of his factory training. 

In the factory he had all kinds of de 
vices with which to assemble his work. He 
had jigs, and gauges, also numerous meas 
urements to work by 

In a repair room he has to learn to take 
a machine apart, then assemble and read 
just it without these gauges and measure 
ments. It is a much harder thing for him 


to learn than it is for a man who never 


worked with gauging tools He has to 
learn to accept and overcome problems 
which are never thought of in the factory. 

The hardest part of the work for the fa 
tory man to understand is the reason for 
adjusting one machine in a certain manner 
and another one entirely different Chis is 
the problem which has to be solved by any 
field or repair room mechani It is a hard 
one for the factory man to cope with 

Now it stands to reason that a piece ol 
mechanism must be adjusted in a certain 
way to get the best results from it But 
when it is found that one operator will turn 
out good work on a machine which is prop 
erly adjusted, and that another operator 
cannot get results from it at all, or another 
one just like it, what then? 
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Factory Men vs. Repair Men 


\ factory man would say that the trouble 
is all with the operator. So it is to a cer- 
tain extent. But a repairman, who has had 
experience at this kind of work, will change 
the adjustment of the escapement, raise or 
lower the pick-up, change the spring ten- 
sions, loosen or tighten the carriage, or he 
may even change the fulcrum point of the 
key-levers. Sometimes he will make a 
special attachment of his own invention, 
and fit it to the machine. 

When he has finished his work, the op- 
erator is able to turn out her work rapidly 
and correctly, and lastly is satisfied with 
the “feel” of the machine under her fingers. 

If that machine was to be taken and in- 
spected by a factory inspector, he would 
throw up both hands and say—(I am afraid 
it would require a series of dashes to sig- 
nify his exact words). 

Now understand what I mean; it is this: 
a typewriter adjusted just as it should be, 
may, or may not, run to the satisfaction of 
the operator who is going to use it. 

That is what makes it hard for a factory 
man. He does not understand why a ma- 
chine, which is adjusted properly, will not 
do the work it is intended to do. That 
is his greatest trouble and combined with 
readjusting worn parts, he does not like the 
work, Then it goes without any other 
proof, that a man who does not like the 
work will not make good. 

The secret is, that a factory man must 
learn his work all over again, before he 
makes good as a repair man, The work 
is so different from what the work is in the 
factory that he soon asks to be returned. 
He did not make good, for the reason that 
he did not stick long enough. He did not 
realize that in changing his work from the 
factory to a repair room, he would have to 
learn a work which is entirely different 
from that which he had been performing. 
But there is no reason on earth why a fac- 
tory man should not make good, providing 
he remains long enough. 

| have seen several of them try it. They 
thought that they were going to come into 
the repair room and show us fellows up. 
Well, the only reason that I can see why 
some of them did not make good, was 
that they were quitters. 

Right here let us all realize that the 
typewriter field is large, but it makes ne 
difference whether it is in the repair room 
or what end of the business it is, there is 

room for a quitter. 








HE advocate of an artificial com- 
mercial language does not find that 
his path lies in particularly pleasant 

He is usually subjected to all sorts 


places. 
of ridicule on the part of the press, and his 
well meant efforts are made the target for 
the wouldbe humorist and the indefatigable 





penny-a-liner. Even those engaged in in- 
ternational trade and who would be the 
beneficiaries of a common verbal and writ- 
ten medium of communication, are prone to 
condemn off-hand the efforts of 


workers in the interests of the commercial 


sincere 


world, simply on the ground of past fail- 
and without careful examination of 
attempt 


ures, 
the new system or any intelligent 
to estimate its chances of success 


The need of such a lan 


A New Commercial Language 


Something About “Ido” Which Promises 
to Become the International Medium of 
Communication Between Business 
Men. 


a number of large American manufacturers. 
Mr. Waltisbuhl is, indeed, the secretary 
of the Uniono di L’amiki di la Linguo In- 
ternaciona, which has in charge the univer- 
sal propaganda. 
Arguments of Sponsors for “Ido.” 

A prospectus which has reached this 
office contains an article by Mr. Waltisbuhl, 
which sets forth clearly and concisely the 
arguments for an artificial auxiliary lan- 
guage and for “Ido” per s« In scheduling 
the requirements of such a medium, Mr. 


which it is sufficient for a1 dividual to 
know in order to be able t mmunicate 
with all the world (even with those who do 
not already know it, so admirably simple 
ind clear is it). It is not by any means 
designed, however, to take tl place ot 
national languages, ror to hinder the learn 
ing of foreign languages; on the contrary, 
it facilitates their study.—The | ess men 
who first use this language w thereby 
acquire some advantage This was well 
understood by the practical English, 

published the first commercia lictionary 
in this language (and in English, French 
ind German). By its means ness men 
speaking these languages cai sily com 
municate with one another garding all 

kinds of speci subi 


We beg ) t be pe 





guage, however, is patent 
This will be readily admit enough 
A la tutmonda Komercistaro. man now finds it’ necessary to com } 
ted by anyone having ceaaiiontl . matte 
: ¢ - Pro la sempre kreskanta interna municate with foreign countries In 

] ; } \ rious languages e does ( h > 1 
business relations with dif iona komuniki, la komercisto esas arious languas If he does not him- the languag n 
| See . ‘ nun obligata havar relati en extera self possess a knowledge of several ; -_ , 
ferent foreign countries landi kun diversa lingui.. Se il m anguages—which costs much time re ee 
The difficulty of obtaining posedas ipsa la konoco di plura lingui, 44 trouble—he is obliged to employ the languag y 

“ qua kustas multa tempo e peno il special correspondence clerks; in ad , 

dition there are catalogu irculars, clerk ( ‘ 


devas 


correspondence clerks and 


sales men of sufficient imprimesar « 


linguistic attainments are 
; malere la 
almost insuperable and the 
cost of duplicating expen anny os eB 
sive catalogs and trade lit 


erature in the various lan stranjeri, ed 





salaryvar 
plue la katalogi 
plura linkui On devus 
6 lingui; sed mem lor, 
perdo di multa tempo e 
povus atingar kompleté 


do lernar > « 


labors m ne 
la skopo Kad 
linguo en la komercal 
relati? To esas tute neposibla: omna 
naturala linkui 


specala sekretaryi; 


tarifi, cirquieri devas ~ 
nguages Five or 


would thus have to 


on povus adoptar nul ; 
single 


not i 


esas malfacila por la this 18 quite 


nultempoe konkordus 


and price lists to be printed in several 


even then, in spite of the 
time and trouble, the 
not be completely attained. But could ‘ : 
national b 
adopted for commercial 
impossible 
tional language is difficult for 


purposes? No, 


friends to |e 


x languages 
earnt but - | 
' Some 1 is of the { 
loss of much ee: ICS So a 
bject would upon which the new m¢ 


language be dium 1s forn an be 
Evel na- tained fror following 
forelgn- 


official sum 








; —- aa s ar ers ind no agreement ld ever a ' 
. ree ie ae arm: pri la selekto di una On povas solvar vd eae a “TL internationa 
guages is in itself formid  suniineiinds mur eer aus helvante be reached regarding the one to _bé [he inter 
able. artificala Unesme ol esos neutra: chosen The difficulty can be solved guage Ido t easiest 
‘ duesme, ol esos multe plu facila kam only by means of an artificial auxiliary 
One frequently hears or irga natural linguo; on povas lernar sa meee , orate : it will be ~y for the gr numb 
: ~ ne he secondly, it will be much easier than : 
sande et oe gramatiko en poka hori, lektar e skri - ; Bi». a . _— of men tc o mar < \ 
read ante Fessing discus bar ol pos poka dii, parolar ol pos poka oe natural language. ae oe learn ' en. | is — : 
sions as to the “language semani, e tale komprenar e kompre- its grammar In a few hours, learn to consists of a few rules 
' | . nesar multe plu bone kam per ula read and write it in few days, to ‘ ; 
of the future The Eng stranjera linguo. Ti qui konocas ja speak it in fe w weeks, a to uns without excey] ns, 
1 1 rii o ‘ ‘ " erstane ance make onesell! inderstooc ; 
wil agree th: aT plura lingui (ex. un germanal ed un > . . ne : , rine an be lear : 
lish ll agree ms - romanala) bezonas preske nula studyo mucn 86esie than an any = 6roreigt = fe 
an ideal may be realized, por aquirar ol; nam ol esas nur ex tongue. hose who ready know [The spelling is phonet 
1 -~ traktajo e quintesenco di la europana several languages (one Germanic and | ' 
so will the Germans, like inate’ one Romance tongue, for instance), vowels as German 01 
. = can acquire it with hardly any study, ali. 
wise the French. But in To the Mercantile World. for it is nothing but eutenet asad Italian (a 
the end vou will find the Owing to the constant growth of quintessence of the principal Euro- roughly ah. eh, ec 
: . : international relations, the business pean languages. ik s 
discussion narrowing c=ts always; g always as 
] ] ] ] 
aow e i e O11 “ ; . ~ In gO; Nn always S&S ae 
lown to th om I 9 - Statement of purposes of ‘‘Ido’’ and translation into E is ; d ee 
reached by denomina- j as in jam; r trilled; s 
tional controversialists when threshing over Waltisbuhl says: “First it will be mutual; always as in so or as in sausage; y as 
the question of church unity—each admits’ secondly, it will be much easier than any yes; sh, ch, qu as in Englis g S 
that unity is possible but when pressed he natural language. One can learn its gram- anguage; au= roughly ow in cow; 
is found cherishing the impregnable con- mar in a few hours, learn to read and write roughly like a quick eh-oo. The accent 


viction that it must be on the basis of his 
particular system 

The latest attempt to solve the problem 
of a common commercial language appears, 
after even the most cursory investigation, 
to have much to recommend it, and to pos- 
sess qualifications for success not possessed 
by its predecessors 

“Tdo” is the new language. It is an adap- 
tation and simplification of Esperanto and 
has a distinguished champion in the person 
of one well known to the readers of this 


Anton Waltisbuhl of Zurich, 


paper 


Switzerland, himself a large dealer in office 
appliances and the Swiss representative of 


it in a few weeks, and to understand and 
make one’s self understood much better 
than in any foreign tongue. Those who 
already know several languages (one Ger- 
manic and one Romanic tongue, for in- 
stance), can acquire it with hardly any 
study, for it is nothing but an extract and 
quintessence of the principal European lan- 
guages.” 


tinues the writer. It is the fruit of the 
labors of the Delegation for the Adoption 


“This language now exists,” con- 


Language, 


of an International Auxiliary 
and it merely simplifies and _ perfects 
Esperanto. It is indeed the easiest lan- 


guage for the greatest number of men, 


stress is on the last syllable but one, and on 
the last syllable of infinitives; y is not a 
vowel and cannot be accented: béna, fflyo, 
dévas, amar, sta, patro (roughly: boh’nah, 
l’yo, deh’vass, ahmarr’, soo’ah, pah’tro) 
Parts of speech are known by their ter 


minations: 


o for singular nouns: patro, father, or a 
father 


for plural nouns: patri, fathers 
1 for adjectives (invariable): bona, good 
e for derived adverbs: bone, well (in a 
good manner). 

Verbs do not vary according to person, 


but only according to tense: 














-ar stands for present infinitive: amar 


(ah-marr’) to love. 


-as for present indicative: me amas, I 


love. 


-ir for past infinit amir (ah-meerr’), 


to have loved 
-is for past tense (indicative): il amis, he 


loved or he has loved. 


idicative): elamos, 


-os for future tense (1 
she will love 

-us for conditional: vu amus, you would 
love 

ez for imperative: venez, come! ni amez, 
let us love 

The passive voice is formed by joining 
the verb esar (to be) to the root: amesar= 
to be loved; ni amesas—we are loved; vi 
amesis—you (plural) were loved, you have 
been loved; li amesos=—they will be loved; 
eli amesus—they (those girls or women) 
would be loved. 

Possessive pronouns are derived from the 


personal pronouns (shown above); mea= 


OFFICE APPLIANCES 


I tua—thy, thine, your n r) 
1 your, yours (polite); nia—our, ours; 
via—your, yours (belonging to several per 
sons); lia=their, theirs; sa=his, her, its 


when necessary, use ilsa= his: elsa—her, 


hers; olsa=its). Degrees of comparison ar‘ 


formed by means of: plu=more; min=less 
ma most; minim—least; tré ery; tam 

' 

Kall as is 

Nu Der! zere u du. tri | (5 
sis, sep, ok, nov, dek (10); cent (100); mil 
(1,000). Others are derived from the above 


dek-un=11; tridek—=30; kindek sis =56; 


} 


duesma=second; dekesma tenth 


\ll Ido words are formed with invariable 


elements; roots and affixes each have a def- 


inite meaning The roots are taken from 


European languages in accordance with 


their internationality. The affixes, most of 


which are also international, enable the stu 


dent to form regularly all the logical! deriva 


tives required. E.g.: patr-in-o—mother; bo 


patro—father-in-law; mal-agrabla—disagree 


able; mi-sfero=hemisphere; redicar—to say 


29 


igain, repeat; dent-ist-o, social-ist-o; kaval- 
ey-o =a stable; krist-an-o = Christian; lan- 
aj-o =a woollen article; rich-es-o = riches, 

kandel-yer-o =candlestick; pom- 
ver-o =apple-tree; nacion-al-a = national; 
aud-ebl-a audible; instrukt-iv-a = instruc- 
tive; kuraj-oz-a—courageous; por-oz-a= 
arbor-iz-ar—to afforest (cover 
with trees); frukt-if-ar—to bear fruit, 
fructify; grand-ig-ar—to enlarge, make 
grand-ij-ar—to get large, grow in 


wealth; 





porous; 


great; 
1Z¢ 

lhe propaganda of “Ido” is already well 
under way. There are a number of jour- 
nals devoted to its popularization, one, 
“The Internationalist,” being published in 
this country by the Cahan Printing Com- 
pany, 218 South Fourth street, Philadel- 
phia. Messrs. A. Kangas, New York, and 
Prof. B. Mackensen, San Antonio, Tex., are 
\merican members of the committees in 
charge of the work, and literature and full 
nformation can be obtained from them or 
from Mr. Waltisbuhl. 


The Typewriter Salesman 


typewriters at the 
present day and age, when every ma- 

chine is as near perfection as years’ of 
experience and perfect machinery can pro- 
duce, a whole lot of responsibility rests on 


the salesmart 


All of the standard machines are good; 
every one of them will do the work of the 
office. Some of them are better than 
others. Some of them will do more work 


than others Some of them have certain 


features which give a salesman an oppor- 
tunity to compare his machines with a com- 
petitor’s favorably to his own machine. But 
this will not sell a machine to a single cus- 
tomer. 

In order to sell typewriters today, a man 
absolutely “on to his job.” He 
can not be what is ordinarily termed a “hot 
air merchant.” That may sell a few ma- 


chines for one month, but it will not con- 
tinue the business. In order to build up a 
business fe iny neern, the salesman 
must be honest and reliable. He must be- 
lieve in the merits of his machine. He 


must work, and work hard. He must can- 
vass his territory. He must report and 
make lists of prospects. He must see to 
it that the carefully cir- 
cularized with follow up matter. He must 
call upon them from time to time and get 
convince the trade 


customers are 


acquainted He must 
that he is there to wait upon them, and 
they can bet their last dollar that when 


they call for him he is on the job. If a 
salesman is not so bright, but is reliable 
and a plugger, he is bound to get the busi- 
ness after a time. Such a man, after a 
year or so in a territory, will begin to get 
orders over the ’phone. They will call for 
him to come and talk over a proposition. 

let him know when they are go- 


rchase new They 


equipment. 


What He Should Be and What He Should 


Do to Make His Mark. 


By One Who Did. 


will give him a chance at their supply busi 
ness, which is a part of the typewriter 
game, 

\ salesman who is honest and reliable 
good. It will take him years, 
He has to know 
every phase of the business. He has to 


can make 
however, to get proficient 


know his own machine, and he has to know 
the good and bad points of the competing 
machines. Unless he is familiar with all 
of the machines manufactured he will not 
be able to get the best. results from his 
territory. The best-salesman is the man 
who attends closely to his business; the 
man who wastes no time on the outside, but 
puts in every minute of the day possible 
calling on his customers, not only for their 
order at the present time, but to get in 
line for future business. Too many sales- 
men spend time on immediate prospects 
when they might better be working on 


prospects that will mature in several 


months. Too many salesmen spend all of 
their time fussing around examination ma- 
chines when they should be out looking up 
new prospects and getting acquainted with 


the customers. 


Must be Enthusiastic. 
Again, salesmen 


working in the typewriting field, whose en- 


there are too many 


thusiasm for their machine is luke warm. 
They believe they have a good machine, 
but they think the other man has a better 
one, perhaps. They do not put their whole 
soul in their work for this reason, and 





when a customer tells them that another 
nachine is a better one they more thar 


1 
half believe it, instead of setting to work 


to convince the customer that he is wrong. 
It is often the case that when a salesman 
feels fit he can go out and close up a deal 
in a few minutes’ time, where it would 
take him days to do it if he were not opti- 
mistic about the results. Show me a sales- 
man who believes his machine is the best 
one on the market absolutely and who 
spends his time among his customers, and 
[ will show you a successful typewriter 
salesman. 

The several steps in salesmanship put 
forth by the different schools of salesman- 
ship are all right, but they will not sell a 
typewriter. It takes enthusiasm, persist- 
ence, and hard work to make a good profit 
for the house. 

And this is not all. An enthusiastic, hard 
working salesman, if he is not properly 
backed up by the sales manager will after 
a time get into a rut, and there is nothing 
that hampers high speed like a rut. If a 
man once gets into a rut his period of 
usefulness as a salesman is over, unless he 
gets into the rut of selling a large num- 
ber of machines each month, which is com- 
mendable. We see too many salesmen who 
have worked up a fairly good business in 
their territory, rest satisfied, if they sell 
the usual number of machines each month, 
when their sales should increase from 
month to month. The responsibility of 
getting these men out of the rut falls on 
the sales manager. Something must be 
done to get them speeded up. What this 
shall be depends on the salesman and sales 
manager, but any means whatever to get 
them to thinking and to planning for a 
larger business is beneficial. 

Enthusiasm and hard work, together with 
a knowledge of the business is bound to 
produce results, no matter what the nature 
of the salesman or his personal appearance, 











Developing Business by Phone 


POINT not heretofore considered, 

perhaps, by dealers generally is the 

utility of the telephone in keeping in 
daily touch with the needs of their custom- 
ers. Merchants in other lines have tried 
it with success, and there may be an op- 
portunity here for dealers in stationery and 
office appliances to take a leaf from others’ 
book and stir up a little trade which now 
lags from want of a reminder: 

This means the use of the telephone in a 
positive instead of in a negative way—not 
waiting for the customer to call up the 
dealer, but calling up the customer and mak- 
ing polite inquiry or suggestion—inquiry as 
to the needs of the customer and sugges- 
tions from time to time as to the new goods 
and appliances in stock, 

In Chicago there are many merchants 
who use the telephone in this way. The op- 
portunity, of course, is greatest in the case 
of the grocer who must keep in daily touch 
with his trade. There are several stores 
which maintain a regular telephone depart- 
ment with a couple of clerks whose duty it 
is to call up the regular customers every 
morning, take their orders and make sug- 
gestions. It is the policy of the merchant 
to put capable men or women in charge of 
the telephone desk and to keep them posted 
right up to the minute with regard to all 
the fresh goods which arrive, new goods in 
the market and goods ordered, so that cus- 
tomers may make their calculations in ad- 
vance. Many sales are thus made that 
would be otherwise overlooked, because 
the customer is kept informed at all times 
of the resources of the store to meet her 
needs 

The only reason, of course, why the sales- 
man must be thoroughly informed about 
his goods is that he may pass his informa- 
tion along to the prospective customer in 
a way that will help to create in the mind 
There ap- 
pears to be no valid reason why the mer- 
chant should not avail himself of the quick 
est means of imparting this information to 
a selected list of customers, doing so, of 
course, with discretion and judgment so as 
not to trespass upon the time of the cus- 
tomer or offend those who happen to be of 
Perhaps, in the 


of the customer a desire to buy. 


an irritable disposition 
case of the stationer and the dealer in office 
appliances it would be well to limit this 
telephone work to once or twice a week. 


Suggestions to Merchants Regarding the 
Use of Common Appliance to Get 
More Trade. 


By Earnest Van Dyke. 


The average office does not need supplies 
oftener than that, and many not so often, 
but the judicious use of the ’phone serves 
to keep the dealer in touch with his cli- 
entele, will be the means of getting some 
business and will keep the name of the 
dealer in the mind of the customer. 

Importance of Using Modern Ideas. 

The office appliances dealer of all men 
should be quickest to avail himself of all 
that is best and most modern in the busi- 
ness game. The improvements in teleph- 
ony have placed the service at the com- 
mand of everyone at a remarkably low 
price even for unlimited service. The mer- 
chant who supplements his other methods 
if reaching his trade with a proper use of 
the telephone will convince his trade that 
he practices what he preaches. 

The man whose business it is to advise 
others to be up-to-date in their methods 
and equipment and aims to show them how 
and sell them the goods to make their 
offices modern, should himself exemplify in 
his own methods the desirability of his sys- 
tems. If he sends out circulars, they 
should be printed in his own store on one 
of the duplicating machines he sells with a 
memorandum to the effect that this letter 
(or circular) was made upon the Black ma- 
chine. He should see that the work is 
creditable and should not forget to mention 
that he sells the machine and that his pros- 
pective customer can readily turn out work 
as good or better. 

When the dealer secures an agency for a 
new device we are inclined to think he 
will stand a better prospect of success if 
his enthusiasm is heated up to the point 
where, in his glee, he cannot rest contented 
until he has called up all his regular cus- 
tomers with whom he sustains friendly per- 
sonal relations and tells them about what 
the new device will do for them. If he 
does not take a single order by ’phone he is 
still the gainer, for if his talk -is right 
somebody will be sure to remember it and 
in passing will drop in for a look at the 
new machine. In this way many sales will 


be made. Indeed, if only a few sales are 


made in a year traceable to the ‘phone yet 
nevertheless the method, if followed at con- 
venient moments when other work does not 
press, will have justified itself abundantly. 

Industriously keeping at one’s business 
is bound to bring success, provided one 
uses ordinary care and judgment in the 
conduct of it. The idea of keeping ones’ 
self constantly in the minds of customers is 
one whose value has been proved by the 
experience of all large advertisers. The 
telephone has not heretofore been used as 
a medium for advertising to any great ex- 
tent, but in addition to the orders which 
may be directly taken by means of the 
wire, it is incidentally a medium for public- 
ity. It helps to get the store a reputation 
for benig an up-to-date commercial proposi- 
tion. If a dealer can get his customers to 
say “Down at Blank’s store, everything 
hums,” or “If there is anything in the office 
appliance line, you will be sure to find it in 
Blank’s,” the dealer has gained just that 
much prestige, which is an advantage to his 
business. 

Taking orders over the telephone is not 
something that every dealer can undertake 
without consideration of his trade and of 
his own circumstances, but where he can 
afford to select a list of customers to call 
up once a week and make his telephone 
service a sort of brief bulletin of his store, 


we believe there are places where such a 
plan would pay. 

One thing the adoption of the telephone 
service for calling up customers generally 
would accomplish and that is—the keeping 
of a list of patrons of the store. Such a 
list should be readily accessible and in some 
way or other, the merchant should take the 
name and address of every customer who 
enters his place of business. He will find 
such lists of extreme value. Indeed, a good 
list should be worth many hundreds of dol- 
lars to any live dealer. Even in the larger 
cities, many merchants follow this plan and 
it is not possible to calculate what advan- 
tages have accrued from it. Even stores as 
famous as Marshall Field’s and Wanamak- 
er’s follow up their customers with a mail 
campaign as soon as they get the names 
on their books. In the smaller towns, both 
the mail and the telephone could be used to 
advantage on these lists, the telephone of 
course, always with descretion, so as not to 
make it an inconvenience to the customer 
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NY ONE following the history of 

business trade journals recognizes, 

and fully comprehends their object 
to serve the trade and their great value to 
those who patronize them. The knowl- 
edge they convey to those interested in the 
lines of business they cover can not be 
over-estimated. That they are of very con 
siderable money value as advertising medi- 
ums is an established fact. They dissem- 
inate information to the right sources that 
could under present 
methods, in any other way. The business 
house that is without its trade journal has 
Much of the 


success of some business concerns, and of 


not be distributed 


a cog missing in the wheel. 


individuals, can be attributed to a proper 
use of such journals. The employe who 
has high aspirations for future success, and 
who desires to make the most of his pres- 
ent position, can not achieve fully his am- 
bition without periodicals pertaining to the 
business in which he is engaged. Trade 
journals are an educating force of great 
power, and this is an age when education 
is essential. Brains are at a premium to- 
day. When a line of business, and those 
closely allied become powerful enough to 
be designated under some heading and can 
then support a trade journal, it means a 
very healthy condition. The rapid growth 
of office devices in quantities used and in 
kinds, and different makes of the same 
kind, through necessity, to save time, labor 
and expense, has in recent years caused the 
whole business to be designated as “office 
specialties” or “office appliances.” A time 
came when there was a need to have a 
trade journal to cover the entire field. As 
a result came into existence the magazine 
known as “Office Appliances.” 

It was conceived, and carried into execu- 
tion, by one of high character and stand- 
ing, known from coast to coast and in some 
foreign countries well versed in the busi- 
ness and thoroughly experienced. He had 
a mental vision of what such a journal 
should be. That his ideas were correct, 
and that the field appreciated and support- 
ed the ideas, is best proven by the issues 
printed just before his demise. He builded 
better than he knew! Due credit must be 
given to his later able assistants. It was 
my good and happy fortune to have known 
the ideas in their embryo, before expressed 


_in published issues, to have seen the first 


drafted copy and to have had every issue 
from the first one, and am proud of the 
fact that I have always been one of its 
supporters. Its continuance was a source 


Part II. 
By U. G. Case. 


of pride and gratification to those con 
nected with it as producers of it and of 
those who helped to support it, whether 
writers, subscribers, or advertisers, while 
a success from the beginning through well 
laid plans that were properly carried out, 
it became like a rolling snow ball, yet its 
greatest success has come within the last 
two years due to the capabilities of the 
present publishers, due to keeping their 
fingers on the pulse of the field covered, 
and due in measure too to its supporters 
who recognize the value of what is given 
them. 

In two articles published in this maga- 
zine some months ago, covering “The 
value of trade journals” and what 
I expressed my 


“office 
appliances means to me,’ 
views as regards this publication, so they 
need not be reiterated here. I am not mak 
ing these statements with a view of boost- 
ing them, because they do not need it, but 
to call attention to the real value of such 
a publication. It carries a message that 
will greatly assist dealers to achieve suc 
cess, or still greater success, in their chosen 
held. It is the dealer’s text-book. I make 
these references more particularly, how- 
ever, following the previous article, be- 
cause there is one phase of the mission of 
office appliances that was not originally 
planned, but has been a development which 
may not be generally recognized, and which 
I have never seen referred to in articles 
by contributors. It has not simply been a 
disseminator of information through news 
and advertising, but it has, unconscious- 
ly perhaps, been a very great promoter 
The ideas, the plans, the enterprises set in 
motion as a result of the suggestions of 
this journal are strewn in all directions to 
the four corners of the earth in the form 
of office appliance concerns that received 
their first inspiration from its pages. Many 
an office device concern owes its existence 
to Office Appliances. It ‘has, therefore, 
built businesses and aided greatly in the 
general uplift of the office appliance field. 
It specialized business on office devices that 
used to be carried on only through 
branches of individual manufacturers, or 
was handled only in connection with many 
other lines. It has even severed some such 
combinations. Today we _ see_ exclusive 
office appliance houses all over our coun- 
try and in foreign countries. Can we esti- 
mate what this means to the proprietors 
and their employes. The name of this 


Handling Office Specialties With Profit 


magazine has become in part the name of 
many such concerns. Therefore again, as 
an educating force in business it stands 
without a peer. 

The Logical Division of Business. 

Some men can lead and others only fol- 
low. Some must necessarily be employers 
and others employes. No one man can do 
everything. In the office appliance field 
we must have manufacturers. They fur- 
nish the inventive skill the money, the fac- 
tories and the product. They introduce 
the goods to the public through selling 
policies—salesmanship and advertising. It 
means selling to dealers only, to consumers 
only, or perhaps both. The dealer only is 
considered here. There is no question 
about the demand for office devices. There 
are many kinds in existence now, more 
coming that we know of, and still more 
will come as necessity demands. As long 
as brains and ambition exist, a proper de- 
mand will get what it requires. There is 
no more agreeable and yrofitable business 
for the office specialty man to engage in 
than in the very lines with which he is ac- 
quainted. It should be the aspiration of all 
high grade men to go into business for 
themselves. They should remain in the 
field of general office devices, as that is 
where their knowledge and experience will 
bring the greatest returns. If they achieve 
their ambition, the conquest of success is 
worth the price many times. If they never 
become employers, the trying to do so has 
made them better employes, and made it 
possible for them to attain higher positions. 
The field is large, many cities are without 
an office appliance house, many are ripe 
right now waiting for someone to open an 
office or a store and serve the business 
people. It is a business where one can 
start in a small way, if necessary. Much 
capital is not always essential. One can 
start with one device and add others as he 
is able to do so. Some manufacturers will 
consign goods, and others again will give 
long time credit to worthy men. When 
one works for himself he should be willing 
to make some sacrifices to build up a suc- 
cessful business, for in time all his reason- 
able desires can be gratified. As to where 
to open up—all cities present their oppor- 
tunities, although of course, some are bet- 
ter than others, but the right man can suc- 
ceed wherever he is placed with the proper 
goods. It is not so much a question of 
territory as it is of the man. A good man 
can not be kept down. If “downed” he 
comes up again phoenix-like. 


One who expects a square deal from a rounder 


is sure of disappointment. 











OW-A-DAYS humanity is divided 

into two classes—those who take 

pictures and those who suffer their 
pictures to be taken. The photographic 
disease breaks out in the spring with the 
twitter of the first robin and continues 
throughout the summer and fall, like base- 
ball, with growing violence, until the low 
suns of winter rob the light of much of its 
actinic value, demanding longer exposures, 
and the black days take away the enthusi- 
asm for outdoor amusements. 

Time was when photograpliy was a high- 
ly specialized calling, and, indeed, it is so 
to-day among those conscientious profes- 
sional workers who achieve such pleasing, 
not to say flattering results, by the ju- 
dicious handling of light and shade and the 
retouching pencil. 

But the average person who buys a hand 
camera wants to make a record of scenes 
and of people. Not for him is the cum- 
brous and expensive equipment of the pro- 
fessional. He travels light and his camera 
must be light and compact accordingly. 
Herein is the dealer’s opportunity. 

But dealers in stationery and supplies, 
in common with other men, are prone to 
regard the camera as a difficult thing to 
learn the use of. When it is suggested that 
they instal! a photographic department 
they dream dreams and see visions of them- 
selves toiling in a hot dark room vainly 
trying to learn the nature and use of mys- 
terious chemicals, or trying to learn a 
stock whose every item is foreign to their 
experience and taking valuable time from 
other departments in an effort to reach out 
after something new. In reality, however, 
the installation and conduct of a camera 
department involves nothing that should 
cause a man of average business experi- 
ence to hesitate. Goods are to a large 
extent standardized and their prices are 
fixed. Given a competent clerk who under- 
stands the stock and is capable of teaching 
customers the manipulation and use of the 
camera, and the installation of a photo- 
graphic department should be a safe move 
and one productive of revenue for the 
The same principles of good sales- 
manship and merchandising apply 
here as in other departments. Very often 
a camera department will produce revenue 
for the other departments of the store. 
That is the case with the department which 
I have the privilege to manage, for I have 
known customers of this department who 
afterward, attracted by the other depart- 
ments of the store, purchased hundreds of 
dollars’ worth of stationery goods of this 
Their camera trade was a mere 


store. 
good 


company. 
bagatelle by comparison with the staple 


Cameras as a Side Line 


How These Popular Goods Can Be Han- 
dled Profitably by Stationers. 


By Frank E. Boyle, Manager Camera De- 
partment, A. C. McClurg & Co. 


goods they afterward purchased, yet they 
were originally attracted by the camera de- 
partment. I have no doubt that the other 
departments of the store react in the same 
way to the advantage of the camera depart- 
ment. I have especially in mind one cus- 
tomer who, after having purchased a fine 
camera equipment, was attracted by the 
goods in other sections of the store and 
before leaving had ordered merchandise re- 
quired in his business to the extent of 
$2,000. 
How to Begin. 

Before the dealer installs a camera de- 
partment he should visit some store which 
is already successfully selling cameras and 
photographic supplies and obtain all the 
information and catalogues he can secure. 
He should then write to the leading manu- 
facturers for their advice and suggestions 
He will find that the leading manufacturers 
of photographic equipment are not only 
pleasant but reliable people to deal with. 
The standard goods are extensively adver- 
tised in all the popular periodicals and the 
dealer reaps the advantage of this publicity. 
The demand is already in existence and 
awaits only the proper avenue to make 
itself manifest. 

As to the amount of stock to begin with, 
the dealer will, of course, have to consult 
his own limitations. It need not be neces- 
sary to put in a large stock at first, be- 
cause manufacturers are so liberal in their 
distribution of catalogues and trade litera- 
ture and so prompt as a rule in filling or- 
ders that a good many sales can be made 
without even a sample to show. As sales 
increase, of course, the dealer will find it 
more and more to his advantage to en- 
large his stock and increase his invest- 
ment. 

The dealer who installs a photographic 
department should not attempt to get along 
without the help of a competent clerk who 
understands the goods and is capable of 
giving advice and instruction to customers. 
Many people of a determined mind learn to 
take pictures successfully by following the 
simple directions that come with the goods, 
but a bright clerk who takes an interest 
in the customer and puts in a word of ad- 
vice and encouragement occasionally is a 
wondrous help, not only to the customers, 
but to the department, for be it known that 
the tyro will conscientiously learn the rules 
with regard to the effect of light upon the 
sensitive film and then proceed to violate 





them all and wonder why he doesn’t get re- 
sults. Only the expert amateur or profes 
sional can violate the rules and still make 
good. 

It is not necessary for the dealer to in 
stall a finishing department. As a rule, he 
can contract with a local photographer on 
a percentage basis to handle this work to 
the satisfaction of all concerned. The pho 
tographer will develop customers’ films and 
plates and make prints for a reasonable fee 
which will leave a profit for the dealer and 
photographer and at the same time be sat 
isfactory to the customer. 

Showing the Goods. 

We might here give the intending dealer 
a few points about “how to do it”’—about 
how to install a camera department and be 
sure of losing money at the end of the year 
The first rule of course would be—conceal 
the goods. If you don’t want trade, put all 
your photographic equipment in the dark- 
est corner of the store and box it in be- 
hind cupboards and cases which prevent 
customers from discovering it. If they can 
see the goods they will drag them out and 
compel you to accept filthy money in ex- 
change for them. So, a good way to keep 
cameras is not to show them. The same 
applies, of course, to window displays. 
The man who loves his stock so well he 
can’t bear to part with it should never fix 
up an attractive window filled with photo- 
graphs and cameras—the passer-by might 
be overcome with a determination to take« 
pictures of his baby like the ones he sees 
in the window, or views along the river, or 
scenes in the mountains, or an angle in a 
woodland path, and come in and disturb 
the repose of the store 

Seriously, no goods sold yield better re 
turns from proper attention given to win- 
dow and show case displays than photo 
graphic goods. A properly trimmed cam 
era window with a showing of good photo 
graphs, enlargements, etc., will attract more 
attention in any town in the United States 
than a window trimmed with any other 
merchandise I can name. 


Some of the Fine Points. 

I have been in this business for a num 
ber of years and whatever I know about it 
I have learned from experience and actual 
contact with customers. Amateur photog 
raphy is a progressive habit. 
start the beginner with a simple 
costing only a few dollars and then instruct 
him carefully as to its use; invite him to 
return at any time when he wants add 
tional information; ask him to bring in the 
results of his work for inspection and sug 
gestion, and when he does so spare no 
pains to see that he is given all the sug- 
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information necessary. Be 


gestions and 
liberal in the distribution of catalogues and 


booklets on photography. The manufac- 
turers will be liberal with you in the ex- 
pectation that you will pass on the informa- 
tion to your customers. 

As soon as the amateur begins to get re- 
sults, which should be very soon indeed if 
you have done your part properly, he will 
become more and more interested. His 
curiosity will be aroused. He will per- 
haps at first want to use larger plates or 
films; will begin to inquire about better 
lenses perhaps. From this point onward 
the dealer and the customer can work hand 
in hand to the satisfaction of both, for 
there is no pursuit which yields better re- 
turns in pleasure, in healthful interest and 
in results than hunting with a kodak. 

As the summer wanes and the light be- 
gins to lose somewhat of its actinic quality, 
the dealer should bring on a small, but well 
selected stock of faster lenses and better 
shutters. This, of course, is a proper fea- 
ture of the stock at all times, and when 
the business is established there will be 


It’s a profession because it may not be 

reduced to hard and fast rules or rou- 
tine, because it necessitates the use of the 
highest qualifications which any man might 
possess under the most favorable condi- 
tions, and because it calls for the resource- 
fulness which is characteristic of all profes- 
sions. 

“Now the first rudiment of Salesmanship, 
to my mind, is to possess the ability to 
penetrate and get through that armor 
which nature seems to have constructed 
against us benevolent Salesmen, and in or- 
der to accomplish the desired results we 
must pierce the fortress surrounding the 
brain and get the susceptive portion of that 
organ to listen unguardedly to the merits 


sy ALESMANSHIP today is a profession. 


of our ware. 
School Increases Capacity. 

“It was my pleasure to visit our factory 
the first part of this month, together with 
forty-four other men connected with the 
selling organization, and the officers of the 
Company, as well as the heads of the differ- 
ent departments, spent practically all of 
their time during the week we were there 
entertaining or enlightening us on the pol- 
icy of the Company, as well as showing us 
just what they had in store for the future. 
I wager that every man in that Convention 
has had his producing capacity increased at 
least ten per cent by the knowledge and 
confidence thus bestowed on us. 

“What a difference it makes in a man 
when he knows he has the confidence of his 
house and is not treated like an underling. 
I can’t understand how some managers 
can expect their men to go out and ad- 
dress bankers, manufacturers and business 
men, possessing brains and culture, if they 
try to make a machine out of that man. 


OFFICE APPLIANCES 


regular and profitable sale for goods 
equipped with the better optical acces- 
sories. This brings up the question of ex- 
changing used goods for new goods with 
better lenses, and I believe that the dealer 
will find it to his advantage in the long run 
to be liberal with his customers in this 
respect. 

As winter comes on the dealer should 
begin to show his customers what they 
can do in enlarging work. Let him take a 
few of the best negatives his customers 
have made and have enlarged prints made— 
prints 8 by 10 inches or larger—mount 
them and display them in his window along 
with some enlarging apparatus and book- 
lets on the subject, which likewise are lib- 
erally supplied by the manufacturers. If 
the interest in photography has been well 
established in the community, the dealer 
should find little trouble in keeping his 
stock moving by teaching the pleasure and 
simplicity of enlarging work. He should 
show that essentially there is no difference 
between making a print from a negative 
and an enlargement from it. He should 


Salesmanship 


By J. B. Hall of the Burroughs Adding 
Machine Company at Springfield, Mass. 





“After all, salesmen are only human be- 
ings and need a little patting on the back as 
well as encouragement when they have ac- 
complished a creditable feat, but some con- 
cerns don’t seem to realize this, and I have, 
seen many a man’s enthusiasm brought 
way below par by his superior after he has 
secured a nice order, and presented it to 
his house, when instead of being congrat- 
ulated, he is told that as he had secured this 
“Now go out and accomplish twice as much 
more.” How much better it would have 
been for all concerned if the manager had 
said something to this effect, “This is a 
nice deal, in fact, it is good clean business, 
your experience in securing this should 
make you stronger and I know you will 
profit by it to the extent of making an in- 
crease in your business this year.” 

Salesmen Not Born. 

“T have been in the specialty line for the 
last fifteen years, and I have long ago 
given up the idea that salesmen are born. 
Some may be, but the majority of them are 
developed by close application and a desire 
for knowledge, which cannot be had unless 
one is willing to pay the price, not in 
money, but by honestly endeavoring to bet- 
ter one’s self and profit by past mistakes. 
For success comes to none of us unless we 
get out and dig for it. No matter how 
high or how low a position we may hold, in 
order to become successful we must analyze 
ourselves and listen to friendly criticism. 
For no one realizes better than myself the 
benefit a salesman derives from seeing him- 
self as others see us, and in building up sev- 
eral business organizations it has always 
been my policy to spend at least a day with 
each of my men once a month, taking alter- 
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show the customer who can’t afford to 
spend much how he can turn his kodak 
into an enlarging machine with no expense 
at all; how with little expense he can ac- 
complish results by artificial light with his 
kodak and some of the simple accessories 
on the market; he should demonstrate the 
use of some of the better daylight enlarg- 
ers, and finally should push the sale of the 
more expensive outfits with their complete 
equipment of condensers, projecting lenses, 
etc. 

Indeed, there is no end to what a dealer 
can do once he has started a photographic 
department on the right road. He may de- 
velop some amateurs who will do really ex- 
cellent work, opening up for himself the 
field of lantern slides and stereopticons— 
a very profitable adjunct to the department. 
The work of every satisfied customer ad- 
vertises the department and brings in other 
customers, If the clerk in charge is made 
of the right stuff he can in the course of a 
very few years build up a trade in any 
average sized town worth perhaps its 
thousands of dollars in profits every year. 


nating turns in approaching and closing, 
for it aids both of us. 
Six Qualities Necessary. 

“No man can lay down any definite rule 
for the approach of a customer or closing 
of business, as we all of us have to exert, to 
a certain extent, our individual personality, 
or what might be called personal magnet- 
ism. But don’t rely on this to carry you 
through, for this is only one ingredient nec- 
essary to complete the compound which 
constitutes a first class salesman. The other 
five ingredients are, honesty, knowledge of 
business, health, enthusiasm, and last but 
not least, discretion; however, there are a 
number of ways to secure a signed order, 
but the day for the blustering airy artist, 
with an extended cigar in one hand and a 
blacksmith’s grip in the other who greets 
his prospective customer in a familiar man- 
ner and rattles off the merits and history 
of his lines before he can even be dismissed, 
is over. To my mind the man who suc- 
ceeds today is the one who enters the place 
of business with a full knowledge of his 
article from every standpoint and needs no 
excuse for his presence or his lines, 

I contend it is best, if possible, to put 
forth the full merits of your goods in a con- 
cise statement on the first interview, for I 
think you will agree with me that, as sales- 
men, we never know before entering a 
man’s place of business whether the psy- 
chological moment for closing will mature 
at this interview, or the next, or thereafter, 
so go prepared with a full knowledge a: all 
times and then you will never be found 
asleep at your post, but when you have 
sold your man that minute by all means 
sign him up and get out. How many sales 
have I seen made and unsold by Salesmen 
talking too much!” 








Pertinent Sugestions Regarding Office an Shop Practice 


Three-Column Cash Books. 


The cash book of Ludw. Loewe & Co., 
Berlin, has three sets columns for money 
items for the debtor, and three for the 
creditor page. The first is for “Konto 
Korrent” or small items, the second for 
the running expenses, the third for vari- 
ous. This has the advantage of facilitat- 
ing the bookings of the monthly balance 
in the day-book. The wages which are 
paid weekly, as well as the insurance pre- 
miums which are called for by the Ger- 
man law—and which are practically wages 
—as they are taken from the wages, and 
which are sent to the department charged 
with this matter—are entered every week 
in the ledger in the wages account, and in 
the monthly book in the expense account. 
The same is done with the salaries. In 
the third column of the cash book, for 
“Miscellaneous,” are entered the sums for 
wages and salaries and the amounts which 
are credited or debited to the “handling,” 
or any other ledger account. The cash en- 
tries receive consecutive numbers all 
through the cash book; not one set for 
the debtor and one for the creditor side, 
but straight through; right or left as the 
case may be. The documents on which 
they are based bear the same consecutive 
numbers, and are kept in numerical order 
in binders. The monthly total amounts of 
the cash book are entered in the day book. 


Keeping Record of Unimportant Post- 
Cards. 

There are many postcards written, such 
for instance as those asking prices, or for 
circulars, an answer to which is expected, 
but which are not sufficiently important to 
warrant their being copied either in the 
press or on the typewriting machine by 
carbon paper. In order, however, to be 
certain that they get answered, it may be 
well to have a number of ordinary stiff 
Manila paper cards, just the size of a post- 
card, on which is entered the name and 
address of the one to whom the card is 
sent, and the date. These cards are alpha- 
betically arranged, and when the answer or 
the desired sendingis received, are destroyed. 
Where several such inquiries are made 
of the same person or firm, then the card 
is taken out of the receptacle for every 
new inquiry; which is entered thereon, 
with the date; and as each answer or ex- 
pected sending comes in, the corresponding 
date is crossed out. 


District Shipping Books. 

Where the business of a concern is very 
extended, it is well to have several ship- 
ping departments; one for instance for cer- 
tain railway lines, another for another sys- 
tem or direction, etc. This will much sim- 
plify the correspondence and local deliv- 
ery; for in the latter there would be one 


By Dr. Robert Grimshaw. 


wagon or set of wagons to take the goods 
to one railway station, another for one or 
more others, and so on. Further, the 
freight rates and conditions of the various 
lines will be more readily kept in the head 
or at hand, if there is a division in this 
particular. 

The matter may be facilitated by having 
different colors of shipping documents for 
the various shipping districts, or, if the 
factory scheme be such that all shipping 
documents are of a certain color, then they 
may be stamped or printed thereon letters, 
“m2. O°. & B. WW.” af the case 
may be, to indicate the department which 
has handled, or is to handle, the articles. 


Shipping Marks. 

Few firms, if any, pay attention to the 
possibilities of getting good advertisement 
from shipping marks. The usual J. B. or 
C. stencil on a case gives no idea of the 
sender. Now it is just as possible to have 
a trademark for a shipping signature, as 
one for the goods themselves; it must, 
however, be such as to be readily made 
with brush and stencil. Even a special 
form or letter will help, if the inventive 
genius of the concern cannot thresh out 
anything more original. It is an advan- 
tage if such “shipping signatures” be of a 
character that they may be readily repro- 
duced in ordinary printed matter by such 
types as may be found in the average print- 
ing-office. If this is not the case, this type 
must be made to order; and it must be 
stipulated that they be used all through the 
printed matter; as corner pieces or in 
borders, or scattered through the text 
wherever they will come in handy. 


Writing Address Cards. 


In writing address cards on the machine, 
time will be saved, without sacrificing dis- 
tinctness, by writing name and address on 
one line, where this is practicable by rea- 
son of one or both being short. Also, it 
is not necessary to put the points every 
time after the initial letters: J H Becker 
& Co 64 Nassau N Y is just as good for 
the purpose of the address card as J. H. 
Becker & Co., 64 Nassau St., New York, 
(or N. Y.). 

If one has many addresses to write, this 
counts up at the end of the week. 


Letter Heads. 

Among the 3013 different ways in which 
one can save small amounts of time in an 
office, is in the matter of a letter head 
Where a typewriting machine is used, there 
is often much time lost in adjusting the 
sheet so as to bring the date line exactly 
in place to receive the date; and where the 
sheet also contains lines for reference let- 
ters, dates of letters received and previous- 


ly sent, the time thus lost is often consid 
erable, in proportion to that consumed in 
writing a short letter. This may be reme 
died by measuring the 
lines written by the machines employed in 
the office, which I assume are all of the 
same make, then ordering the letter heads 
so printed that each of these lines, where 
something is to be written in shall be an 
exact multiple of that distance from the 
top edge of the sheet. 


distance between 


Home-Made “Lime Light” for Factories. 

Almost all of us have known of the fam 
ous and intense lime-light or Drummond 
light, produced by the action of a flame 
of oxygen and hydrogen or oxygen and 
common air under pressure, directed upon 
a cylinder of lime or its equivalent. This 
expensive; and if not 
properly understood, dangerous; further- 
more, it is too concentrated. But there is 
another kind of lime light which any one 
can make for himself; and, indeed, I have 
often had it installed by a black boy of un 
certain age and none too regular habits, at 


is, however, very 


an extremely low cost. 

It is produced by slaking good lime in 
water and making a wash thereof, which 
may be applied by means of a soft brush 
about six inches wide to the walls and 
ceilings, wherever practicable, with the ef- 
fect of preventing the absorption of light 
which comes in more or less directly 
through the windows, or that may be fur- 
nished by gas, electric light, or even the 
modest petroleum lamp. 

If you want to see just how effective 
this “lime light” is, just whitewash one 
half of the length of the shop, or any room 
in which the walls and ceilings are “off 
color’; making the division in such a way 
that the other half has exactly the same 
conditions of illumination as the first. You 
will then see very clearly what is gained 
by this primitive “lime light.” 

Further, it inspires habits of cleanliness 
on the part of the work people. 


Loose Notes. 

It is a bad habit of some business men 
(also of others) to make notes on single 
leaves, and let these lie about on their 
desk, or loose in drawers. In the first place, 
these “flying” notes are readily lost; in 
the second, they do not afford a clear 
oversight of what is going on; and in the 
third place the very fact of their being left 
uncollected makes one apt to think them 
of less importance than they really are 

The thing that never comes to any of 
us, is the thing that is as bad as we think 
it’s going to be. 





Too many men in an office are about as 
bad as too few. 
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Buying Supplies for a Big Company 


UYING the stationery and stationery 
B sundries for a firm which has fifty 

prosperous branches, each one of 
which does a business large enough to be 
called an industry, is no sinecure. But ex- 
perience has taught us how to accomplish 
this with what we believe to be the mini- 
mum of expense with the maximum of eff- 
ciency. This, be it understood, does not 
imply that we entertain the notion we have 
arrived at perfection of method, for on the 
contrary, we are always seeking new light, 
investigating new methods, to economize 
in time, labor and materials wherever these 
economies can be effected without loss of 
efficiency. 

Readers of Office Appliances may be in- 
terested in knowing the extent of the stock 
we carry and the size of some of the in- 
dividual orders we place for stationery and 
printing. Knowledge of these facts will 
furnish all the argument necessary in favor 
of the use of system in handling this busi- 
ness, 

With the exception of inks and mucilage 
all the stationery supplies for the various 
branch offices are purchased through this 
department. Inks and adhesives, however, 
are bought by the various branches direct. 

As far as possible all our order forms, 
receipts, shipping directions, sales slips, 
bills, etc., etc., are standardized. That is to 
say, a given form for the San Francisco 
office will be the same for New York or 
any of the other offices, unless there are 
special forms required to fit the exigencies 
of different places. The standardization of 
forms, of course, makes it possible to order 
them printed up in large lots. All our print- 
ing, by the way, is done upon a competi- 
tive basis. We try to have our branches 
order twice a year so as to get as many 
requisitions in at once as possible to enable 
us to get the best possible figure for the 
work. Of course, no branch’ can calculate 
exactly six months ahead on what supplies 
it will need, so we have to figure on hav- 
ing stock on hand to supply fill-in orders. 
It is necessary sometimes to place smaller 
orders for printing in between the half- 
yearly periods. 

In 1909 we used 1,500,000 lithographed 
letterheads, all of which were contracted 
for through this department. I am investi- 
gating the new offset process which prom- 
ises results equal to that of lithographing 
at much less expense. 

We used last year 550 gross of pencils, 
giving one single order for 253 gross. Part 
of these pencils were imprinted with our 
name and part with the name of the maker. 
used 5,000,000, of 


the rest 


Of shipping tags we 
which 2,000,000 were linen and 
manila 

We used approximately last year 500,000 
Sheets of carbon paper. This was not all 
taken at once, because we go by the yearly 
stock and arrange with the manufacturers 


How the Stationer for a Large Concern 
Handles a Business Bigger than That 
of Most Stationery Stores.—System 
the Keynote of the Business. 


By a Purchasing Agent. 


to get a flat price and take the goods as 
we need them, keeping at all times sufficient 
goods on hand here to supply our branches. 

We have the same arrangement with re- 
gard to typewriter ribbons, of which we 
used approximately 2,000 last year. 

We use from four to five millions of en- 
velopes a year. 

We didn’t count the number of pins we 
used, but anyone of a statistical turn of 
mind and plenty of time on his hands can 
work out the problem approximately, for 
we purchased and sent out to our various 
branches last year, including what we used 
at the Chicago branch, about 1,500 pounds 
of standard bank pins. 

We average to use each year 800 pounds 
of rubber bands and 720 gross of pens. At 
the home office last year we used 300 quarts 
of mucilage and 400 quarts of ink. 


Keeping Track of the Forms. 


We carry in stock 3,500 forms which are 
used by the home and branch offices. As I 
have said already, we are reducing these as 
fast as possible to standards, retiring old 
forms as fast as forms are standardized to 
take their place. This will somewhat re- 
duce the number we will have to carry. 
Each form is given a letter and a number, 
and as the orders for them come in they 
are entered on cards giving the letter and 
the number of the form ordered, to whom 
sent, name of blank, size, paper, ink and 
binding. The reverse-side of the card bears 
a record of the orders placed for this form, 
and is divided into six columns headed re- 
spectively, Order No., Date, Firm, Date 
Received, Quantity, and Price. Thus upon 
one card is a pretty complete record of the 
form. In addition to this card record we 
keep track of the forms in a loose leaf 
book which is arranged alphabetically and 
indexed by means of the names of the 
forms, If, for instance, the Detroit office 
wanted some voucher transcript forms and 
had forgotten the number of the feorm, it 
would be quite a task to run through the 
card file to pick out the voucher transcript 
form from among the 3,400 forms listed 
But we turn to the loose leaf index, where 
we find, for instance, that tran- 
script form is D175; then we turn to tl 2 
D’s, run down the column to 175 and there 
find all the information necessary regard- 
ing the form so far as the amount in stock, 
when ordered, when to be delivered, etc. 
If we want additional information we turn 
to the card catalogue, where we find other 
particulars and specifications. We can also 
find by the cards when Detroit last ordered 


voucher 


this particular form, in what quantity and 
various other items regarding it. 

We keep the record of our other stock 
with equal care and exactness, so that at 
any moment we can tell just what each 
office has ordered, what stock we have on 
hand and what we have coming. We can 
tell the cost of everything we have pur- 
chased and if necessary could give the cost 
of running any branch in the country so 
far as this department is concerned, 


Our office is on the fifth floor of a 


large building in the manufacturing 
district. It occupies a space of about 
25 by 40 feet, with a stock room 


adjoining 33 feet wide by 98 feet long. This 
department uses for storage purposes in 
the basement of the building a space equiva- 
lent to that used by the department on the 
fifth floor, 

The stock department is arranged with 
wall cases fitted with ample compartments 
to hold the stock. These cases are about 
eight feet high and two feet deep and ex- 
tend along the side walls of the room. Sev- 
eral rows of similar cases occupy the main 
floor space, and are accessible by aisles. 
Each case is fitted with tight double doors 
on which the number of the case in painted. 
On each door is a typewritten sheet giving 
the contents of the case and on hooks in- 
side each door are hung cards which give 
particulars regarding the stock ordered for 
that case, time received, when due, etc. In 
the office adjoining is a complete record of 
the cases by number, cross indexed by arti- 
cles, so that any article can be located in- 
stantly. 

We do our shipping from the basement 
having connection therewith by a freight 
elevator. 

We use the rotary Mimeograph for get- 
ting out instructions to salesmen and branch 
managers in duplicate, but for form letters 
to the trade we employ the Printograph. 
We have a small paper cutting machine and 
all scraps and blanks which have been dis- 
carded we cut up and use to make scratch 
pads, which we bind right here in the de- 
partment. 

The stationery department of our con- 
cern and its branches is quite a big business 
in itself and effects a saving of many thou- 
sands of dollars a year to the company— 
sufficient, at any rate, to more than justify 
its existence. 





PROMINENT ADVERTISING MAN 
DEAD. 

Office Appliances announces with re- 
egret the death of W. W. Wallace, for many 
years advertising manager of the Berger 
Manufacturing Company, of Canton, Ohio. 

Mr. Wallace passed away on Tuesday, 
March 29th. He was a man of unusual abil- 
ity in the advertising field and his death is 
a great loss not only to the company he 
served but to the commercial world. 








The Training of Salesmen 


By C. A. S. Howlett. 


Assuming that the profit on his line aver- 
ages 20 per cent, this would mean that it 
would be necessary for him to do a yearly 


business of $115,200.00. 


These figures, while assumed, are not 
entirely hypothetical, and are borne out by 
experience in special lines. The line of 
reasoning, however, has a general applica- 
tion and may be applied to most any line of 
selling effort. 

Please remember that this is not a paper 
on salesmanship and therefore many highly 
desirable traits and characteristics neces- 
sary in the makeup of a successful sales- 
man have not been mentioned, partly on 
account of the difficulty of development. 

In a paper read several years ago by 
the writer before the Western Society of 
Engineers, success in selling was boiled 
down to one word, “tact,” yet no mention 
is made of it here on account of the appar- 
ent difficulty of training and development. 
What the salesman says and does and his 
manners when with the prospective cus- 
tomer are salesmen’s secrets, which are 
frequently warped in retelling. The sales- 
man in making reports always has the ad- 
vantage of a “hindsight” viewpoint and 
relates his experience from this vantage 
ground. 

When talking to a customer one very 
good indicator of the effect our efforts and 
talk are having is the changing facial 
expression. The development of the faculty 
of determining what effect our efforts have 
made on the customer can come from expe- 
rience only and it is evident that the direc- 
tion of the development of this character- 
istic will be found very difficult. The possi- 
bilities, however, may be pointed out to 
the salesman and if the prospective cus- 
tomer’s features are watched continually 
during a convincing talk it is evident it 
will carry more weight whether any valu- 
able suggestions are received as indicated 
by changed facial expressions or not. 


Dollars and Cents Estimate. 


Let us go back to the opening paragraph 
again and assume that the sales manager 
in carrying out the system outlined was 
fortunate enough to increase the profitable- 
ness of his men 10 per cent in a year, which 
may well be considered within the bounds 
of reason. What does this mean in dollars 
and cents, which is the final analysis of all 
business methods? We assumed, yet remem- 
ber, that we each had charge of ten sales- 
men whose individual yearly expense was 
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$4,200.00, or $42,000.00 total of ten. This 
capitalized at 5 per cent would be equiva- 
lent to an investment of $840,000.00, and 
assuming that a net return of 10 per cent 
would be satisfactory, this would mean an 
annual net profit of $84,000.00. If this is 
increased by 10 per cent by the sales man- 
ager’s efforts in training the men, it would 
mean additional profits in amount $8,400.00, 
which would well justify giving the system 
a thorough trial. 

My own experience in the application 
of the methods justifies me in recommend- 
ing it heartily in the form outlined for some 
lines and suitable modifications of it for 
other lines. 

The plan outlined is capable of consider- 
able development. It is impossible to pre- 
sent it in a complete form in this paper 
and the wisdom of doing so is question- 
able, as the form will need to be developed 
to fit a particular line. 


Involves Study of Psychology. 


It is evident, however, that as the ques- 
tion handled involves a study of the human 
mind and the causes bringing about the 
desired results, your efforts must needs be 
in the realms of psychology, whether you 
like the word or not, as its dictionary defi- 
nition is “the phenomena of the human 
mind,” and that is what you have got to 
deal with. Our studies then should embrace 
what might be called “practical psychology” 
or understanding human nature and know- 
ing definite specific methods of dealing with 
it under different conditions as applied to 
business. Such a study brings out the fact 
that all of one’s characteristics may be 
developed. You will find it a hard nut to 
crack, as there is practically no literature 
on its practical application, and a study 
of the subject as it is usually presented, 
if carried beyond the elementary text books, 
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will carry you into channels of thought far 
removed from business. 

In your study you will find that in 1766 
there was published a book, entitled “De 
Planetarum Influxa.” Twelve years later 
Paris was in the wildest excitement by the 
marvelous effects produced in making won- 
derful cures. A theory of so-called “animal 
magnetism” was evolved. This was held to 
be a fluid which pervades the universe, but 
is most active in the human nervous organ- 
ization, and enables one man, charged with 
the fluid, to exert a powerful influence over 
another. 

The furor created was so malignant that 
the government appointed a commission 
composed of physicians and members of 
the Academy of Sciences, of which Benja- 
min Franklin was one, to investigate. 

The report admitted the leading facts, 
but held that there was no evidence to 
prove the correctness of this magnetic fluid 
theory, and referred the wonderful effects 
witnessed to the “imagination” of the 
patients. The committee admitted the exist- 
ence of a motive force capable of control- 
ling man’s physical organization, and that 
this force is capable of being reduced to 
an art. 

In 1825 an investigating committee was 
appointed by the Royal Academy of Medi- 
cine in France, composed of the ablest and 
most cautious scientists. For six years 
they pursued their investigations, and 
reported in 1831. 

The report was so favorable that it served 
only to exasperate the average scientist and 
to intensify his prejudices. The academy 
refused to dignify the report by printing it, 
and it rests today in silent oblivion. 

Followers of the author of the book 
finally divided themselves into three 
schools, the leading one being called the 
Nancy School, which is entitled to the 
credit of having made the most important 
discovery in psychological science, and that 
is this: “The mind is constantly amenable 
to control by the power of suggestion.” 

In conclusion, I hope I have expressed 
some old ideas in a form that will prompt 
a discussion that will be found to be of 
more value than the paper. 





A man is often known by his paths 
through the snow. 





A receipt for money paid is not neces- 


sarily conclusive. 


@ For a view of the real perspective of life, the development of an acute sense of moral 
proportion, a mental grip on relative values of things and circumstances and hard-headed 


business sense, I recommend the Fra Magazine—Not for mummies. 


Price $2.00 per year— 


with a book thrown in—(an extra red apple on the top of a heaping basket.)—East Aurora, 


New York. 


@ A free advertisement by Evan Johnson, done simply to pass a good thing along. 








Changes in The Rebuilt Typewnter Co. 


MPORTANT in the Rebuilt 
Typewriter world transpired in Chica- 
go last week when J. E. Grady 
posed of his holdings in the Rebuilt Type- 
writer Co. of Chicago and George A. Bald- 
win, one of the best known typewriter men 
in the West, was elected to fill the vacancy 
Grady’s withdrawal from the 


events 


dis- 


made by Mr 
giving up his connection with 


company. In 





J. E. GRADY. 
the rebuilding company, Mr. Grady is sim- 


ply directing his well-known energies in 


which he knows 


President and General 


another channel of every 


deep and shoal. As 
Manager of the Typewriter Sales Co., sell 
ing rebuilt machines to the user, he will 
have opportunity to give full play to those 
special abilities by which he created a 
great business and made his name a famil 
typewriterdom Deaiers who 
Rebuilts” 


rebuilders 


lar one in 


have handled “Grady or the ma 


chines of the other big will be 


gratified to learn that Mr. Grady is to prac 


tice what he has preached these _ several 


years 
In going into the business on a large 
scale, Mr 


Onstration of his 


Grady is giving a practical dem 
sincere belief in the re 
built typewriter as a source of profit to the 
dealer and a satisfaction to the user. This 
belief in the present and future of the prop 
erly rebuilt machine is based upon a close 
study of the conditions affecting the use of 
the typewriter. Perhaps no man in the 
business has made a closer study of these 
conditions. Observing, keen of perception, 
industrious, and brimful of enthusiasm, Mr. 
Grady crystallized this belief into “Grady 
Rebuilts,” a factor in the typewriter field. 
from the company which he 
Mr. Grady has 


advisory 


In retiring 


created and established, 


agreed to serve in an capacity 





J. E. Grady resigns presidency to take 
charge of the Typewriter Sales Co. 
and George A. Baldwin handles the 
reins of the Rebuilt Co. 

whenever called upon. The high standard 
which characterized the product of the 
Chicago factory will be maintained. Cus 
tomers of the concern will receive the same 
courteous and fair treatment. Any special 
points that it may be desired to take up 
with Mr. Grady personally will receive his 
prompt and careful attention, 

Although disposing of his holdings in 
the company, Mr, Grady retains control of 
the sale of “Grady-Rebuilts,” in the Eastern 
these will be built in the Chi- 
cago factory and will continue to be han 
dled by the Grady Rebuilt 
Typewriter Co., Ltd., 8 Newgate St., Lon 
don, E. C., under the management of Wil 


Hemisphere; 


exclusively 


liam T. Harding, Managing Director 
The New President. 
The new president of the company, 


3aldwin, needs no introduction 
Mr. Baldwin brings 
to his office the ripe experience of many 
years, Until than a ago, 
he joined the forces of the National Busi 


George A. 
in the typewriter field 
less year when 
ness Show Co., he was special system man 
Chicago staff of the 
He wrestled with the Cali- 


on the Underwood 


Typewriter Co. 
graph in days gone by—knows every angle 
of the selling end of the business and has 


made good under all circumstances A 


modest man of quiet, easy manners, Mr 


Baldwin believes in the doing rather than 


the promising. That his acquaintance with 


every condition surrounding the sale of the 
new machines will prove of great benefit to 
the Rebuilt Co. goes without saying. Hav 


ing been on the firing line for so many 


years, it is certain that the machines which 


go to the market under Mr. Baldwin’s di! 


rection and personal supervision’ will be 


made to meet the requirements in full 


Starting from small beginnings, the Re 


built Typewriter Co, has grown to be an 


important institution among Chicago’s 
manufacturing enterprises. The first fac 
tory consisted of a single room with two 
The i 


increase Of 
taking of 


or three workers. gradual 


the business necessitated the 
larger quarters and removal was made to a 


Lake street It 


the facilities of this factory 


plant on was expected that 


would accom 
modate the growth of the business for sev- 


years to come but within a year, th 
itself 
moved to a more convenient site across 


This plant was soon outgrown 


= 7 
eTal 


company found cramped for room 


and 
the river 
made for the factory at 
May 


arrangements 
the present location, North 
the West Side. 

The present plant contains every con 


and 
street, 01 


venience and economy in the way of equip 


ment for rebuilding the machines 


arranged by departments with each under 
Here the ma 


a capable superintendent 





chines are torn down to the frame—the 
parts all separated and examined—worn or 
marked parts discarded and the machine 
“built from the ground up.” The frames 
are gone over carefully, scraped, re-enam- 


elled and baked in the company’s own 
ovens. A complete stock of parts for all 
machines is kept on hand at all times. 


Every facility for rapid production is em- 
ployed and prompt shipments is a feature 
of the business. No change will be made 
in the process of manufacture other than 
to improve where that is possible. 

Mr. Baldwin has made a thorough study 
of the situation, has familiarized himself 
with every branch of the business and will 
give his personal supervision in a general 
way to every department. Practically no 
changes will be made in the staff. It is the 
intention of the new president to co-oper- 
ate with the dealers for their advantage and 
do everything in his power to advance the 
standard of Grady-Rebuilt machines which 
are already famous for quality. 

Nor will any changes be made in the 
general policy under which the business has 
been conducted. The product will be sold 
exclusively through the dealers who will 
find the same high standard prevailing at 


all times, 
Under the able and enterprising manage- 
ment of Mr. Grady, the star of the Rebuilt 





GEORGE A. BALDWIN. 


lypewriter Co. was put in ascendant. That 
it will continue to rise under Mr; Baldwin’s 
management is assured. It is safe to pre- 
dict that the concern is destined to become 
even greater in the future than it has been 
in the past. 
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No. 951,542. Improvement on typewriters. Patented March 8th, 1910, by John C. McLaughlin of Jersey City, N. J., assignor 
to Underwood Typewriter Company of New York city—No. 951,543. Improvement on typewriter, patented March 8th, 1910, by 
John C. McLaughlin, assignor to Underwood Typewriter Company.—No. 950,543. Type bar for typewriting machines, patented 
March Ist, 1910, by August Schneeloch of Syracuse, N. Y., assignor to E. C. Stearns & Co., of the same city.—No. 946,872. Sec 
tional book case, patented January 18th, 1910, by David W. Bair of Des Moines, Iowa.—No. 946,776. Escapement devices of type 
writing machines, patented January 19, 1910, by Edward B. Hess of New York, assignor to the Royal Typewriter Company, Ho 
boken, N. J.—No. 952,738. Dating stamp, patented March 22d, 1910, by Benjamin B. Hill of Philadelphia, assignor to the B. B. Hill 
Manufacturing Company of the same city.—No. 952,067. Stamp affixing machine, patented March 15th, 1910, by William R. Brents of | 
Sherman, Texas.—No. 952,543. Improvement in typewriter keys, patented March 22, 1910, by James L. McClintock of Clearwater 
Kans., assignor of one half to Langdon Moore of Washington, D. C.—No. 951,544. Loose leaf binder, patented March 8th, 1910 
by Martin C. Neuner of Los Angeles, Calif.—No. 950,247. Loose leaf binder, patented February 22d, 1910, by Lester E. Shipmen of ( 


New York, assignor to Asa L. Shipman’s Sons of the same city 











944,.451—Numbering Machine. Erik A. 
Lundvall and William Olson, Brooklyn, N. 
Y., assignors to William C. Roberts, Brook- 
lyn, N. Y 

944,554—Loose Leaf Book, Temporary 
Binder, File, and the Like. John H. Hewitt, 
Edgbaston, Birmingham, England, assignor 
of one-half to John Walker, Jr., London, 
England. 

944,590—T ypewriter. 
Stuttgart, Germany. 


Angelo’ Beyerlen, 

944,596—Typewriting Machine. Alexander 
T. Brown, Syracuse, N. Y. 

944,653—Loose Leaf Book. 
Bayles, New York, N. Y. 

944,697—Escapement Mechanism of Type- 
writing Machines. August Schneeloch, Syr- 
acuse, N. Y., assignor to E. €.:Stearns & 
Co., Syracuse, N. Y., a corporation of New 
York. 

944,734—Ribbon Mechanism for Typewrit- 
ing Machines, Oscar C. Kayle, Syracuse, N. 
Y., assignor to Harvey A. Moyer, Syracuse, 
B.. %. 

944,735—Ribbon Mechanism for Typewrit 
ing Machines. Emmit G. Latta, Syracuse, 
N. Y., assignor of one-half to Harvey A 
Moyer, Syracuse, N. Y. 

944,746—Typewriting Machine. Charles 
De Los Rice, Hartford, Conn., assignor to 
Underwood Typewriter Company, New 
York, N. Y., a corporation of New Jersey. 

944,794—Escapement Mechanism for 
Typewriting Machines. Emmit C. Latta, 
Syracuse, N. Y. 

944,841—Calculating Machine. Alexander 
Bollinger, Alcide Landry, and Eugen Lan- 
dry, Geneva, Switzerland. 

944,.858—Ink Well. Frank Guttendorf, 
Pittsburg, Pa. 

944,.893—Loose Leaf Binder. Caius C. 
Moore, Rochester, N. Y., assignor to John 
C. Moore, Corporation, Rochester, N. Y., a 
corporation of New York. 

944.894—Loose Leaf Binder. Caius C. 
Moore, Rochester, N. Y., assignor to John 
C. Moore Corporation, Rochester, N. Y., a 
corporation of New York. 

944,934—Combined Pencil Holder and 
Sharpener. Joseph H. Allen, Sedalia, Mo. 

945,026—Writing Adjuster. 
Charles A. Foust, Chicago, IIl. 

945,035—Typewriting Machine. Edward 
A. Goodhue, Syracuse, N. Y., assignor to the 
Smith Premier Typewriter Company, Syra- 
cuse, N. Y., a corporation of New York. 

945,043—Fountain Pen. Ernest E. Mor- 
lan, Garden City, Mo. 

945,060—Ink Well 
Grand Rapids, Mich. 

945,154—Time Stamp. Charles S. Ellis, 
Chicago, IIl., assignor to Ellis Time Stamp 
Company, a corporation of Illinois. 

945,159—Typewriting Machine. 


William H. 


Position 


Edwarde Tannewitz, 


Hannibal 


C. Ford, Syracuse, N. Y., assignor to the 
Smith Premier Typewriter Company, Syra- 
cuse, N. Y., a corporation of New York. 


Patents 


Copies of any one of these patents can be 
obtained by sending 15 cents in stamps to 
E. G. Siggers, patent lawyer, Suite 33, N. U. 
Building, Washington, D. C., by mentioning 
Office Appliances. 





945,171—Penholder. 
River, Minn. 

945,244—Convertible Spacing Mechanism 
for Typewriters. Wallace D. McGill, Leavy 
enworth, Kas., assignor of one-half to P. W 
O’Brien, Leavenworth, Kas. 

945,252—Filing Cabinet. 
shaw, Kansas City, Mo. 

945,257—Book Holder. 
dale, Chicago, IIl. 

945,323—Manifolding Pad. Herbert S. 
Green, St. Paul, Minn., assignor to St. Paul 
Fire and Marine Insurance Company, St. 
Paul, Minn., a corporation of Minnesota 

945,325—Typewriting Machine. Allin W 
Hewitt, Bogota, N. J., assignor to Wyckoff, 
Seamans & Benedict, Ilion, N. Y., a cor 
poration of New York, 

945,333—Book Rack. Thomas E. Layton, 
Holyoke, Mass., assignor to National Blank 
Book Company, Holyoke, Mass., a corpora- 
tion of Massachusetts. 

945,358—Typewriting Machine. 
Woodward, New York, N. Y., assignor to 
Wyckoff, Seamans & Benedict, Ilion, N. Y., 
a corporation of New York. 

945,419—Envelope Sealing Machine. Hen 
ry J. Reynolds, Chicago, III. 

945,422—Pencil. Egon L. Schmitz, New 
York, N. Y., assignor to Eberhard Faber 
Pencil Company, Brooklyn, N. Y., a cor- 
poration of New York. 

945,434—Receipt File. Theodore P. Allen, 
Humphreys, Mo. 

945,527—Combined Billing and Journal 
Sheet. James W. Hartley, Houston, Tex., 
assignor of one-half to A. J. Dow, Houston, 
Tex. 

945,601—Calculating Machine. William P., 
Quentell, Stamford, and Franklin Judge, 
Norwalk, Tenn., said Judge assignor to said 
Quentell. 

945,602—Combined Check Pad and Pencil 
Holder. Charles T. Baschick, St. Paul, 
Minn., assignor to National Checking Com 
pany, a corporation of Minnesota. 

945,617—Pencil Extender. Charles A 
See, Chicago, III. 

945,681—Loose_ Leaf Andrew 
Benson, Chicago, IIl., assignor to Fort 
Dearborn Manufacturing Company, Chica- 
go, Ill., a corporation of Illinois. 

945,743—Envelope Sealing 
Ernest J. Brasseur, Chicago, IIl., assignor to 
A. B. Dick Company, Chicago, IIl., a cor 
poration of Illinois. 

945,744—Envelope Sealing and 
Affixing Machine. Ernest J. Brasseur, as- 
signor to A. B. Dick Company, Chicago, IIL, 
a corporation of Illinois. 

945,745—Machine for Sealing Envelopes. 
Ernest J. Brasseur, Chicago, IIl., assignor to 


James Kelly, Dee 


George S. Up- 


Edwin S. Antis 


Oscar 


Binder. 


Apparatus 


Stamp 


A. B. Dick Company, Chicago, Ill, a cor- 
poration of Illinois. 

945,765—Book Indexing. Charles H. 
Drake, Brooklyn, N. Y., assignor to N. Mc- 
Clain and Walter Hollowell, Chicago, Ill. 

945, 829—Typewriting Machine. August F. 
W. J. von Wedel, Hamburg, Germany. 

945,845—Loose Leaf Ledger. Charles A. 
Hofstetter, Crescentville, Pa. 

945,877—Desk Book Rack, 
Updegraft, Bridgeport, Conn. 

945,893—Typewriting Machine. ; Oscar 
Woodward, Montclair, N. J., assignor to 
Wyckoff, Seamans & Benedict, Ilion, N. Y., 
a corporation of New York. 

945,895—Typewriting Machine. Clio B. 
Yaw, Arlington, N. J., assignor to Wyckoff, 
Seamans & Benedict, Ilion, N. Y., a cor- 
poration of New York. 

945,916—Loose Leaf Binder. Robert J. 
Copeland and Albert E. Chatterson, Toron- 
to, Ont., Canada. 

945,951—Typewriting Machine. Harry W. 
Higham, Sanderstead, England, assignor to 
Wyckoff, Seamans & Benedict, Ilion, N. Y., 
a corporation of New York. 

945,956—Typewriting Machine. Hubbard 
N. Josleyn, Syracuse, N. Y., assignor to the 
Monarch Typewriter Company, Syracuse, N. 
Y., a corporation of New York. 


William B. 


945,982—Envelope Moistener, John F. 
Pomphrey, Brooklyn, N. Y. 
945,986—Typewriting Machine. Harry I. 


Seddon, Syracuse, N. Y., assignor to the 
Smith Premier Typewriter Company, Syra- 
cuse, N. Y., a corporation of New York. 
945,987—Typewriting Machine, Louis 
Sholes, Milwaukee, Wis. 
946,026—Pencil Holder. 
son, Underwood, Minn, 
946,036—Fountain Pen, 
lock, Portland, Ore. 
946,171—Envelope Sealing Machine. Ira 
Robbins, Philadelphia, Pa., assignor to Ira 
Robbins Company, a corporation of New 
Jersey. 
946,098—Pencil Sharpener. 
Beebe, New Haven, Conn. 
946,118—Typewriting Machine. Jacob 
Felbel, New York, N. Y., assignor to Union 
Typewriter Company, Jersey City, N. J., a 
corporation of New Jersey. 
946,149—Marking Pen. Lee W. Newman, 
La Crosse, Wis. 
946,218—Typewriter Stand. 
Goulding, Tampa, Fla. 
946,229—-Dead Key Mechanism for Type- 
writers. Theroe L.. Knapp, Woodstock, II, 
assignor to the Oliver Typewriter Company, 
Chicago, Ill, a corporation of Illinois. 
946,245—Typewriting Machine. Lewis C. 
Myers, New York, N. Y., assignor to Royal 
Typewriter Company, Hoboken, N. J., a 
corporation of New Jersey. 
946,359—Writing Machine. Edward B. 
Hess, New York, N. Y., assignor to Royal 
Typewriter Company, Hoboken, N. J., a 
corporation of New Jersey. 4 


Even S. Even- 


Rufus B. Hal- 


Winfield S. 


Charles E. 
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Editorial. 


HE next annual meeting of the National Association of Stationers and Manu- 
facturers will be held at Baltimore, beginning the 10th of October next. 

The headquarters of the Association will be at the Belvidere Hotel, one of 
Baltimore’s finest places of public entertainment. October being chosen as the 
month for the annual meeting, makes the selection of Baltimore as the place of 

THE NEXT meeting peculiarly appropriate. The climate of Maryland, mild 

NATIONAL at all times, is said to be especially delightful during the autumn 
CONVENTION months. The historic associations are many and full of interest. 
But a little distance away is the place where the Cavaliers founded their first 
settlement in America. The whole country around about is replete with history 
and tradition and the city itself contains many landmarks dear to the hearts of 
the American people. 

The meeting at Baltimore is certain to be one of transcedent importance to 
the stationery world. At Toledo, last year, matters of great moment were under- 
taken and reforms have been already set in motion and work accomplished by 
various committees there appointed which will be of great ultimate benefit to 
stationers all over the United States. These committees will make their reports 
at Baltimore and action will be taken on these and others matters which will de- 
mand and should receive the fullest consideration of the entire membership of the 
Association. No stationer who can possibly absent himself from his business 
during the week of the Association’s meeting should fail to attend the Baltimore 
convention. It will be a business meeting; it will accomplish results for each 
member of the Association, and furthermore, a trip to Baltimore in October will 
be one long to be remembered by men who live in the North and whose business 
seldom permits them to go south of the Mason and Dixon line. 


If one cares little about the affairs of the Association—and every stationer 
should make the interests of the Association of importance second only to his busi- 
ness, for it is his business to attend to the affairs of the Association—yet, never- 
theless, he should make it a point to go to Baltimore; to look out over Chesapeake 
Bay; to visit Jamestown and the many places of interest within an hour’s ride of 
that wonderful city. It should be worth a couple of hundred dollars of any man’s 
money merely to take the trip, and we are told that it won’t cost that much. 


HE last few weeks have shown a material increase in spring business and 
indications point to an expansion of business during the month of April. 

The reports from all sections of the country indicate that the people enter- 

tain no fears as to the outlook, and while recent elections may have disturbed 
some of the more timid business men, nearly everyone concedes that these local 
disturbances indicate a healthy condition of the public mind with 


BUSINESS - . an 
OUTLOOK regard to national questions. There are about three years ahead 
GOOD of us before the inauguration of the next president and during that 


period it is expected that the country’s prosperity will reach high-water mark. 
The typewriter factories are all busy and nearly every factory turning out a 
standard machine is behind with its orders. 


The business of making and selling equipment for offices and business houses 
is peculiarly the coining of brains—the bodying forth of ideas into concrete ex- 
pression of form and linesand mechanism. Demand, therefore, will exist as long as 
progress lasts. The creator of a useful invention, of a shorter method, is a pro- 
ducer who will always find a market for his wares. The men who have given to the 
world the countless economies that go to make the work of present day large offices 
tolerable and even possible, are among the greatest benefactors of mankind. 
They have broadened the horizon of all men—have made it possible to disseminate 
ideas—have brought benefits and opportunities within the reach of hundreds of 
thousands who might otherwise be forced to devote their lives to unprofitable and 
uncongenial labor. 

LSEWHERE in this issue of OrFrice ApPLIANCEs will be found a description 
E of a new commercial language which is being promoted with enthusiasm by 
its sponsors. The language is called ‘“‘Ido,’”’ and it is a simplification of 
Esperanto, but it is claimed by the advocates of ‘‘Ido”’ that it is more easily learned 
than Esperanto and will prove to be of more practical value to the business men of 
NEW UNIVERSAL the world. It is said that any man who knows one Germanic 
LANGUAGE and one Latin tongue can master “‘Ido”’ in a few hours’ time, 
PROPOSED The principles are few and simple, and while offhand the 
language does not seem to be easy to the casual observer, yet with a little applica- 
tion and ‘study of the meaning of an ordinary letter written in this langugae may 
be readily understood. 

Anton Waltisbuhl of Zurich, Switzerland, already well known to the readers 
of OrFicE APPLIANCES, is an enthusiastic advocate of the proposed new commercial 
language and is sparing no effort to make its principles generally understood by 
American and European manufacturers and others engaged in the export trade, 
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The BasinessWOman 


Miss E. Elona Mason 


EFORE the Civil War women in 
B business were practically unknown 

but the war left thousands of the 
widows and daughters of soldiers, both 
North and South, in a destitute condition, 
and the government was 
led at first as a matter of 
simple duty to employ 
as many of these heroic 
women as possible in 
certain departments 
Later, the government 
increased the number of 
women employes _be- 
cause they were found 
to be more apt and 
capable for certain work 
than the men 

This, perhaps, was the 
first real move toward 
the acceptance of wom 
en in business. In some 
quarters even now the 
notion still persists that 
one half of humanity 
should be dependent en- 
tirely upon the will of 
the other half, but even 
this tradition is break 
ing down before the 
problem of the large 
family and the _ small 
purse, 

It is certain that if 
every man did as he 
ought to do fewer wom 
en would be compelled 
to support themselves, 
and it is probable that 
this would be to the ad 
vantage of both men and 
women, for sometimes 
the woman who earns 
her bread in one of 
the many employments 
which have opened to 
women within the last 
generation would prefer 
to manage a household 
and would do so if it 
were not for the ineff- 
ciency or the delin- 
quency of a husband or 
On the other 


hand, there are thou- 


a father 


sands who enter  busi- 

ness from deliberate choice and become 
successful. Some marry and leave their po- 
sitions; others marry and retain them, and 
still others find greater contentment and 


happiness by continuing their work and not 
marrying at all. But for each and every 
one the world has an honorable and im- 
portant place, and the fulfillment of duty 
brings to each its sufficient reward. 





MISS E. E. MASON, ADVERTISING MANAGER SMITH PREMIER 
TYPEWRITER COMPANY, SYRACUSE, N. Y. 


Since the Civil War many fields have 
been opened to women, and it seems only 
fitting that in any story which has to do 
with business women, mention should be 


In the 
Office 
Appliances 
Field 


made of what the typewriter has done for 
them. 

The typewriter is the pioneer of prog- 
ress without which half the business 
of the country would come to a halt. 

What this machine has 
done in the development 
of commerce, in the dis- 
semination of informa- 
tion and in the promo- 
tion of enterprise is by 
no means all of its story, 
for, more than any other 
agency—more even than 
the factory or the de- 
partment store—is_ the 
typewriter responsible 
for making many thou- 
sands of women self- 
supporting. 

It has offered a field in 
which women are pe- 
culiarly fitted to excel. 
It demands dexterity, 
concentration. of mind, 
lightness of touch and 
that sort of endurance 
which need not be ac- 
companied by physical 
strength. In accuracy, 
discrimination, educa- 
tion, the young woman is 
likely to be the superior 
of the young man of 
equal age. Her mind 
and her muscles are 
more adaptable, The lad 
of twenty or twenty-one 
is more likely to take 
pride in the size of his 
biceps than in the swift- 
ness and skill with which 
he can perform the rou- 
tine of office work, and 

* by the time he really 
gets down to work, his 
sister has distanced him 
in effectiveness. 

Because the type- 
writer is so largely re- 
sponsible for the better 
position in business of 
women today, there 
seems a peculiar fitness 
in the fact that in one 
case at least a standard 

typewriter is advertised by a woman. 

This is true of the Smith Premier, 

whose Publicity Department has been for 
some years handled by Miss E. E. Mason. 
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Sketch of Miss Mason. 


Until joining the Smith Premier forces 


Miss Mason was a resident of Fall River, 
Mass., of whose public schools she is a 
graduate. .On her graduation from the Fall 


River schools she spent two years in the 
study of languages at a Boston finishing 
school, after which, in 1897, 
Mount Holyoke College, where she spent 
two years, making her major study English 
literature. 

While at Miss took up 
journalism and became so much interested 
that on her return to Fall River she sought 
and obtained a chance to do reporting for 
the Fall River Herald, taking all kinds of 
assignments, but giving most of her time 
to dramatic criticisms and book reviewing 
In the latter line her work interested the 
E. S. Brown Company, the leading depart 
ment store of Fall River, and she was given 


she entered 


college Mason 


the opportunity to try her hand at ad 
vertising. 
Satisfied with the trial and becoming 


deeply interested in the work, Miss Mason 
remained for some little time in charge of 
the advertising of this store, and was one 
of the first women to enter the field of de- 
partment store advertising, which field has 
since been logically chosen by many 
women. 


Miss Mason’s work as advertising man- 
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ager of the E. S. Brown Company attract- 
ed the attention of the Smith Premier 
Typewriter Company, and on recommenda- 
tion the company tendered her the position 
of manager of the Advertising Department. 
This position she has held for something 


over six years, first in New York City, 
where the executive offices of the Smith 
Premier Company were located in 1903-4 


and since then in Syracuse, at the home of- 
fice of the Company. 

Miss Mason the 
Smith Premier organization and the warm- 
est kind of an enthusiast on the subject of 
the complete keyboard typewriter 

Advertising as a Field for Women. 

Miss Mason speaks in no uncertain terms 

with regard to her work as a suitable ave- 


is a loyal member of 


nue for the abilities of the woman who 
must take her place in the commercial 
world, She said recently: 


“After eight years spent in advertising 
[ want to say that it’s a splendid kind of 
work for women who must be self-support- 
ing. I know of no other (unless, of course, 
one has exceptional dramatic talent) which 
holds so much of variety, attraction and ab- 
It is a continual seeking 
new 


sorbing interest. 


after new of expression; for 


lines of appeal to the public; 


ways 
for stronger, 
more convincing arguments. It’s an eter- 
nal search—and that means for the woman 


who tries it a wider education, broadening 


of mind, and, naturally, better viewpoints. 

“For the girl who must of necessity en- 
ter commercial or business life, the first 
thing, if possible, is to find congenial work 
to do; then, ‘get the atmosphere’; and next 
be a real part of the organization with 
which she has allied herself. These things 


done, she has gone far toward ensuring 
contentment for herself and nine times 
out of ten if she is contended she ‘makes 


good’. 

“Women can be 
They are valuable and they ought to be 
even more so. New fields are opening al- 
most daily—not just fields in which women 
wants to 
her 


valuable in_ business. 


can serve, but fields in which she 
where business men 
She is no longer grudging- 
the 
welcome 


serve and need 


and want her. 


business con- 


because 


share in 
cerns of men She is 
she has made herself so through usefulness 

and I am not crying ‘Votes for Women’ 
either, being against rather than for Wom- 


ly allowed to 


an’s Suffrage.” 

Note.—This is the first of a series of arti- 
cles which Office 
publish regarding the work of women in 
the business field. There are a number of 
women in the office appliances 
who are distinguished for their ability and 
foresight and whose work has contributed 


Appliances expects to 


business 


Mission Of The Typewriter 


But for the typewriter the fulness of the 
commercial development of the last quarter 
of a century would have been impossible. 
The grasp of the general of trade upon the 
details of business has been given an en- 
tirely new hold through the use of the 
writing machine, and the result is the evo- 
lution of a new kind of commercial leader 

The great corporate fortunes of today 
which thousands of 
means combined to form are an expression 
that 


investors of moderate 


of the revolution in business methods 
has taken place coincidentally with the gen 
use of the stenographer 


eral typewriter, 


and telephone 


The big fortunes of ancient history were 
founded in blood and pillage, but the great 
fortunes of the present are the result of 


the possibility of concentrating the motive 


power of an enterprise in the hands of a 
single brilliant man, 


In order that a man may be a great trade 


general, financier or railroad genius he 
must have an intimate knowledge of the 
minor as well as the major tactics of his 


industrial army. The executive head of any 


successful undertaking must be familiar 


with a thousand and one matters of detail 


“Business 


New York Tribune Pays Tribute to Im- 
portance of Writing Machine. 

He must handle a vast correspondence per 

sonally, and he must preside over and di- 

rect his officers. 

How could the head of a corporation to- 
day solve such a series of problems with 
out the aid of the typewriter and other busi- 
ness necessities? The answer is, Impos- 
sible. 

But with the aid of a dozen or two type- 
writing machines, the same number of ste 
nographers and the ’phone, how easily he 
does it 

Without their aid the chief could not at- 
tend to the correspondence alone As it 
is today, an hour of dictation based upon 
a heap of carefully sorted and sifted mail 
and reports, and the job that would have 
taken days of physical and mental labor is 
done speedily. In the corre- 
spondence the head of the corporation gains 
a knowledge of its affairs that he could get 
way. Conferences with his 
bureau inform him of the 
standing of the company at a given minute 
He then 
time for planning the great moves of the 


handling 


in no other 


chiefs exact 


has time for business visitors, 


much to the advancement of the industry 

—Ed. 

company, and time to meet with his ofhcers 
If no typewriter had been invented, only 


the merest chance or the greediest pillage 
could have resulted in the transformation 
j to a multi-millionaire in a 
few years’ time. Blind luck 
placed by system, and with the application 
deliver 


of a poor man 


has been dis- 
of system, fortune stands waiting to 
success as never before since the beginning 
of time, 


While the 


effect upon the general of finance 


writing machine has had its 
industry 
service 


and in 


and commerce, it has done a great 
subordinates, 
has the 
One machine can do the physical 
work by 


to his lieutenants and 
that 
business 
labor of half a dozen copyists who 


way simplified operation of 


hand. The saving of the wages of five is 
an important business economy, and upon 
just such economies the success of a busi- 
ness depends. Not only does the use of 
the machine save money, but it also does 
the work better than it used to be done. 
Invoicing, waybilling, manifolding and 


are all done mechanically 


The lawyer's scope of 


bookkeeping 
nowadays. useful- 
ness is multiplied and the clergyman’s lot 


is made happier by reason of it 


is Business” is a phrase too frequently used 
to serve as the mantle of charity. 








PROVIDENCE TO HAVE BUSINESS 


SHOW. 
From April 11th to 16th inclusive, the 
Anthony & Cowell Company, office and 


house furnishers of Providence, R. I., wil! 
hold what they have designated as an office 
demonstration. In their an- 
nouncement they say: “In the world of 
business, with its ramifications, have come 
the most remarkable developments, from 
the day of the knife sharpened quill and the 
the modern labor 
and time saving appliances. The present 
age is one of vast progress obtained by spe- 
cialization. This has led men into an ex- 
actness in detail which has made possible 
the enterprises of the 
time.” 

We have therefore, invited to cooperate 
with us a representative company of the 
makers of such products and we take pleas- 
ure in our ability to offer you the oppor- 
witness the latest developments 


appliance 


treasured parchment to 


large commercial 


tunity to 
in this important field. 
The following will be represented: 


Anthony & Cowell Company—“Standard” 


desks, bookkeepers desks, office chairs, 
stools and tables. Globe-Wernicke book- 
cases, filing devices and systems. (An ex- 
pert systematizer of the Globe-Wernicke 
Company, Cincinnati, will be in attend- 
ance.) Yawman & Erbe “Rapid Rotary” 
copier 

American Multigraph Sales Company.— 


Multigraph and folding machines. 
The Automatic 


Stamp Affixing 
velope sealer and stamp affixer. 


Envelope Sealing and 


Machine Company.—En- 
Burroughs Adding Machine Company.— 
Pike and Universal 
listing machines. 


Burroughs (electric), 


(hand) adding and 


Columbia Phonograph Company.—The 
“Dictaphone.” 

Egry Register Company.—Autographic 
registers and systems 

Elliott Addressing Machine Company.— 
Addressing machines 

Ensign Manufacturing Company.—Elec- 
tric calculating machines 

Smith Premier Typewriter Company. ~ 
Typewriters and supplies 

Thompson & Thompson.—Loose leaf sys- 
tems and general printing. 
Check 


Universal! Protector Company o— 


Check protectors. 
The company is devoting two floors, 
about 100x30 feet each, to this display, 


which is the amount of space the firm 
regularly uses for its office turniture work. 
The general and arrangement of 
the goods will be in charge of the com- 
pany’s decorator and his previous work in- 
dicates that the result will be most attrac- 
tive. All those who can be in Providence 
between the dates indicated above should 
not fail to attend the Anthony & Cowell 
office appliance demonstration. 


display 


Always see that your store policy agrees 
with your advertising policy. 
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@ The dealer to 
profit to the 






tage must elimin. 
ate “cheapness” 
especially in 
Typewriter Rib- 
bons and Carbon 


Papers. 













2 : @ We harmonize 
_ with success. 














@ Head and shoul- 
ders above others 
“Our Line” 


forth beaming with 


stands 


the distinctiveness 


that makes it 


The Real 
Quality Line 


™ 


7 


@ This is the vital 
point: Only the Best 
goods bring the Best 


prices. You are look 
ing strictly forresults. 


WE SUIT EVERY PURPOSE 


WE FILL EVERY 
REQUIREMENT 


1910 CATALOG AND AD. MATTER 


Did you ever hear of 


results along the line | 
ot Low endeavor? | 








SEND FOR OUR NEW TRADE 


MITTAG& VOLGER, Inc. **. re treie”™ 


PRINCIPAL OFFICE AND FACTORY: PARK RIDGE, N. J., U.S. A. 













BRANCHES: NEW YORK, N. Y., 280 BROADWAY 

CHICAGO, ILL., 200 MONROE ST. 

LONDON, 7 AND 8 DYERS BLDG., HOLBORN, E. C. 
AGENCIES: 


ALL OVER THE WORLD. 
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A TRYING SITUATION. 


From the Remington Typewriter Com- 
pany’s Paris Branch comes the photograph 
reproduced below. This picture was taken 
in the Remington Paris office at the height 





THE REMINGTON 


of the recent flood which did so much dam- 
age in France’s fairest city. 

The handsome Remington office on the 
Boulevard de Capucines was not in the area 
of the worst inundation. Nevertheless, the 
effects of the flood were felt all over Paris, 
as this photograph bears witness. At the 
time the picture was taken the streets of 
Paris were in darkness, the cellars of the 
Remington office were full of water, and 
the electric light had failed. The Paris 
Remington office went for nearly ten days 
without light, save that of some candles and 
which were bought to 
The improvised can 


petroleum lamps 
meet the emergency. 
dle-holders seen in the picture were more 
serviceable than ornamental, as al! will 
agree 

This photograph, which by the way was 
taken by lamp and candle light, illustrates 
can the strange 


more clearly than words 


conditions under which business was per 
force transacted by everyone in Paris dur 


ing the flood 


OPENS STORE IN ST. PETERSBURG. 

Leon Lew, importer and dealer in Ameri 
can typewriters, copying apparatus and sup 
plies, has opened a store at Newsky 51, St 
Petersburg, Russia. Henceforth Mr. Lew 
will make his headquarters at the above ad- 
dress. He retains his business at Poltawa, 
however, and will manage both enterprises 


from the St. Petersburg office 
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TYPEWRITERS ACCESSORY TO 
MUSICAL COMEDY. 
The above picture was sent in by the 
London office of the Remington Typewriter 
Company. It shows a scene from “The 


PARIS OFFICE DURING THE FLOOD. 


Dollar Princess,” an immensely popular 
musical comedy now drawing large crowds 
If the stage had been set by 


himself he could not 


in London. 


a Remington man 


SCENE FROM “THE DOLLAR PRINCESS” 





have put his machine in a more prominent 
position. It is in fact nearer to the “center 
ot the stage” than either of the two play- 
ers. In addition to the London production 
other “Dollar Princess” companies are tour 
ing the British provinces and the aggregat« 
free advertising being reaped by the ma 
chine in question must be considerable 





PRINTOGRAPH’S CHICAGO BRANCH 
IN NEW QUARTERS. 


J. Edward Quinn & Co., Chicago sales 
representatives of the United States Printo 
graph Company, have moved their offices 
from 41-45 State street to room 354 Rand 


McNally Building pending the completion oi 
alterations in suite 348-350 Rand McNally 
Building, which has been leased by the firn 
for a term 

The 


building in which the new Print 


graph offices are located is in the heart 
the business district—an ideal location for 
such vigorous concerns as J. Edward Quin 
& Co. and their principals, the U. S. Print 
graph Company. 

The business of the Chicago sales office 
of this well known machine has grown eno 
mously in the last year and helps to keep 
the factory just a lap or two behind wit! 
deliveries, even though the capacity if the 
Printograph plant has been very greatly i1 
creased 

“Salesmanship is the fine art akin 
the other fellow feel as you do about the 


thing you have for sale.’ 
Make frames for the windows like mos- 
quito frames, and cover with muslin, to use 


when you want ventilation but no draft 





PLAYING IN LONDON. 
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AN INTERESTING PROPOSITION IN 
Steel Office Furniture 


EVERY DEALER SELLING OFFICE APPLIANCES 
Will find our NEW SELLING PLAN a golden opportunity 


TO MAKE MONEY 


That’s what you are in business for 








YOU find an increasing demand for STEEL OFFICE EQUIPMENT IN STOCK LINES. 
YOU know that it is the ‘‘Coming Thing.”’ 


YOU don’t want to speculate—therefore you are hesitating, because you don’t want to tie up a large sum of 
money on anything new until your actual sales justify it. 





Our New and Unique Selling Plan 


WRITE FOR IT 


s entirely original with us. It overcomes every objection—it gives you EXCLUSIVE SELLING RIGHTS on 


Stock Lines—it gives you an opportunity to prove our claims on a ridiculously small investment. 


A letter or postal will bring full particulars. And also a few illustrations of various EVERLAST filing 
units with selling prices, printed in attractive booklet form by the famous Roycroft Print Shop. The foreword 
by Elbert Hubbard is a feature of this booklet, 


which will interest you. 


THE NEW STEEL VERTICAL FILING UNITS 


A Few Strong Selling Points: 


Everlasting as steel. 

No depreciation to charge off. 

Drawers slide silent and light. 

Drawers can’t stick and swell. 

Have handy locking device. 

Have ingenious folder compressor. 

Roach, rat and vermin proof. 

Saves money and protects contents from fire. 
Have all these because made of steel. 


Jamestown Metal Furniture Co. 
361 Steele Ave. 


JAMESTOWN N. Y. 








Historic Office Appliances Concern 


The Firm of Blikman & Sartorius of Am- 


> record of the firm of Blikman & tine ae i i ete 
_ ecord | . ms , r > sterdam, Holland, One of the Oldest porting it every year hereait 
Sartorius in the stationery field is : ; » , was S; rantsace' 
arto u s ‘ j el Concerns in the Stationery [he how was held in San Franc y's 
unique, for probably no other sta- World big auditorium and the promotion ot the 


tionery house in the world can claim a con- enterprise was directly under the manage- 
tinuous existence covering a period of 270 ment of L. F. Benton, formerly the Chi- 
years. The company was established in the success of the enterprise was such as to cago manager of the Dalton Adding Ma- 
year 1639. Even in Europe where history is warrant the people of San Francisco in sup- chine Company and a well-known figure in 
recorded by centuries, this is a 
marvelous record of uninter- 


the office appliance business 


Mr. Benton spared no effort o1 


rupted business existence. The expense to make the show suc 
firm handles a general line of “ cessful and is to be congrat 
office supplies and controls the ulated upon the outcome of his 
Royal typewriter dealership for Fs work. 

The show was we supported 


Holland. 

The present business is con 
ducted under the direction of 
the four Messrs. de Flines, viz., 
S. A. de Flines, E. W. de Flines, 
a brother of S. A. de Flines, J. 
S. de Flines and Jan de Flines, 
both sons of the senior member 
of the company—S.. A. de 


by manufacturers, and dealers 
of the Coast were beral like 
wise in their space reservations 
The hall was magnificently de« 

orated and the lighting and oth 
er facilities were all that the ex- 
hibitors and visitors could de 

sire. All the available space 


Flines. the building was taken and a 


Mr. S. A. de Flines celebrated 
on February 9th, 1904, his 50th 
anniversary as manager of this 
business. He is now in the 74th 


few of the late applicants were 
crowded out. 

Among the features of the 
exposition was the « 


year of his age and is still one tion of the new electric Bur 


of the most vigorous and clear 
headed directors of the concern 
In the 50 years of his manage 
ment, he has made from a small 


rough’s adding machines which 
were set side by side with one 
of the older hand _ propelled 
models. F. F. Wright & Co., 
but well-known business the reserved a double space and 
largest and most influential sta demonstrated the Comptometer 
\ like space was taken by the 
Elliott Fisher Company for the 
; display of its book typewriters 
with adding attachments, while 
the Ribbon & Carbon Company 
of North America, demonstrated 
the new duplicating machine 


tionery house in the Nether 
lands. As a reward for his ac 
tivity, he was appointed by Her 
Majesty, the Queen, as Purvey- 
or to the Court and on the oc- 
casion of his golden jubilee 
celebration as manager of the 
business, the order of Knight 
of Orange Nassau was conferred 


Flexotype and had a large dis- 
play of ribbons and_ carbons 


upon him, an honor quite unique in the ilso. The Comptometer Co., Isaac Up- 


stationery business ham & Co., Sanborn, Vail & Co., and 
Sing Fat with his Chinese curios, all 



















Blikman & Sartorius have several 
took large spaces in the exhibition. H 


S. Crocker & Co., of San Francisco re- 
served a large space for the display of 
the Globe-Wernicke cabinets and filing 
devices, the Van Dorn steel filing de- 
vices, Mimeograph, the Planotype, the 
Planetary Pencil Sharpener, the Ad 
dressograph, Beck Duplicators and nu- 
merous other will known devices. 

J. L. Harrington of the H. S. Crock- 
er Co., San Francisco, managed the ex- 
position and superintended its affairs 


agencies for American houses, includ 
ing the Royal Typewriter Company, 
Proudfit Loose Leaf Company, Caw’s 
Pen & Ink Company and several oth 
ers. 

The cuts shown herewith will give 
the reader an idea of the appearance 
of the store of Blikman & Sartorius 
and of the senior member of that com 
pany, who is to be congratulated on 
his continued good health and the dis 
tinguished success he has_ achieved 
during a long and useful life during the progress of the show 


TAKES ADDING MACHINE 


THE ’FRISCO BUSINESS SHOW. 


The Pacific Coast Office Appliance AGENCY. 
show which was held at San Francisco, The Lexington Typewriter Exchange 
April 2nd to 9th inclusive, closed on f Lexington, Ky., has taken the 


agency for the Wales visible adding 
machine and for the Hall Cafe Com- 
pany of Cincinnati. The Exchange is 
doing a prosperous business under the 


the latter date after a very successful 
run. At the time of going to press, 
a complete report of the show is not 


at hand, but information received dur 


= Re proen ndicates that th STORE OF BLIKMAN & SARTORIUS. 


management of Jos. Candiot 
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If you have ever used 
Typewriter Attachments, 
you will appreciate the 
Writing Machine _ that 
does not require them. 





THE NEW MODEL 


L. C. SMITH & BROS. 
TYPEWRITER 


ALL THE WRITING ALWAYS IN SIGHT 


A typewriter such as you use every day for your ordinary 
correspondence—only better—and also 





A complete Tabulator and Condensed Biller. Handles all sizes 
of filing cards (writes at their extreme edges when desired ). 
Fully equipped for Loose-leaf Bookkeeping, and all kinds of 
Manifolding (light or heavy, without affecting alignment). 
In fact ready, by reason of its practical Inbuilt special devices, for any 


special or unusual work you may want of a writing machine without a 
single alteration or adjustment. Just put in your paper and write. 


| The L. C. Smith & Bros. Typewriter will do all your work, regular and special, with 
. fewer operations, consequently quicker, and easier, for it is ball-bearing throughout. 


A postal card will bring full information. Write for it today. 





L. C. SMITH & BROS. TYPEWRITER CO., - SYRACUSE, N. Y., U. S.A. 
Head Office For Europe, Asia and Africa . (Bracches in all Large Cities) 19 Queen Wietesia Swrest, Lenten, 8.C. 
iar 3 é xidhitive y= Vee, CS ee a esate atesbineR s es ii ‘ a: od 
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DEWAR 


PULL OUT 





The Smallest Office Appliance 

AND OFTEN THE MOST VALUABLE 

is a paperclip. THE VISE,CLIP always 

holds papers firmly together. It cannot 

slip. It does not mutilate the papers. It 

grips both wayvs—lengthwise and side- 

ways. It is the most perfect paper clip 

made, Send for samples and}prices. 


THE VISE CLIP COMPANY 
i 77 Summer St. 


















me Boston. Mass. 
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EDWARD KIMPTON 


Vertical File Transfer Cases 


Wood Frame, Walnut Finish, 3-16-inch 
Trunk Board Panels, Cannot Warp or 
Split. 

Each Drawer is strongly braced with 
Steel Braces and has a Brass Handle 
bolted on and Brass Label Holder. 

Capacity—The entire contents of a full 
sized vertical file drawer or ten flat 
sheet letter files. 

Prices talk. Write and get them. 


CO. ; Makers, yn ORK 
















OFFICE APPLIANCES 


that eliminates the waste of time required to op- 
erate expensive type duplicating machines! 


The INTERSTATE over all du- 


plicating machines, requires less than fifteen minutes’ prepa- 
stencil being cut on 


is an improvement 


ration to produce fac-simile letters, 
your typewriter in the same manner as your stenographer 
would write an ordinary letter. 

Our semi-automatic teeding device insures accuracy 
and rapidity, simplifying and factlitating the method 
production. This makes the J/nterstate far superior to 
all other duplicators that every user knows require an 
inaccurate and lumbersome method of feeding and adyust- 
ment, , 
Ask {us for our samples of fac-simile letter work, 
from which several words were omitted when printed on 
the Jnterstate, and inserted on the typewriter. See if you 
can locate the typewritten words. 


THIS IS A PRACTI- THE EFFICIENCY OF THE 
CAL TEST WHICH INTERSTATE STAND- 
PROVES ARD DUPLICATOR 











Infringements 

will be 
vigorously 
prosecuted 


No 
License 
Restrictions 


TO DEALERS:—We are granting exclusive territorial rights, and if 
you desire to handle the best duplicating machine on the market, bet- 


ter investigate at once. We have a few valuable territories left. 


INTERSTATE COMMERCIAL COMPANY 


EXECUTIVE OFFICES, 
1265 BROADWAY, NEW YORK, N. Y. 
CHICAGO OFFICES, 707 MARQUETTE BLDG. 


ontinental Distributing Agen 
FRANKFURT, GERMANY. 


European | 


M. ERLEBACH NACHFOLGER, 
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ROUGH CROSS COUNTRY TRAVE-- 
ING. 





In The Philippines. 





Che salesman who undertakes t inVvass 
the interior districts of the Philippines 
needs to be a well seasoned trav: yr the 
going is anything but easy. Some idea 


this may be gained from the accompanying 


picture of a Remington typewriter salesman 


traveling for Messrs. E. C. McCullough & 

Co., Remington representative Manila 
Note the very primitive conveyance upon 

which the Remington man is perched, als 


his comfortable (?) seat upon the hard top 


of a Remington packing cas¢ The long 
horned motive power is called a carabao 
water buffalo. If he is as slow as he look 
there is little need for speed regulations 
his case. The bamboo sled-lik iveyan 
is called a carreta. To look at it carries t 








A REMINGTON SALESMAN IN THE 


PHILIPPINES. 
mind back to prehistoric days before the 
invention of the wheel, an invention so far 
back in the misty past that no one knows 
when or where the wheel was first used 
Messrs. E. C. McCullough & Co. state 
that this picture was taken upon a recent ' 
trip made into the interior by one of their 
men to deliver some new Model 10 Reming 
ton Typewriters. “It often happens,” they 1 
| write, “that several rivers or small streams 
have to be crossed on these journeys. At 
each of these points a large bamboo raft c 
is always waiting and carabao, carreta, Ren T 
ington salesman, typewriters and all ar 1 
ferried across for the small sum of ten Cc 
cents and left to resume their tedious jour a 
ney on the other side. At nightfall, if a lit 
tle hut is at hand the traveler is always we S 
come to make his home there for as long as v 
he wishes to stay. And an offer of pay g 
ment for the accomodation would be an 11 W 
niitndianaalinabaiin is 
SUIT WITHDRAWN. 01 
[It is stated that the Deutsche Maschinen al 
Vertriels Gesellschaft of Berlin, Germany 
has withdrawn its action against the Rotex m 
Company of London, England for the a De 
leged infringement of its pate omplait 
ants paying all costs. 
—$—$___—_ Ni 
“Incompetency is the barrier which sep- be 
ot 


| arates intention from accomplishment.’ 
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- NEW BOOK ABOUT STATEMENTS. 
‘*Time is money’ is an old saw, but we 
sometimes forget that it is true in the book- 


keeping department Making statements 
of account is merely a matter of correctly 
5 copying from ledger entries and then of 
correctly footing. As you transfer the 
C amounts correctly from the ledger to the 


adding machine keyboard your responsibil- 
ity ceases; the machine does all the rest of 











n the work.” 
y This paragraph one will find on the first 
page of the new sixteen-page booklet about 
n statement-making just issued by the Bur- 
roughs Adding Machine Co. of Detroit. 
p It seems that the Burroughs people were 
g often asked why they could not make a ma 
- a 
ai 
. 
There is a reason for it, when 7,500 
. . - 
No. 2 Victor Typewriters 
are ordered by one concern, after a careful investigation of all 
the various machines in the market. 
| 4 The International Correspondence Schools of Scranton, 
| 4 Pa., didn’t make this selection hurriedly—they were > months 
1e Le " doing it—tests of all machines were made. 
- NEW BURROUGHS BOOK COVER. . " ‘ , , 
nd The Victor won the order by its superior construction; its 
came which would handle monthly state- durability under heavy work; its adaptability to all classes of 
Ve ments as quickly as it did the multitude of ae oat : ‘ 
rt other forms. There seemed to be no reason work; its improved devices and its ease of operation. 
ir why such a machine could not be made, so The combination of all these excelling, practical features 
7. the Burroughs people, with their character- : aig is 
= istic ingenuity, made the machine and have is what did it. 
been selling it for some time. 1 
1s c 2] 
\t This booklet illusttates just how the ma- Catalogue and booklet free. 
e chine can be applied to various lines of busi Some good territory still open. 
. ness, and shows how statements are printed 


” in rolls so that after a statement is made it Vi i ° G 

n can be torn off, name filled in, and mailed ictor ype W riter ompany 
at once to the customer 812-814 Greenwich St., New York. 

t Probably there is no machine among the 

sixty-five different Burroughs machines 

which finds a wider use in commercial or- 











y ganizations than this statement machine, 
n which is made in several sizes. NOISELESS AUTOMATICS G E I O U R i I S I 
The new booklet which we illustrate here Give the typewriter 
is printed in colors, so that the keyboards "Better Sound, of REBUILT and SLIGHTLY 
f . . ; the cstateme cs Better Touch, 
age aegis ee he Better Action USED TYPEWRITERS 
nN are shown in their natural tints. Better Appearance, 
‘ Better Wear, At Remarkably Low Prices. 
vv. The Burroughs people will be glad to Better Control, w k ‘al £ hi f th 
» 2 - ' g 5 t mac 
ex mail this new booklet of theirs, postage pre- And they never wear out. Every typewriter wr leentr enews wale. Lino. we Seetenene 4 
3 ‘ cabinet should be fitted with this excellent t d from dealers who do not 
i] paid, to anyone who requests it. system of attaching and detaching the ma- woe Sag ‘built T; ga ath but who prefer to 
je Fe : ie ils chine. Thoroughly automatic. Cushions are stock ONE or TWO at a time 
n- a ” invisible, sanitary, permanent. The only ‘ ; 
the Ynoto Pen Company, 261 Broadway, eclentise setting for the typewriter in cab- WRITE FOR ud PARTS. TELL US 
New York, has made application for mem- Send for illustrated booklet Pl He 
) : 7 at ummer & Williams 
p- bership in the Stationers’ Board of Trade Typewriter Economy Co. 4 
Postal Telegraph Bldg., Chicago, Ill. 





of that city Tribune Building. - NEW YORK 























The Trials of a Salesman. 


anything, persistency is a jewel of the 

very first water. Without this indis- 
pensable commodity success can seldom be 
achieved. The dividing line between suc- 
cess and failure is often so slight, that one 
more supreme effort would bridge it, if 
courage and persistency did not fail. The 
game is not always over at the first, second 
or even the third attempt. While there is 
life there is hope, and before a deal is actu- 
ally consummated there may still be a for- 
lorn chance. One more long, steady drive 
at the bulwarks, and lo! the walls of Jericho 
suddenly fall, and you walk straight for- 
ward over all obstacles, grasp the coveted 
order in your hand, and victory is yours. 


Heaven is not reached by a single bound, 
We build the ladder by which we rise, 
From the lowly earth to the vaulted skies, 

And we climb to its summit round by 

round. 

I recently heard of a case in point, which 
illustrates my argument. A large trust 
company was about to buy a number of 
adding machines. They had practically de- 
cided to purchase an electrically operated 
machine. The cashier, or some of the of- 
ficials in authority, believed that the electric 
machine was the only one to buy, and 
though the deal was not actually com- 
pleted, they seemed to know what they 
wanted and intended to have it. 

At this point appeared on the scene a 
salesman of a rival company. His was a 
hand machine, and when he approached the 
cashier on the subject of adding machines 
he was told he was altogether too late, and 
they had practically decided to buy another 
make of machine. He persisted in explain- 
ing the merits of his machine, until the 
cashier said: 

“It is of no use; yours is a hand machine; 
we will use nothing but an electric.” 

This staggered the adding machine man, 
for his company had only a few electrics, 
and he knew it would be only by the re- 
motest chance that he could get hold of one 
of them. But here his persistency got in 
its deadly work. Without decrying the 
value of the electric machine: he lauded to 
the skies the advantage of his hand machine 
over others. He asked permission for his 
hand machine to be placed side by side with 
and tested out, but he was 
with a brusqueness that 
enthusiasm and energy for 


| N SELLING office appliances, or in fact 


the electric 
turned down 
destroyed his 
several hours. 

A few days elapsed. Again persistency 
got in its work. After the cashier the 
salesman went again, but a smiling shake 
of the head, and “I’m sorry; not the ghost 
of a chance,” again brought his hopes down 
to a North Pole Peary temperature. 

Once more persistency knocked at that 
salesman’s heart, and he mustered courage 
enough to place himself again before the 


grilled wicket of the cashier's sanctum. 


By a Typetapper. 


This time he had a new plan. Would the 
cashier allow him to interview one of the 
clerks, and ascertain if he would be will- 
ing to try the use of a hand machine for 
a few days. The cashier smiled a sad, sad 
smile, with a far-away look in his deep 
blue eyes, as he murmured: 

“You certainly have more confidence in 
your machine than I have that I can get a 
clerk to operate it. But I’ll see what I can 
do.” 

He went behind the scenes, and when he 
came out he said: 


“There's one young fellow in there who 
is willing to try your hand machine for a 
few days, so you can send it around if you 
wish. I want to tell you, however, that 
you are only wasting your time, and giv- 
ing us more trouble. We will buy noth- 
ing but electrics.” 

Mumbling his thanks the salesman hur- 
ried away to get his machine on the job at 
the earliest moment. Next morning he 
was around good and early to demonstrate 
it. The clerk was willing to learn, and with 
hope ringing bells of gladness in his ears 
the salesman waited somewhat impatiently 
for a few days of trial to elapse. 

Then he called again. The clerk was do- 
ing good work, liked the machine, but one 
and all said, “Nothing but electrics for 
ours.” He got permission for the clerk to 
still continue the use of his machine and 
went to his office to ruminate on his next 
move. A day or so elapsed when he re- 
ceived intimation that an electric machine 
of his company’s make would be sent to 
him within a few days. It had been on or- 
der for another customer for months, and 
he did not expect it for some time. He de- 
cided right there and then to take that ma- 
chine to the bank, even if it meant the loss 
of a sale to his long waiting customer. At 
once he went to the bank, told them the 
circumstances, and asked them not to close 
the deal until they had seen his electric. 
They were not quite ready to receive the 
machines, anyhow, so gave him permission 
to bring his electric as soon as convenient. 

The machine arrived in due course, was 
installed, explained, and left for trial. Days 
passed. Everything seemed to be working 
satisfactorily, but no decision was reached. 
His interest and persistency took him to the 
bank nearly every day, and at each oppor- 
tunity, he exalted the advantages of the 
hand machine. At length the day arrived 
when he could retain the electric machine 
ordered by his customer no longer. He 
told them he had to take it away. To his 
surprise they manifested no _ uneasiness, 
and gave him permission, merely remark- 
ing: 

“Vou 
suppose.” 

His pulsing heart gave a jump. 


will leave the hand machine, I] 


There 


They did not want him to re 


was hope. 
move the hand machine, and the alacrity 
with which he gave his permission for it to 
remain surprised even himself. ‘Time passed 
One day they asked him the price of his 
machine, and then his quotation on a num 
ber. He felt as if the narrow confines of 
the cashier’s cage could not hold him. An- 
other day he was told to see the secretary, 
the whole matter of price was gone over 
again, and to his surprise the information 
was volunteered that the clerks liked the 
hand machine. 

At length the glad day. came, when he 
was summoned to the secretary’s office and 
almost without a word handed an order for 
hand machines. Persistency had 
won. In spite of the almost insurmount- 
able difficulties that hedged him around this 
indomitable salesman plugged, and plugged, 
and kept on plugging. 

Be stubborn against failure, 
Try, try and try again, 

The boys who keep on trying, 
Have made the world’s best men 


several 





The “get acquainted” trip which Phila- 
delphia business men recently conducted to 
the leading towns of the state in order to 
encourage business to come to Philadelphia 
was so successful in result that a second 
one is under consideration and practically 
assured. Of especial trade interest is the 
fact that the model industrial establishment 
of all visited was the J. C. Blair plant 
at Huntingdon, Pa. E. J. Cattell, assist- 
ant city statistician, who especially 
commissioned by Mayor Reyburn to be his 
personal representative, declared it to be 
the actual realization of that happy term— 
a model establishment. The fireproof con 
struction of factory, the segregztion of 
power plant, the hygienic precautions, the 
brilliant natural illumination, above all the 
scrupulous cleanliness, the untiring care 
that the slightest imperfection in the mak 
ing of even the cheapest grades be rejected 
and the happiness and enthusiasm of the 
workers called forth his unqualified praise 


was 





jarnhart Bros. & Spindler, of Chicago, 
whose enterprise furnished gratis a prac 
tically verbatim report of the first Inter 
national Cost Congress, to 35,000 printers 
in the United States, report that unprece 
dented interest has been taken in this mat 
ter by the printers of this country. So great 
was that interest that after having sent out 
the original report they were compelled to 
print 10,000 more of the proceedings to sat 
isfy demand. The gratifying feature is that 
all printers, large and small alike, seem to 
be taking hold of the cost question, mani 
festly intending to work out and apply 
methods which will put the printing trade 
on a profitmaking basis in every part of 


the country. 
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Notice to Users and 
Prospective Users of 


Type Duplicating Machines 


Information has reached us that the American Multi- 
graph Co. has threatened intending purchasers of the 


Flexotype Duplicating Machine 


with suit for alleged infringement of patent rights. 


Every Multigraph has exactly the process of operation 
claimed in our United States Patent 640,013, dated 
December 26, 1899, and although we began a test suit 
against Multigraph users in 1908 and have vigorously pros- 
ecuted same, despite efforts of said company to delay a final 
decision, we have not before advertised the fact, pre- 
ferring to await a final decision before suing other Multi- 
graph users. 


We will protect our rights vigorously and our 

attorneys will immediately undertake the defense of any 

of our customers, at the same time guaranteeing them 
all against trouble or loss. 


DON’T BE INTIMIDATED 


And do not buy duplicating machines until you have 
seen the marvelous Flexotype. 


The Flexotype wins in 96% of competitive cases. 


The Neidich Process Company 


Burlington, N. J. 











Alvan Macauley Resigns 


ROM the headquarters of the Bur- 
roughs Adding Machine Company, 
Detroit, comes the announcement 


that General Manager, Alvan Macauley, has 
resigned his office to take effect April 11th, 
next. On the 16th at a meeting of the Board 





ALVAN MACAULEY. 
Who leaves the Buroughs Adding Machine Co. 


to become General Manager of the 
Packard Motor Co., of Detroit. 


of Directors Mr. A. J. Lauver, for the past 
three years, Assistant General Manager of 
the Company, was promoted to the office 
made vacant by Mr. Macauley’s resignation. 
Mr. Macauley resigns to accept the General 
Managership of the Packard Motor Car 
Company of Detroit. At the last annual 
meeting of the Burroughs Company Mr. 
Macauley was made a member of the Board 


Resignation of Alvan Macauley Makes Way 
For Promotions in Burroughs Exec- 
utive Staff. 


of Directors. He will continue a member 
of the board. 

During his eight years’ connection with 
the company, as General Manager, Mr. Mac- 
auley has witnessed the growth of the Bur- 
from a few hundred 
He has seen the 


roughs organization 
to nearly 2800 employees. 
business increase from 3200 to over 15,000 
machines sold in a single year, and it has 
been during this time that the company has 
achieved its international organization and 
standing as the greatest adding machine or- 
ganization in the world, selling over nine- 
tenths of the total adding machines sold. 
Mr. Lauver, his successor, brings to his 
new position a splendid experience in the 
manufacturing and selling of high grade 
For a 
served in various executive capacities in the 
general offices of the National Cash Reg- 
ister Company. He left that 
1906 to accept the position of 
General Manager of the Burroughs Com- 
pany. Enjoying the utmost confidence of 
the great selling organization, his fellow 
workers and the company, Mr. Lauver en- 
ters on his new work most auspiciously. 


specialties. number of years he 


company in 
Assistant 


It may authoritatively be said that this 
change in the executive officers, indicates 
no changes whatever in the company policy. 
The company will continue in its plans of 
sales and mechanical development, adding 
new lines of territory as the business re- 
quirements and conditions seem to demand. 

The promotion of Mr. Lauver has made 
way for other promotions in the executive 
staff. Mr. C. A. Forster, for four years 


General Sales Manager, has been made 


Assistant General Manager, and Mr. F. H 








A. J. LAUVER. 


Now the General Manager of the Burroughs 
Adding Machine Co., of Detroit. 


Dodge, former Assistant to Mr. Forster 


has been made General Sales Manager 


PARCELS POST TO BRAZIL. 

The Ambassador of the United States to 
Brazil has been authorized to sign the par- 
cels post convention between that country 
and the United States. This arrangement 
will probably go into effect about the mid- 
dle of April or possibly not until the first 


of June. 


provisions as are in effect with the 


It will contain the same general 
coun- 
tries already having parcels post arrange 


ments with the United States. 





THIS MACHINE IS A WONDER 


It prints the body of form letters and fills in name and address all in one operation. 


It prints so perfectly that the recipient accepts it at once as a personal typewritten lette: 














Ad@-essing Attachment 











Chpless 





OPERATORS. 


It assures a perfect match between name and body of 
waste of postage in wrong addresses 


THE WRITERPRESS not only makes perfect typewritten form letters, but with the direct 
carriage will do actual printing from any kind of printer’s type o 
printing, such as filing cards, quotations, price lists, order blanks, reports, et« 


Write for full information and samples of 


THE WRITERPRESS COMPANY 


184 Writerpress Building 


New York Office: 302 Broadway 


1 WITH ADDRESSING ATTACHMENT 
names and addressing envelopes on the typewriter a 


THE INVESTMENT IN TYPEWRITERS AND WAGES OF 


Chicago Office: 215 Dearborn St. 


away with 


does 


letter, correct alignment and prevents 


inking 


r cuts Will do most of you Tice 
»., at about one-half the cost. 


work 


BUFFALO, N. Y., U.S.A. 
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IMPORTANT TO 
Tyeswerree Deus 





a 


On page 37 of this number of Office Appliances is an announcement 
of some changes in this company. 

There will be no change in the policy under which the business has 
been conducted. 

The same enterprise which has marked the company’s career in the 
past will continue in the future. 


The same high standard of product will be maintained. Improve- 
ments will be added whenever possible. 


Dealers who have featured the line will find the same sterling qualities 
which have made for their success. 

We believe the present year will be a record breaker in the business of 
Rebuilt Typewriters. 

And we urge all our friends to get in their orders to take advantage 
of this opportunity. 








EFBUILT “AS GOOD AS EVER** 
TYPEWRITER. 


COMPANY 


New No. 312-328 North May Street, CHICAGO, ILL. 


Headquarters and General Offices for the Eastern Hemisphere: 





The Grady-Rebuilt Typewriter Co., Ltd., 8, Newgate Street (Opposite the new General Postoffice), London, E. C. 


W. T. HARDING, Managing Director. 








“GRADY REBUILTS” ARE SOLD ALL OVER THE WORLD 
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THE INCOMPARABLE 


THE DALTON THIS LIST WITH 
DID IT ° ° SUB TOTALS 
Time 7 Second: Adding Machine _ iniu'sessi: 
0 0 
7 65 =e 76 50 
3 50 ae , = 34 50 
4 50 hel 150 00 
13 50 65 00 
1 50 
15 326 00 
185 75 24 50 
4 50 125 60 
5 50 225 75 
150 0O 7 50 
250 OO 132 50 
55 00 9 75 
=e - S51 60 
1909 55 Try this on your Machine 





We challenge the world to produce AN 
INTEREST TABLE that is equivalent to the 
DALTON for finding the interest on any sum 
of money for a given time. 


Example No. 2. Figure the interest on 
$123.45 for four months and three days at 4%. 


Try this on your Machine 


THE DALTON itachine for 


MULTIPLICATION 
Example No. 1 0 
Multiply 314563 by 1324 123 45 
0 123 45 
3145 63 125 45 
3145 63 1234 50 
3145 63 1254 50 
3145 63 12345 00 
51456 30 : 
31456 30 HE DALTON is more firmly intrench- 15184 35 
314563 00 ing itself every day in the hearts of 0 
314563 00 the financial and commercial world. Our 151 84 
31.1563 00 most enthusiastic endorsers are our first 1518 40 
3145630 00 purchasers and we have sold the largest 15184 00 
corporations and most discriminating buy- 151840 00 
4164814 12 ers in the world. We haven't a dissatisfied 1.68694 24 
Above product on THE PAL TON in five purchaser. 
secon THE DALTON did it in just seconds 
TRY THIS ON YOUR MACHINE TRY THIS ON YOUR MACHINE 
Section of tax-book showing crossfooting on the DALTON. 
STATE TAX COUNTY TAX ROAD TAX SCHOOL TAX TOTAL TAX 
12 47 13 41 21 350 7 66 54 84 
Bankers’ daily balance showing sheet crossfooting and subtraction. 
OLD BAL. DEPOSITS CHECKS NEW BAL. 
John H. Smith 2544 14 766 36 E 897 60 2212 90 


is without doubt the simplest, fastest, most perfect has but ten keys and no attention whatever has to 

THE DALTON practical and versasiie. adding and calculating THE DALTON be paid to the numerical order, the machine per- 

machine ever invented It is in a class by itself. It performs all the work of any forming automatically this function which has heretofore devolved upon the 

of the old style eighty-one key machines with greater speed aad ease and in addi- operator. 

tion thereto does many things that they cannot do. The instantaneous success of the DALTON is due in part to its speed, visible 

THE DALTON is a modern mechanical marvel that adds, subtracts, printing, small key board, simplicity, ease of operation, etc., etc. A DALTON in 
multiplies, tabulates, figures interest and performs your office is capable of demonstrating its superiority over old style eigh*y-one key 

many other mathematical calculations with such facility, speed and accuracy as to machines, and winning for itself a permanent home. 

make it indispensable in any office where figures are dealt with. Write for further information. 


FACTORY AND MAIN OFFICE: 


DALTON ADDING MACHINE CO. poptar Biurr. Missouri 





. IS only natural that with the advent 
| of the typewriter, the adding machine 
and other modern office appliances, there 
should be an advancement in the accounting 
departments of up-to-date concerns toward 


methods, but the results ac- 


time saving 

complished have been far from as satis- 
factory as might have been expected. The 
trouble seems to be that so much effort 


has been expended in an endeavor to get 
modern devices to fit in with bookkeeping 
ideas of forty years ago, that much time 
splitting hairs and a 


has been wasted in 


lot of “red tape” has been added to the 
already burdensome duties of the book- 
keeper. Again, the bookkeeper is usually 
in a “rut” and has been raised with the 


idea that when he can twist his legs around 
a high stool and keep his nose buried in 
a ledger half the month looking for mis- 
takes made the other half, he is a good 
bookkeeper, and so he is naturally opposed 
anything that rob him 
of half his occupation—finding his 
balance. You will find every bookkeeper 
“cussing” the trial balance as an abomina- 
tion, yet he is exceedingly averse to adopt- 
ing any “new fangled” ideas that will les- 


to adopting will 


trial 


sen his work in that direction. The pro- 
prietor is usually working with the idea 
that “’Tis Sales that Move the Wheels 


of Business,” and regards the bookkeeping 
department as a necessary evil at best, be- 
cause while this department is intended to 
afford information to enable those in charge 
to keep their fingers on the pulse of the 
business, as it were, yet the information is 
usually from ten to fiften days late, and 
therefore “stale.” 

The advent three 
ago, of a combined adding-writing machine 
that writes on a flat surface in a bound 
book, and the invention of improvements 


some two or years 


Modern Accounting 


By Harold Wilson. 
in adding machines and adding typewriters, 
would, ’twas thought, revolutionize old 
fashioned methods of keeping books and 
reduce onerous drudgery to a minimum, 
and it has; but the new methods have been 
generally adopted only by the keenest of 
men institutions, 


depend 


American business and 


those whose profits upon saving 
cost as well as earning money. 

These machines can be utilized to advan- 
tage in every branch of the bookkeeping 
department; first, in the order department 
where by the use of cut-out carbons numer- 
ous copies may be made—orders for each 
of the manufacturing ship- 
ping order, office copy, 
triplicate, and package label, all made at 
one operation and with only necessary in- 
formation on each different sheet. Sounds 
impossible, doesn’t it? 

Uses of Machines in Accounting. 

Then, in the invoicing department, the 
machine makes the with as many 
copies as necessary, up to, say, twenty, with 
memo, of draft to be drawn and draft, and 
at the same time writing up the Sales Jour- 
nal and mechanically proving the addition 
of each invoice, automatically accumulating 
the grand total of all invoices, so that when 
the last invoice is written up the operator 
has the total amount of business billed for 
the day and all of this is done in from 25 
to 50 per cent less time than by hand. 
The method is as elastic as a vertical filing 
cabinet, and is equally as applicable to 
one business as another, no matter how pe- 


departments, 
bills-of-lading in 


invoice 


culiar the requirements of the business may 
be. 

The daily sales are posted from the Sales 
Journal to loose leaf ledger sheets, which 
are in triplicate (a statement for customer, 
a statement for credit man, and a copy to 


be filed in binder.) The Ledger is alpha- 
betically arranged and the’ operator takes 
a sheet from the ledger and posts the 
amount chargeable to that account as 
shown on the Sales Journal in a “jiffy.” 

The total daily postings are entered on 
a recapitulation sheet and at the end of 
the month the total amount of sales are 
shown. Credits are posted daily from 
cash tickets turned in by the cashier, and 
every account is right down to the minute, 
mechanically proven. At the end of the 
month, ledger sheets are added up mentally 
or on adding machine and total noted in 
pencil and they go to the operator, who 
writes in each total on the machine. When 
he has finished, his grand total must agree 
with the total of the recapitulation sheet or 
there is an error in the addition of the state- 
ments, and thus statements are ready on 
the first of the month, absolutely correct, 
legible and neat. The third copy, the 
ledger sheet, is filed in a binder, after the 
balances have been posted to next month’s 
ledger sheets, and the total amount of this 
balance must agree with the difference be- 
tween the debit and credit for the previous 
month. Debits and credits are posted to 
the controlling account in the general 
ledger each month and the cash into cash 
book. By this method a saving of 25 to 50 
per cent as against old hand methods can 
be effected in the accounting department of 
any concern without the sacrifice of any 
safe-guards, for the machines increase the 
guarantees against errors. 





“A neglected job doesn’t hurt the job 
nearly so much as it hurts the one who 
neglects it.” 





“The world cares little for what you be- 
lieve—it is what you do that counts.” 


Let The Buffum Automatic Card 
Press Do Your Work. 


This wonderful machine is now ready for the market. 


Feeds automatically. 


Motor set for maximum speed 8,000 


impressions per hour, Not a toy but a printing press specially adapted for stationers, printers and busiriess houses. 
Hasa roll paper attachment with which it prints direct from type, labels, inserts, envelope slips, memorandum and receipt blanks, 
notices, tickets, debit and credit slips, bread labels, slot machine tickets, and announcements of all kinds up to size of U. S. 
postcard. Prints in One or More colors, and widths up to 5 inches. Built specially strong; makes specially 
strong impression. Has removable chase and tympan. Special rapidimpression regulating deviec enables very rapid delivery 


of work. Patent impression shaft allows change of impression in } minute without changing tympan. Shafts of cast steel. Press 
equipped with fountain impression counter. Operative by hand, motor power, or both. Adjustmentsfew and rapid. Adjustable 
different thickness and width, from 2 to 10 ply. All parte easily accessible, strictly interchange- 
able. High nickel and Japan finish. Complete equipment to operate presse (except type) 
without extra charge. Wecan furnish flat top type cabinet with doors and 12 fonts of typeifdesired. Press particularly 
adapted for short runs of cards; also for long runs, because automati 
Quaranteed for one year against defect in manufacture. 
structions with each press. You can learn to operate it in one day. 
DEALERS CAN MAKE GOOD MONEY by selling THE BUFFUM AUTOMATIC PRESS and printing and selling vari- 
by busin l DON’T MISS THIS OPPORTUNITY 


to cards of 


We ship to all parts of the country. Full in- 





houses You make ney while you demonstrate. 


DEALERS’ TERMS AND FULL PARTICULARS. 


ous forn Su € 


WRITE AT ONCE FOR 


THE BUFFUM TOOL CO., FrourRTH AND GEORGIA ST8s., LOUISIANA, MO., U.8.4 
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The light action of the Monarch 
Typewriter is not a mere talk- 
ing point, buta tangible, valua- 
ble and exclusive feature of the 


Monarch machine for which 


there is a mechanical reason. 


Monarch 
Light 
Touch 


is due to the creeping fulcrum of the 
Monarch type bar—a simple device 
which will appeal to you at once when 
you see it 

The saving of strength in a working 
day’s use of the Monarch saves the op- 
erator from ‘3 o'clock fatigue’ and 
insures the last three hour’s work (other 
conditions being the 
quality and quantity to the first 


same) equal in 


Both employer and operator are invited to in- 
vestigate Monarch Light Touch Illustrated 
descriptive literature will be sent or request and 
the machine demonstrated in your office by our 
representative in your territory 


Write for lilustrated Descriptive Literature 


THE MONARCH TPYEWRITER COMPANY 


Executive Offices: Monarch Typewriter Building 
300 Broadway, New York 


Canadian Offices: Toronto, Montrea 


Branches and dealers throughout 
the world 

















CLEVER NEW HOUSE ORGAN. 


The Protectographer is the title of the 
most recent addition to the list of office 
appliances house organs. To the initiated 
its name indicates the well known firm be- 
hind it—G. W. Todd & Co., of Rochester, 
N. Y. “Vol. 1, First Attempt,” is a very 
clever little magazine of eight pages chock 
full of bright, interesting things. 

The opening gun is fired by R. M. Todd, 
who explains in detail the latest model— 
Model H—of the Protectograph. Mr. 
Todd carefully analyzes the construction of 
the new machine, which has many new 
features that make it of greater utility and 
convenience than previous models. 


A letter from G. W. Todd, dated at 
Nassau, Bahama Islands, Feb 22, wishes 
the “boys” success and extends greetings 
to the Protectograph family 


How a salesman proved that “safety” 
paper does not protect and thereby made 
an important sale is told in an interesting 


Then comes a series of answers to 


way. 
objections brought up by prospective pur- 
chasers who don’t see the need of check 


protection. The editorial page, breezy and 


well written, comes next, followed by a 
fable about Julius Caesar, by James R. 
Gooding, showing that the late lamented 


Julius failed to keep up his “lick” in his 
days of prosperity and thus lost his life and 
his office. 

Jack W. Spears gives a humorous word 
picture entitled “Ten Minutes in the ’Ad 
Department,” showing some of the rapid 
fire demands made upon the time and re- 
sources of the advertising manager 

The closing article shows how a stationer 
lost a $1,500 a year customer by selling him 
a cheap machine because he could make 
a dollar more on the sale than by selling a 
better one. 

The Protectographer is so good a piece 
of work that we hope it will continue. It 
should be a useful factor in Protectograph 
publicity. 





BRIGHT CANADIAN VISITS CHICAGO 
H. Gerald Wade. Manager of the West- 


ern Municipal News, Winnipeg, Canada, 
and a member of the Willson Stationery 
Company of Winnipeg, Regina and Cal- 


gary, visited the United States recently in 
the interests of his publication. He spent 
a day or two in Chicago and while here ‘vis- 
ited Office Appliances. 

Mr. Wade is full of enthusiasm 
gard to the outlook in Western and North- 
western Canada; the country is rapidly set- 
tling up, many farmers moving in from the 
Western parts of the United States. The 
Willson Stationery Company contemplates 
opening another branch in one of the new 
and enterprising towns of the Northwest, 
in the near future. They handle all kinds 
of office devices and are one of the 


with re- 


strong- 
est companies in the Dominion 


work without multiplying mo- 
effective 
apparent ease 


Learn to 
The 
work 


tions most man is he who 


does his with 





48 INCHES LONG 
30 : DEEP 
50 . HIGH 


THIS DESK 


which is No. 101 of our 
line is better than you 
ever bought elsewhere 
for the price. 


Quality considered it is the 
best desk for the price ever 
made. 


Take notice of private com- 
partment box equipped with 
Yale lock and key. 


Dealers who are not 
familiar with the 
Evansville line of 
flat top, roll top, 
standing and type- 
writer desks should 
our 
It means 


write for cata- 
logue. 


more money. 





WRITE TODAY 











-EVANSVILLE- 


DESK CO. 


EVANSVILLE, NDIANA, U.S. A. 











WE HAVE A PROPOSITION 
THAT WILL 


Interest 
Every Dealer 


WHO HANDLES 


WRITER 
PRESS 


or other wide Ribbon 


Machine and wants 
Match Ribbons that 


Match. 


Two Color Match Ribbons 
Write Us 





Buckeye 
Ribbon & Carbon 
Company 


311 ST. CLAIR AVENUE 
Cleveland, - Ohio 





Typewriter Ribbons For All Machines 
Carbon Papers For All Uses 
Write For Samples and Prices 
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MISS MAE E. HOFFMAN KILLED IN 
A RAILROAD ACCIDENT. 


It is with extreme regret that we 
announce the untimely death of Miss Mae 
E. Hoffman, winner of the second priz 
the students’ contest held Madison 


Square Garden, New York, in September 


last. Miss Hoffman was in the employ of 
the Underwood Typewriter Company and 
was in the New York office for about seven 
months. A few weeks ago she returned to 
her home in the West for a rest, but took 
her Underwood typewriter with her, as she 
desired to practice so as to be ready to go 
into the next typewriting contest On the 
ill-fated day of the Rock Island railroad ac 





THE LATE MISS HOFFMAN. 


1 


cident she took a little trip to visit some 
friends, and unfortunately boarded the iden 
tical train that was wrecked at Green Moun 
tain and was found amongst those who were 
killed. 

Miss Hoffman was only 19 years of age, 
and was of a most lovable disposition. She 
was a universal favorite with all who knew 
her. There was every indication that she 
would become one of the fastest typewriter 
operators in the world, as she was extremely 
accurate. In the final students’ contest in 
1909 she wrote a total of 1,070 words and 
only had seven errors, giving her a net 
speed of sixty-nine words per minute. This 
was the smallest number of errors made by 
any contestant, and shows that a great 
future awaited Miss Hoffman had misfor 


une not overtaken her 


WATCH OUT FOR THIS MACHINE. 

Walter F. Smith, dealer, Shreveport, La 
notifies Office Appliances that Remington 
typewriter No. 7-217378 was stolen about 
the middle of March from the offices of the 
Navigation Com 


Louisiana Railway and 


pany, Shreve port 
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eS 
To the DEALER 


whois NOT selling 


THE SAFE-CABINET 


Yo are missing the big demand 

for the best thing in the office 
equipment line. Sell protection 
to your customers and gather in 
big profits for yourself. Your 
stock is not complete without 
THE SAFE-CABINET. 





Protection from Fire, Theft, Dust and 
Moisture. Steel and fire-proof material 
throughout. Fire tests have brought outer 
walls to white heat without affecting inner 
walls. Contents found in perfect condition. 
Combination lock’ baffles sneaks and med- 
dlers. 

All the Convenience of a wood file. Near! 
as light—can be moved around as desired. 
Shelves adjustable.to meet any need. Tre- 
mendous capacity—four times that of a safe 
the same size. Cost not.much more than 
wood. Sizes for all uses. Can be equipped 
with document files, card drawers, roller 
shelves, etc., as desired. 


EVERY MAN 


with an office is 
a good prospect 


For 
The 


Manutact, 
ue ° 
rants 


Safe-Cabinet eh 





Write for prices, profits and our 
attractive agency proposition. 


The Safe-Cabinet Company 


(OF MARIETTA, OHIO) 
Address Sales Dept. 96, Perin Building, Cincinnati 
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TYPEWRITER DEALERS 


Everywhere are interested—in low PRICES and STOCK. We Lead in Both. 
WE CARRY AN IMMENSE STOCK OF 


REBUILT 


or 





“VISIBLE” 
WRITERS 


: or otherwise. “¥\(Qeseeeeeeens\ ‘In the Rough’ 


> ta 









We will mail promptly TO ANY DEALER 


OUR SPECIAL WHOLESALE LIST 


Including L. C. Smiths, Olivers, Underwoods, Remingtons, Smith Premiers, etc. 


Our large Stock enables us to make PROMPT SHIPMENT. 
Get in Touch With Us. PRICES and SERVICE right. 


TYPEWRITER EMPORIUM 


(Largest Independent Dealers in the World) 


Established 1892 92-94 LAKE STREET, CHICAGO. 







































ENSDERFER 
Typewriters 





BLIC 


Visible 
Writing 


Light 
Action 


Interchange- 
able Type 


Back- 


Spacer 





NEW No. 8 MODEL 
Equipped with DECIMAL TABULATOR for which no charge is made 





SEND FOR CATALOG THIRTY-TWO 


The Blickensderfer Mfg. Co. 


STAMFORD, CONN. 



































SMITH PREMIER TYPEWRITER COM- 
PANY’S NEW YORK OFFICE. 

The Smith Premier Typewriter Company 
are now nearly “fixed up” in their new office 
at 319 Broadway. All the fittings, desks 
chairs, etc., are of mahogany, and present a 
very handsome appearance. The sales- 
men’s desks are large and roomy, and 
pear to give great satisfaction to those who 
have to use them. The walls of the offices 
are covered with green burlap, al! the elec- 
tric lights protrude from the walls and are 
not pendant. Near the entrance is the prac- 
tice place for Smith Premier operators, and 
those who are waiting for positions. The 
employment department count djoins 
this. Next to this is the carbon and ribbon 
counter, where every provision has been 
made for the storage and ready access of 
carbons and ribbons of all kinds. A counter 
for the display of advertising matter ad 
joins the assistant manager’s desk. In the 
center of the room, surrounded with brass 
railings, is the city manager’s desk, with a 


commodations for stenographers end assist 
ants. Beyond this fine display of desks is 
the accounting department properly 
screened. At the rear of thé room is the 
private office of the general manager of the 


company, Mr. W. A. Dyer. This room is 
finely decorated, in harmony with the rest 
of the office, and the furniture is of ma 
hogany and substantial in appearance 





In the first basement is the repair shop 
where a number of men are at work. The 
room is light and well fitted for the purpose 
In the second basement aie the stock and 
shipping rooms. These are large and offer 
every facility for the quick transaction of 
business 

The Smith Premier Typewriter Company 
are to be congratulated on the handsome 
appearance of the new office, and Mr. Zel 
lers, the manager, whose gcod taste is man- 
ifest throughout the fine arrangement and 
equipment, is beginning to feel that in a lit 
tle while he will have one of the hand- 
somest typewriter offices in the city 
DALTON ADDING MACHINE TO 

TAKE NEW QUARTERS. 

The Chicago office of the Dalton Ad- 

ding Machine Company, which is now lo- 


! cated at 27 E Madison street, will move 


about April 22nd to suite 701-703 People’s 
Gas Building, Michigan Boulevard. front 
Here, the company has leased 1500 square 
feet of floor space and will have ample 
room for the conduct of its rapidly grow- 
ing business. The Chicago agency is now 
under the management of W. I. Currie, 


who assumed control on November Ist., 
having prior to that time had the agency 
for the state of Ohio for the Dalton adding 
machine, with headquarters at Cleveland 


Previous to this time, Mr. Currie was man 


| ager for the Dalton Adding Machine Com 


pany in the State of Missouri, with head 
quarters in St. Louis. Mr. Currie has been 
with the Dalton five years and has scored 
a big success as an adding machine sales 


manager 


The Chicago agency is enjoying a splen- | 


did business, February and March being 
record breakers for the Dalton in this terri- 
tory. Soon after his arrival in Chicago, 
Mr. Currie secured an order from the 
American Radiator Company for 14 Dalton 


adding machines. This is one of several 
deals which Mr. Currie has pulled off since 
reaching Chicago, and others are under 
way 


ADDER MACHINE OFFICE TO MOVE. 

Saxe & Hogle, western managers and 
distributing agents for the Adder Machine 
Company, manufacturers of the Wales vis 
ible adding and listing machine, will move 
about April 25th, to new and much en 
larged quarters, on the eleventh floor of 
the new Steger building at Wabash Ave 
nue and Jackson Boul., Chicago, 

Since Saxe & Hogle opened this agency 
with headquarters in Chicago, they have, 
notwithstanding the fact that the agency 
is but little more than a year old, made 


such a substantial increase in their business | 


every month, that they have completely 
outgrown their original quarters, although 
when they leased the premises where they 
are now located they believed that the 
space would be sufficient Their business, 
however, has grown beyond their expecta 
tions, hence the move into larger quarters 
Heretofore they have been compelled to 
have their repair department and offices in 
two separate buildings but in the Steger 
building they will have their entire equip 
ment on one floor 


MADE PRESIDENT WHILE ABSENT. 

L. H. Martin, manager of the advertising 
department of the Globe-Wernicke Com 
pany, was recently unanimously elected 
president of the Advertisers’ Club of Cin 
cinnati, succeeding R. L. Prather, who has 
gone to Boston. 

Mr. Martin has been with the Globe- 
Wernicke Company for eleven years. When 
asked not long ago to let his friends nomi 
nate him for the presidency of the Adver- 
tisers’ Club, Mr. Martin refused to run. On 
the night of the election he was detained at 
home on account of a severe cold and his 
friends took advantage of the chance to 
make him president without a dissenting 
voice. 

FURTHER DEVELOPMENTS WITH 
THE CARBONLESS PAPER. 

The Carbonless Paper Company of West 
Twenty-third street, New York, have so 
perfected their process that they can now 
coat any kind of paper, from the thinnest 
tissue to the heaviest board, with their prep- 
aration. They are not now dependent on 
one kind of paper, but can supply any kind 
of stock desired with the white preparation 
on a black ground, or white and purple. 

The erasing solution is now ready. Just 
a touch of a brush on a line with the solu- 
tion eradicates it, and the writing can be 





done over again immediately, as it dries 
very quickly. 
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Twelve Letters! 


You can dictate twelve or more average letters onto one cylinder 
of the Edison Business Phonograph—quickly, conveniently and 
without repeats or interruptions. 
| your work is done—the rest is merely a matter of typewniting. 

You can dictate to the Edison Business Phonograph twice as 
fast as any stenographer can take it—or as slowly as you please. 


And when they are dictated, 


Your stenographer can transcribe from the 


Edison Business Phonograph 


twice as fast as from shorthand notes 


and with a far smaller percentage of errors. 
is consumed in taking your dictation. 
correspondence at least 50 per cent. 


No matter whether your business is large or 
small, no matter what kind of business it is, if 
it requires the services of one stenographer it 
needs the Edison Business Phonograph. Leet 
the Edison dealer near you demonstrate it on 
your work in your own office. Or write to 
us to-day for a demonstration to-morrow. 


EDISON BUSINESS PHONOGRAPH CO. 
205 Lakeside Avenue, Orange, N. J. 


And none of her time 


You reduce the cost of your 
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TRADE MARK 


Q Lav 


THE EDISON UNIVERSAL MOTOR RUNS ON ANY ELECTRIC LIGHT CURRENT 














Near Reporters and Real 


Why all this bother about lightning speed 
in shorthand? What profits it if one shal! 
write two hundred words a minute—or five 
hundred for that matter—if he can not read 
them; not most of them but all of them? 
Even assuming that the lightning artist is 
also able to réad what he writes, if he have 
not the ability to select the wheat from 
the chaff, but shall transcribe every word 
he writes as it is spoken, then is he of less 
value than the mere longhand writer of in- 
telligence and judgment. 

Many years ago I worked for a small 
daily paper in Vineland, N. J., edited by 
Mrs. Elizabeth Duffy, one of the brainiest 
women of her age. I recollect that she 
once remembered enough of a lecture to set 
it in type from the case, four columns of 
solid brevier, without making even a long- 
hand note. Printed in the morning’s paper 
it passed for a verbatim report. Such a 
performance has a tendency to take the 
conceit out of a mere shorthand writer. 
Thus early did I, one of the few of the 
shorthand guild of those days, receive a 
shock to my vain belief that I was of most 
particular importance because I practised 
the winged art of phonography. I might 
possibly have reported this speaker ver- 
batim in shorthand, but I would have had 
to write it out afterwards in longhand 
(since this was before the days of the 
typewriter) and it would have been a 
laborious process, and most probably would 
not have been finished in time for the next 
morning’s paper. 

So intent is the average student of short- 
hand on acquiring a high rate of speed 
that he loses sight of the much more im- 
portant element of accuracy. Often he 
writes by no special rule, and upon a vo- 
cabulary far from adequate or reliable. “In- 
vade” and “invite” he writes by the same 
outline, trusting to his lucky ‘star or the 
context to determine which is which; and 
if his lucky star be not in the ascendant 
(as these words occur in the same connec- 
tion) he is as likely to translate one as 
the other. Also he will phrase “at last” 
and “at least,” again expecting the context 
to accomplish the miracle of determining 
aright which is which; and the past and 
present tense of words having the same 
outline are likewise phrased _ indiscrimi- 
nately, as “I find” and “I found;” “I don’t” 
and “I didn’t;” and hundreds of others 
that can never be determined by context 
Accuracy in transcribing under such con- 
ditions becomes more a matter of tuck than 
reliance upon notes. 

Human Intelligence Demanded of Reporter. 

I repeat that the average shorthand stu- 
dent, is so bent upon attaining high speed 
in writing that the essential of legibility, 
secured only by a familiarity with rules and 
a thorough knowledge of a good vocabu- 
lary, is sacrificed. Yet speed mania is hard 
ly to be wondered at in the inexperienced 


By William Hickox. 





stenographer, when the first question put 
to him by the uninitiated is, “How fast do 
you write?” He early gets the impression 
that speed is paramount, and bends his 
energies to acquiring it to the exclusion of 
everything else. 

A glance at the notes of one of those 
speed contestants who claims to write three 
hundred words a minute (making a baga- 
telle of seventy-five to one hundred errors 
in each minute) reveals an outline a cross 
between a sea serpent and a drunken sailor, 
which the transcript informs us is “The 
bill failed to become a law only by the 
expiration of the session before it reached 
its final hearing,” to which sentence there 
is nO more resemblance of sign with sound 
than there is in uniform inscription. 

Shorthand as practised by the average 
reporter has never been accounted a re- 
liable means of record. By improved vo- 
cabularies and the absolute rules for writing 
formulated by a few expert teachers there is 
to-day, however, little excuse for the de 
termined student who aspires to do really 
good work for persisting in the hap-hazard 
style of writing shorthand that has in the 
past so handicapped even the best reporters. 
A mechanical perfection in reproducing 
words, however, can never take the place 
of intelligent editing of- the transcript. 
Without the ability to produce a clear, well- 
written report, grammatically and rhetoric- 
ally correct, and void of redundancies, the 
stenographer will surely fail to reach the 
pinnacle of success. 

Presumptuous indeed is the speaker who, 
in good faith, will instruct his stenographer 
to write out what he says exactly as he 
says it. There have been instances where 
such direction was given and followed, to 
the inevitable confusion and humiliation 
of the speaker. Only a few years ago a 
petty official of a railroad company in Bos- 
ton thus instructed a young woman, tem- 
porarily in his employ, and this is what he 
got: 

“We delivered to you on the 30th Sep- 
tember—ah—I would say—ah—September 
30, nine cases of butter without—ah—any 
billing—ah—without any charges. Can you 
not kindly furnish us with name and ad 
dress of—ah-—shippers? Also, we also on 
the 29th of September—ah—September 29, 
we delivered you one tub of butter. Can 
you furnish us kindly with name of ship- 
pers?” 

Rev. Phillips Brooks in his lifetime was 
the terror of reporters. Owing to an im- 
pediment in his speech, noticeable only 
when speaking with ordinary deliberation, 
Mr. Brooks in his public speaking was able 
to overcome the defect by rapid enuncia- 
tion. Few reporters indeed were able to 
follow him verbatim. The ability to “take” 
him was, in professional circles, recognized 
as the standard of skill in shorthand writ- 


ing. I once wrote Mr. Brooks asking him 
who made the most satisfactory report of 
his sermons. He gave me the name of a 
Boston shorthand reporter, who, he said, 
out of the many experts who attempted 
to follow him, made by far the best report 
Investigation showed that this reporter en 
tered upon the same line of reading and 
study that Mr. Brooks did, for the special 
purpose of learning his subject, and by that 
means, no less than by his expertness in 
note-taking, was enabled to surpass al! 
others. Here is food for reflection. No 
matter how rapid may be the stenographer, 
unless he have a good general understand 
ing of the subject he can not hope always 
to make a satisfactory report, even as 
suming that he has the highest perfection 
in mechanical skill as well as the literary 
ability necessary to do so under most cir- 


cumstances. 


FROM TYPEWRITERS TO BANKING. 

James V. W. Westervelt, who has for 
the last nine years been identified in the 
typewriter world, has resigned his position 
as district manager of the Monarch Visi- 
ble Typewriter Company to accept the 
management of the uptown office of 
Messrs. Simmons & Slade, Bankers & 
Brokers, 5 Nassau street, New York. Mr 
Westervelt will be located at 311 Madison 
avenue, corner Forty-second street. For 
the past five years Mr. Westervelt has been 
very widely known in the financial district 
of New York City, where he has con- 
summated some of the largest contracts 
for Monarch typewriters in a great many 
financial, insurance, and railroad institu- 
tions of the Wall street section 

Mr. Westervelt is a member of the Law- 
yers’ Club, the Seventh Regiment, Phi- 
Delta-Sigma, the Essex County Country 
Club, the Montclair Club, the Automobile 
Club, and the Automobile and Motor Club 
of New Jersey. 

His love for his work and his business 
has always been evident as well as his en- 
thusiasm for the machine he represented 
and his many friends will wish him success 
in his new undertaking as he has always 
been popular with typewriter men for his 
honesty and nervous energy.” 


E. C. Underwood, of 334 S. Clinton St., 
Chicago, is making some very attractive of- 
fers in this issue of Office Appliances. The 
goods he recommends, are strongly packed 
for shipment and are of first quality accord- 
ing to the specifications he gives. He is at 
present specializing on high numbers of 
the Models 6 and 7 Remingtons, equipped 
with the regular Remington two-color de- 
vice. He makes an attractive examination 
offer which should convince anyone that 
the goods he has to sell will bear the full- 


est inspection. 
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WEIS “500” LINE SECTIONS. 
A new supplement to the Weis catalogue 
shows a new line of small filing sections. 
“Weis ‘500’ Line—Small Sections for Big 
Purposes ’— is complete in every detail. The 
line consists of sections for all standard 


sizes of index cards, letters, documents or 





vouchers, electros, legal blanks, legal cap 
size papers and also a pigeon hole slide 
shelf cupboard and a section containing 
three shallow storage drawers 

The sections are handsome in appearance 

beautifully flaked quartered white oak, 
golden color, with waxed velvet finish. La 
bel holders and drawer pulls are bright 


brass 
A simple but very effective device inter 


The card index drawers are equipped with 


the new Weis Automatic Locking One-piece 
Metal Follow Block. 


This is one of the handsomest and most 


locks the sections 
| 
| 








up-to-date lines of filing sections 
Their popular prices, favorable appearance 
and durable construction will make these 
little sections very salable. 
Write for booklet “500,” which will be | 
sent free by the Weis Manufacturing Com 
pany, 162 Union street, Monroe, Mich. 
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THE MULTIGRAPH 


MULTIPLE TYPEWRITER 
AND OFFICE PRINTER 


enables you to produce advertising 





matter and printing 


G Begin your Advertising Campaign 
with the TYPEWRITING part of the 


Multigraph. 


@ Did you ever estimate the impor 
tance to you of producing Personal Let 
ters and other forms of direct adverti 


sing in your own office’ 


q The Multigraph enables you to pr 
duce quickly any number of actua 


typewritten letters 


q The typewritten letter has a greater 
pulling power than any other adverti- 


sing medium 


@ Because it is sure of the undivided 
attention of the man to whom it is ad- 


dressed 


typewrites with 


q The 


typewriter type through a ribbon on 


Multigraph 


paper backed by a typewriter platen 


Speed from Three Thousand to Six Thousand per 
No muss—takes up very little room. 
of your office employes can run it. 


Canadian Branch The American Multigraph Sales Co. 
1804 Case Ave., Cleveland, Ohio 
Sixty Branches in the United States 


hour. 


129 Bay St. 
Toronto, Ont. 


in your own office 


© Begin your Cost Reduction Cam 
paign with the PRINTING part of the 


Multigraph. 


€ Do you realize the advantage of pro- 
ducing fine stationery and other forms 


of printing matter in your own office? 


@ |t enables you to get a supply of any 
regular form at a few moments’ notice. 


@ It precludes the possibility of obso- 


lete forms. 


@ It shows a saving of from 25 to 75 


per cent. 


@ Because the presswork, which i¢ the 
largest item on printing, is a small con- 
sideration with Multigraph printing. 


@ The Multigraph prints with electro- 
types or Multigraph type, inked by the 
new Printers Ink Attachment. 


One 


European Branch 
79 Queen St. 
London, Eng. 

















rigid 


desk 


THE WELTY SWINGING TYPEWRITER 
TABLE REVOLVES 


The advantage is obvious. It is neat, strong, 


that can 
and which can be locked at any angle from 


the desk 


Write for prices and trade discount 


WM. A. WELTY CO., Waterloo, lowa 





supported by an adjustable bracket 
be attached to either side of the 


SOLD WHEREVER SHOWN 
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Comptograph Addi 
on our Stand. 


IDEAL 
Tubular Stands 


complete the usefulness and convenience 
of such office appliances as adding ma- 
chines, typewriters, envelope seal- 
ers, stampers, tetter duplicators, 
coin counting, changing and as- 
sorting machines, laundry mark- 
ers, phonographs, dictation and 
transcribing machines, ietter cop- 
lers and other office appliance 
machinery. They arecom Sanitary, 
stronger, lighter, more rigid, and in every 
way superior to any other kind of stand 
for business office use. 

4 They are made of cold-drawn, seam- 
less, steel tubing, highly finished; trim- 
mings nickel plated and feet are equipped 
with easy revolving casters, that will not 
mar the floor, or with nickel plated ball 
feet, or rubber tips. 

7 The Sypowriting demonstrating stand, 
shown, has a revolving table top, which 
can be locked in position so as not to re- 
volve, permits demonstrator to show all 
sides of machine without moving from 
one position. Every retailer of these de- 
vices should have them on his floor. 
eat you are interested in a stand that 

ill increase the value of your product, 
send us your specifications and we shal! 
be pleased to submit sample with quota- 
tions. 

The cuts herewith show but 3 

of a great variety of Styles. 


4 Our stands are used by most of the 
principal adding machine manufacturers 
and manufacturers of other business office 
machinery. 


For further information and 
catalogue write the 


Fowler - Manson - Sherman 
Cycle Mig. Co. 
Lake and Peoria Sts., Chicago, Ill. 


writer Demon- 
ting Stand. 


Typewriter mounted on our Stand. 


Machine 











OFFICE APPLIANCES 





Shorthand Speed Contest 


Fred H. Gurtler, of Chicago, Wins Cham- 


pionship 


Tarr of Jersey 


in the International 
hand Speed Contest; 


Short- 
Salome L. 
City, N. J., Es- 


tablished a World’s Record 
for Accuracy. 


N THE Fifth International Shorthand 
| Speed Contest, held at Washington, 

D. C., March 26, the Miner 
Gold Medal, the trophy that has been the 
source of the fiercest stenographic battles 
ever fought in the history of the art, was 
won permanently by Mr. Fred H. Gurtler, 
a member of the Chicago Law Reporters’ 
Association. Mr. Gurtler’s speed of 173 
words per minute, net, set a new world’s 
record in the international contests on non- 
court matter, and exceeds by 23 words per 


famous 


minute the best previous record. 

Second place in the contest 
by Mr. Charles L. Swem of New York, a 
lad of seventeen, who began the study of 
shorthand eighteen months before the con- 
Mr. Swem, who is a gradu- 
ate of the Rider-Moore and Stewart 
Schools of Trenton, N. J., exceeded the 
best previous record in the Miner Medal 


was won 


test took place. 


of the Eastern Commercial Teachers’ Asso 
ciation, at the Business High School. Th 
committee haying the matter in charge was 
composed of the following: Dr._E. H. Eld 
ridge of Boston, J. E. Fuller of Wilming 
ton, Del., G. P. Eccles of Pittsburg, H. L 

Providence, R. I., and E. H 
The reading was done 


Jacobs of 
Craver of Paterson. 
alternately by Mr. Fuller and Dr. Eldridge 
Dictation was given at 140, 160, 180, 200, 
220, 240 and 260 words per minute. Only 
fifteen of the contestants filed into the 
transcribing room, the others 
the race after taking the notes 

Mr. E. N. Miner, the donor of the medal, 
made the presentation speech and compli- 
mented Mr. Gurtler on his victory. He 
said: “Mr. Gurtler, you have undoubtedly 
proved yourself to be a verbatim reporter, 
and I present you with this medal, to have 
and to hold forever, with the compliments 


abandoning 





Results of the Contest for the Miner Medal, Washington, D. C., March 26, 1910. 


Nos. Name. 

ee... edu ceeheeeed ace seceaee 
2. Chas. L. Swen...... ‘ ivesckéencessens 
et en car cdcecseUeacatisedaneene 
4. Gordon Payne......... cndtthnedweneeemcaddeed 
ee cece teccenesesebeon anodes 
SG, We BR ce gkccnctcecénserecscdesceeetes 
rr ce is con caeeeeetensé sea atedivs 
i «ccs caeeecneteentese beceseea 





Contest on non-court matter by thirteen 
astonished the 
qualifying on 


minute. He 
handing in and 


words per 
judges by 
two transcripts. 

Third place was won by Miss Salome L. 
Tarr of Jersey City, a girl of seventeen, 
who began the study of shorthand at the 
Drake Business College than two 
years before the contest. Miss Tarr’s 
transcript was 99.4 per cent correct—the 
most remarkable accuracy record on non- 
court matter ever made in any contest at 


less 


any speed. 
The contest 
than entered in 
medal 
this was 
medal and that 
the permanent owner of it, aroused tremen- 
interest in the contest all over the 
world. Eighteen contestants 
fourteen writers of Pitmanic shorthand, and 
four writers of the Gregg system—only 
eight of which qualified in the transcribing. 
The astonishing record for accuracy made 
by Miss Tarr was a subject of special notice 
results. 


out more contestants 
all the other Miner 
contests The fact that 
tobe the final for the 
the winner would become 


drew 
were 
combined. 
contest 


dous 
entered— 


when the judges announced the 
Mr. Gurtler, the 


a young man, 25 years of age, and has had 


winner of the medal is 
about six years’ experience as a shorthand 
writer and two years’ experience as a re- 
porter. 

The contest was held under the auspices 


Net 
Words speed 
System. Speed. read. Errors. Net. per min. 

Gregg 180 904 38 866 173 
Gregg 180 904 79 815 163 
Gregg 140 701 4 697 139 
Benn Pitman 140 701 11 690 138 
Pitmanic 140 701 11 690 138 
Graham 140 701 11 690 138 
Universal 140 701 16 685 137 
Gregg 140 701 49 652 130 


” 


of every member of the association 
History of the Miner Medal. 

The Miner medal was first offered in 1905 
by Mr. E. N. Miner, to be awarded to the 
writer of not more than ten years’ experi 
ence reaching the highest net speed. 

The first contest was held at Baltimore 
in 1906, and the medal was won by Mr. S 
H. Godfrey of England, who made a net 
speed of 150 words per minute on straight 

Mr. Godfrey was successful also 
second contest, held at Boston in 
1907, with a net speed of 125 words per 
minute on straight matter. In 1908 the 
contest was held at Philadelphia, and the 
medal was won by Mr. Clyde H. Marshall 
of Chicago, with a net speed of 242 words 


matter. 
in the 


per minute on easy court testimony in 
which the Q’s and A’s were counted, but 
not written. In 1909 the contest was held 
at Providence, and the medal was not 
awarded because none of the contestants 
produced transcripts with less than ten per 


cent of errors—one of the conditions of the 
contest. In the 1910 matter 
dictated was what is shorthand 
writers as solid matter and is much more 
difficult than testimony. After the contest 
in 1909, at the request of Mr. Miner, it was 
announced that the contest for 1910 would 
be the last, and the medal would then be 
a permanent trophy to the 


contest the 
known to 


awarded as 
winner 
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ne boy with a 
millionaire 


CALCULATL ING MACHINE 
















CAN DO THE WORK OF THREE ACCOUNTANTS 
THINK OF THE SAVING THIS MEANS IN TIME AND MONEY 


The work of the Millionaire is always accurate. It figures out every possible calculation that can be made in MULTIPLICATION 
or DIVISION with marvelous rapidity. 
Especially adapted for actuarial work, 


OUR LIST OF USERS IS OUR BEST ADVERTISEMENT. 
Every machine sold in this country during the past ten years is still in active service. You never find a ‘‘Millionaire” 

offered in exchange for another make. 

Get our booklet (free on request) and learn just what the ‘‘Millionaire’’ will do. 


W. A, MORSCHHAUSER, Sole Agent i MAbIson avenus, New York City 























pro-rating, cost systems, percentages and bill extensions. 


















The qualities that make the Dietz line 
of Desks distinctive a e 


Variety of Styles 


Thoroughness of Construction 
Modern Interior Arrangement 
Strong Materials--Durability 


Handsome Finish and 
Appearance. 


The Dietz line includes roll 
tops, flat tops, book-keepers’ 
desks, typewriter desks made 
in hundreds of designs of 
different materials at attract- 
ive prices. 


Write for Catalogue today—Get the benefit of our thirty years of experience. 


J. F. DIETZ & €O., 309-319 W. Third Street, CINCINNATI, OHIO, U.S.A. 
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Send for This'New Book 
of Filing Furniture 
It’s FREE 


This is the most complete book of Filing Furniture ever printed. It 
shows the most complete line of Filing Furniture made. It shows Cabinets, 
“Cabinettes,"” Sections—vertical and lateral—and Card Trays in endless 
variety, and for every conceivable need. 

Until you see this book, you cannot know how completely every need 
of an office—or any business—can be met by Filing Furniture such as the 
B-M Quality Furniture this book fully illustrates and describes. 

Send for the book! It costs you only a request written on your business 
stationery. Onr eceipt of this, we will mail the book promptly postage pre paid 


Dealers Increasing Profits 
Dealers who handle the B-M Quality line of Filing Furniture are able 


to meet all the most exacting needs of most particular customers. This 
means all business held and new business secured—hence greater volume of 


trade and increased profits. 
Our prices are nght—terms liberal —and we refer inquiries secured by 


advertising to dealers in position to supply goods of our make. 
Ask about our “Exclusive Agents’ Proposition” when you write for our 
new catalog. Do this before you turn the page. Address— 

















Browne-Morse Co. 
104 Hovey St. Muskegon, Mich. 


$7.00 




















~ 


Ball-Bearing 


TURNTABLES 











| F. O. B., Chicago 


BEAUBIEN @ BOOTH COMPANY 
43-45 La Salle St., CHICAGO, ILL. 


Manufacturers of Typewriter Tools and Parts 


Send for Catalogue 








| veniently arranged with regar¢ 


| 
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MOVES TO LARGER QUARTERS. 
D 


B 


] 
Sait 


Underwood, the well-kn¢ 


from 92 LaSalle street to the 


the 
Here. 


times 


pied 


building at 171 Rar 


Mr. Underwood has ab 


is much space as he forn 


and his offices are much 


lighting 


The 


the main office and storerooms and 


has 


repair shop ts on the sam« 


B. D. UNDERWOOD. 


a little over 1,500 square 
He can shelve 800 machines 


space 
can put in 1,200 without inconvenience 

Mr 
the typewriter business and during the last 
a 


Underwood has been twel 


ve 


wn wi 


six years has devoted himself strictly 


wholesale business on machines in 


rough 


and 


The new offices are very c 
elegantly appointed and Mr 


101 


years 


t 
to 


ond floor 
dolph street 
ut thre 
iy occ 


typewriter dealer, has recently moved 


the 


ynveniel 
Under 


t 


wood would be pleased to greet his friends 


and show them his new quartet 


they come to Chicago. 


One of the most prosperous s 
St. Louis is H. A. Smith, proprietor of H 
A. Smith & Co., Merchants’ Laclede build- 
ing, 408 Olive St., St. Louis, Mo The cor 
cern has the exclusive agency the Mill 
er, Bryant & Pierce Company carbon 
papers, has the Writerpress cy and 
other standard lines. 

Mr. Smith ts a Chicago d wi 
formerly a salesman with the Chicago of- 

of the Burroughs \dding Machine 
Company About three years ago he went 
to St. Louis and established present 
business which was a success from the b 
ginning and is showing a splend cre 
month by month. 


whenever 


LIVE ST. LOUIS DEALER. 


dealer 








le 


Tr 


id 


n 





LEASES NEW BUILDING. 


The Wilson Office Supply Company of | 


Topeka, Kans., Joseph C. Wilson, manager, 
has taken a lease on the building at 110 
West Sixth street, Topeka, formerly occu- 
pied by the J. E. Gall Brokerage Company, 
and is already in possession of the premises. 
The building has*been remodeled through- 
out and a new front put in. 

The new location affords more room than 
the company’s former premises, and the 
move was made necessary by the company’s 
rapidly increasing business. 

The Wilson Office Supply Company is the 
Smith & Bros. 
Typewriter Company, the Library Buréau 
of Chicago, the Herring-Hall-Marvin Safe 
Company, and the National Cash Register 


local agent for the L. C 





Company. In addition the company con- | 


ducts a mechanical inspection department in 
the Eastern Kansas territory for the Bur- 
roughs Adding Machine 
has taken a portion of the new premises and 
will conduct a branch of the Kansas agency 


in Topeka. 


. . | 
Company, which 


MORE LITIGATION IN REGARD TO | 


FOLDING TYPEWRITERS. 


Following the withdrawal by the Stand- 
ard Folding Typewriter Sales Company of 
their motion for a preliminary injunction to 
restrain the Standard Typewriter Company 
from using that name or the name, “Stand- 
ard Folding Typewriter,” the announcement 


is made that the Standard Typewriter Com- | 


pany secured new patents on Feb. 8th, 
which are very sweeping in their scope 


In addition to this, the company have be- 


gun action in the Circuit Court of the | 
United States for the Southern district of | 


New York against the Standard Folding | 
James A. | 


Typewriter Sales Company, 
Whitcomb, Eugene E St. Germain and Ar- 
thur W. Buckwell claiming that these par- 
ties have been infringing the patents owned 
Standard Company. 


by the Typewriter 


They have also begun action in the United | 


States Circuit Court in the district of 


Rhode Island against Frederick S. Blackall | 
Company of Woon- | 


and the Taft-Pierce 
socket. R I P 


their patents 


for alleged infringement of 


erable interest to the trade in view of the | 


various misunderstandings between the two 


companies 


DOES THRIVING BUSINESS. 


The Lexington Typewriter Exchange of 
Lexington, Ky., 
writers, rebuilts and Wales visible adding 
machines. The company has recently taken 
on the agency for Hall’s safes and office 
supplies, and has recently moved into new 
Lexington Banking and 
Trust Company building in the heart of the | 


quarters in the 


city. 
; ‘ ; } 
The company’s general manager is Joseph | 
Candioto. Two traveling salesmen have re- | 


cently been added to the list of employes. 


This litigation is of consid- 


is now selling Royal type- | 
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The Makind of Edison Mimenéraph 


There is a vast difference between a selling representative and 
a manufacturer, as also between a factory just organized and 
one of many years experience. The manufacturer gives the 
finished product to the dealer—including a selling plan, adver- 
tising matter and co-operation. The manufacturer originates, 
develops, secures patents, builds or leases a factory, purchases 
all necessary machinery, employs factory and ofhce help, intro- 
duces the product—invests all the money and takes all the risks 
for failure or success. The dealer only pays for his purchases 
and sells the product. He does not have the thousand and 
one contentions of the manufacturer. A dealer thoroughly 
investigating a factory plant and its workings has the greatest 
object lesson presented to him in business, and more full 

appreciates the product he handles. So very many srediall 
enter into a new factory, or the making of a new product in an 
old factory, that there need be no surprise that so many factories 
and products fail as a business venture. Necessary facilities, 
money and experience are the causes for the successful factories 
and organizations as we have them today in the office specialty 
field. The MIMEOGRAPH of today is a monument to 
these causes. It is why the manufacturers have for so long a 
time been able to specialize on it, purchase the best materials 
procurable, secure the best mechanical genius obtainable, and 
have the latest and best and all necessary factory facilities, to 
give to dealers and consumers the best product that nature, 
money and talent can produce—and this superiority is why its 
patronage has made the manufacturers by far the largest of their 
kind in the world. Quality and service sell the product—and 
every purchaser gets value received and through its use receives 


back his investment many times over—in fact, the Mimeograph 
can be made the most profitable of all office devices. In buying an office 
device the user should take these things into consideration—buy from those 
who have created the business, who can build the best machine that will 
give the best results, and give the best service and protection, and who are 
here today and in the years to come. The exclusive manufacturers of all 
styles and sizes of Edison Mimeographs and Supplies are 


A.B. DICK COMPANY, 3% 


Here is illustrated our very latest 
product with improvements that 
place it in a class by itself. 
It has an Automatic Self-inker 
—the greatest advancement ever 
made since duplicating machines 


were first invented. 


Ask for ‘76 Catalog” 


The New Number 76 Rotary Mimeograph 
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The ROSS 


Ball Bearing 
Anti-Friction 
Filing Cabinet 


is the most pro- 
gressive step 
made in office 
furniture con- 
struction in the 
past ten years. 























@ The one great defect common to all other office cabinets is overcome in the 
Ross Line. The drawers cannot stick. 

@ The drawer touches NOTHING but ball bearings, and these balls run on 
steel tracks—so arranged that each ball is limited to its own space, so that 
whether the drawer is in or out the balls are always in place. 


@ Our Card Cabinets have five times the capacity per drawer of the old 


kind. @ The Ross line is the highest standard of cabinet making, with the 


addition of the Ross Patent. @ Dealers who feature the line are securing the 
business. @ Write to-day for catalogue. 


ROSS MFG. COMPANY, Muskegon, Mich. 

















JOHNSON’ 


Afford special advantages . ° ° 
to the dealer siscuahs thot Quality—Variety—Prices 


@ No better or more diversi- 
fied line produced — office 
chairs of all kinds, from ordi- 
nary wood seats and type- 
writer chairs to the most 
dignified and finest uphol- 
stered desk chairs; office 
chairs of all grades, but in 
every instance of the best 
possible quality for the price. 
Back of these goods is our 
reputation of over 40 years. 


DEALERS: Our line affords you a big opportunity. Write today for catalog and prices. 


Office and Factory: Forty-fourth and W. North Avenues (CHIC AGO, [LLL  Sslestooms: Furniture Exhibition Bldg., 1411 Michigan Ave. 
JOHNSON CHAIR COMPANY 


S OFFICE CHAIRS 


@ The growth of our business 
hascompelledus several times 
in our career to move to larger 
quarters. Weare nowin our 
new large factory, built spe- 
cially for us, having over 
300,000 square feet of floor 
space and covering 15 acres 
of ground. This gives us 
double our preceding capacity 
in one of the largest chair 
factories in the country, and 
we believe the model chair 
factory of the west. 




















ITH the exception of the typewriter 
W itself, there is probably no class of 
machines which does more for 
men and the modern office—no 
machines (with the exception noted) in 
more universal and growing use—than 
what are termed duplicating machines. 
The beginning of modern progressive 
business methods, of course, followed the 
acceptance of the typewriter as a vehicle 
for business correspondence. Indeed, with- 
out a machine for the rapid and accurate 
transcription of correspondence it is diffi- 
cult the tremendous business 
enterprises of the present day could be car- 
great is this industry, in fact, 


business 


to see how 
ried on. So 
that there is probably more money invested 
in typewriters, in typewriter factories and 
in industries directly dependent upon the 
typewriter for their support than in any 
other printing device of whatsoever kind. 

The duplicating machine is a complemen- 
tary begins where the type- 
writer leaves off, and it is in reality a multi- 
ple typewriter. 

The duplicating machines 
been in process of development for thirty 
years. It had its inception a few years 
after the establishment of the typewriter as 
a common necessity in the business world. 
The germ of the duplicating machine idea 
appeared when the printer received the 
first order for a type to match the faces of 


machine; it 


idea of has 


the typewriter type. Nobody knows who 
gave that first order, and for some years 
whenever one wanted a large number of 


duplicate letters written in imitation of ac- 
tual typewriting it was necessary to go to 
the printer, who had a monopoly of the 
business and did the best he could with the 
means he had. 


As business men, however, became more 


and more accustomed to the typewriter, 
their sense of discrimination became more 
acute. They differentiated between good 


typewriting and poor, and as time went on 
they discovered the difference between type- 
and imitation typewriting. Each 
man who sent out imitation typewritten let- 
ters also received some of the same kind, 


writing 


and whether he discriminated or not in the 
reading of his daily mail, he nevertheless 
believed that other people did discriminate 
in favor of the actually typewritten and 
against the imitation. Hence with the uni- 
versal adoption of the typewriter in com- 
mercial work came a demand for a class 
of machines for circular work which would 
more closely approximate the actual work 
of the typewriter. Business men who be- 
lieved that they had a real message for 
several hundred people or several thousand, 
realized the economy of the duplicating ma- 


Remarkable Growth of a Manufacturing 
Enterprise Which Built Its Initial Ma- 


chines Only About Three years 
Ago And Now Has Five Acre 
Factory. 

chine, and naturally were on the qui vive 
for something that work 
which would impress the recipient as an in- 
dividual appeal. 

In the course of the development of the 


would produce 


demand for letters having the appearance 
of typewriting, it was found that direct ink- 
ing of the type could not be matched by 
the machine, so that the body of the letter 
salutation 


was obviously printed and the 





LA CROSSE FACTORY, U. S. PRINTOGRAPH 
co. 


typewritten. Printers then began using rib- 
bons of cloth filled with ink to give the ef 
fect, and for a time this answered the pur 
as the discriminative faculties of 
more 
pres- 


pose, but 


became more and 
acute, it that the 
sure used by the printing press in connec- 


a wet ribbon did not produce re- 


typewriter users 


was found high 
with 
sults that could be 


by the dry ribbons used on typewriting ma- 


tion 
satisfactorily matched 


chines. 

This logically opened the 
high class duplicating machines with which 
the trade is already well acquainted and of 
which there are several which perform ex- 
cellent work, each having features of ex- 
cellence peculiar to itself and all of them 
opening up a field immensely greater in ex- 
tent than was conceived by their inventors 


way for the 


originally. 

We believe that duplicating machine men 
have not fully realized their opportunity 
and the extent of their field. When we 
consider the character and the variety of 
work which can be done upon high class 
duplicatinug machines of the present day; 
when we consider their low initial cost and 
small expense of operation as against the 
work that can be done upon them, it seems 
strange that these machines are not in even 
The duplicating machine 
could, 


greater demand. 


business large though it already is, 


we believe, be made one of colossal propor- 
tions. There is a vast field for the duplicat- 
ing machine yet untouched. Some idea of 
the possibilities of the duplicating machine 
field may be arrived at from a study of the 
demand for job printing presses, which sell 
at the rate of approximately 20,000 a year 
in the United States. The public does not 
care a hang for “crimination and recrimin- 
ation,” but will give ear to the man who 
talks straight business at any time of the 
day. 


Some Features of the Printograph. 


The uninformed part of the public is in- 
clined to regard all duplicating machines as 
being in the same class, but on the contrary 
there are wide variations in principle, from 
the Simple machine which prints from a 
stencil to the more elaborate power driven 
flat bed machine which prints through a 
ribbon. The Printograph belongs to the 
last named class and stands unique among 
high speed duplicators as being an impact 
machine—that is to say, the mechanism is 
such that the roller, as it passes over the 
type on the bed of the machine is given an 
extremely rapid vibratory motion. This vi- 
bration is upward and downward, but, al- 
though the roller passes rapidly across the 
paper, the vibration is so rapid that each 
type face receives a distinct tap. 


The manufacturers of the Printograph 
have found that with the impact method as 
used in their machine, it is neither neces- 
sary nor desirable to employ a moist rib- 
bon. The force of even a slight vibration 
or impact will be well understood by anyone 
who has ridden over an old fashioned cor- 
duroy road. The concentration of force at 
the point or points of impact achieve better 
from, dry ribbons on _ account 
effectiveness of a quick blow 
upon a small surface. This is famil- 
iarly illustrated by the old experiment 
with a cork, a.needle and a copper cent. 
Push the needle through the cork until the 
point barely appears at the other end. 
Break off the top of the needle even with 
the top of the cork; place the point on a 
copper cent and deliver a dight blow on top 
of the needle with a tack hammer. The 
force concentrated upon the point of the 
needle will drive it through the cent. 


results 
of the 


Ribbon manufacturers who make wide 
ribbons for the Printograph machine have 
experimented with their processes and have 
finally gone back to the old process dry rib- 
bons as being the most suitable for the 
pressure upon the Printograph may be reg- 
ulated to any point desired, so that, in- 
stead of the typewriter operator trying to 
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make her touch conform to the form letter 
she is filling in, the Printograph operator 
can study her customary touch and make 
the work of the machine conform to the 
habits of the person who has been assigned 
to the work of filling in the necessary salu 
tations 

The Printograph at present is made in 
two models, Nos. 4 and 5, the former being 
a hand power machine and the latter oper- 
ated by electric motor 

The motor operating the No. 5 machine is 
of 1-6 horsepower. Connection may be 
made with any lamp socket, as the current 
consumed is about equal to that of a 32 


candlepower light. The machine is so ar- 
ranged that the reduction gear may be 
thrown out of action and the mechanism 


operated by hand if desired. 

No. 5 Printograph is equipped with an 
easily operated impression throw-off, which 
the 


with the electric switch, gives oper- 


HAMMERS 
SPRINGS - B-1-2-34-56 mi 

QUALIZING SPRINGS-C-l-2 TYPE 
NJUSTERS -M--2-3-4-5-6 


f 
t 
a 


OFFICE APPLIANCES 


type sold with the machine because it pro- 


duces work which is most convenient for 
office use 
The Printograph may 


a proof press. Proofs of all 


I 


used as 
forms, 


also be 


type 


shoulder, so that when set up in the line 
unit case it cannot fall through or fall down 
like ordinary type. It hangs on its should 
ers in the line unit case until placed in pos! 


tion on the type bed, then rests on base 





TYPE AND LINE UNIT CASE. 


electrotypes and zinc etchings may be taken 
through the ribbon, while proofs of half- 
tones may be made by removing the ribbon 
and using printer’s ink and roller to ink 
the form. 

As previously mentioned, the 
the impact on the Printograph is under the 
control of the operator, him to 


force of 
enabling 


A-\-2 MPACT GEAR - 
PLATEN-f 
FORM 


RIVE SPROCKET-H 








The inventor of the and 
president of the United States Printograph 
Company is William A. Sorg, who left a 


few weeks ago on a business trip to Europe, 


Printograph 


where he expects to open agencies for the 
Printograph in England and in the princi 
was accom 


and they will 


pal cities of the continent. He 


panied by Mrs. Sorg, combine 





ator perfect control of the machine at all 
times. The machine, it is claimed, is prac 
tically noiseless in operation and will turn 
out 3,000 letters an hour with 


than would result from the ordinary oper 


less noise 














IMPACT MECHANISM OF THE PRINTOGRAPH. 


print the entire page or part of the 
page heavy or light as he may elect. 

The illustrations show the method of set- 
ting type, but the manufacturers provide 


an additional line 


any 


convenience known as a 





PRINTOGRAPH NO. 4. 


ation of a typewriter. It will use all stand 


ard printer’s equipment, such as elec 
trotypes, zinc etchings, etc. The manufac 


recommend the use of the 


type, 


turers, however, 


unit case or brass typeholder which facili- 
tates the setting of the type and its reten- 
The type is made to match the vari- 
with a 


tion. 


ous typewriter faces, and is cast 


business with pleasure, visiting many point 
of interest before their return. 

The Printograph Company 
ness about three years ago in a smal! fac 
tory on the first floor of the Corn Exchang¢ 
The first model of the ma 
show it 


began busi 


at Minneapolis. 


chine shown at the business 


Chicago in February, 1908, at which time 


was 


the company was turning out about three 


or four machines a week. But the growth 


of the business was so rapid that on Aug 
15 of last year the company was compelled 
to move to a larger factory at LaCrosse, 
Wis., 


ties and ample capital 


where they now have unlimited facili 


PERMANENT EXPOSITION IN 
MEXICO. 
It is reported that the Camera de Na- 
cional Comercio de Veracruz, Veracruz, 
Mexico, has decided to open in the rooms 


of the association in that city, a permanent 


exposition of samples of products and 
manufactures from Mexico and other coun- 
tries and will give at the same _ time in- 
formation relative to prices, discounts, 
terms of sale, duties, through rates, ete. 


Consul Wm. W. Canada advises American 
manufacturers to get into 


at once with this organization. 





communication 
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MACHINE SHOP POLISHING ROO! 
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MUSINGS OPAL 
—— | PHILOSOPHER 





I'll bet a dollar to a hole in a doughnut, 
Mr. Reader, that when you picture a phil- 
osopher you shut your eyes and see a tall, 
slender, delicate man, in a shabby black 
suit with a shiny frock coat. He has dark 
hair, and his chin and upper lip are shaved, 
leaving a two-inch side beard. His hat is a 
plug of the vintage of 1903. His voice is 
so soft that children feel like throwing 
snowballs at him; and he calls it eyether 
and neyther. He talks of poetry and the 
beauty of the stars, and when he goes out 
his wife pins a tag on him because he al- 
number. He is 


ways forgets his house 
about as impractical, visionary and _ ll 
around useless an individual as can be 


found in a day’s journey. 

My friend, Jim Digby, is a philosopher, 
even the real thing, but if you should bring 
in an indictment like the above the grand 
jury would throw it out, and declare Jim 
“not guilty.” 

Jim is modern, and if the modern man 
wants to get close to business and hear 
the rattle of the coin he wants to be a 
philosopher. That’s what Jim Digby says, 
and he offers to back up his statement with 
affidavits and proofs. 

He was giving young Smithkins some 
pointers on selling the other day, and it 
sounded like a man who has his feet on the 


ground and his hands on the _ business 
rudder. 
“You are selling business implements, 


office fixtures, and such, Smithkins,” 
Digby, “you tell me it is a good imitation 
of work, and I believe you. In fact I ex- 
pect you make about three sales where I 
could make one. 

“And yet, if you could only gather a lot 
of knowledge about the value of imple- 
ments, and then knew the real philosophy 
of argumentative talk, and would turn the 
crank and get so full of enthusiasm that 
you would throw out spraks on a cold 
night, you would sell so much, and make 
money so fast and easy that it would seem 
a shame to take it. 

“You are actually benefiting a man and 
putting money in his cash register when 
sell him an implement, and if 


says 


you you 
could get him to see it in the true light, 
he would lock the door to keep you from 
running out before he bought. Yes, sir; 


that’s what he would do; every mother’s 
son of him,” said Digby. 

“Take the farmer, for instance 
there were any farming implements it took 
eighteen hours’ work on the part of the 
farmer to raise and thresh a bushel of 


Before 


By Bernard Brudy. 


wheat. Now it takes something like 
ten minutes of actual labor. Don’t you 
see that the farmer was benefited when 
the implement salesman came around and 
sold him a reaper, or binder, or some other 
machine? Of course, the salesman made 
a commission, and of course the far- 
mer appeared indifferent, and raised all 
sorts of objections, and said he had no 
time to listen to a lot of talk, and finally 
gave in reluctantly and with an air of 
giving away money. 

“But the farmer made a hundred times 
more from buying the implement than the 
salesman did for selling it. Look at the 
farmer today! He is the biggest dandelion 
in the field, and the brightest yellow of 
them all. In America he raises about eight 
billion dollars of farm stuff every year, 
and he is getting to be the financial 
heavy-weight of the country. He has paid 
off all his mortgages, wears a real velvet 
house coat, smokes cigars with gold bands 
around them, and rides out in his automo- 
bile every day. 

“A few years ago he couldn’t whitewash 


his front fence. He kept horses to raise 
corn, and he just raised enough corn to 
feed his horses. He paid his bills with tur- 
nips and potatoes, and a silver dollar 
looked as big to him as a dinner plate. 

“What caused all this difference, Smith- 
kins?” said Digby. “Nothing under the 
wide heavens but agricultural implements. 
Yes, sir; agricultural implements lifted the 
farmer from a financial cypher to the 
plutocratic class. They brought him suc- 
cess, self respect, money, the admiration of 
the world, and made all people anxious to 
kowtow to him. 

“There was my friend Jones. He manu- 
factured washing machines in a_ quiet 
way. He had a little business and was 
making a bare living and growing old 
considerably faster than he was grow- 
ing rich. One day a young fellow dropped 
in his place, which by the way was in the 
country a hundred miles from the nearest 
city. This young fellow, after a long and 
stormy argument lasting almost a whole 
day, finally persuaded Jones to purchase a 
typewriter. Jones groaned dreadfully as 
he signed the contract, and said he feared 
he would land in the poorhouse after pay- 
ing out all that money for something 
actually foolish. 

“The young fellow then persuaded him 





to hire a girl and write letters trying to sell 


his washing machines by mail. 

“And what was the result? Why today 
Jones has a big factory employing several! 
hundred people, he has paid off the mort- 
gage on his house, and the other evening 
when I took dinner with him he wore, like 
the farmer, a velvet house coat, smoked 
cigars with gold bands on them, and took 
me on a most enjoyable ride in his auto- 
mobile. 

“Yes, sir! Smithkins, the typewriter had 
done just as much for Jones as the agri- 
cultural implements have done for the 
American farmers. There are thousands 
and thousands of business men, who were 
poor and had small establishments, just 
like Jones, who were persuaded by some 
persistent and enthusiastic salesman after 
much talking to invest in a typewriter, and 
who today, have large establishments 

“If you could gather up a lot of examples 
like these,” continued Digby, “and would 
hand them out one at a time to your pros- 
pects as you talked to them, and let them 
see that you are talking for their benefit, 
and that it is putting money in _ their 
pockets to buy of you, and that it may raise 
them to the velvet house-coat and 
cause them to smoke cigars gold 
bands around them, why you would land 
every man you tackled. 


class, 


with 


“He just couldn’t help buying of you, 
and if you started to go to the door before 
he had signed the contract he would holler 
for the police to bring you back.” 

“Well, Smithkins sat 
while Digby was talking, but took it all in 
with both ears. He seemed to be thinking, 
and acted like a man with something on his 
mind. Ina short time he shook hands and 
took his leave. I didn’t see him for a 
year, but as we were discussing a dinner 
at a restaurant to which he had invited me 


said nothing 


and 


he confessed that business had been good 
with him, mighty good. His commissions 
were twice what they had been before; 


and he inquired after Digby and said he 
was a fine business man and a good talker. 
For Smithkins fortunately was not a col- 
lege graduate and did not think he knew 
it all. The sly fellow had absorbed and 
quietly planted Digby’s pointers; he had 
made a little understudy of being a busi- 
ness philosopher himself, and his harvest 
was big fat commissions which he gathered 
as easily as picking large, red apples from 
a dwarf tree. 
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When Money Talks 


The World Stops Work to Listen 


























The “Allsteel” dealer COMMANDS attention when he says, 
“I can save you money. We have the agency for the famous 
‘Allsteel’ office furniture and filing devices—built to last a life- 
time and sold for LESS than the old-fashioned wood.” 


You don’t HAVE to be a crackerjack salesman to make big 
money out of this line. Even if you’re not a 100 point man on 
salesmanship, the business man’s good buyership will do the 
business. He will instantly scent a chance to “save money,” and 
at the same time improve and modernize his office equipment— 
after that you couldn’t keep him away from it if you wanted to. 


We are helping you sell the goods by advertising widely to 
business men, sending the replies to you, if you handle the line. 
The line adapts itself to striking window displays, and invariably 
creates a great deal of attention. With our great capital to back 
you and a guarantee of complete stock on hand at all times for 
immediate shipment, our service is a money-maker. 


WRITE TO-DAY FOR CATALOGUE, PRICES AND 
TERMS. Territory is rapidly being assigned, so DO IT NOW. 


THe Generat Fireproorinc Company 


“ The DL People” 


YOUNGSTOWN, OHIO, U.S. A. 
Branch ( i es: 
NEW YORK PHILADELPHIA CHICAGO 
BOSTON WASHINGTON, D. ‘| 


396-398 BROADWAY, NEW YORK 








YOUNGSTOWN orto 
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O Years 


of constant prosperous advancement 
can mean only Right Goods and Right 
Methods. 


THE POPULAR 


U. S. 
BRAND 


TYPEWRITER 
RIBBONS, 
CARBON PAPERS, 
ETC. 


always represent 
TOP NOTCH QUALITY. 




















Our Sales are Inereasing. Are Yours? 
Let us help you by furnishing 


Your Own Special Lithographed Boxes 
(No Extra Charge) 
Write for our proposition. 





Typewriter Ribbons on Regulation Spools 
UNDERWOOD SOLID HUB 
OLIV Fa ete egulation) 
SMITH-PREMIER VISIBLE (Regulation) 
MINGTON VISIBLE (Regulation) 


"elenetie Reverse Attachments. 


Bi-Chromes and Tri-Chromes 
In all Combinations for 


Adding Machines, Time Clock, Metal 
Dater. Multigraph, Writerpress, 'Printo- 
graph, Multi-Copy and all machines 
requiring inked Fabons. 


week KKK KK KK 


New Process Carbon Papers 
of class 
in all weights and grades put up under 


Our Brand or Your Brand 





Dealers and Agents Wanted Everywhere 
WRITE TODAY 





U.S. Typewriter 
Ribbon Mfg. Co. 


Sansom & 8th Se... Philadelphia, Pa., U.S. A. 
Cable Address, MUSTR. 
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(By Special Correspondence.) 


Albany, N. Y. 

Paul E. McCarthy has returned to the fold 
of the Remington Typewriter Company. Mr. 
McCarthy will travel the northern territory with 
which he is familiar and he expects to do a 
thriving business witn the aid of the new 


Models 10 and 11 of the Remington typewriter. 
. * . 


Albany office of the Remington Type- 
writer Company has recently added to their 
selling force, Daniel S. Benton, for the past 
six years connected with the D. & H. R. R. Co., 
at Albany. Mr. Benton will cover the central 
territory and, while the typewriter field is a 
new one to him, good results are confidently 
expected from his efforts. - 


Mr. 


The 


Malleson, Albany manager for the Rem- 
ington Typewriter Company, recently visited the 
Utica sub-office, spending a few days there 
looking over the field. He reports very flourish- 
ing general business conditions in that territory. 


M. K. Deale, from the home office of the 
Remington Typewriter Company, spent several 
days recently in and about Albany and Utica, 
and the lecal Remington representatives did 
their best to make his visit an enjoyable one. 


Atlanta, Ga. 

G. E. Morton has entered the service of the 
Remington Typewriter Company as sales agent 
for the southern half of Florida, making Tampa 
his headquarters. Mr. Morton has been with 
the Cable Piano Co. for the past four years and 
has their unqualified endorsement. A _ splendid 
success in the typewriter field is predicted for 


him. 
. 7 > 
From the Atlanta office of the Remington 
Typewriter Company comes the announcement 
that a new city salesman on their force is 


Arthur Griffith, for the past year city reporter 
for the Retail Credit Company. Mr. Griffith 
knows the city trade thoroughly and has taken 


hold of the selling of Remington typewriters 
with the energy and enthusiasm which mark 
the 


successful salesman. 
. - 


The Atlanta branch of the Remington Type- 
writer Company report that they recently were 
visited by H. N. Matthews, one of the repre- 
sentatives of the executive department from the 
New York office. Mr. Matthews saw in Atlanta 
the same signs of record-breaking Remington 
business which he found in the other branch 
offices he visited on, his recent southern trip. 


The H. M. Ashe Company, state dealers for 
Georgia and Florida of the L. C. Smith & Bros. 
Typewriter Company, states that the typewriter 
business in the South is in Al condition and 
that all the typewriter companies are doing a 
good business. M. C. Smith of the L. C. Smith 
& Bros. Company visited Atlanta not long ago 
and was gratified at the results which are 
being accomplished in this section. 

Baltimore, Md. 

W. E. Phillips, manager Elliott-Fisher Com- 

pany’s local sales office, has been transferred to 


the railroad department of the Chicago sales 
office. 
a 
F. E. Van Buskirk, general manager of the 


Remington Typewriter Company, recently visited 
the Baltimore office of that organization. Dur- 
ing his visit he was entertained at a supper, at 
which every member of the local force was 
present. A most enjoyable evening was spent, 
each one present agreeing that it was “good to 
be there.”’ 
Baton Rouge, La. 


Mr. Frank A. Sanchez is a new appointee of 
the Monarch Typewriter Company, in the Baton 
Rouge territory. 

Birmingham, Ala. 

John M. Lund, the new manager for the 
Remington Typewriter Company's Birmingham 
office. was presented with a handsome toilet 
traveling set by the Remington force at Indian- 
apolis as a token of their good wishes The 
presentation took place just before Mr. Lund 
left the Indianapolis office to take his new post. 

Boston, Mass. 

A. T. Rose, manager of the Wahl adding and 
subtre ac ting machine department of the Reming- 
ton Typewriter Company, recently visited the 


Remington office at Boston. Much saterent was 
aroused there by his reports concerning the 
number of Remington typewriters equipped with 
the Wahl adding and subtracting attachment 
now being sold throughout the country. 

» e . 


Wilcox, formerly a stenographer 
Typewriter Company's sub- 
has been promoted to the 


George W. 
at the Remington 
office at Springfield, 
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We are the 
Only Manufacturers 


in the World 


Making a Specialty of 


Typewriter 
Ribbon 


Boxes 
and 


Spools 


Our entire plant is confined to // 
these lines, consequently we / 
should be, and are, in the best 
position to handle your re- 
quirements. 


Our SPECIALTIES 


**Solid-hub’’ Under- 
wood Spools (Pat. ) } 


Decorated or Plain | 
Boxes—square, flat, 
round or oblong styles. 


Decorated or Plain 
Spools—all sizes. 


Special Ribbon Spools 
for all machines. 


WE CARRY IN 
STOCK FOR 
IMMEDIATE 
SHIPMENT 


Underwood Spools 
—various styles. 


Lithographed Boxes— 
stock designs. 


Lacquered Boxes and 
Spools—all sizes. 


a you are interested in 
either spools or boxes, it 
will pay you to write us 
for samples and prices. 


0. 


NEW YORK, U.S.A 
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TYPEWRITER NEWS—Continued. 


selling force of the Boston Remington organiza- 
tion. Mr. Wilcox will cover the western part 
of the state and his former office associates are 
anticipating a bright future for him in that 
territory. 


In getting platens 
recovered at the fac- 
tory the time requir- 
ed for long shipment 
and the delay in hav- 
ing the work done 
has resulted in many 
cancelled orders. 


WE SAVE THE 


SALE FOR YOU 










The business of the Remington Typewriter 
Company in the territory covered by the Wor- 
cester sub-office of Boston, has been increasing 
so rapidly that the services of an additional 
salesman has been required, and Charles F. 
Collins has been selected to take up the new 
work. Mr. Collins is regarded as a valuable 
addition to the local Remington force. 


Every 


Typewriter 






Salesman has 






“Gil’’ Fox, who has been located in Spring- 
field, Mass., with the Underwood Typewriter 
Company, has been transferred to the Boston 
territory. He may be safely relied on to make 
some good sales, 


been up 
against 
it 






+ * * 
Elliott-Fisher local sales office in this city 
was visited during the month of March by the 
general manager of the company, G. F. Watt, 


Harrisburg, Pa. 
. - * 






Charles Gilson, the well known typewriter 
salesman, is now with the Royal rooters, | 
* * * 







Five salesmen, including Wright, Ritchie, | 
Bradford, Quandt and Cushing, received gold | 
watches last month as a reward for good | 
business. 
Buffalo, N. Y. 

| 
| 


C. H. Waite, of the Buffalo force of the Royal, Ship your platens to our nearest plant. They will be started back to you onthe 
recently sold two Royals to Glen H. Curtis, the i 


prominent aeronaut. Waite says the Royal will | day of their receipt, and you will get regular factory grade work in every 


soon be “flying high.’’ 
7 > . 


particular. 


WE WORK FOR THE TRADE EXCLUSIVELY 


Our three factories enable us to handle 
the work from anyjsection with the 
greatest dispatch. 


G. F. Watt, general manager Elliott-Fisher 
Company, Harrisburg, Pa., stopped here on his 
way to Montreal and Toronto the middle of 
March. 

* o > 

Cc. H. Hunter, advertising manager Elliott- 
Fisher Company, Harrisburg, Pa., spent several 
days here on business the beginning of February. 

* e 


Write for “‘The Heart of the Typewriter’ Book 


} AMES & FILSTEAD 


332 Dearborn Street, CHICAGO 
108-110 Duane Street, NEW YORK 
1649 Champa Street, Denver 


H. A. Foothorap, superintendent Elliott-Fisher 
Company's factory, Harrisburg, Pa., has re- 
turned to that place after a short business 
trip here, 

. . o 

Robert Reed of Boston has been transferred 
to the Buffalo office of the Elliott-Fisher Com- 
pany. 





. « 7 
A. T. Rose, manager of the special Wahl 
adding and subtracting attachment department 


of the Remington Typewriter Company, recently - 

visited the Buffalo branch of that organization. éé 

Mr. Rose was especially well pleased over the 

enthusiastic way the members of the Buffalo 

selling force are campaigning for the Reming- , 

ton-Wahl combination. 99 
Bulawayo, Rhodesia, South Africa. 








The Remington Typewriter Company has 
established a new salesroom at Bulawayo, the 
capital of Rhodesia, South Africa. The Bula- 
wayo Chronicle is the new Remington repre- 
sentative at this point under the Remington 
typewriter agency of Cape Town. 


Calgary, Alberta. a ll 

W. C. Dygert of the Remington Typewriter or a 

Company’s Calgary branch did a business dur- 

ing February with which he has very good 
reason for being well satisfied. 


mane ypewriters 


G. F. Watt, general manager Elliott-Fisher 
Company, was here on a short business trip the 
latter part of February. 

+ * 








A recent visitor at the Remington Typewriter We are equipped, for 1m- 





Company's Chicago branch was A. T. Rose, who : shh3 1 

heads the special department devoted to the mediate shipment, with 

Wahl adding and subtracting attachment in the ; 

Remington executive offices at New York, the most complete stock 
+ ” . 


T. F. Crean, superintendent of the Remington of parts in the world. With a DUDLEY No. 6 COPY 


Typewriter Company’s domestic sales depart- 


is at ee eee office of that organ- HOLDER attached to your type- 
OR oe A. ILLUSTRATED CATALOG No. 12 writer, copy is “right-in-sight-to- 


L. B. Wyckoff, manager of the Monarch Type- 


writer Company in Chicago, was away from the : write’. This makes following and 
office about a week in March on account of in four languages ‘. g 
illness, comparison easy—error uncom- 


H. M. ete mon. Light weight but rigid. 


McKenzie, assistant manager of the 


Monarch Typewriter Company in Chicago, had The name Dudley covers a lot of 
a relapse recently, but is recovering slowly. 


tease eee eb ASAE SR | || THORP & MARTIN CO. || | 22° eles that von need. Sup 


O. J. Carow of the Monarch office in Burling- : ; i 
ton, Iowa, has been given the extra territory of BOSTON MASS. U. S. A. circular and prices. Now 18 the 
Davenport. Mr. Carow has been making some , 4 best time 
rapid strides in his business there at Burlington. . 


aad yeh Mr. Carow all kinds of success in his Parts Platens Tools DUDLEY M F G CO 
Ss © # 7 es ° 
The Monarch Typewriter Company have Supplies 


Secured the services of Miss Nina Carson of MARION, OHIO 


Davenport, Iowa, who will take care of their 
correspondence under the direction of O. J. 
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- TYPEWRITER NEWS—Continued. 
DO WORRY / \ carew, who has been placed in charge of that 
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Mr. Gerling is a hustler and we predict good 
fe ~ 
The Monarch Typewriter Company, through 
















> 





results from his work. 
* 7 
“MD presence of mind of some of their employes, 


= Se A M E Rk ] CAN averted a very serious fire in their repair depart- 
<a : ment recently. The fire started by a spark from 
, Pm the moter, striking the cleaning tank and 

v. ii igniting the gasoline, which burst into flames, 
»»: filling the whole end of the room This caught 

MPRESSION BOOK. e i in the wood work and was well started along 
4 when the manager was called. With the help of 
the porter and bookkeeper, the large Wilton rug 
which was used in the employment department, 
was thrown over the flames, and the gasoline 






































aE SPM 1: ica. WP daa cn i 


smothered Soon a bucket brigade was formed 

" . and the fire was extinguished before the fire 

4 ’ The Rival American is the ijagss department arrived” ‘There was, no. serious 
& damage done to the building or to the stock 


of the Monarch Typewriter Compan 
« 7 7 


Pi Y only book that will withstand 
7 the treatments that Copy Books Receive 


Mr Hagan, special billing demonst tor fo 
Pulled the Monarch Typewriter Company, spent rt 
time in Chicago demonstrating the Monarcl 
billing machines Mr. Hagan reports that the 


They are known all over the world for their superior quali- billing business all ove r the country is increasing 
"on . ; and that in the future more machines will be 
ties. They are made with flexible rubber waterproof back. used for billing purposes than for orre 


Thi ‘ > . o wfaortley P — . » te ° spondence 

his makes them lie perfectly flat and prevents the back . Cincinnati, Ohio. 

The Cincinnat! branch of _ the Remingtor 
Typewriter Company received a \ t _recentl) 
from T. F. Crean, the superintend of the 
domestic sales department of the Remingtor 
executive offices at New York 

* . e 


from coming away from the book 






We Stand Ready to Demonstrate that the Rival Ameriéan 
Impression Book is superior to any other. We manufac- 
ture copying books only in our bindery and have be 







H. A. Foothorap, superintendent Elliott-Fishe 


e. come expert in that particular work Company’s factories, Harrisburg, Pa spent 
: several days at the company’s local office hers 






We Have an Interesting Proposition for Dealers. 


ROCKWELL-BARNES CO. 
800 Baldwin Building 





during the month of February 
. * 


H. E. Gerling, city salesman from the Ci! 
cinnati office of the Smith Premier Typewriter 
Company, has returned to his duties after a 
seige of illness in the Seton Hospital, Cincinnat 

* * * 







CHICAGO . R. W Proctor, who has been acting as travel 
5 ing salesman for Doll & Compa! Smit! 
ILL Premier dealers, Knoxville, Tenn has taken a 
» territory s city salesman with the Cir nnat 
office of the Smith Premier Typewriter Com 
pany 
* * os 


Clifford Reinhart, repairman for the Cincin 
nati office of the Smith Premier Typewriter 


























Company, is confined at present in Spears Hos 
pital with an attack of typhoid-pneumonia. His 
condition has improved and it is expected that 
he will return to his duties not late than 
April ist 
> * * 
R kK B [ I I 4 I Business during January and February for 
the Cincinnati office of the Smith Premier Typs¢ 
writer Company in all departments has beer 
very good indeed A large number of epeat 
TYPEWRITERS Stee ere ce 
4 has been received and this is an indication of 
, public endorsement of this splendid machine 
Ss . 4 a . . , ae 2 e 7 * > * > 
‘ ENTIRE FRAME REJAPANNED (BAKED) AND RESTRIPED EQUAL TO NEW Mise Sara West, manager of the employment 
Under 100 M Over 100 M bureau of the Smith Premier office n Cincin 
Remington No. 6 and 7 $20.00 $25.00 nati, has temporarily accepted the position of 
Smith-Premier No. 2 and 4 20.00 25.00 pt eat vl te Po toting a on ye ~~ 
Oliver No. 3 . 22.00 27.00 handling executive work and througl ian 
Under 27 M Over 27 M ( — nt efforts the Smith Pre mier em] -~ 
. . ’ ” 9 9° department has successfully coped vit! ne P 
L. C. Smith No 30.00 35.00 pone ar demand for stenographers whic} om 
76 to 100 M Over 100 M to the office 
Underwood No. 4 10.00 15.00 Cleveland, Ohio. 
Maxwell Morris, formerly Cleveland managé 
for the Royal Typewriter Company been , 
~ made field manager. He will ive ge f ; 
TYPEWRITER the company’s business wit! the lomestic 
dealers issuming the duties f the positior 
PLATENS April Ist For the present he will make his 
4 headquarters in Fort Worth, Texa from whicl 
_ . = ~wint he can most conveniently reac the va 
RECOVERING, 50c.; $40.00 PER 100 eat Western cities where the Royal Compar 
is represented by dealers Mr. Mo - i mal 
of much experience and exceptiona ty it 
| the typewriter business: he was s¢ ted for \ 
the position because of his knowledge of tl I 
work, his pleasing personality and his tactfu ] 
manner Those who know him are nfident 
that a better selection could not e bee! , 
a oe . made The position of field manager is a new 
Finished Platen Covers ground on dead one with the Royal Typewriter Compar tl i 
: "Tes on of ) a ade 1ecess DY ne 7 
true steel mandrels shipped to any address eee os Th: a se _— Ph nnn: yy = ip - 
prepaid upon receipt of 50c each or $40.00 department eae . 
per 100. We use the best grade of air cured S. H. Cady has been promoted from the posi- : 
J , tion of assistant manager of the St. Louis office 
| A. C. ALBRIGHT, Prop. rubber of the Royal Typewriter ‘wee to that of f 
i ST. LOUIS T. W. EXCHANGE. manager of the Cleveland office to fill the ’ 
= * . Fe ; F vacancy made by the appointment of Maxwell n 
ALBRIGHT BROS. REBUILT TYPEWRITER COMPANY _ a c§ .. &..,-8 >= -y & ae P 
801 HOLLAND BLDG., ST. LOUIS, MO. and is widely known for his ability as sales -- 
man and his geniality. At St. Louis he has c 
made a splendid record, and his friends there p 
and elsewhere rejoice in his promotion The b 
Cleveland office is considered one of the best : 
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of the Royal branches, and Mr. Cady is to be 
congratulated on the opportunity to accomplish 
still greater things for his goompany. 


Upon his de A ott the West, Maxwell 
Morris, the new field manager of the Royal 
Typewriter Company, was presented with an 
Elks’ watch fog by the , 
land sales and office force, as a token of their 
regard. As Mr. Morris is an enthusiastic Elk, 
this little remembr: ance is Pp culiarly appropriate. 


The St. Louis organization of the Royal Type- | 
writer Company presented S. H. Cady with an | 


alligator traveling bag, as a mark of their 
regard, upon his departure for Cleveland to as- 
sume the management of the Royal Company's 

4 hat city. 
office in t } —_ 

w. J. Evert, purchasing agent Elliott-Fisher 
Company, Harrisburg, Pa., was here on a short 
business trip the beginning of March. 

* . * 

The congratulations of his fellow Reming- 
tonians are due to Geo. H. Schumacher for his 
fine February sales record Mr. Schumacher 
travels for the Cleveland branch of the Rem- 

rton Typewriter Company, 
— yt * ¢ ®& 

The Cleveland office of the Smith Premier 
Typewriter Company has engaged the services 
of H. Ferrer, a typewriter man of considerable 


experience. He will act as city salesman in 
Cleveland. Mr. Ferrer recently resigned his po- 
sition with another company at Omaha to be- 


come AS e 
the Smith Premier Typewriter Company 


Dallas, Texas. 
Another branch of the Underwood Typewriter 
Company has been opened here under the man- 
agement of F. W. Aust, formerly assistant man- 
ager at San Francisco 
Denver, Colo. 


L. G. Wrather, for several years connected 
with the Denver office of the Smith Premier 
Typewriter Company, but who has been in 


business for himself for some time, has again 
taken a territory 
* . > 

G. B. Thoreson, Colorado salesman out of 
the Denver office of the Smith Premier Type- 
writer Company who was called to his old 
home at Mt. Horeb, Wis., in February, on ac- 
count of the serious iliness of his mother, has 
returned to his work and the Denver office is 
pleased to hear that his mother’s condition has 
improved greatly 

> * 

The U. S. Army appreciates the No. 10 Smith 
Premier typewriter The Denver office of the 
Smith Premier Typewriter Company has of 
late received a large number of orders for ma 
chines from Fort D. A. Russell, Wyoming 

* > * 

R. G. Wilcox, who covers the Idaho territory 
for the Denver office of the Smith Premier 
Typewriter Company, has recovered from a 
severe attack of lagrippe and is again at work 
sending in orders for the Smith Premier 
Model 10. 

oo * > 

N. T. Hallanger has taken a _ position as 

traveling salesman with the Smith Premier 


Typewriter Company's office at Denver He 
will cover a Colorado territory R. M. Rowland, 
for some time city salesman for the Smith 
Premier at Salt Lake City, has been transferred 


to a country te flag 0. J. Rizer, who cover: 
a country territory for the Smith Premier out 
of Denver, has just returned to Denver after a 
long and successful trip over his territory, 

* > * 


One of the new salesmen recently added to 
the Remington Typewriter Company’s selling 
force at Denver is Aden M. Emerson. 

> > > 


Constantly increasing demand for Remington 
typewriters, bot with and without the Wahl 
adding and subtracting attachment. has made 
necessary the employment of two additional 
salesman for Remington service in the Denver 
territory 

. 7. > 

S. H. Farnham special representative for the 
Wahl adding and subtracting attachment of the 
Remington typewriter, last month visited the 
Remington office in Denver and several large 


deals were closed during his stay 
Des Moines, ltowa. 
A new recruit under the banner of the Rem- 


Moines offic: 
* > . 

W. J. Pickering, formerly sub-office manager 
for the Smith Premier Typewriter Company at 
Joplin, Mo has succeeded M. R. Barlow as 
manager of the Des Moines office of that com- 
pany Mr. Barlow has been made assistant 
manager of the Kansas City office, Mr. Pick- 
ering is a conspicuous figure in typewriter cir- 
cles, his success being recognized by his com- | 
petitors as by the company with which he has | 
been identified for several years, All who 
know Mr. Pickering will extend him warm | 


members of the Cleve- | 


associated with the Cleveland office of 
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Telephone Orders 


Think for a moment of the big selling expense that is 
saved when your orders for typewriter ribbons and car- 
bon paper come in over the ‘phone. No solicitors, no 
premiums, all it requires is a competent person to answer 
the call and rush the orders through the house. 

Every dealer is asking himself, How can I increase my 
telephone orders? The answer is simple. The only 
orders that come without solicitation are those that come 
to you because the buyer knows he can get better service, 
better goods and more consideration from you than from 








anyone else. 

With Satin Finish or Cobweb carbon papers, and A. P. 
Little’s ribbons, you have the ideal quality and service 
at a price that’s right. If you handle these trade winners, 
you can develop more of those telephone orders that con- 
tain the real profit of the typewriter supply business. 
Write us today for samples and prices. They’re both 


A. P. LIT#i& 


Main Office and Factory, ROCHESTER, N. Y., U.S. A. 


‘right. 


For London and the Continent: Wm. Hoare & Co., 28 Basinghall St., London, E. C 
For Australia: Stott & Hoare, 426 Collins St., Melbourne. 

The New York Office is a spacious ground floor at 287 Broadway, Cor. Reade St., the 1 

finest and best equipped office in the world « levoted solely to Typewriter Supplies. ~4 

Typewriter Men, Purchasing Agents always welcome. 


ington Typewriter Company is Francis J. Laing, 
formerly connected with the International Cor- 
ae ae oy rirrneeed e rr ., . pec Re gs — Branch Offices: New York, Philadelphia, Pittsburgh, Cleveland, Washington, D. C. 
Distributing Offices: For Chicago and the West: Rockwell-Barnes Co., Chicago 
Mi 
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Perhaps a little too frank but 
nevertheless true. Not long ago we woke up to 
the fact that a great many of our customers 
passed us on their ribbon orders. We went up 
to the ribbon department and right there in the 
midst of it we did our thinking. 

Dealers have a reason and generally a good 
one, and we set to work to give them a reason 
why they should give us ribbon as well as Carbon 
Paper orders. 

That department is to-day the finest ribbon 
department in this country, every order is filled 
promptly, no errors in marking boxes, spools to 
fit the several typewriting machines are used. 
The goods are right. They are the best wearing 
Typewriter ribbons made. 

We want your ribbon orders. Will you try 
a sample (free for the asking) and satisfy yourself 
that it would pay you? All prices. 


MANIFOLD SUPPLIES CO. 


A. L. FOSTER, President 0. G. DITMARS, Vice-Pres . 


188-190 Third Avenue, BROOKLYN, N. Y. 
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congratulations and best wishes for a brilliant 
success in his new office. 
. . > 

M. R. Barlow, for some years manager of the 
Smith Premier Typewriter Company's office at 
Des Moines, Ia., is now located at the Kansas 
City office of that company as assistant manager 
and special representative. Mr. Barlow is taking 
hold of the work with much energy and is much 
pleased with K. C. The day before he left 
Des Moines he sold five carbon roll billers to a 
telephone company in that city and while on 
a visit to his family over Sunday sold another 
on Monday to the same company. He proposes 
to place a large number of carbon roll billers 
in the representative firms in his new district. 

Detroit, Mich. 

L. M. Norton, manager of the Royal Typ¢ 
writer Company, Detroit, has gotten together a 
bunch of live young salesmen. He is well liked 
and co-operates in many ways to help the boys 
win—and win big. 

- 7 . 

C. W. Peru broke into the “machine-a-day” 
club last month with the Royal in Detroit He 
is the pioneer salesman of that office. 

* - 7 

Cc. G. Eddy is making a strong boost for the 
“‘machine-a-day”’ club with the Royal in Detroit 
and is expected to toe the mark, heel it and 
then some. 

« * * 

L. D.. Winter, for nineteen years with Felt & 
Tarrant, has taken up the agency of the Rem- 
ington typewriter with Wahl adding attachment 
in Detroit. A big success is expected 

* * * 


Wm. J. Derby, manager of the L. C. Smith 
Typewriter Company in Detroit, has just taken 
up work in this office since January So far he 
has nearly doubled the business. 

« . . 


The two brothers Silsky make a “‘Royal’’ pair. 
One works inside, the other outside, and be- 
tween them both, like Jack Sprat and his wife, 
they lick the platter clean. 

. * + 


J. Hinman is helping to ‘‘Royalize’’ Detroit 
> > 7 


The Detroit Typewriter Company have recent- 
ly moved into larger quarters at the corner of 
State and Shelby streets. They have a big 
typewriter repair and rebuilding plant and a big 
stock of machines. They are big advertisers 
and have a good catalogue and mail order trade. 
They have recently enlarged their rebuilding de- 
partment and have taken on a line of office fur- 
niture, desks, etc. The manager, W. I. Peters, 
is a hustler and is up to all the latest wrinkles 
in getting business. 

E!l Paso, Tex. 

R. L. Winslow has been appointed sales agent 
for the Elliott-Fisher Company, Harrisburg, Pa., 
with offices at No, 7 Pioneer Plaza, this city. 

Grand Rapids, Mich. 

Eiliott-Fisher Company of Harrisburg, Pa., 
has opened a sales office in this city, 19 Monroe 
street, in charge of F. W. Crouse. 

Gulfport, Miss. 

Mr. J. M. Baldwin, who formerly sold Mon- 
archs in Atlanta, is now acting as local rep- 
resentative for the Monarch Typewriter Com- 
pany in the Gulfport, Miss., territory, Mr. Bald- 
win is doing a good business and is jubilant 
over the prospects 

Harrisburg, Pa. 

H. P. Wellman, manager Elliott-Fisher sales 
office, Pittsburg, Pa., visited the general offices 
of the company here the latter part of February, 

> . * 


M. L. Shenk, in charge of Elliott-Fisher sales 
office at Toledo, O., was a pleasant caller at the 
general offices here the beginning of February. 

* * * 


Elliott-Fisher Company’s business continues 
to improve and all departments are crowded to 
full capacity to keep up with the demand. The 
factory is four to six weeks behind on orders for 
certain kinds of machines and facilities for 
greater output are constantly going on. 

Hartford, Conn. 

The Royal Typewriter factory baseball team 
is getting into shape for the coming season, and 
have already arranged for a number of games 
with local teams at Hartford. They have issued 
a challenge to the teams at the Royal Com- 
pany’s head office in New York, which, if the 
challenge is accepted, ought to make an inter- 
esting contest. 

> . * 

Theodore O, Eltonhead is a new salesman at 
the Hartford office of the Royal Typewriter 
Company He has been placed in charge of the 
New Haven branch. 

Houston, Tex. 

Eberle Swinford has been placed in charge of 
Elliott-Fisher Company’s sales office recently 
opened in this city. 

Ilion, N. Y. 

The Remington Typewriter Band, made up of 
employes of the great Remington Typewriter 
factory plant at Ilion, has been giving a very 
successful series of concerts in various central 
New York towns. This band is much sought 
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after and is accorded a hearty reception where- 
ever it plays 
Indianapolis, Ind. 

Raymond T. Kelley, manager of the Reming- 
ton Typewriter Company's School Sales Depart- 
ment, was recently at Indianapolis, and while 
there helped to close some highly important 
school business for the local Remington office. 


Kansas City, Mo. 

The Hammond Typewriter Company's Kan- 
sas City branch has secured the services of F 
Cc. Botefuhr, well known in Kansas for a number 
of years as a successful piano salesman with 
Kansas City’s leading music house. He will 
represent the Hammond in their southern Kan- 
sas field, and his success in his former line 
indicates what may be expected of him in his 
new connection. 

> > . 

The Kansas City branch of the Hammond 
Typewriter Company has a live wire in Colce 
F. Green in western Iowa. This former insur- 
ance man never leaves a town until the place is 
thoroughly ‘“‘Hammondized,’”’ and he is covering 
a pretty big field. 

Los Angeles, Cal. 

Mr. O'’Niel, Arizona salesman for L. & M. 
Alexander & Co., has sent in a large lot of old 
machines of other makes to the Los Angeles 
branch in exchange for L. Cc. Smith machines. 

° 


C. M. Turton, the Christopher Columbus of the 
typewriter business in southern California, en- 
joys the distinction of being one of the most 
widely and favorably known typewriter sales- 
men in California, and his ever increasing busi- 
ness testifies to the fact that it pays to smile. 

7 * * 


S. T. Haley, formerly of New York, has ap- 
plied for membership in the Native Sons, having 
just purchased a handsome suburban bungalow. 
Mr. Haley sells the L. C. Smith & Bros, type- 
writer for L. & M. Alexander & Co., Los An- 


geles. 
* * * 


J. C. Evans, formerly of the Royal Typewriter 
Company, but now special writer for the Daily 
Union, San Diego, was a Los Angeles visitor 
during March and while there bought a Royal 
typewriter to keep him company. 

* > 7 


Leslie A. Hitchcock, foreman for the Baker- 
Hoey Typewriter Company, has been besieged 
by agents representing all kinds of investment 
propositions during the past month, due to the 
fact that Mr. Hitchcock has just disposed of a 
gold mine in Nevada for $50,000, 

* . . 

Richard Hoffman, Los Angeles manager for L 

M. Alexander & Co., reports business brisk 
and does hot look forward to the usual dull 
season this summer, as he has many orders for 
summer delivery. 

* a7 * 

H. A. Griswold has joined the sales force of 
the Royal Typewriter Company at Los Angeles 
and promises to join the machine-a-day club 
before the end of the month Mr. Griswold is a 
new man in the typewriter business, but is 
meeting with splendid success 


Louisville, Ky. 

Wellman Bros. Co., Louisville, Ky., continue 
to meet with flattering success with their Royal 
dealership. J. T. Wellman and W. R. Wellman, 
the active members of the firm, are both ex- 
perienced typewriter men, and they have asso- 
ciated with them a number of competent assist- 
ants 

_ >. > 

Russell B. Montfort, a bright voung chap of 
this city, has recently been added to the list of 
employes of the Underwood Typewriter Com- 
pany and is doing good service as a collector for 


this company It is stated that he recently 
“camped” on a customer's trail for nearly a 
whole day, stating thaf his duty as he under- 
stood it was to collect bills, and as he had noth- 


ing else ‘‘special to do, he would wait, and 
he actually did, and, best of all, got the- money. 
He won't be bluffed, and if he keeps on his per- 


sistency is sure to win for him a place as a 
salesman on the street 
+ = + 
A visit to all the typewriter offices in this city 


recently found everyone happy and _ speaking 
highly of future prospects. The chief trouble 


seems the lack of machines to sell. As an ex- 
ample of this shortage, it is significant to men- 
tion that one well-known salesman stated he 
was actually afraid to call on one certain cus- 
tomer, for the reason that he had taken his or- 
der more than three weeks previous and had as 
yet been unable to deliver the machines, or any 
part of them 
. * . 

A very pleasant event took place on Tuesday 
evening. March ist, at the Louisville Hotel, 
Louisville, Ky., when the Underwood Typewriter 
Company gave a banquet for all of its employes 
connected with the Louisville branch of this 


company, in celebration of their winning one of 
the prizes offered by the New York office, and 
it goes without saying that everyone present 
was proud to be identified with the organization 
and voted the Underwood typewriter the best 
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of factory development. 


14 YEARS 
| 
| 


| If we could only show you the improve- 
/ e ° 
| ments made from time to time by reference to 


our discarded machinery, and show our formu- 


lae record which contains 2,000 formulae from 
which Carbon Paper has been made, you would 
appreciate from the factory point of view, the 
reason why so many dealers pass their troubles 
to us, and why we usually satisfy their customers. 


In most places the M. S. dealer is the larg- 
est in the town. He is always successful. ~ We 


work to help him be so. 


Insisting upon the highest. standard has 
made the complete M. S. Line ‘ The line that 
can’t be matched.” 


Our proposition is for every one dealing or 
interested in the sale of Carbon Paper or Type- 


writer ribbons. 


MANIFOLD SUPPLIES CO. 


A. L. FOSTER, President O. G. DITMARS, Vice-Pres. 


188-190 Third Avenue, BROOKLYN, N. Y. 
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GET OUT 


Your Microscope 


You can’t find a flaw in 
my renewed Remingtons 


wees 








@ Dealers are getting as high as $75 
for these machines. It is imposible to 


tell them from brand new. 





@ Serial numbers of the Model No. 6 
upward of 140,000 and No. 7 upward 
of 175,000, equipped with the regular 
Remington two color ribbon device, 
regular Remington type, the variable 
line spacer, the No. 9 escapement, ver- 
tical paper guide. The enameling, 
striping and transfer work, the product 
of the best enamelers in Chicago. No 
amateur work, no experimenting. 

@ Packed for shipment the same as new 
machines are packed, with paraffin pa 
per, baseboard, rubber cover and card 
of instructions. I guarantee these ma- 
chines to be perfect and sell them for 
$30 to dealers. 

@ I can make this price because I spec- 
ialize on Remingtons. I handle nothing 
else. I have a complete factory de- 
voted to this one line of work. 

@ You can prove to prospective buyers 
that it will cost less to use my 
renewed Retmingtons than any other 
typewriters. That the first cost is 
less, the depreciation is less, the cost of 
maintenance is less, the work is better 
and more can be turned out for the ef- 
fort expended. 

@ This is not theory. Dealers are prov- 
ing it every day. I have personally 
sold the largest individual typewriter 
user in Chicago. You can verify my 
claims as to the perfection of this type- 
writer at my risk 

q@ Just sign your name and address be 
low and mail to-day 


E. C. UNDERWOOD 
Chicago, Il. 


®% y Examination Uffer 


UNDERWOOD, 
334 S. Clinton St 
Ship me a Remington Typewriter Model 

No.6 or No 
it $30 in fu Day 


from date 


is, 





E.C 
Chicago, I! 


l either ren 
¢ 
t 


hree day 


which I agree to examine an 
ment or return to you withir 


ceive it If returned, you stand express charge 
ways 
Name 
Address 
Will ship C. O. D. subject to examination, to firn 
rated 
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machine made and the 
Company the best in the world 


Underwood Typewriter 
An elegant din- 


ner of twelve courses was served and the 
speeches and good things that were said cer- 
tainly denoted good-fellowship and loyalty and 


everything else that tends to make _ success. 
Those present were Mr. and Mrs. M. E. Roberts, 
W. C. Roswell. A. Kirg,. Ben Bloch, Mr. and Mrs. 
O. E, Starr, E. C. Thomas, Mr. and Mrs. L. G. 
Bergen, Wm 3iechner and Russell Montfort, 
Miss Hunter. Miss Appleman and Miss Clements, 
all of Louiville, Ky.; Miss C. B. Berry and F. M. 
Clothier, of Lexington, Ky.; Mr. G. A. Bryan, 
of Paducah, Ky., and J. J. Vorheis, of Evans- 
ville, Ind. 
> > . 


Arthur Kirg has just joined 
Typewriter Company's forces at 
look after the Billings machine 
that branch. and the way he has 
bids fair to keep up his reputation as a hustler. 
He has been engaged in the business of in- 
stalling systems ameng New York City’s large 
eorporations for some time past 


the Underwood 

Louisville to 
department of 
started out 


Memphis, Tenn. 


A recent visitor at the Remington Typewriter 
(omrany’'s Memphis branch was H N 
Matthews, one of the executive department rep- 
resentatives from the home office in New York. 

. . > 

Thomas Hunter Sharp, Jr.. one of the Reming- 
ton Typewriter Company's new salesmen under 
Memphis office, is making a splendid record. Mr. 
Sharp is working in eastern Mississippi, making 
Columbus his headqvarters. 

> 7 * 


Another new Remington Typewriter Company 
salesman. of the Memphis force, Samuel Clyde 
Matthews. has only been out a short while, but 
has already sent in some splendid business Mr. 
Matthews travels western Tennessee, with Jack- 
son as his headquarters. 


Mexico City, Mexico. 

The Mexico branch of the Remington Type- 
writer Company reports that Sr. Federico Koe- 
lig d’Anger has returned to the Remington ser- 
vice. He was a member of the Remington sell- 
ing force at Mexico City for several years. but 
for the past six months has been selling calcu- 
lating machines. Now that he is back in the 
Remington ranks, he will devote his special at- 
tention to selling Wahl adding and subtracting 
attachment equipped Remingtons. 


Milwaukee, Wis. 

Milwaukee typewriter dealers are finding 
themselves in the midst of an exceptionally sat- 
isfactory business. Manufacturing and trade in 
general is taking on new life with the arrival 
of spring weather. and this is naturally reacting 


with favor upon the typewriter business. Good 
sales are reported, not only in the city, but 
about the state, and dealers are all looking 


for a record breaking year. 
> + 7 


fine,’"’ said E. E,. Kirkpatrick, 
Milwaukee office of the Under- 
“While we have not made 
any remarkably large sales of late, the total 
amount of business is all that we can ask for 
We are looking for still better things ahead and 
hope to make a new record this year for the 
Milwaukee office.”’ 


‘Business is 
manager of the 
wood typewriter. 


E. R. Patterson, formerly with the Des Moines 
office of the Underwood, has joined the Under- 
wood sales force of the Milwaukee office. Mr 
Patterson is covering northern Wisconsin and 


the upper peninsula of Michigan 
. ee. @ 


“We have been making some exceptionally fine 
said Andreas Rothe, manager of the Mil- 


sales,”’ 


waukee office of the Monarch Typewriter Com- 
pany. March proved a record breaker and we 
are planning to do even better during the month 
of April. Indications are that we will be com- 


pelled to enlarge our sales force again.’’ 
. « > 


Milwaukee typewriter dealers have been in- 


terested in the fact that the Hoffman Business 
College have moved to new and larger quarters 
on the fifth and sixth floors of the new Watkins 
building of Milwaukee Several fine orders for 


machines were secured by local dealers as a re- 
sult of the expansion of the college A decided 
innovation was introduced by the college man- 
agement in the matter of installing office appli- 
ances. This, with the fact that the college now 
has more commodious quarters, will enable its 
students to do actual office work. It is expected 


that this will receive the hearty support and 
commendation of Milwaukee business men. 
>. > > 

Appleton, Wis.. is striving hard to “‘land’”’ the 
proposed new plant of the recently organized 
Molle Typewriter Company More than 50 per 
cent of the company’s capital stock of $25,000 
has been subscribed and it is believed that the 
remainder will be disposed of soon As soon as 


the stock has been sold, a board of directors wil! 
be named and active work will be started witha 


view of securing a plant for the first year’s 
operation. The Molle typewriter, an invention 
of Anton 
features, 


Molle, said to contain many admirable 


will be manufactured 


Minneapolis, Minn. 

Assistant Manager J. W. Campbell of the Oli- 
ver has arrived at Minneapolis, and is pleased 
at being promoted to his old field, which he used 
to call home 

e * > 

H. H. Ludwig. a new Oliver salesman, has 
been promoted and transferred to Nort Da- 
kota territory, with headquarters it Devils 
Lake, 

> * . 

H. B. Weatherbee, an insurance man of some 
repute at Minneapolis, has joined t Oliver 
ranks 

> . * 

F. S. Wheeler is a new Oliver man 

= * > 

H. M. Edmunds, formerly a North Dakota 
salesman for the Oliver for a number of irs 
is back in the Oliver ranks 

> * + 

S. P. Hedges, a recent arrival in tl Royal 
family at Minneapolis, is showing great form 
He has pulled off a number of very satisfactory 
deals recently 

* > * 

The Minneapolis branch of the Oliver reports 
a most satisfactory business so far in 1910. Jan 
uary and February smashed all previous records 


while the future is indeed bright 
* . > 


Mr. E. A. Dexter, salesman of the Olive wit 
headquarters at Devils Lake, has been pr ted 
to the Minneapolis sales force 

Minot, N. D. 

Mr. E. E. Hanyen, representing the Roval at 
Minot, N. D., is showing the typewriter frater 
nity of that city some new “‘stunts’’ in type- 
writer sales Mr. Hanyen is an expert operator 
and a clever demonstrator of the machine 

Montreal, Can, 

G. F. Watt. general manager Elliott-Fisher 
Company, Harrisburg, Pa., visited the local of 
fices of the company here the latter part of 
March 

Moscow, Russia. 

From The J. Block Company Moscow repre 
sentatives of the Remington Typewriter Com 
pany, come two very interesting items One is 
that Ephraim Ossipovitch Getzoff, the manager 
of their Rostoff-on-the-Don branch offi has 
now been selling Remington typewriters for 
twenty years, which entitles him to receive a 
Remington 20-Year Gold Badge. The ot! item 
is that the J, Block Company have ferred 
their own gold badge upon their Mr. Schwank 
for having sold one thousand and one Reming- 
ton typewriters in the five years ending with 
1909 Alexander Georgevitch Pavlioti Ser 
gei Michailovitch Konkoff, two other members 
of the Remington organization connected wit 
this same firm, are now entitled to Remington 
10-Year Gold Badges. 


Muskogee, Okla. 


One of the latest additions to the Underwood 
organization in the Oklahoma territory arrived 
at the home of Salesman Carl A. Conley of 
Muskogee, Okla. According to the local papers 
the friends of Mr. Conley have already named 
the boy “Noble.”’ 


New Orleans, La. 


R. L. Fornaris, formerly of New York City, is 
a recent addition to the Monarch Company's 
city sales force 


> * . 


Henry Plassan, formerly bookkeeper and a 
countant, has been employed to look after the 
sales end of the new Monarch billing machine 

* * 2 

Chas. Schultz, formerly of the Monarch Com 
pany’s repair department, has been promoted to 
the position of supply salesman in the eity 
New Orleans. 

. * > 

J. M. Morton, former manager Elliott-Fishe 
Company's sales office at this place as been 
promoted to the management of the Baltimor 
sales office. 

New York, N. Y. 

Max H. Behr visited the general office of the 
Elliott-Fisher Company, Harrisburg, Pa the 
beginning of this month 

+ * + 

W. J. Evert, purchasing agent Elliott-Fishe! 
Compar Harrisburg, Pa., visited friends |} 
the beginning of the month 

> * . 

Recent innovations at 310 Broadway, | cu 
larly on the second and third floors, seemingly 
indicate that the Oliver Typewriter Company 
enjoying prosperous times All district super 
intendents now have private office equipped 
with every convenience necessary to the su 
cessful prosecution of their work 

> * * 

Lawrence Williams, president the Oliver 
Typewriter Company, visited the New York of 
fice the first two weeks in Marcl He seemed 

Lith 


to be enjoying particularly good he 
* * . 


Ricord Gradwell, second vice-president and as- 
sistant general manager, the Oliver Typewriter 
Company, spent the day of March 19th at the 
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New York office. He celebrated two birthdays, 
his own and that of the Model No. 5. 
* * *« 


John Whitworth, second vice-president and 
factory superintendent, the Oliver Typewriter 
Company, visited New York during the latter 
part of March Mr. Whitworth looked worried, 
and his fear was not assuaged by the assur- 
ance of Manager McDowell that insofar as the 
New York office is concerned the demands upon 
the manufacturing end of the business has but 
begun 

. > 

Messrs. E. L. Zerbe and W. J. Harrison, city 
salesmen in the Oliver organization, were, re- 
spectively, the second and third to reach the as- 
sistant general manager's quota for March. 
Messrs. Collins, Rosefield, Van Realte, Boris- 
soft, McLaughlin, Mitchell Kavanagh and 
Baker are warring for third place. 

+ . * 


Miss Gertrude Thayer, New York manager 
employment department for the Oliver Type- 
writer Company, has been demonstrating in no 
uncertain way her perfect knowledge of the in- 
tricacies of the work. January, 1910, was a 
record breaker in that department, while Feb- 
ruary and March exceeded the January results. 

7 * 


The New York office of the Royal Typewriter 
Company closed for the month of March a busi- 
ness which showed an increase of 25 per cent 
over the largest previous month. This consisted 
to a large extent of re-orders from a number of 
big users, and to the good work of several high 
class men who have recently joined the Royal 
ranks 

* a > 

M. E. Elliott, a recent recruit to the sales- 
man’s ranks of the Royal Typewriter Company, 
is showing up wonderfully well in his new ter- 
ritory—the Wall street district. 

+ * 


W. J. Kavanaugh has taken an up-town ter- 
ritory with the Royal Typewriter Company and 
has already made a splendid showing. He is al- 
ready imbued with the Royal enthusiasm, 

. * > 


J. S. Stewart, city manager of the Royal 
Typewriter Company, and Messrs. Morrell and 
Haggerty, two of the New York salesmen of the 
same company, attended a Royal League ban- 
quet, which was held on Saturday evening, April 
2. in Philadelphia. This was the first banquet 
given by the new manager. Walter M. Johnson, 
formerly the record New York salesman of the 
Royal Typewriter Company, and who was re- 
cently promoted to take charge of the Philadel- 
phia office. Mr. Stewart reports a large in- 
erease in business of the Philadelphia office 
since Mr. Johnson took charge. 

* * * 

Charles Morrell, one of the New York sales- 
men of the Royal Typewriter Company, won the 
prize offered by J. S. Stewart for selling the 
most machines in the shortest time. This was 
one of the most interesting contests ever held, 
as the results could not be ascertained until the 
last moment 

* . - 

The Royal typewriter factory at Hartford is 
now working at night in the effort to keep up 
with the large number of orders on hand. 

> . > 


G. C. Blickensderfer, president of the Blickens- 
derfer Typewriter Company, will sail for Europe 
on the 13th of April. He is visiting the other 
side partly on a business trip and partly on 
pleasure 

* > > 

Otto Asmussen, the well known Blickensderfer 
typewriter salesman, has spent the last six 
months in Mexico and has had a most success- 
ful trip. He is now about to return to New 
York, where he hopes to arrive some time next 
month 


* > . 

For several seasons past Henry Hudson has 
spent the torrid weather in visiting all the towns 
of Long Island on behalf of the Blickensderfer 
Typewriter Company. He has just started in to 
do the same work this year, and so far he has 
met with most gratifying success. 

* * ©. 


Charles Spiro, president and general manager 
of the Columbia Barlock typewriter, will leave 
for Europe about the 15th of April on his annual 
trip to the other side. While there he will ar- 
range a number of matters that are awaiting 
his presence 

* « > 
_ Mr. Perry of the Victor Typewriter Company 
iS expected back from Europe the first week in 
April. 

> > + 

James Wilson, Frederick Allen and Joseph Sil- 
Via are three new salesmen on the staff of the 
New York office of the Blickensderfer Type- 
writer Company. 

. J > 

_J. E. Neahr, general sales manager of the 
Underwood Typewriter Company, is at present 
in Texas organizing this new territory. His 
headquarters are at Dallas. 

* A . 


Miss Fritz, Miss Wilson, and Messrs. Coombs 
and Trefzger, the touch operators of the Un- 
derwood Typewriter Company, in charge of Mr. 
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CARBONS 








The real test of Carbon and Ribbon 
is the every day grind of office work, 
and the results as shown in letter files 
and letters ready for signature. No 
“letter” test sells half as much as this 
actual work-out of stock goods. 


The business man himself is the 
judge — nor you, nor I can influence 
his final verdict in the light of “every 


day” results. 


Keystone goods are always “up to 
grade,” and Keystone dealers enjoy a 
heavy increase yearly in their busi- 
ness. Write today. 









KEYSTONE 
Carbon Paper Manufacturing Co, 


Ecme Office and Factory: 
FRANKLIN, PA. 
New York Office: 
26 Broadway 



























 Right-In-Sight 
Copy Holder 


A Practical 


Office 
Appliance 





Solidity insures against vibration and 


consequent eye strain. 9 Adjustability 
brings the copy to just the right place. 
@The Line Indicator avoids confusion 
in transcribing. @The Principle pro- 
vides healthful poise of operator. 
BIG PROFITS FOR DEALERS. 
Price, including Line Indicator, $2.50. 
WRITE FOR DISCOUNTS. 
Sole Manufacturing and Distributing Agents: 


MOSSBERG WRENCH CO. 


CENTRAL FALLS, 33 RHODE ISLAND 
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[ANY WAY 
YOU SIT 
The McCloud Chair 


Supports 










your back 





just where 





you need it. 





Office Appliance Dealers 
If you want a line that will oe in a 
sample stock of the McCloud Adjustable 
Spring Back Office and Typewriter Chairs. 
Just let the customer try them and the deal is closed. 
We make 60 styles, every one of them Back Resters. 

WRITE FOR CATALOG 6. 
The Davis Chair Company 
MARYSVILLE, OHIO 











J. E. THOMAS, President 





A. K. GOODRICH, Secretary 





THE PIONEERS IN THE BUSINESS 
OF REBUILDING TYPEWRITERS 


Mechanic’s Tools and 


Typewriter Parts 
Supplied to the Trade 


Cylinders Recovered 
All Makes 
50c. 





TYPEWRITER INSPECTION CO. 


317 BROADWAY, NEW YORK. 


ESTABLISHED: ---1892. 
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Oden. the school department manage ittended 
the Eastern Commercial Teachers’ As tio! 
held at Washington in Easter week TI gave 
demonstrations at the Underwood ex t all 
of them writing over 100 words p minute 
either fron lictation or copy Tl . . . ‘ 
ing of t s issociation will be held t New 
Haven 
>. . > 

The Remington Typewriter Comp t 
ed all attending the Eastern Comn 
ers Asst t n with pictures of t 
They w nue appreciated 

* > * 

At t Eastern Teachers’ Con ? it 
Washingtor the Smit! Premiet I ! 
Company gave all who attended a 
the Potomac A most enjovable 
result 

oe * . 

Business seems t be flourishing t 
Smith Premier Typewriter Compar ! 
salesmen were recently stirred to inc u 
tivities by the offer of a dinner if tl x led 
their quota on last year’s business I nl 
got to work with a will, and they did the t kk 
As a result they were given a din i M 
ray’s Hotel on the 3d of Marc! Mr I é the 
vice-president, came down from Syra : ind 
J. W. Earle of the Union Typewriter ‘ n} 
was also present. Both gentlemen gav 
esting and instructive addresses, and s | of 
the salesmen demonstrated their abiliti as 

tl ( this 


dinner was given in 


orators The 
diless to say was much et! 


room and ne¢ 
> > > 
R. J. Bray, an Englishman, who was f nerly 


with the Elliott-Fisher Typewriter Compa in 
Ireland. and more recently with the Burroughs 
Adding Machine Company in Scotland ind is 
now engaged in the general typewriter trade, 


was in New York recently He made a number 
of calls on people in the trade 
* > > 

The Smith Premier Typewriter Compa! 
just issued a new billing machine catalogue 
which is very elaborately gotten up, an yr 
sents some very beautiful illustrations It i 
a full description of the Smith Premier billing 


machine and the mode of operation. Allusion Is 

also made in this catalogue to the Smit Pre 
mier check writing machine. 
* « * 

The Wellington Typewriter Company ire 

about to move from their present quarters at 

33 Broadway to Room 211, 309 Broadway 


where they will have nice 
modern building 


accommodation in a 


7 * * 


G. F. Watt. of Harrisburg, general manager 


Elliott-Fisher Company, spent several day 
in March going over business matters a 
company’s local office in this place 


. * * 
The Remington Typewriter Company's Russian 
and Great Britain representatives are wé* rep 


resented among the recent promotions on the 
temington roll of honor, announced by the 
New York office. These promotions are as [fol 
lows: 

E. O. Getzoff, manager of the Rostoff-or 
branch office of the J. Block Company, Reming- 
ton representatives at Moscow, Russia, has en- 
tered the twenty-year group, and G. A. Mac- 
kellar of New York has entered the fifteen-year 
group. 

D. Edgar, of Glasgow; R. E. Dale, of London; 
A. G. Pavliotti and S. Konkoff, both of Moscow; 
J. W. Hodges, of Toronto: W. G. Rapp. of Oma- 
ha, and Miss A. W. Hoatson, of St. Pau have 
entered the ten-year group. 

Miss E. Rigby. of Manchester; Miss M. M 
Henman, of London; G. W. Walker, of Los An- 
geles: A. T. Turnquist, of Minneapolis; Miss A 
Slaminka, of Cleveland; C. J. Metz, of Indianap 
olis, and Thomas A. Weir, of Winnipeg, have 
entered the five-year group 

7. > . 

A welcome visitor at the home offic: f the 
temington Typewriter Company last mont was 
George M. Cassatt, the director of the European 
department of that organization While in New 


York Mr. Cassatt voiced his extreme satisfac- 
tion over the splendid business transacted by 
the European department in 1909 Also ex 
pressed implicit confidence that 1910 wi set a 


still higher mark than record-breaking 1909 


* * * 


} 


Chas. L. Wandling has joined the selling ranks 
of the Remington Typewriter Company at New 
York M Wandling is in the special depart 
ment devoted to the sale of the Wahl adding and 
subtracting attachment and as he has had con 
siderable experience in selling adding mac nes 
he is expected to prove a valuable addition to his 
department Also Mr. Wandling was for a num 
ber of years in the New York Savings Bank, fill- 
ing all positions from messenger to paying teller, 
and this especially well qualifies him to promote 
the sale of Remington typewriters equipped 
with Wahl adding and subtracting attachments 
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among banks and financial institutions, these 
comprising the field he will solicit. 
o 7 * 

Mark H. Pettie is another new addition to the 
Remington Typewriter Company’s special selling 
force in the Wahl adding and subtracting at- 
tachment department. He will work in the New 
York City financial district As Mr. Pettie has 
been selling other adding machines for more 
than eight years, his rich experience in that line 
well qualifies him to make a splendid success in 
his new Remington connection 

> * . 

S. W. Crandall, president of the Monarch 
Typewriter Company, has been on a trip through 
the South visiting the different Monarch type- 
writer offices for several weeks 

> . >. 


H. A. Aument of the Monarch Typewriter 
Company has just returned from an extensive 
trip through the West 

*. * a 

The typewriter trade is certainly a busy one 
these days. All the companies report fine busi- 
ness, some have exceeded their records for the 
month of February, and others have salesmen 
waiting for machines to fill orders. Everything 
is on the boom, and good business has certainly 
arrived. 

* * e 

G. Van Nostrand, formerly salesman of the 
Smith-Premier Typewriter Company, has joined 
the force of the Fox Typewriter Company in this 
city. He will be allotted a Brooklyn territory. 

o 7 * 

The Schenenga Carver Company, New York 
agents for the Fox Typewriter Company, just 
had Hudson, Union and Essex counties of New 
Jersey added to their territory. They will put 
men on the work at once, 

* * . 

A. J. Haggerty of the Royal Typewriter Com- 
pany is a new member of the machine-a-day 
club and is a proud possessor of a pin denoting 
such fact. Mr. Haggerty worked hard and 
rolled up a sales record for the month exceeding 
the machine-a-day limit 

* + 


L. A. Sussman, who was formerly demon- 
strator for the Elliott-Fisher Typewriter Com- 
pany, is now connected with the billing depart- 
ment of the Smith Premier Typewriter Com- 
pany. 

+ « = 

The new office of the Smith Premier Type- 
writer Company is rapidly getting into shape. 
The new desks and furniture are being installed 
and will present a very handsome appearance. 
The office is on a prominent corner, with plenty 
of advertising space, of which the company will 
doubtless avail themselves 

. ~ 


* 

Emil A. Trefzger, the Underwood typewriter 
demonstrator and speed expert, is now traveling 
out of Frankfort-on-the-Main, Germany, giving 
demonstrations. His exhibitions of speed, com- 
bined with accuracy, attract much attention. 

* . * 


H. O. Blaisdell and Miss Wilson, who have 
been traveling through the South giving dem- 
onstrations in touch typewriting, have just re- 
turned to New York. Their trip has been most 
successful, and it has resulted in a large number 
of sales for the Underwood Company. 

. + + 


W. C. Waddell, special representative of the 
export department of the Royal Typewriter 
Company, has returned to his field of labor, 
South America. Recently he made a tour of 
Canada, from New Brunswick to the Pacific 
Coast, then down the coast to San Francisco 
and Los Angeles, where he visited briefly with 
Managers Lynch and Hoey. From Los Angeles 
he went by rail to New Orleans, thence by boat 
to Central America, where he will tarry for a 
time before starting on his trip down the west 
coast. 

o . * 

February recorded the biggest month in the 
history of the New York office of the Royal 
Typewriter Company. Manager Stewart is feel- 
ing very proud of the showing made by his 
men during the twenty-two working days. Tab- 
ulations are not yet completed at this writing, 
but it is evident that Salesman A, J. Haggerty 
has won the prize and also the coveted honor 
of membership in the machine-a-day' club. 
Salesman John Nubel takes second prize (John 
always gets first or second, you know), and 
Messrs. Graham and Harris are close behind. 

* . > 


W. F. Huffington, who was a Royal salesman 
in New York for some time previous to Sep- 
tember, 1908, was compelled to give up his work 
at that time, as he was pronounced a victim of 
consumption. Mr. Huffington went to the moun- 
tains of northern New York, where he roughed 
it among the stone quarries and lumber camps, 
driving stage and doing other out-door work, 
with the result that he has returned to his po- 
sition with the Royal a perfectly well man, hav- 
ing gained fifty-five pounds in weight and taken 
on a color that would put a Coney Island life- 
saver to shame. 

Omaha, Neb. 

The Omaha office of the Smith Premier Type- 

writer Company is very enthusiastic over the 
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TLEXOGRAM 


If we should be able to offer you for twenty-five 
cents a ribbon for your Multigraph, Writer Press or 
other type duplicating machine— 


And then guarantee that it would make ten 
thousand impressions— 


And then guarantee each impression to be 
uniform— 


And then guarantee each impression to be that 
ideal medium between the heavy first run and the 
faint last run— 


Would You Be Interested? 


Although we manufacture large quantities of 
what many consider to be the best ribbon for these 
machines we can’t do it—BUT— 


If our twenty-five cent ribbons are used on the 
Flexotype we will guarantee ten thousand uniform 
impressions of medium color—AND— 


The Flexotype has so many other advantages over 
other Type Duplicating Machines, that its users al- 
most forget about its wonderful ribbon economy. 


Do you think such a machine would interest you 
as a userrP 


Do you think such a machine, backed by a vigor- 
ous advertising campaign, would interest you as a 


dealer? 


Our booklet tells and we are ready for business. 


Neidich Process Company 
Burlington New Jersey 
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DEALERS ATTENTION— 

We have on hand at our new quarters a much larger as- 
sortment of typewriters than we carried before. We can 
give you quick service— machines at special 

prices at all times. 


8. D. UNDERWOOD TYPEWRITER EXCHANGE 
171 East Randolph Street, Ohicego, ttl., U. SB. A 








Carbon Paper and 








Typewriter Ribbon 









“*The Pink 
of Perfectian’’ 


A MESSAGE TO DEALERS 


From Aurora, not East 
Aurora, just Aurora. 
q But at that, a vitally interesting live proposition to the 
kind of dealer who will admit that he hasn’t learned all 
there is to be known about typewriter ribbons and carbon, 
and the maximum profit in the game. 
@ We will guarantee it to be interesting, instructive and 
maybe profitable. You don’t know that it won’t be prof- 
itable — isn’t the chance worth a stamp — you will forget 


it if you turn the page. 








What is your name 
Your address 


Miller-Bryant-Pierce Company, ~ Main Office and Factory: AURORA, ILL. 











Collect Your Old Accounts 


And still retain the friendship of your customers. Lesrn how 
to get them to pay up and keep on giving you their business 


tells you how 


Our new bok Collection Letters ‘!'s you bow 


to avoid the snaris 
losses that too often result from letters which look right and sound right to their 


and 
~- riter, but which turn out to be highly offensive to their recipient and cause L__ not 
only to refuse to pay but to take his patron Sy You can increase your own 
personal pulling power as a collection writer Biro one cent. by taking vant e 
bf this excellent book. READ THIS B BOOK EF E 3, YOU RITE ANOTHER 
DUNNING LETTER AND WE A YOU WIL 
FIND IT THE “QUICKEST ACTION” MOST PROFITABLE inv Eere NT YOU 
EVER MADE. The author of this book is himself a master in the axe of writing 
letters that produce the desired result and for years ae made a study of the princi- 
les of successful writing of dunning letters. The book is standard size and well 
und for desk use. A REMITTANCE OF NE 00 WILL BRING YOU A P 
THIS BOOK BY RETURN MAIL, AND MODERN METHODS = aan 
FOR ONE YEAR. Modern Methods is a monthly magazine for business man 
office, factory and sales managers, department heads, iT head bookhkeepers. mand 
men on the way to such positions. Six years old, nearly 50,000 such men have become 
subecribers and more are coming every day. If you are already a subscriber ou may 
have your subscription extended one year. Make your order read, *‘Herewit 1.00 
ear’s subscription to Modern Methods and a wor re your book COLLECT ON 


for ay 
ERS, by Markel, by return mail and prepaid 


MODERN METHODS MAGAZINE, Ii! Woodward Av., Detroit, Mich. 
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work of Miss Alice M. Owen, who has been 
traveling through the territory controlled by 
that office She spent two weeks in that sec 
tion of the country and her demonstration 
4 accuracy of 


aroused the greatest interest. The 
the work and the beauty of the transcript are 
N 


as remarkable as the speed attained Miss 
Owen was in good form and broke her records 
in several instances in Omaha ter In 
two instances orders for machines were taker 
immediately after the demonstration. 

7 . > 

L. H. Curtis of the auditing departme: of 
the Smith Premier Typewriter Compa home 
office at Syracuse recently paid a visit t the 
new office of the company at Omaha, Net 

* *¢ « 

The Smith Premier Typewriter Company is 
taken a new office in Omaha The company had 
been for nearly twenty years at Seventeenth and 
Farnam streets, but is now located at the cor- 
ner of Nineteenth and Douglas streets In con- 
nection with this it might be mentioned that 


there has been a marked change in Omal 
the last year or two in the scattering of retail 
business. The Smith Premier people have now 
outgrown their old quarters and in leasing their 
new store they had it remodeled along lines of 
convenience and attractiveness and the new of- 


fice is now one of the most conspicuous ‘Or 
ners in the city. The entire front and s di of 
the office is glass and anyone approaching it 
from the east or west can see it two blocks 
away and from the north one block. The loca 


tion in itself is one of the best advertising me 
diums employed by the company 
. . . 


The Omaha office of the Smith Premier Type 
writer Company have secured the services of 
Miss Mullowney as manager of the employment 
department of this office. This company has 
built up an employment department than which 
there is no better in the Omaha territory, but it 
is expected that it will now far surpass its 
previous records. Miss Mullowney has been for 
vears secretary to H. B. Boyles of the Boyles 
Business College of Omaha. She has handled 
the employment department work in that school 
and thus has a wide acquaintance among sten- 
ographers and among business men as well 

Ottawa, Canada. 
E. R. MeNeill, formerly dealer of 


the Smith 


Premier Company in Canada, was in New York 
on a visit recently, 
Philadelphia, Pa. 
At the Philadelphia branch of the Monarch 
Typewriter Company a business carnival was 
held during the week, March 21st to 26th, inclu 


occupying the 


success 


sive, by the various companies 
building It was a very’ pronounced 
Several demonsrrations were given to 
diences on the various models of the Monarch 
typewriter. On March 24th a “touch” writing 
demonstration was given in the front window 
and an eager crowd blocked the street 
. 7 . 


large au 


The Philadelphia branch of the Remington 
Typewriter Company reports that W. H. Olney 
and R. C. Dillmore ran almost a ‘‘dead ; 
for first place in the February sales list, with 
just a shade of advantage due Mr. Olney 

7 . > 


The general manager of the Elliott-Fis 
Company Mr G F. Watt, Harrisburg, Pa 
was here on a short business trip the beginning 


of the month. 
* * * 


H. W. Buse, salesman for the Underwood 
at the Philadelphia office, has been honored by 
his fellow townsmen at Ridley Park, Pa., by 
election to the Council. 

* ¢ «@ 

John G. Geiger, Harrisburg representative of 
the Underwood, has been compelled by reason 
of illness to lay aside for a short time his re- 
sponsibilities He is resting at Atlantic City 
During his absence Frank R. Coffin, from the 
Philadelphia office, is in charge at Harrisburg 

os < 


Despite the setback which many lines of busi- 

ness received in Philadelphia during the mont}! 

by reason of the car and general sympatheti« 

strikes, the local Underwood sales were 35 per 

cent greater than for the March of a year ago 
> 7 > 


Frederick A. Hart, representing the Under- 
wood factory at Hartford, paid the Philadelphia 
office a visit during the month. 

. « . 


The special feature of interest during the 
month at the Underwood office was the arrival 
of two speed experts, Otis Blaisdell and Miss 
Florence Wilson. Under the supervision of C 
V. Oden, Mr. Blaisdell and Miss Wilson gave an 


especially successful demonstration at the Rid- 
er, Moore and Stewart Business College, Tren- 
ton, N. J 

. . - 


Continued success with the No. 5 Medical and 
the No. 5 Aluminum models is reported at the 
Blickensderfer office in Philadelphia. More than 
200 of the Medicals are now in use in Phila- 
delphia, the foremost city of medical education 
in the country. Such appreciation of this ma- 
chine in such a qualified headquarters is a sin- 
cere compliment. Many business firms are or- 
dering the Aluminum for their salesmen It 
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weighs but five pounds with case and the re- 
moval carriages folding space bar and locking 
attachments enable it to be safely stowed away 
in the suit case, or for that matter an ordinary 
sized drummer's grip. During the month Vice- 
President W. J. Blickensderfer from the home 
office paid a call at the Philadelphia branch en 
route to St. Louis. 
* * 

The Remington found March to be a singularly 
successful month despite the drawback of four 
weeks of strike and strifé During the month 
there were equipped with new models the Ger- 
mantown Business Colleges La Salle College, 
the West Che Business College and the 
Sleepers’ Colle ‘hester, and additional 
machines were 1e Palmer School and 
in Temple Colles temington has always 
been especially successful in such school orders 

* * . 







Notable visitors at the Philadelphia office of 
the Remington during the month were 8S. H 
Farnum, head of the systems department; Ralph 
Stevens, of the Wahl adding machine depart- 
ment, and Mr. Sheldon of the mechanical de- 
partment 

* . . 

The record breaking day of March at the 
Philadelphia branch of the Oliver was of course 
Anniversary Day, on the 19th. The aim of the 
Oliver organization, whose enthusiasm is al- 
ways at top notch, was to establish a new high 
water mark for a day’s sales It was success- 
ful. 


* . . 

E. G. Landredth, formerly with the Oliver 
force, is back again on the country field. J. H. 
Taylor has been transferred from the country 
to the city sales force. The Philadelphia office 
was honored by the presence for a day of Presi- 
dent Williams and Vice-President Gradwell, who 
stopped over en route west. 

7 > 

The sign of the Standard Folding Typewriter 
Machine Company is on the centrally located 
store at 829 Chestnut street, adjoining that of 
the Burroughs Adding Machine Company, and 
it is shortly to be opened, although no an- 
nouncement of date has been made. 

7 * * 


Though the Philadelphia sales office of the 
Elliott-Fisher Company recently captured the 
championship flag, it had steadily continued 
along its pathway of success and the March 
just passed saw to its credit one of the largest 
month’s business during several years. So large 
have Elliott-Fisher orders been recently that the 
factory is taxed to its capacity to keep pace 
with them. 

. . . 

A change reported by the Remington Type- 
writer Company’s Philadelphia office is that of 
W. F. Seeley, formerly with the Remington 
Providence office, who has been transferred to 
the Philadelphia office. Mr. Seeley will cover 
the South Jersey territory, including Camden, 
Gloucester and Atlantic City Most excellent 


results are expected from his work, because of | 


his large and successful experience in the ser- 
vice of the Remington Typewriter Company. 
*. . > 


Men who “make good” for the Remington 
Typewriter Company keep on speaking terms 
with Miss Promotion. Witness the case of H. 


D. Vanderslice, a young man who has been act- 
ing as assistant salesman for the Remington 
Philadelphia office Mr. Vanderslice has now 
been assigned a city territory under the same 


office, and his work is justifying his promotion. 
7 * > 


In the Remington Typewriter Company’s 
Philadelphia office the special department de- 
voted to the sale of the Wahl adding and sub- 
tracting attachment is now in charge of Albert 
F. Giese, with F. C. Eberle as his demonstrator. 
Mr. Giese’s adding machine experience, both in 
the selling and mechanical departments, es- 
pecially fits him for the work 

> * > 


R. N. Hoffman, salesman in charge of the 
Harrisburg territory of the Elliott-Fisher Com- 
pany, has been sent to the company’s local sales 
Office in this city 

Pittsburg, Pa. 

The Smith Premier Typewriter Company of 
Pittsburgh, Pa., have made arrangements with 
Clarence A. DeMars to represent them in 
Wheeling, W. Va., and vicinity Mr. DeMars 
has been in the typewriter business for the past 
twenty years, starting in selling the No. 1 Yost, 
and being identified with the typewriter trade 
almost entirely during that time. He has been 
well established in Wheeling for the past sev- 
eral years, and has a reputation for conscien- 
tious work and making good, 

> . > 


The Pittsburg office of the Smith Premier 
Typewriter Company recently made another 
g00d sized deal with Duff's College for the new 
model machines 

. s . 

F. H. Walker is a recent addition to the Royal 
force in Pittsburg. He is a hustler, and proved 
it by heading the list for his first month, Feb- 
ruary. 

« a. . 
_ The Pittsburg office of the Royal Typewriter 
Company has taken a lease on new quarters 


| 
| 
| 
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Union Union. Union Union 


The Dealer who gets 
the word UNION 
firmly implanted in 
his mind has made 
the first step toward 
an increase in the 
profits of the Ribbon 
and Carbon depart- 
ment. 


The word Union, in connection with ribbons 


and carbons stands for certain special ad- 
vantages to the dealers. It means a fuller 


measure of quality features and a more care- 
ful, painstaking system of manofacture than 
are embodied in the ordinary run of ribbons 
and carbons. 

The word stands also for a plan of co-opera- 
tion, through service; which is proving bene- 
ficial to those concerns who feature the 
Union line. 

Your inquiry for samples and prices will re- 


ceive our prompt attention. 








Union Ribbon & Carbon 


Company 
9th and Thompson Streets, Philadelphia, Pa. 
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QUALITY-BEAUTY-DURABILITY 
DEARBORN 





SEND FOR COMPLETE CATALOG. 


TYPEWRITER CABINETS 


We also manufacture “THE MARION?” Kitchen Cabinet. 


Dearborn Desk Mfg. Co., ““ Us” 








A FREE TRIAL [72,A3% 
CARBON PAPER AND RIBBON $1 PerSetSAVES 


MACHINERY 


Hard Finish Carbon Machinery 


15 years’ experience 








JOHN WALDRON COMPANY 


NEW BRUNSWICK, NEW JERSEY J L Chase Co . Toledo Patentees and 
. . > 


RECEIPT STAMPS | 
MOTOR CAR COMPANY 
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approximating six times the size of the present 
office. The new office is in the Westinghouse 
building, one of Pittsburg’s finest structures. 

. . . 


E. 8S. Fiske, well and favorably known in type- 
writer circles through central Pennsylvania, has 
connected with the Remington Typewriter Com- 
pany’s Pittsburg branch. He will be located at 
Wheeling, W. Va., and will give his attention to 
Remington business in and around Wheeling 

J > * 


The Remington Typewriter Company has ad- 
ded a new sub-branch to their Pittsburg de- 
partment It is at Du Bois, Pa. Gregory W. 
Driscoll is in charge and will look after the 
‘‘nortl country. Mr. Driscoll is a new recruit 
to the typewriter field and expresses a high 
regard for the work. 

© 


* 7 
Charles J. Brown is a recent addition to the 
selling force of the Remington Typewriter Com- 
pany at Pittsburg Mr. Brown has had many 
years’ experience in selling typewriters and this 


experience well fits him for making a big suc- 
cess in his new connection. 


Portland, Ore. 


J. E. Brown has recently taken charge of the 
Portland office of the Smith Premier 
* ” > 


The Northwest Typewriter Company reports 
that it is having great success with American 
rebuilts They have recently added H. F. Sie- 
fert of Cincinnati, O., to their selling force. 


Providence, Rhode Island. 


H. N. McKay, a billing expert from New 
York, has taken charge of the billing depart- 
ment at the Underwood branch hers From 
his record in New York and his work so far in 
Providence he will certainly make that depart- 
ment hum. 

° - 7 

Manager Griffin of the Monarch recently took 
a large order for machines from the Westerly 
3usiness College, Westerly, R. I. 

“ . > 


A. E. Clarkson, formerly with the Underwood 
office at Hartford, has joined the sales force 
at Providence and has taken some very fine 
orders. He is a man of long experience in the 
typewriter business. 

_ . . 

Manager Putney of the Royal reports that 
business is very good. 
* * 

Miss Andrews in charge of the employment 
department at the Underwood office recently 
made a visit at the employment department 
at New York city. The Providence office shows 

a large increase over last year. 
. * 7 

Miss Alice Feely, cashier at the Underwood 
office, recently took a vacation visiting New 
York and other eastern points. 


Red Wing, S. D. 


E. H. Lidberg, Red Wing. S. D., who has 
represented the Royal typewriter for something 
over two years, has branched out into the real 
estate business. He will continue to handle the 
Royal. 

Rochester, N. Y. 

Everybody in or connected with the Reming- 
ton Typewriter Company’s Rochester office was 
very glad when C. W. Lockwood returned to 


the office Mr. Lockwood was manager of 
tochester office when he was taken ill over a 
year ago. He has now completely recovered 


his health and feels very happy to be back 
with his old associates in the Remington or- 
ganization 

San Francisco, Calif. 

One of the Remington Typewriter Company’s 
younger salesmen at San Francisco, Roger 
Ironside, has been promoted to the Nevada 
territory and is doing a good business in that 
section 

* * . 

A former Sante Fe Railroad man, T. B. 
Drury, has been appointed salesman by the 
Remington Typewriter Company’s San Fran- 
cisco branch He has been given the San Jose 
territory and because of his excellent qualifica- 
tions, San Francisco office predicts a success- 
ful future for him. 

* 

One of the Remington Typewriter Company’s 
salesmen under San Francisco office, R. S. Jor- 
dan, has been promoted from the Nevada terri- 
tory to the Northern California territory. 

* * * 


of the Remington 


The San Francisco branch 
B. Jeffries 


Typewriter Company reports that J 
has taken the Santa tosa_ territory Mr. 
Jeffries is a very capable salesman and a fine 
bunch of orders is expected to be the result 
of his canvass. 
. od > 

To take up the work at Stockton, the Rem- 
ington Typewriter Company's San Francisco 
branch has appointed a new salesman, ¢ 
Crawford, who formerly was in the drug store 
field. To jump from there to selling Remington 


~~ 
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type writers is quite a change, but Mr. Crawford 


is expected to make dd as a Remingtonian 
+ a 

P. V. Gilfillan, special railroad demonstrator 
for the Elliott-Fisher Company, Harrisburg 
Pa., assisted F. F. Wright & Company, local 
sales agents of the Elliott-Fisher Company, at 
the San Francisco business show held here 
early in Apri 

* * * 

The San Francisco office of the Royal Type- 
writer Company will have a new home in a 
few months A splendid new building is to be 
erected on the site of the present office, which 
will be ready for occupancy about July 1, 
whereupon Manager Lyn and his assistants 
will occupy one of the elegant new stores 

+ * 

J. R. Ritchie formerly a Royal dealer at 
Joplin, Mo., has removed to the Pacific coast 
and is now employed as a Royal salesman at 
the San Francisco office 

* os . 

P. H. Stevens, a new man in the typewriter 
business, is making a record number of sales 
with the Oliver typewriter in Northern 
California 

* * * 

The local office of the Oliver Typewriter 
Company had its busiest day of the year March 
19, that being the anniversary day of the No 


model and it was celebrated by entering a 
large number of orders on the books. 
* 2 > 


L. C. Smit of L. C. Smith & Bros., who 
came to the Pacific coast about a month ago, 
has been visiting all points of interest along 
the coast, and at last report was at Hotel 
Del Monte, Monterev, Cal 

7 


7 
R. E. Revalk & Co., incorporated, are now 
permanently located in their new store at 528- 
530 Market street. The location is ideal and 
is considered by the typewriter fraternity to 
be the best in the city The large show 


windows of the store, extending for nearly 30 
feet, almost compels people to stop and look 
at the display. Mr. Revalk states that business 
is just as good as ever and that the trade, both 
in the city and country is on a firm basis. 

* « * 


C. J. Browne, Pacific coast sales manager of 
the Underwood Typewriter Company, who left 
for Texas a month or so ago, is still ‘away 
from the local office. It is understood that the 
Underwood Company has bought out the inter- 
ests of the Texas sales agent and will open a 
branch office in Dallas, Texas. F. W. Aust, the 
local assistant manager, left about the tenth 
of the month for Texas and an unofficial re- 
port states that Mr. Aust will be in charge 
of the Dallas branch. As soon as the Texas 
branch is started, Mr. Browne is expected to 
return to San Francisco to start in with the 
spring business. 

. . « 

Walter Chase, formerly with the Underwood 
Typewriter Company in Chicago, is now making 
good with the Royal Typewriter Company in 
this city The Royal Company has taken on 
A. K. Revis, a well known typewriter man, and 
a new repairman in the person of J. W. Ben- 
nett, of New York. 

° « * 

The Wholesale Typewriter Company has in- 
stalled a new repair outfit in the shop. W. J. 
Stange, who has charge of the dapartment, has 
by his invention revolutionized the method of 
cleaning and repairing machines. A large tank 
of compressed air with pressure of 100 pounds 
to the square inch furnishes a steady stream 
of air, sufficient to blow the dust from the 
workings of the machines This device has a 
great advantage over the old method of hand 
brushing in that it can get at the dirt where 
the brush cannot. This same air pressure is 
connected with gasoline cleaners. affording a 
stream of either gasoline or air. The revolving 
of the machine which compresses the air, whirls 
a fan around in the gasoline sink and this air 
suction takes the gasoline fumes to the roof 
of the building. Mr. Stange says that not only 
is this machine the most sanitary of its kind, 
but is very economical in that one man can do 
the work of four using the old method. The 
four men in the shop clean and repair on an 
average between 30 and 40 machines a week. 
One noticeable feature of the working force 
is that it is composed of all-around workmen 
The last stage in the repair of the machine 
is the repainting. The lacquer is of Mr 
Stange’s own make and has an enamel finish, 
and the other typewriter men who have been 
in the shop, declare that a repaired machine 
from this place looks as well as a new machine. 

*. * * 


The Typewritorium, In¢ J. Gunzendorfer, 
president, has made a shipment of 10 Stearns 
machines to a large exporting firm in Central 
America month of March has started out 
well in the number of sales of this machine 
and with the large amount of advertising now 
being done, still greater results are expected. 
* > . 


Leo FE. and Michael F Alexander, who can 
always be seen sitting next to the ringside at 
all championship fistic contests, have fitted up 
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If | Can Show You 


That I Can Increase 
Your Profits 


that Gold Medal Brand Ribbons and 
Carbon Paper mean more money for you 
than your present line wouldn't it be 
decidedly to your own interest to con- 
sider a change. 

@ The mere fact that you are handling 
some other brand and have in the past, 
is no reason why you should handle it 
always. 


@ If you had been selling Gold Medal 
Brand Ribbons and Carbon Paper for 
fifteen or twenty years and someone else 
would offer you supplies of equal quality 
at a lower price I would not expect you 
to stick to me. 


@ Why should you? 
@ The point with you should be whether 


a new line will make you a larger profit 
or not. If that’s the real question and 
it surely is, compare my prices with the 
prices you have been paying and you 
will appreciate the difference 1m your 
favor. 

q | manufacture Carbon Paper for all 
known uses, in all standard colors, all 
weights and all sizes. My factory is 
one of the largest equipped with all the 
latest up-to-date carbon and ribbon 
machinery. 


@ Gold Medal Brand ribbons and 
carbon paper are fully guaranteed, 
and 17 they do not please you and 
your customers in every way, just 
fire them back to me at any time 
within one year, and your money 
will be instantly refunded. 

@ Now hadn't you better slip me that 


letter to-day. 


M. M. ROTHSCHILD 


CHICAGO NEW YORK 
407-415 Dearborn St. 42 West Broadway 














SANE - SAFE - STRONG 
CLASSIFIES 


BENTWOOD 
COSTUMERS 


Any Finish 


Twelve Varieties 


AT THE BETTER STORES 
Manufacturers and Importers 


JACOB & JOSEF KOHN 


NEW YORK 
110-112 West 27th Street 


CHICAGO 
1414-1416 Wabash Ave. 


TORONTO 
215-219 Victoria Street 


SEATTLE 
508-512 South First Ave. 





CATALOGUE ON APPLICATION. 








Typewriter Table No. 115 


is of modern design and substantial con- 
struction, easily set up and very strong and 
rigid. Its large draw capacity and spaces 
provided for letter and note om he 
opes and carbon make it a favorite with 
the user. The table is made of carefully 
selected material 
and will stand 
hard and con- 
stant use. 


Brilliant Golden 
Oak Gloss finish. 
Style harmonizes 
with modern 
furniture. 


Packed 4 tables 
in a crate, very 
compact for ship- 
ment at second 
class rates. Weight 120 pounds per crate. 


Try a sample order of 4 tables at $8.00 or $7.75 
cash with order, and see how quickly they sell. 


rices on lots of 100 or more. 
if desired. 





Special low 
Special finis 


HUDSON CABINET COMPANY 


ELLISBURG, N. Y. 
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the San Francisco office of Tex Rickard and 
Jack Gleason, promoters of the Jeffries-Johnson 
fight, with L. C. Smith machines and all the 
necessary accessories. Several well known local 
firms have added L. C. Smith machines to their 
office equipment and among these are the 
Standard Underground Cable Company, the In- 
surance Company of North America, the Paraf- 
Wine 


fine Paint Company and the California 
Association. 
. . > 
W. E. Fites, of the Geo. C,. Borneman Com- 
pany. will start next week on a trip through 


the Sacramento Valley with the Blickensderfer 


and Fox machines. 
Portland, Ore. 

The Portland branch of L. & M. Alexander & 
Company, has added three new salesmen to the 
working force to aid in the selling of the 
L. C. Smith typewriters in that territory. The 
Behnke-Walker Business College of Portland 
has ordered 50 L. C. Smith machines instead of 
15 as reported last month. 

San Pedro de Macoris, Santo Domingo. 

A new addition to the list of foreign sales- 
rooms of the Remington Typewriter Company 
is San Pedro de Macoris, the capital of the 
West Indian Republic of Santo Domingo. Mr. 
Jose A. Martinez is the new Remington repre- 
sentative at this point. 

Seattle, Wash. 


It is reported here that L. C. Smith, of L. C. 


Smith & Bros., has decided to erect a large 
skyscraper in Seattle. When this building is 
complete it will be the tallest building on the 


This building has nothing to do 


coast. 
being under- 


entire 


with the typewriter business, it 
stood that the structure is being erected merely 
as an investment. 


* . 

Mr. Sharman, manager of the Seattle branch 
of L. & M. Alexander Co., reports an excellent 
business, although the organization has only 
been six months in existence. 


J. E. Supplee has recently been added to the 
at Seattle, and is 


Smith Premier sales force 
doing good work. J. A. Silkwood, Smith Pre- 
salesman at Seattle, reports favorable 


mier 
prospects for business. He has been working 


his territory for five years so he should know 


what is doing. 
Siaux Falls, ta. 


L. W. Koss of Pittsburgh has been placed in 


charge of Elliott-Fisher Company’s new sales 
office here. 
St. Louis, Mo. 

Harry M. Mason, a successful salesman with 
considerable experience, is now connected with 
the Remington Typewriter Company at their 
St. Louis branch. Mr. Mason will have a city 
territory. 

7 * . 


Dougherty is now connected with the 
Remington Typewriter Company at St. Louis, 
and is in charge of the Wahl adding and sub- 
tracting attachment department. 

> . « 


John A. 


W. F. Devine, Smith Premier traveling sales- 
man, recently paid a visit to the local office at 
Seattle. 

. > * 

First place on the February sales list of 
the Remington Typewriter Company's Seattle 
branch will have to be settled by the flip of a 
coin to decide between F. G. Rymond and C. E. 
Dow. 

7 7. > 
Mr. J. A. McCormack, who was for so many 


vears connected with the Remington Typewriter 
Company, has severed his connection with that 
company and accepted a position of special 
representative of the Underwood Typewriter 
Company with headquarters at the St. Louis 
office Jack has made many friends and has 
done a large business in St. Louis and will no 
doubt do well in his new position. 
Springfield, Ill, 


J. A. Mussillon & Bro., of Springfield, TIl., 
have arranged for the local dealership for the 
Royal typewriter, and state that they have 
every intention of pushing the machine vigor- 
ously in their territory. This is a well known 
firm, composed of progressive business men. 

Syracuse, N. Y. 

jusiness for the month of March never was 

as good in the typewriter line, with prospects 


very bright for the month of April. The express 
companies have reaped a harvest the past 
month On account of delay in filling orders 
more machines are sent by express At the 
Monarch works during the past two weeks in 
March more than 400 machines were sent by 
express, 
* . 


March 3d 


High water in Onondaga creek on 
caused the closing down of the plant of the 
Premier Company for four days. The 


Smith 
company’s factory in Gifford street is only a few 
feet from the banks of the creek; the heavy 
rains and snow melting from the hills was the 
cause of the flood which caused the water to 
flow into the polishing department and boiler 
room putting out the fires. The greatest dam- 
age was done to the sewerage system. 





The Y. M. C. A. basketball league for factory 
men closed early in March with Smith Bros 
and the Monarchs tied for second plac« The 
Smith Bros. were last on account of many 
games forfeited, it being said that part of the 
team had to work nights, causing the team to 
disband 

7. 7 * 

That friendship, good will and brotherly love 
exist in the Monarch works was shown in their 
recent bowling tournament held in the new 
bowling alleys of the Syracuse Amusement 
Parlors, on March 28th and 29th. Superintend- 


ent Geo. Brand and Assistant Superintendent W 


Underdonk were with the boys to a finish, and 
all voted the best time ever Twenty-eight 
2-men teams participated; a good bowler had 


for a partner a poor bowler, which accounts for 


the low score of three games; some never had 
a ball in their hands, some were not particular 
how they threw it or how they fell on the alley 
a good time was what thev were after and they 
had it. Fourteen prizes were offered Space 
will not permit the names of all; the first five 
were: 
Score 
Leifield—Benz ...... ‘ ; 991 
Onderdonk—Knutty ........ . 959 
Brand—Elmherst ..... ; tow 
Campion—Wood ....... -a .. 903 
La Flam—Ansell ................ 900 


The rooters were disappointed in the bowling 


of Shumway and Hughes, they being in the 
200 class. 
* * « 
L. S. Wilson, head of the supply department 


of the Smith Premier Typewriter Company, was 


in New York recently. 
* * 


Victor Vernon has assumed the management 
of the Syracuse sales office of the Elliott-Fisher 
Company of Harrisburg, Pa. 

Tacoma, Wash. 

Darrow & Baker, Smith Premier salesmen, are 
landing some fine orders these days. They work 
in Tacoma territory. 

Toronto, Can. 

C. E. Davis, who has been here for the past 
two months demonstrating for the Elliott-Fisher 
local sales office in this city, has returned to 
Harrisburg. 

Vicksburg, Miss. 

Mrs. Naomi Spiegel has been appointed Vicks- 
burg representative for the Monarch Typewriter 
Company, to succeed Wm. E, Sly. 

Washington, D. C. 


At the Eastern Commercial Teachers’ Con- 
vention held at Washington the week of March 
20th, the Monarch Typewriter Company was 
among the exhibitors. Mr. Johnson, the man- 
ager, is to be complimented on the attractive- 
ness and prominent location of the Monarch 

Messrs. S. Hall, L. Y. Hagan and 


booth 
L. H. Colsten, who is an expert typewriter from 
Friday 


the home office, were in attendance 
evening, March 25th, a representative of the 
Monarch’s Washington office and L. H. Colsten 
of New York, who is an expert, gave a suc- 
cessful demonstration of touch typewriting be- 
fore the educational department of the 
za. me GA 

. + > 

A batch of Hammond typewriters lately sold 

by Washington branch office of the Hammond 
Company to the Catholic University of America 
at Washington, D. C., proves the popularity of 
this machine with the various institutions of 
learning 

> > . 


ting 
s 


J. Alton Smith, of the repair and adju 
department of the Hammond Typewriter Co 
Washington office, has just returned from a 
visit to the Hammond factory where he went 
in quest of more knowledge. 

7 . > 

W. Belknap Corby is a new salesman for the 
Washington branch of the Hammond Typewriter 
Company and seems to have the knack for 


“catching on.” 
* * * 


the Remington 


The Washington branch of 
Typewriter Company has been fortunate in se- 
curing Wm. E. Todd as city salesman He has 
been identified with the profession for a number 
of years in this city and has cultivated a large 
circle of friends. 

Winnipeg, Manitoba. 

J. D. Knowles, who for many years was con- 
nected with the Remington Typewriter Com- 
pany’s English organization and who has been 


in the typewriter business in Winnipeg for the 
past five years, has returned to the 
ranks. Mr. Knowles has taken an 
position at the Winnipeg office. 
. . . 
The sales staff of the Remington Typewriter 


Remington 
important 


Company in Winnipeg was augmented last 
month by the promotion of H. L. Nixon, for- 
merly cashier, to the selling ranks. Mr. 
Nixon’s knowledge of the business and Rem- 


ington experience will stand him in good stead 

in his new field, and he is sure to make good 

splendidly in this other branch of the business. 
Worcester, Mass. 

A. 8S. Ritchie, formerly of the Boston sales 
force of the Royal Typewriter Company, has 
been made manager of the Royal branch at 
Worcester, Mass., his family home. 








Underwood Prosperity 


During March the New York papers con- 
tained advertisements of the issue of $4,500,- 
QOQ seven per cent 
stock of the Underwood Typewriter Com 
pany, part of a total issue of $5,000,000. In 
this advertisement was published the initial 
balance sheet of the Underwood Typewriter 
Company, showing assets of $14,341.194.04 


The stock was over-subscribed, and this re- 


cumulative preferred 


organization of the company under the laws 
furnish abun 
to the fac- 


of the state of Delaware will 
dant capital for huge 
tory at Hartford. 

In a letter to the Underwood organization 
recently published, John T. Underwood, the 
president, stated that four years ago, when 
they had completed the last extensive en- 
largement of their manufacturing facilities, 
they believed that no considerable expan- 
sion would be required for at least another 
During the past year, however, the 


additions 


decade. 
magnificent plant, having a floor space of 
eight acres, had been taxed to its utmost, 
and for some time past has been unable to 
the imperative demands made upon 
The board of direct 


meet 
it by the sales force. 
ors and officers of the company determined 


whl 
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Large Increase of Capital and Huge Addi- 
tions to Plant. 


to handle the situation in a broad and busi 
ness like manner, with the result of the new 
organization, which enables the company to 
make the largest development ev: con 


ceived in the typewriter industry 


On March 22 work was begun on a very 
materia] addition to the Underwood Type 


writer Company’s factory at Hartford. The 


proposed extensions to the plant consist, 


first, of extending southward from the 
original Board of Trade Building on Wood- 
bine street for a distance of 444 feet, the 
width of the building being fifty feet rhis 
building will have five floors and a partial 
basement. Extending rearward from this 


building will be a single story and basement 
structure, its dimensions being 179 feet by 
100 feet. 

The original Board of Trade building, at 
the corner of Capitol avenue and Woodbine 
street, on the north of the long extension, 
raised one Its dimensions 


is to be story 


The above outlined 


163.000 


are 355 feet by 45 feet. 


extensions equal a total of feet, 


IMPERIAL POPULAR ‘SECTIONS 


Ove sla Be 


BIGGEST VALUE 
IMMEDIATE DELIVERY 
All we ask is to have you see 

the cabinets. 
We have some of the very 


best Dealers Making Money 
and Satisfactory Customers. 


Lame 
MAIN 


serial MethodsCo 
re i 


Kindly soquest our catalog & trade prices 


which, coupled with the present floor space 
of the plant of 347,500 feet, makes a total 
f 510,500 feet of floor surface. In order 
to more fully comprehend the total floor 
areas of the entire plant, when additions are 
completed it can be said that the total floor 
space will equal a continuous floor of 10,210 
feet (closely approaching two miles) by 50 
feet, the width of each building. 

The 1910 extensions will affect the pro- 
ducing capacity of the plant by about 50 per 
cent. The present number of people em- 
ployed is something about 2,100. The prob- 
able number to be employed after the new 
buildings are fully equipped will be 3,000. 

The Underwood Typewriter Company has 
recently acquired all of the remaining prop- 
erty on the east side of Woodbine street. 
The total frontage, including the present 
plant site, equals about 1,085 feet by vary- 
ing widths of from 180 to 350 feet, the east 
side of the plot bordering the Park river. 

The buildings throughout are of high- 
grade mill construction, particular attention 
being given to light, and the new structures 
have skylights, as well as all buildings re- 


cently constructed. 
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J Ribbons 
7 ad Carbons 


are enough different from the usual run of 
similar lines to mean more profit in your sup- 
plies department. They carry a uniform qual- 
ity standard that insures the satisfaction of 
the user—an essential factor in the building up 
of your business. They are made 


FOR THE TRADE 
ONLY 





¥ 
> 


We do not enter into competition with the dealer . 
by selling the consumer. 4 
We know trade conditions and trade require- Kd 
ments and make our goods accordingly. Our eal 
prices and quality get the business. Your co- aos 


operation means more for you. 


Republic Carbon & 
Ribbon Mfg. Co. 


OFFICE & SALESROOM: 
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46 West Broadway, New York e 
FACTORY: ; is 

180-182 Center St. a se 
New York f- m eB 











VOLGER’S 


“NEW DEPARTURE” 
QUICK DRYING INK PAD 








VOLGERS 
i New DEPARTORE 
f QUICK DRYING INK 
/ STAMP PAD 
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WiLL NOT SMUT 
Made by the Manufacturer of the well 
known “Excelsior Pads” 
Warranted not to injure Stamps. 
Impressions Dry Instantly the very moment the 


stamp is lifted and penetrate the paper or 
material stamped. 


NO OFFSETTING 
RETAIL PRICES OF PADS: 


ts Cis 044 x4 6 Wau oo bn atenedsnds 0s $0.25 
> ste. < sdedditabeastnw eed es 35 
i ch bb st a vende suse eebaes onan 0 
Es sa nn ace ne COGaeEe Ceees 1.00 
Pe EN Bova takt sheWeesshankedsceds 1.00 


Trade price list sent on request. 


B.G. VOLGER MFG. CO. 


PASSAIC, N. J. 
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| Wales Visible Adding Machine Company, is 


(By Special Correspondence.) 


Milwaukee, Wis. 


The Burroughs adding machine played an 


important part in the recent primary election 
held at Milwaukee. All the newspapers es- 
pecially made good use of the machine in 
their tasks of making up tables showing the 
Much 
time and labor were saved by the use of the 
Totals were quickly and definite- 


vote cast for the various candidates. 


machines. 
ly arrived at, and the complete tables, which 
were offered the following day, could not 
have been made up without the aid of the 
adding machine. 

* * * 

“We will have no trouble in meeting our 
quota for the montlr of March,” said E. D 
sales manager of the Milwaukee 
the Burroughs Adding Machine 
“despite the fact that we under- 
the far 


Business has been so good of 


Haven, 

office of 
Company, 
that 
from small. 
late that we are having trouble at the end 
of the month in getting our reports all in. 
Business is good all over the state and we 
look for this to keep up throughout the 


stand quota for the month is 


year.” 2 
* * * 

E. D. Haven, sales manager of the Mil- 
waukee office of the Burroughs, is back from 
a short western business trip. 

* * * 

A. C. Bader, formerly of Detroit, Mich., 
has joined the sales force at the Milwaukee 
office. 

* * * 

F. A. Willard, manager of the railroad de- 
partment of the Burroughs Adding Machine 
Company, paid a recent visit to the Milwau- 
kee office of the Burroughs. 

* * * 

Sales Manager Haven of the Burroughs 
Adding Machine Company branch in Mil- 
waukee, has placed B. C. Hoppe on his 


selling force. 
* = . 


Miss Catherine Scheuremann has been 
appointed office manager of the Milwau- 
kee office of the Burroughs Adding Ma- 
chine Company. 


New York, N. Y. 


H. B. Wyeth, president of the Compto 
graph Adding Machine Company, sailed 
from Cherbourg on February 22 on the 


Kaiser Wilhelm der Grosse. On reaching 
New York he was met by his brother, J. H. 
Wyeth, managér of the New York office of 
the Comptograph company. H. B. Wyeth is 
returning from a business trip to Europe 
He reports everything in fine condition on 
the continent, especially in Germany. 
e . 6 = 


W. H. McFarland, local manager of the 


pushing things pretty actively in this city 
His only trouble is to get enough machines 
to fill the demand. 
se 
H. C. Peters, New York manager of the 


Surroughs Adding Machine Company, de- 


the ninth convention 


livered an address at 

of the salesmen and managers of S. F. Bow- 
ser & Co., Inc., of Fort Wayne, Ind., on 
January 22 last. It was entitled “Only Re- 
sults Count.” The talk was much appre- 
ciated and there was such a demand for 
copies that Mr. Peters has had the address 


printed. He will be happy to send a copy to 


any one interested. 


x * x 

The suit brought by Mr. Boyer, president 
of the Burroughs Adding Machine Com- 
pany, against Mr. Nesbit, president of the 
Wales Adding Machine Company, in which 
it was attempted to break the pool agree 
ment with the Wilkesbarre stockholders, 
was recently decided. The lower court 
stated that the agreement was lega The 
matter was taken to a higher court. The 
supreme court of Pennsylvania has recently 


affirmed the decision of the lower court and 


the Adder Machine Company is now pre- 
pared to go ahead. 
* + * 

B. J. Helion, formerly with the Burroughs 
Adding Machine Company in Hartford, 
Conn., and more recently wtih the New 
York office under Mr. Peters, with whom 


for the past three years he has been asso 
ciated, has joined the staff of the Wales 


Adding Machine Company in New York. 


He will act as special representative in the 
New York field. 
“a 
A sales agents’ convention of the Wales 
Adding Machine Company was held in 
Wilkesbarre on the 10th, 11th and 12th of 


March. There was a good attendance and 
the conference was a rousing and enthusias- 
tic one. They talked over the results of the 
recent litigation decided in favor of the 
Wales company, the new plans for an ac- 
tive campaign were outlined, a much larger 
output of 
thing done to enthuse every one in attend- 


machines promised, and every 


ance, 
x * * 


N. G. Sexton, formerly salesman with the 
Burroughs Adding Machine Company in 
New York, has joined the staff of the Pitts- 
burg office, where he will fill a similar posi- 


tion. 
* o * 


D. J. Kilborne, formerly of the Provi- 
dence office of the Burroughs Adding Ma- 
chine Company, has joined the New York 
staff of the same company in the place of 
Mr. Sexton, who has gone to Pittsburg 

od * * 

H. C. Peters, the energetic manager of the 
Burroughs Adding Machine Company in 
New York, has offered his salesmen in New 
York a prize of $1,000 if they sell 1,000 ma- 


chines during 1910, aggregating 13,000 
points. From the appearance of things in 
the New York office it looks as if Mr. Peters 
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THE MOST RELIABLE SELLERS 


DORNETTE 2.2.2 


Sliding, Door Sectional Bookcases 
J.Dornette 


The 
and Bro. 
Oompany 


1250-1264 
Harrison Avenue 


CINCINNATI 
OHIO 
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LIBRARY SECTIONAL 




















Are made with an eye 
single to utility and 
comfort. 





Stationers and other office equipment dealers who handle Marble Chairs 
have the pleasure of knowing that satisfaction is guaranteed. 


New 1910 Catalog will be Mailed on request 


The B. L. Marble Chair Co. Us.0" 
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The More You 


Consider 


the office chair question and the 
longer you take to decide what 
manufacturers’ line will give your 
customers most satisfaction the more 
likely are you to select the 


"Quality' Chairs 


Without question, the reputation 
these chairs have earned is well 
deserved. They are built on honor, 
from the finest selected woods that 
grow; built by men who have been 
making spring back chairs of first 
quality for years. 


Our catalog will tell you more 
about ''Quality'’ Chairs; sent 
to dealers for the asking. 





If You Can Sell Office Chairs That Meet a Demand for BEST; Write Us 
OUR TERMS ARE RIGHT AND WE TREAT OUR DEALERS RIGHT 


C. A. COOK CO., Manufacturers, 16-28 Osborne St., Cambridge, Mass. 











VALLEY CITY DESKS 





have raised the quality standard 
of the furniture world. 


Write for dealers’ proposition. 


VALLEY CITY DESK CO., o*itcnican 























ADDING MACHINE NEWS—Continued. 


would have to pay up. This is on the basis 
of the business done during the past three 
months. The $1,000 prize will be divided as 
follows: Ten per cent to the office force, 10 
per cent _to the inspection department, and 
80 per cent to the salesmen and their as- 
sistants. This is a very liberal offer on Mr 
Peters’ part and clearly shows his ent! 
asm and earnest desire to encourage his 
salesmen and staff. 


* * * 

The Burroughs Adding Machine Com 
pany is at present unable to fill its lers 
for the new Visible Pike machine. It is in 
creasing the output facilities and trusts to 


be able to catch up with the deman 
about sixty days. 
* *” * 
George A. Anderson, representing the 
Universal Adding Machine Company, has 


been doing some very good business of late. 
One ot his star sales was a large order for 
Universals for use in the various offices of 


the New York Telephone Company 
Philadelphia, Pa. 

George A. Henrich, who recently assumed 
the managership of the Philadelphia branch 
of the Burroughs Adding Machine Com 
pany, has just completed a rearrangement 
of the office and has arranged an exposition 
of the Burroughs machines which visitors 
declare to be the most attractive and com- 
prehensive ever shown in this city, an ar- 
rangement comprising some nine rows of 
three machines each, giving the inquirer a 
view of twenty-seven of the different styles 
of machines manufactured. Here are ma 
chines ranging from six banks to fifteen, 
hand and electric, fractional and tonnage, 
automauic cross tabulating, shuttle carriage, 
split and normal; in fact everything that 
any commercial requirement desires. The 
Philadelphia office has been making a spe 
cialty of specializing and in Philadelphia, the 
country’s foremost manufacturing city, has 
of course cultivated a field already fallow 


San Francisco, Cal. 


On March 24 the inter-city adding ma 
chine contest will be held between selected 
teams from Oakland and San Francisco of 
the American Banking Institute, in Oak 
land, Cal. The contest was won last year 
by Oakland and by San Francisco the pre 


vious year, hence the coming contest will 
doubt be a spirited one. J. B. Connelly of 
the Bank of California, William Connelly of 
the same bank and W. D. Lux of the 
Crocker National Bank will represent the 
San Francisco chapter 

x * * 

F. C. Metcalf, coast sales manager of the 
Comptograph company, is now demonstrat 
ing the new machines which have lately ar 
rived from the east. The office, which was 
located at 551 Phelan building, has moved 
into more spacious quarters across the hall 
into 550 Phelan building. 

* * * 

F. F. Wright & Co., coast agents for Felt 

& Farragut, engaged double space in the 





ADDING MACHINE NEWS—Continued. 
office appliance show recently heid in San 
Francisco, at which the company as one .of 
the attractions offered a speed contest. G 
Louden Darley. an old salesman for the 
Comptometer people, has been transferred 


to the sales department of the local office 


W. W. Erskine is now California sales 
manager for the Dalton Adding Machine 
at 209 Pa 


Company ind has opene d othces 
cific building in San Francisco 
* * 
The Pacific coast branch of the Burroughs 


Adding Machine Company has delivered to 
a San Francisco customer a_ fifteen-bank 
split machine that carries six totals. This 
machine is bound to be a factor in local 
commercial circles and many immediate 
sales to department stores are expected. 
The company has also delivered three fif- 
teen-bank electric transit machines and four 
No. 9 duplex machines to the First National 
Bank of San Francisco; four fifteen-bank 
electric duplex machines to the M. Fried- 
man Company, M. J. Brandenstein, Hale’s 
department store and the Southern Pacific 
Railroad Company. Manager Cooley re- 


ports business exceptionally good and says 
that the outlook for a good business for the 
entire year is better yet. Sales Manager 
Havens of the Milwaukee agency has been 
visiting the coast and says, “San Francisco 
deserves the best for its splendid exhibition 
of what the people can do 


St. Louis, Mo. 


D. G. Silver, of the Standard Adding Ma 
chine Company, reports a 100 per cent 
gain for January and February over the 
same months of 1909, and had a number of 
outstanding prospects that were not in- 
cluded in the showing. He is very enthusi- 
astic over the prospects of the new 81l-key 
machines, and has a number of orders for 
them which cannot be filled on account of 
lack of finished machines 


* * * 


Mr. W. L. Hoagland, Jr., acting manager 
of the Universal Adding Machine Company, 
will become a benedict on April 23rd. On 
this skidoo night he will take the solemn 
vow of matrimony and after the ceremonies 
will immediately depart for a bridal tour. 
He expects to be absent from the city for 
about three weeks. A friend inquired of 
Mr. Hoagland last week if he was happy 
and he stated he was both busy and happy 
just then. 

* * * 


Sales Manager Mason of the Burroughs 
Adding Machine Company of this city has 
appointed R. A. Knapp to a position on 
his selling force. 

Omaha, Neb. 
Thos. Hearn is now a salesman under 


Sales Manager Spalding of the Burroughs 
Adding Machine Company office in Onaaha. 
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No. 46, 42x84 inches, 
Quartered Oak, 
$22.00. 


Show them the Dull Rubbed Finish 


on St. Johns ‘“‘Workative’’ Tables. It is standard in color, dur- 
able, just right for the office as faras service goes—and rich! It 
brings out all the beauty of quartered oak or mahogany, and it 
wears and wears. St. Johns Finishes, both Dull and Polished, 
are better than on any other medium priced line—one more 
point where specialization and the largest output in the 
world make superiority natural and possible at fair prices. 
@ Let us send you packet of new style sheets and 
tell you about the space saving display stubs that make 
this a good line for all office appliance dealers. 


St. Johns Table Company 
Cadillac, Mich. 











CLIPLESS 
PAPER FASTENER 


. Guaranteed for Five Years. 





Filing 


Capacity Time 
Increased Space 
25 per cent. Money | 





Length 6} inches 


THE CLIPLESS PAPER FASTENER 
Does It All 


Securely fastens papers together without the use of foreign material—the paper 
itself forms the fastening, in one operation, thus eliminating the use of clips, pins or 
fasteners of any kind and their attendant expense. 

The “CLIPLESS” has only been on the market for about six months, yet it is 
established as an indispensable office appliance, the universal verdict of the office man 


being that it fills a “‘long-felt want.’’ 
We are the inventors, manufacturers and sole distributors of the ‘‘ CLIPLESS.” 


You deal with us direct. Write for trade discount. 


THE CLIPLESS PAPER FASTENER COMPANY 
NEWTON, IOWA 
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Maximum Value 


for you and for your customers in every one 
of Stow & Davis Office and Directors’ Tables. 
They are built on clean, business-like lines 
that appeal to business men everywhere. With 


; Stow & Davis Office Tables 


you can outfit banks, directors’ rooms, and 
all grades of offices—our line ranges from the 
finest hand-carved mahogany to the simple, 
substantial work-patterns of the average office. 
Strong, conservative designs, the largest line 
of patterns made in the country, and all-round 
Grand Rapids Quality have put our tables in 
the lead. Put a few samples on your floor— 
our free catalog, sent on request, and our 
quick delivery service will sell many others. 
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Our distinctive designs have brought 
sales-success to many dealers. Be 
the one in your town to make the sales. 


Stow & Davis Furniture Co. 
Dept. 0. GRAND RAPIDS, MICH. 


























The superior quality of workmanship and 
materials and the beauty of design and 
finish of these chairs can be only gene 
conveyed by a half-tone illustration, suc 
as is shown herewith. 


But you can see the distinctive ear-marks 
of QUALITY nevertheless, and then when 
you have seen one of the originals you 
will marvel at the elegance of the product. 


DEALERS: 


Let us ship you one of our justly famous Directors’ 
Chairs for examination. The leaioe or business 
man whose business you are most anxious to 
secure, will have his heart set on that one chair 


as soon as he sees it displayed. 


It pays to handle the BEST—That's why it will 
pay you to handle “Marble & Shattuck’s Chairs.” 


CHICAGO OFFICE NEW YORK OFFICE 
1126 ST JAMES BLDG. 
243 WABASH AVENUE BROADWAY & 262 ST 
Sia D /lass AB Hunn 














CALIFORNIA HOSPITALITY AND 
WADDELL. 

W. C. Waddell, First Lieutenant, foreign 
department, Royal Typewriter Company, 
stopped off at Los Angeles, while in route 
from Canada, to Central and South Amer- 


ica, via New Orleans, long enough to take 
in a few of the sights, and was ably assist- 
ed by D. J. Lynch of San Francisco, and 


James D. Hoey, of Los Angeles. 

A banquet was held in honor of Mr. Wad- 
dell at the Alexandria Hotel. Among those 
present were: D. J. Lynch, W. C. Joy, 
Frank S. Baker, C. F. Boswell, James D. 
Hoey, etc. Mr. Waddell maintained his 
reputation as toast-master and after dinner 
speaker, telling many witty stories and in- 
teresting experiences. After the banquet, 
Mr. Hoey took Mr. Waddell for a ride in 
his Farman aeroplane, visiting many points 
of interest about the city, and along the 
Beaches. Upon their return to town, some- 
what exhausted, refreshments were in order, 
and were ordered. Later as Mr. Waddell 
| was taking the Overland Limited, for New 
Orleans, he was voted a Royal good fellow, 
by all present, including the ladies 





| STUDY THE WAHL ADDER. 

R. W. Webb of the Scranton, Pa., agency 
of the Remington Typewriter Company, 
and J. D. Knowles of the Remington force 
of Winnipeg, Canada, were among the 
typewriter men who visited Chicago in 
March. They were in Chicago for three 
weeks, studying the mechanism of the Wahl 
adding attachment at the Wahl factory, 232 
East Ohio street. They attended a fore- 
men’s conference at the Remington factory 
at Ilion, N. Y., before coming to Chicago. 





NEW FIRM IN KANSAS CITY, MO. 

H. C. Parker, for four years at the head 
of the repair department of the Schooley 
Stationery Company, and R. T. Powley, 
who has been with the Underwood Type- 
writer Company for a number of years, 
have formed a partnership and have opened 
offices in the New Ridge Building, Kansas 
City, where they will handle fine lines of re- 
built typewriters, a line of second-hand ma- 
chines and a good line of machines for rent- 
al purposes. 

Both gentlemen are experts in office ap- 
pliances and will be a factor in the Kansas 
City situation. In addition to typewriters 
they will handle a first class line of supplies. 


COMPANY CHANGES NAME. 


The company recently organized at Free- 
port, Ill., for the manufacture of a duplicat- 
ing machine under the name of the Multi- 
Copy Writer, has changed its name from 
the Multi-Copy Writer Company to the 
Acme Copy-Writer Company, and the name 
of its machine to the Acme Copy-Writer. 








The machine now known as the Acme 
Copy-Writer was fully described in our 
March issue. The change of name was 


made in deference to the wishes of the Mul- 
ti-Copy Typewriter Company of Washing- 
; ton, D. C. 
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Why Bump’s Paper Fastener Is The Best 


BUMP is the INVENTOR AND PATENTEE in the United States, Canada 
and the foreign countries, of every Paper Fastener that fastens the paper with 
itself. 

BUMP is personally connected with Bump’s Perfected Paper Fastener 
Company of LaCrosse, Wisconsin. 

G. ictal BUMF personally inspects every fastener that this company manufactures 
before sent out to the trade. 
BUMP’S handles have double the strength of others. 
BUMP’S needles are hand sharpened. 
BUMP’S needle and punch are supported by a strong wedge instead of a 
weak pin to give trouble. 


BUMP discarded the troublesome rivet at the end of the handle. 
BUMP widened the lips to receive the paper readily. 
BUMP'’S is elegantly finished. 


Now Read About THE GREAT and WONDERFULLY 
IMPORTANT IMPROVEMENT 










The Stripper and Shear Plate ‘‘Eye’’ On 
SONS SE Cee Sens wees ne eee SIX MONTHS test of every other device conceivable, FULLY 


FArpstto «~ « } DEMONSTRATED that the NEW NEEDLE EYE in the stripper and 
—--——/ shear plate, now found on BUMP’S only, makes this the only fastener 
. capable of making a tie solid and equally tight up to the capacity of the 
machine. 
It makes BUMP’S the only fastener with a STRIPPER AND SHEAR PLATE, that tucks the paper through the cut 
made by the needle, without tearing the paper and making a rough fastening when several sheets are fastened. 
THE GREAT POINTI-—-BUMP’S is the only fastener that makes a smooth and compact fastening. 


SPECIAL TERMS TO DEALERS. WRITE FOR PARTICULARS. 


CONTINENTAL ART COMPANY 


Sole Distributers for the United States and Canada 
CONTINENTAL BLDG., 1101 WEST MONROE STREET, CHICAGO, ILL 
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DESKS 


@ For many years these desks have stood for the highest @ When the dealer puts in the ‘*Grand Rapids’”’ line, he 
shares our reputation and our capital, for he knows thata 
complete stock is always at his command at short notice. 





examples of the cabinet makers’ art. They are the stand- 


ard from which all others are measured. 


7 GRAND RAPIDS DESK CO. oy 


MUSKEGON, MICHIGAN, U. S. A. 












































The Story of the C. S. & R. B. Company 


HE BRIGHT lexicon of the man 
who has been trained in the proper 
such word as 


school contains no 


“fail.” In a series of articles published re 
cently by a popular weekly periodical, the 
life of the circus was faithfully and enter 
tainingly pictured 

Prominent 
have made the American circus successful, 
we learned that the true circus man recog 
Apropos, 


among the principles which 


impossible. 
which ran 


nizes nothing as 


the narrator told a story some 
thing like this 

A curious countryman, seeing the cir 
cus appear year after year upon the sched 
uled date, noting that the parade always 
started at the hour announced, and marvel 
ing at the precision with which all oper 
ations of the show were carried on, asked 
the manager one day, “What would you do 
if, just before the parade started, one of 
your wagons should get stuck in the mud 
clear over the hubs?” 
“Why, we'd pull it out.” 
“But suppose you couldn’t pull it out?” 
“Well, we'd hitch on Bill and Jack—they 


could pull it.” 


“But suppose Bill and Jack couldn't 
budge it?” 

“Then we'd put Molly and Nan on in 
front of the others.” 

“But suppose the two wheel horses, and 


Bill and Jack and Molly and Nan couldn't 
get it out?” 

“Well, we'd be getting interested then, | 
guess. We'd hitch on Brownie and Spot 
and the mules, and yank a chunk right out 
of the landscape.” 

“But suppose they couldn’t move it; sup 
it was impossible to get the wagon 


pose 
out?’ 

“In that case we’d put Old Babe, the ele 
phant on behind, and if she got hold of the 
axle, better believe something would 
come loose.” 

It takes something more than a skillful 
ageregation of acrobats, graceful bareback 
menagerie to 
takes grit and 


you 


riders and a_ well-selected 
make a successful show—it 
resource. The 
always has something up his sleeve. He 
drives ahead through storm and sunshine, 
hail. Nothing stops 


successful circus manager 


rain, snow, sleet and 





Steps in the Growth of a Big Concern. 


railroad wreck, and that causes 


He makes his dates and covers 


him but a 
only delay 
his route. He has coppered every contin 
When the tent is raised, the rings 


the right 


gency. 
are built, every peg is driven in 
place, and every rope and pulley falls, as if 
by magic, into the proper position 

From life with a successful circus to the 
management of a loose-leaf manufacturing 
far cry and a long jump, but 
Wilson, of the Chicago Shipping 


concern 1s 


Ralph B 


RALPH B. WILSON, PRESIDENT CHICAGO 
SHIPPING & RECEIPT BOOK COMPANY. 
and Receipt Book Company, cleared the 
distance in one bound, and today is known 
wherever loose leaf products are sold as 
one of the foremost men in the business 
The contrast between shadows and high 


lights brings out any picture; comparison 


of what is with what was gives best perspec- 


tive and the truest appreciation of growth. 


A little over ten years ago, Ralph Wilson 
was regarded by his associates as a young 
man who had a good future as a showman. 

He was about twenty-seven or twenty- 
eight years old, and had been in the circus 
He had 


business some dozen years or so. 


splendid health and a level head, and he 
had absorbed the do-or-die spirit which has 
been the life principle of all successful 
No one understood better than 


fore 


showmen 
he the 
thought—of 
but he realized equally well that a man must 


value of systematic work—of 


provision for contingencies; 
drive ahead at all times. 

When Wilson took hold of the C. S 
B. Company about ten years ago, it 


& R 
was 
a very small concern; it had a little place on 
Clark Street and 
inum holders, the first of the kind on the 
market. Members of the Wilson family 
had backed the Company to the extent of 
a few thousand dollars, but they found that 


was manufacturing alum 


it was making no progress, and saw scant 
back 
getting new blood into the con 


prospect of getting their investment 
except by 
inspir 
as mak 


why 


day somebody had an 
He w 


business 


cern One 
ation and thought of Ralph. 
ing good in the’ show 
couldn't he handle the loose-leaf book prop- 
osition? The fact that he didn’t 
loose leaf binder from a Watteau landscape 


didn't 


know a 


seem to make much difference, be 


to know about 
loose leaf weren’t making any headway in 


So they “pu it 


cause those who claimed 
the direction of dividends 
up to” Ralph. 

Now 


when it 


one of Ralph’s characteristics is that 


comes to doing a good turn for 
7 


someone else, it isn’t in his constitution to 
nice little investment 


refuse Here was a 

going to the “bow-wows” perhaps, and he 
was asked to save it for his own family 
He didn’t say much—never does—but just 


laughed a little and got busy 


Very 
Shipping and Receipt Book Company began 


soon the affairs of the Chicago 


to look up. In a little while it was neces 


sary to move to larger quarters. Again 


more room needed, and the company 
took premises on the North Side. The next 
move was to a roomy factory building at 


was 


West Kinzie and Armour Streets, and fin- 
ally, to the new building which is illustrated 
in the present article. 

The spirit of the company’s president, 
Ralph Wilson, is shown by the uniform 
progress of the company since he took 
charge. Harking back in his mind to the 














spirit of the circus, he provided for contin 
gencies and went ahead. Nothing was im 
possible. When a thing was ordered done 
it was done. There has never been a set- 
back. An interesting side-light on this 
spirit of enterprise is the fact that the 
company once had leases on three buildings 
at the same time; two had been outgrown 
and sub-let—no making things do, but get 
out when necessary to provide for growth, 
and take the chance of sub-letting to advan 
tage. 

Realizing that enthusiasm, intelligently 
directed, is the best assurance of success, 
Mr. Wilson has succeeded in imbuing the 
department heads in his business with the 
same spirit, and it extends farther than 
that—it pervades the entire factory. There 
seems to be a personal pride on the part of 
the workmen in the grade of work they 
turn out, and there are those in the employ 
of the concern today who have been with it 
as long as the President, and who have, 
with him, watched with pardonable satisfac 
tion the onward movement of the com 
pany in making good 
all that is implied 
in its trade mark 
“Quality and Dura- 
bility.” 

The Personnel and 
the Factory. 

Now Ralph Wil- 
son, as befits the 
President of a cor- 
poration of the mag- 
nitude now attained 
by the C. S. & R. B. 
Company, has a pri- 
vate office, and the 
illustration we pre- 
sent gives some 
idea of the attrac- 
tive sort of place it 
is. But do you think 
Wilson makes a 
practice of maintaining a dignified solitude 
there? Not so it can be observed! He still 
gets out into the vigorous, bustling life of 
the factory, and every department is as 
thoroughly known to him as to the depart 
ment foreman; but you can’t talk business 
amid the whir of machinery in a shop, or 
the no less aggravating clatter of typewrit 
ing machines in an office, and we know that 
in the semi-solitude of Mr. Wilson's pri- 
vate office, some of the most extensive 
transactions in the history of loose leaf have 
been consummated. 

Passing from this room, one would enter 
the home of the C. S. & R. B. Accounting, 
Credit and Purchasing Departments; these 
departments are all under the general super 
vision of P. P. Plutz, Credit Manager, but 
each has been, to a certain extent, segre 
gated, and W. K. McClure, Purchasing 
Agent, has direct charge of the supply work 
for the concern; in recent years this supply 
proposition has developed till it is no small 
task, as much of the raw stock has to be se 
cured on mill orders, and these must be 
placed far enough in advance to insure d 


livery at the time. the material is needed 
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\t the time the company moved to its new 
building, it was carrying on its floors a sup 
ply stock 
and steel, as a provision that the “wheels ot 


f over ninety tons of raw iron 


progress” should not be clogged by short 
age of material 

Just north of the credit department, - we 
find the General Sales Department, where 
all correspondence pertaining to sales is 
handled under the direction of Ralph L 
Winans, General Sales Manager. Mr. Win 
ans has been in the employ of the concern 
for about six years, and although for a 
time it was possible for one person to take 
care of the general correspondence, the 
rapid growth of the business has precluded 
the possibility of this being done any longer 
Mr. Winans also handles the advertising, 
including the editing of the Company’s lit- 
tle house Organ, “Shop Talk.” So Clar- 
ence H. Smith, Correspondent, has been 
affiliated with the department since the first 
of the current year. Because of its policy 
of protection to the trade, and its refusal to 
sell the consumer outside the city of Chi 
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cago, the number of traveling salesmen the 
concern maintains has always been compar 
atively small. The business has developed 
very largely into a mail order proposition, 
and the travelers who visit the trade do not 
average more than some two or three trips 
each year over the same territory. In this 
connection we wish, in passing, to pay trib- 
ute to the personnel of this same band of 
travelers. I. P. Denison, “Dean” of the 
bunch, is a gentleman who is probably more 
widely known in all parts of the United 
States and Canada than any other commer 
cial traveler who ever undertook to tell why 
books should be in loose leaf form. Be 
sides a thorough knowledge of loose leaf, 
Mr. Denison is fully posted in the commer- 
cial stationery line. It’s “Denny” for his 
whenever he makes any of the towns on his 
regular schedule. His headquarters are 
New York City, but he finds time to drift 
into Chicago two or three times a year, to 
keep fully in touch with factory conditions 

Robert J. Doyle, who ranges from Chi 
cago westward as far as El Paso, Texas, 
and northwest to Vancouver, is a man who 
gained his knowledge of the C. S. & R. B. 
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line through ten years’ connection with it— 
boy and man. In fact, he was one of the 
indispensables to Wilson in the circus 
days, and he is just the same sort of “De- 
pendable Bob” to Wilson today, as he was 
then. 

Watson Y. Arrington, who visits the 
southern trade, became affiliated with the 
house Jan. Ist, but C. S. & R. B. goods 
were not unknown to him because, while 
working in the interests of a competing 
manufacturer he concluded since C. S. & R. 
B. goods were so hard to displace, they 
should be pretty good goods to sell. Fa- 
miliarly known as “Doctor Watson,” Ar- 
rington’s carefully nourished Vandyke does 
not prevent his making a host of friends 
wherever he goes, nor does it stand in the 
way of his selling goods. 

The city business is taken care of princi- 
pally by Messrs. Fred H. Harris and 
George H. Langguth. Mr. Harris before 
coming to the C. S. & R. B. Company was 
fully posted regarding the merits of the 
various lines of loose leaf devices, having 
had extensive ex- 
perience in_ selling 
these goods in other 
locations. Mr. Lang- 
guth took up this 
line of activity as a 
new departure, but 
with such indomita- 
ble energy and such 
degree of faith in 
the line as to insure 
immediate returns 
and to create a 
series of friendships 
that are one of the 
most valuable assets 
any salésman can 
have. 

When one consid- 
ers the vast number 
of special sizes and 
styles in which loose leaf devices are made 
he will readily understand why extreme 
care is necessary in the preparation of 
factory instructions under which such de- 
vices are made. W. W. Fisher, Superin- 
tendent of the Order Department, a view 
of which is shown, has for some years 
made it his especial business to know just 
the relation between the customer’s original 
order and the measurement of boards, met- 
als, and the hundred and one details that 
concern the factory only. With Mr. Fisher 
it is not a question of surmise or conjec- 
ture, or of “thinking the device should be 
thus and so”—it is the positive “I know” 
spirit which comes from a thorough study 
of details. The customer sometimes cannot 
understand why a stock binder with posts 
414 inches from center to center will not do 
for his sheet which is punched just 1-16 
inch over or under that distance. Yet it is 
up to Mr. Fisher and the corps of helpers 
he is constantly training to know just how 
much variation may be allowed for inaccur- 
acies in punching. It’s a matter of detail, 
but it’s detail that tends to make a man sure 
of things, and, withal, a valuable training. 


ITS FIRST HOME. 
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The office occupies a space twenty feet est pattern, and are under the supervision 


wide along the entire western side of the of John Daly, a master ruler who knows 


building, being located on the third floor when a piece of work is done right. 
Yet the top portion of the dividing partition In the past, the C. S. & R. B. Company 
is of clear glass, and the bottom part semi devoted little attention to the manufacture 


opaque, resulting in an ample sup- 
ply of daylight to the bindery 
which, by the way, is the largest 
union book-bindery in the loose 
leaf business. Wm. Huber, Super- 
intendent, of this department, has 
always insisted on two things—that 
the purchasing department get him 
the very best leather, corduroy and 
canvas to be had, and that the man- 
agement supply him with high- 
grade forwarders only. The result 
is a class of work which appeals so 
favorably to the large jobbing and 
manufacturing stationers who sell 
these goods, that they have, on 
various occasions, sent their bind- 
ery foremen to spend weeks in the 
C. S. & R. B. plant as workmen, 
thus posting themselves on this 





class of the work. The company 
sells metal parts to many of these 
factories, who have binders of their 
own. The metal parts to be bound 
are delivered to this department by 
dummy elevators operated from 
the first and second floor shops, 
and, after passing through this de- 
partment, are sent to the Finishing 
Department, located on the same 
floor. This department is super- 
vised by Leo Krunning, one of the 
most expert workmen in this line 
we have ever known; with him, 
nothing is good enough except the 
best; he insists on the same degree 
of perfection on the part of any 
workmen who is desirous of re- 
taining a position in his depart- 


ment. of sheets, because its binder business occu 

Next to the Finishing Department may pied most of its time, and there never 
be found the Sheet and Index Depa'tments, seemed to be space adequate to the installa- 
the only factory departments in waich fe tion of such a department. In its own 
male help is used. The ruling machines building, however, conditions are different. 
used in the preparation of the sheets are Jo place this department on a par with 


Hickok Double Striker machin:s of the lat his others, Wilson decided that the ordinary 


rag pap 
ing at 

not an 
ledger I 


a paten 











simplifyi 


in the 
Die ant 


Arensen, 


17 


ers al 


used in 


product 





er which requires crimping or creas 


; 


the hinge to. make it lie flat would 


swer. Berkshire Hills loose leaf 
S a paper treated at the mill, offering 
t hinge and a flat lying sheet. This 
paper is carried in stock in popular 
loose leaf sizes, and the C. S. & R. 
B. Company acts as Western dis- 
tributor for the mills, located at 


Adams, Mass. In addition to this, 
further provision is made for a per- 
fect hinge by the installation of a 
treating machine which will supply 
the hinge on any weight or quality 
of stock. 

The Printing Department, locat- 
ed conveniently to the stock sheet 
department, is equipped to turn out 
the imprinted ledger sheets, the 
various advertising circulars the 
house issues, and other miscellane- 
ous printing in connection with the 
regular work of the plant, using 
two large size Gordons and a 
Miehle cylinder press. Understand- 


a> PURCHASING DEPARTMENTS 


ing that this is not a commercial 
printing establishment, one _ will 
readily see that this equipment is 
ample. 

Passing from the third to the 
second floor one is impressed by 
the fact that this building is abso- 
lutely fireproof, and that even 
should a fire start in any depart- 


ment, the automatic doors would 
prevent its spread beyond the one 
room 

At the foot of the main stair- 


way is the desk of Superintendent 


Tom J. Scott, a man y 





years but old in resourceful 
ind “long” on ability, 

termination. Mr. Scott has ac- 
complished much in the way of 
ing the several operations involved 
preparation of metal parts. His 
1 Tool Department in charge of O 
employs several expert die mak- 


the time, and all tools, jigs or dies 
making any of this company’s 


ire manufactured here 
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A comprehensive view of the Ledger 
Metal Department is given, and the drill 
and light punch presses which take care of 
the enormous output of the factory in this 
class of work 

In transfer binders, the metal part is the 
first consideration and the equipment of 
this department must be such as to enable 
delivery of any number of 
special metals to be made quickly. 

On this same floor are located the electro- 
plating and buffing departments. In con- 
nection with the buffing room, we might say 
this is the most perfectly appointed, from a 
sanitary standpoint, that could be found. 

The apparatus for removing steam and 
dust in both these departments has been 
pronounced by the Sanitary Inspector per 


reasonable 


fect in every detail 

The magnitude of a business may some- 
times be judged more accurately by little 
things than by the big, just as the caliber 
of a man’s soul may be measured more ac- 
curately by his treatment of his horse or 
dog than by the way he provides for his 
family. Measured by this standard, you 
may readily see something of the volume 
of the metal parts manufactured by the C. 
S. & R. B. Co., if it takes such a buffing de 
partment to polish them alone. 

In no detail has more care been shown 
than in the arrangement of the Shipping 
Department. This, as well as the receiving 
department, are on the second floor, and as 
the goods received are chiefly raw material 
of very considerable weight, it is quite es- 
sential that this be handled as nearly as 
possible on a level. This was taken into 
consideration in designing the entire plant; 
the first floor, while light throughout, and 
not in any sense a “basement,” is set below 
the level of the street sufficiently to bring 
the tail board of a freight wagon on a level 
with the second floor dock. The Shipping 
Department is in charge of Ed H. Becker, 
one of two men longest in the employ of 
the C. S. & R. B. Co. In this connection, we 
might add that arrangements are now under 
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way to have constructed an automobile 
truck for the purpose of handling freight, as 
well as city parcel deliveries, promptly. 
Descending to the first floor, which bears 
the heavy machinery we are impressed by 
the uniformity of arrangement in the plac- 
ing of heavy punch presses. The vault in 
which the dies (valued at many thousands 
of dollars) are stored, is convenient to the 
row of presses shown in one of the illustra 
This department Mr. Scott has 


placed in charge of E. Lange, and of Mr 


tions. 


Lange it is safe to say if all records were 
destroyed tomorrow, he would be able to 
locate any die in the vault, and to give its 
history and use 

Naturally a firm putting out the number 
of metals this one does finds it essential to 
be able to supply the metals with posts, 
both sectional and solid. For this purpose 
fifteen automatic and hand screw machines 
are used. The department in charge of 
Otto Sonnenberg, is probably in operation 
more hours than any other metal working 
department. It will be noticed that all me 
chanical departments are supplied with indi 
vidual motors, except for a line of machines 
which would naturally all be in operation 
at one time; this makes it possible to use 
the minimum of electric current, if desired, 
to work any part of the equipment overtime. 
The current is supplied by the Common 
wealth Edison Co. 

The File and Holder Department is an 
extremely busy one. The constantly grow- 
ing demand, on the part of railroad compan- 
ies, for prong files, and the always steady 
demand for aluminum and veneer holders, 
has kept Wm. Floto (Foreman of the De- 
partment) away from home some nights 
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that he might otherwise have spent in the 
bosom of his family. In this connection, 
we might say that Mr. Floto has been con- 
tinuously in the service of the C. S. & R. B. 
Company since the trade had knowledge 
of any such concern; this is simply an evi- 
dence of the policy of the house, which 
always has been to retain efficient employes, 
and make few changes in the personnel of 
either its management or its operatives, 
without good and sufficient reason. 

In conclusion, we wish to say that much 
credit for the excellence of appointment 
evidenced everywhere about the plant is 
due, not only to Architects Hallberg and 
Hodges, who designed the’ building, but 
also to L. R. Dickerson, of the C. S. & R. B. 
Company, who, as Superintendent of Con- 
struction, carried out the architects’ plans. 

Mr. Dickerson is also head of the experi- 
mental department of the house, and to his 
careful foresight the C. S. & R. B. Com- 
pany owes a large measure of the success 
with which its new devices have been re- 
ceived from time to time; during the past 
few months, however, Mr. Dickerson has 
been forced to make the experimental de- 
partment a secondary consideration, in or- 
der to devote his time to the problem of 
moving a busy factory without stopping any 
one department completely for even a sin- 
gle day; that he succeeded passing well, 
the patrons of the house are ready to affirm. 
Next Fall, however, the head of the ex- 
perimental Department promises the. trade 
several new devices, as well as a number of 
improvements that will be a decided sur- 
prise to the loose leaf world. 

We have, in this article, engeavored to 
portray, without embellishment, the actual 
working appearance of the several depart- 
ments of this model plant. History has 
been made here (in an economic way) and 
of the vicissitudes of this rapidly growing 
industry many of our subscribers will 
doubtless read something in a souvenir 
booklet which we understand the C. S. & 
R. B. Co. is to issue during the summer. 
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A TRIUMPH—NOTHING LESS 


is what we achieved in placing on the market our C. S. & R. B. 
LEDGER DE LUXE. Built of steel, it is still lighter than any alum- 


inum back ledger in the same size, and when even our competitors 


acknowledge that we have 


THE BOOK PAR EXCELLENCE 


can’t we interest your 


YOUR BANKER FRIEND 


wants the best ledger and will not split hairs 
about the price. 


HIS OPINION OF YOU 


will not depreciate if you recommend to him this 


book. 


WHY NOT SHOW HIM 
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DO YOU WONDER 


that we can deliver these books ° 
made upin a dependable way, and 
in the shortest possible time P 








This view of the department 
which forms the cases will tell the 
story. 


C. S. & R. B. CO., Incorporated 
REASONS ps ee 


for the popularity 














of our of additional reasons 
“LEDGER | are found in the way 
DE LUXE we build the book. 


you need not seek far 
to find. Note the 
simplicity of mechan- 
ism, the strength of used—all made by 
end plates and links, 
the symmetry of the 
frame. 


First-class material 





thruout—no seconds 


high-class workmen. 


Sacramento and Carroll Aves. 


Manufacturers of Loose Leaf Devices Chicago, U.S. A. 





OUR LEDGERS EXPAND | 


uniformly in a straight line—both 
ends traveling together. No stick- 
ing, because posts and sleeves are 
made on automatic machines and 
must be all alike. Do you want 
further proof of the excellence of 
this product. 








Importance of the National Catalogue Commission 


cc HO enters here leaves earth and 
its harsh cares behind.” I feel 
most fortunate to have been 


the executive officer of the National Associ- 
ation at the time of securing our secretary, 
in whose honor you are giving this brilliant 
banquet. You deserve great credit for the 
thought. This endorsement of our secre- 
tary is an honor to you as well as to Secre- 
tary Byers and an honor to the entire Na- 
tional Association. In the name of the 
Association I thank you. 

The Philadelphia Association is most for 
tunate in having for its president one who is 
a past master in ordering and presiding at a 
banquet. It was my good fortune to be one 
of his guests at a small banquet in Chicago 
on our way to the St. Paul Convention in 
1907. There were twenty-two at the round 
table. President Mann, for he was then 
president of the National Association, as 
sured us when first we sat at table, that 
there would be no speech-making—he de 
sired to have his guests enjoy themselves to 
the full extent without the dread thought 
that one must talk. It was lovely, for in my 
innocence I believed what he said 
a feast worthy of the giver, but cigars ar- 
rived in due time and your president arose 
and thanked the Chicago people for the 
honor they did him to come to his feast. I 
began to tremble—of course it was perfectly 
right for Mr. Gibbs, who was the guest of 
honor, to respond. The climax came—I 
was called upon, and so around that table 
every man was called, and if he could not 
talk, he sang until the original comment, 
“there will be no speech-making,” was but 
a pleasant memory. 

Your secretary, Mr. Brooks, in his invi- 
tation, asked me to say something and to 
choose my subject. The only subject I am 
familiar with is farming, but your president 
has told me of growing cabbages and 
things, so agriculture would not be a nov- 
elty, and F decided to say a few words about 
our Catalogue Commission, who have been 
doing such monumental work. They re 
.ently held a meeting in Kansas City and 
have issued a long list of prices on staple 
goods. What is this commission, and what 
is it doing? and do we—do the stationers 
and manufacturers of the country—appreci- 
ate their work? I think not; we pay mil- 
lions of dollars in salaries in this United 
States to men whom we send to Washing 
ton and to our state capitols to legislate for 
us—men of no greater magnitude, men of 
no greater ability, than the men who are 
working for us on this Catalogue Commis- 


It was 


sion. 
Gentlemen, you have one man working 
there for whom I offered in 1906 to raise a 


Speech by Frank W. Bailey, President Na- 
tional Association of Stationers and Man- 
ufacturers, at Banquet Tendered to Secre- 
tary M. W. Byers by the Philadelphia As- 
sociation on March 19. 

salary of $10,0U0 a year if he would give 

up his business and take charge of this 

work. His colleagues are men of equal 
ability. When Congress sees fit to raise or 
lower the duties on merchandise we pay at- 
tention to the regulation—when your alder 
man creates an ordinance, you obey it be 
cause it is the law. It does not matter 
whether it fits your particular business or 
not, you adapt yourself to the new condi- 


tions without question. You are lawabid 


4 





F. W. BAILEY. 


ing citizens—or is all this compliance be 
cause with every law there is a penalty? 
Are we good citizens because we 
[ am com- 


would 
get into trouble if we were not? 
pelled to think the penalty has much to do 
with it. The work done by this commis 
sion, work done by these men—men whose 
services cannot be hired, work that benefits 
every member of your association—is taken 
in many cases very lightly, and the verdict 
is that it does not fit our locality. 
it does not exactly harmonize with what we 


Suppose 


have been doing; it is high time we listened 
to the voice that is wafted to us from the 
West. The East, chained to Plymouth 
Rock and its traditions, is slowly but surely 
becoming of less account—is slowly but 
surely losing in the commercial race, yet we 
hesitate to adopt the movement for the bet- 
terment of our business—we lack courage. 
If back of all this work there was an obli- 
gation, and I wish there were, the National 


Association- would have for membership 


every stationer and manufacturer in the 
United States. 

Mr. Gibbs, in his report, before we adopt- 
ed the work of this commission, stated “that 
if this child of destiny be adopted by this 
body, I think it only fair to warn you that 
his rearing may prove expensive.” But we 
adopted it, and on the floor of that conven- 
tion a number of our leading men expressed 
their gratification at the possibility of hav- 
ing uniform prices on our merchandise—not 
exorbitant prices, but such prices as would 
yield a fair day’s pay for a fair day’s work. 
Prices Should be More Generally Adopted. 

How many have adopted these prices? I 
am sorry to report that so far as I am able 
to ascertain, but a very few have done so, 
and only one association by actual vote. I 
trust that before October 10, when we meet 
in convention in Baltimore, there will be a 
more unanimous work done. 

Our annual dues are small compared to 
the work being done and I am in favor of 
increasing the dues and if necessary decreas- 
ing the expense of the convention. The in- 
difference of many of our stationers 
illustrated by the old darkie who was ar- 


1S well 


rested for murder. 

“Ted Blake to the bar,” ordered the judge 
in a rural Alabama court. A big, hulking 
negro ambled up to be arraigned for mur- 
der. 

“Jed,” began the judge, “you are charged 
with the gravest crime known to the law— 
that of taking the life of a fellow-man. One 
of the forms of punishment for murder is 
death. Have you made any arrangements 
for your defense in this case, Jed?” 

“No, suh, jedge, I ain’t done nuthin’.” 

“Have you a lawyer, Jed?” 

“No, suh, jedge. I ain’t got no 
I ain’t got nuthin’, jedge.’ 

“Well, Jed,” said the judge, showing a 
little impatience, “have you talked to any- 
body about this case?” 

“T talked to de sheriff some dat 
when he came after me, jedge, but you 
know dat didn’t do no good.” 

“For your information, Jed, I will state 
that it is within the province of this court 
to appoint counsel to any defendant who 
has none. I am now ready to appoint you a 
lawyer. Do you want one?” 

“No suh, jedge, I don’t want nuthin’,” re- 
plied Jed rather dolefully 

“See here,” 
have any more of this foolishness. You say 
you don’t want any lawyer. Well, then, 
what do you intend to do about this case?” 

“Well, I tells you, jedge, I ain’t ’tendin’ 
to do nuthin’. Ef it’s jus’ de same to you, 
jedge, as far as I’s concerned I’s willin’ to 
let de whole matter drap right here 


lawyer. 


’ 


night 


snapped the judge, “I won’t 




















The Progressive Stationer and the Loose Leaf Line 


path finder in Chicago evolved the idea 
of adapting the then generally used 
loose sheet or order blank system to ledger 
accounts, the “unit” principle of making the 
leaves removable or interchangeable, giving 
each account or leaf a permanent and defi- 


[: or about the year 1896 a pioneer and 


nite place in the entire volume to be re- 
placed as filled or to be removed and retired 
either temporarily or permanently from the 
ledger to the transfer binder, making the 
former the custodian of the actual live, ac- 
tive business and the latter of the closed or 
temporarily inactive accounts. 

For the purpose he designed two binders 
of different construction, the now so well 
known “Current” and “Transfer” ledgers, 


the former of a definite minimum and maxi- 
mum expansion accessible for the removal 
and insertion of sheets at any place and the 


latter two covers, the lower with two six 
inch solid posts, the upper so constructed 
that it could be moved up or down and be 
locked in position at any point. These de- 
vices, it is true, were crude, difficult to op- 
erate, and in many cases unserviceable, but 
they were the principal factors in revolu- 
tionizing accounting; they showed the way 
to bigger and better things. 

The year following a practical blank book 
manufacturer in Milwaukee, a man with a 
complete and comprehensive knowledge of 
book binding, devised a “current ledger,” a 
loose leaf binder, that was built like a book 
with a round back always centered so that 
the volume adjusted itself accurately to the 
required position, no matter on what leaf 
the entry was being made. This marked the 
first permanent advance in loose leaf devel- 
opment in loose leaf construction, for manu- 
facturers were quick to take it up and since 
then improvements have been constant and 
have not only kept pace with but ahead of 
the requirements. 

This article is not in any way intended as 
a history of the manufacture of loose leaf, 
but I am taking my readers back to the 
cradle of the industry in order to be able to 
more thoroughly demonstrate the immense 
strides it has made in these comparatively 
few years. When we consider that the life 
of the loose leaf system is measured by the 
commercial existence of the office boy who 
started his business career at a time coin- 
cident with the first exploitation of the 
method and that this office boy is only just 
beginning to develop into the successful 
young business man, we can better realize 
the wonderful progress of our now husky 
factor in the stationery and office equipment 
line. 

As Others See It. 

“A prophet is never without honor save in 
his own country.” This is an old saying and 
to a degree it can well be applied to a good 
many stationers and manufacturers who are 
yet hesitating about the advisability of tak- 
ing up the sale of loose leaf devices and 


By Arthur H. Breuel, Sales Manager Sta- 
tioners’ Loose Leaf Company. 


supplies or who are doing it in a half heart 
ed way and are letting the cream of the 
business get away from them, seeing it go 
without any effort to the contrary to manu- 
facturers in far distant cities, who sell di- 
rect to the consumer. 

In order to show how well informed the 
general public is considered to be with re- 
gard to loose leaf systems and devices I 
will, at the risk of being accused of re- 





ARTHUR H. BREUEL. 


iteration, quote from an article which I con- 
tributed to a well known trade paper a 
short time ago: 

“In a recent full page magazine advertise- 
ment of a new heating system the introduc- 
tory heading reads: “The Loose Leaf Princi- 
ple Applied to Heating.’ In the body of the 
advertisement, where the advantages of this 
new method of construction are pointed out, 
is a paragraph as follows: ‘We have per- 
fected a truly sectional boiler—as truly sec- 
tional as a loose leaf ledger.’ ” 


Does it not seem strange that stationers 
fail to realize the importance of loose leaf 
business when a manufacturer of an entirely 
different article is willing to spend thou- 
sands of dollars exploiting it? This manu- 
facturer admits that the unit principle of the 
loose leaf system is generally known; he ap- 
preciated that he cannot use a better paral- 
lel or make a better comparison to clearly 
demonstrate his “unit” plan of boiler con- 
struction; he unhesitatingly spends vast 
sums of money relying on the general pub- 
lic’s knowledge of loose leaf to fully under- 
stand his “sectional boiler.” The national 
advertiser is a shrewd business man; he 
must be or go broke. When such a man 
recognizes the permanency and the fact that 


loose leaf is well understood by everybody, 
it is time for the stationer to become active. 


The Loose Leaf Department. 


The loose leaf department, or I had better 
say the successful loose leaf department, is 
visible at a glance in the stores where the 
line receives the attention it deserves and is 
in charge of a manager thoroughly compe- 
tent and versed in the uses and purposes for 
which the various devices are designed. This 
does not necessarily mean that this mana- 
ger is a so called loose leaf expert, he has 
merely taken the trouble to acquaint him- 
self with the goods, has studied the several 
manufacturers’ catalogues and is in a posi- 
tion to advise a customer intelligently as to 
what devices will best suit his particular re- 
quirement. The salesman or manager that 
is able to do this is the keystone of the 
loose leaf sales structure; he and his house 
will at all times be in the van and command- 
ing their share of loose leaf orders, 


Another factor in the matter of selling 
loose leaf or in fact any other merchandise 
is having the stock. In a not far distant 
city is a stationery house, keen, alert, pro- 
gressive, with an excellent location, a large 
printing department and exceptional facili- 
ties for manufacturing blank books or office 
and commercial forms of any style. Sales- 
men were employed to feed orders into all 
of the departments, but loose leaf was a 
side issue, no efforts were made to get this 
business, little interest was shown in it by 
the salesmen. The manager, a far sighted, 
clear headed business man, analyzed this 
condition and the reasons therefor. He ulti- 
mately came to the conclusion that a repre- 
sentative stock was required, the goods on 
the shelf so that the salesmen would have 
something tangible to show and sell. Up to 
this time the general opinion of the entire 
organization had been that loose leaf was 
the business of the specialist, that it had no 
place in the regular commercial stationery 
line. In spite of this antagonism and lack 
of interest on the part of the selling force a 
stock was purchased, not a big stock, but a 
good, representative line, a stock that per- 
mitted immediate deliveries and prompt and 
proper service to the customer. The goods 
were on the shelf, the salesmen shown the 
line, thoroughly posted on the merits and 
uses of the devices and told to go out and 
sell. And they did. Inside of two months 
there was an entire reversal of conditions in 
that concern, and today, scarcely six months 
after the original stocking up, they are an 
exceedingly vital and important factor in 
the loose leaf field of that city. 


Unsalable Stock. 


About the first thing that confronts the 
loose leaf manufacturer’s salesman on en- 
tering a good many stationery stores is the 
complaint that they are stocked up with a 
lot of practically unsalable “junk,” bought 
at different times, and that they would in- 
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vest no more of their good money on loose 
leaf until this stuff had been moved. This is 
a case of holding the penny so close to the 
eye that the dollar cannot be seen behind it 
The first step in acquiring the confidence of 
a customer in any business or any depart 
ment is a nice, clean, complete line that will 
in itself demonstrate its ability to serve this 
customer properly. This so called “junk” 
in some cases amounts to only a few dollars 
and in others to a hundred or two hundred 


or more. Alone it can never be moved be 
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cause such a store has no prestige in the 
loose leaf field and the average buyer will 
pass it up. A big, broad policy is the only 
thing that will move the stuff; the addition 
of a new, clean lot of salable goods, the en 
deavor to establish this store on a firm foot 
ing in the loose leaf field. The store can 
not go to the customer; it must depend on 
the customers coming in; the store cannot 
expect visits of loose leaf buyers if it has no 
loose leaf devices of merit to sell. With a 


complete new loose leaf stock it can attract 


this trade, and together with the new g ls 
the old can easily be moved. 
I t w ill be 


not getting his share of the loose leaf bus 


well for the stationer wl S 





look around and see what others are 


ness to 
doing. He will not have to leave his own 
town to do this, for in every city of any size 


are one or two stationers who are alive 


yresent conditions and who are gathering 
] 


themselves the major portion of this 
stantly growing business because they 


the goods and the men to sell them 


Annual Banquet New York Stationers’ Board of Trade. 


annual banquet of the 


The 
Stationers’ Board of Trade, New York, was 


thirty-sixth 


held at the Hotel Plaza on Tuesday even 
ing, March 22, and in addition to being the 
most largely attended it was voted to be the 
most enjoyable of the many functions held 
veteran trade organiza 


by this useful and 


tion. There were about 170 present and as 
nearly every one of these remained until the 
closing speech had been made, it is safe to 
say they were pleased with the entrtainment 
that had been provided by the committee in 
Ansley was chair 
Seymour, Arthur Jackson 
Kimpton the other active 


charge, of which Robert 
and F. P 
Charles F 
members 


man 


and 


Bainbridge of the 
intro 


President Henry C 


toastmaster and before 


speaker of the 


was 
the first 


board 


ducing evening 








spoke interestingly of his recent trip 
through the south and west. He referred to 
the valuable work being done by the board 
and to how its influence was extending 

Hon. George B. Cortelyou, president of 


the Consolidated and a 


Gas Company 


former member of ex-President Roosevelt’s 


cabinet, was the first speaker. He was fol 


lowed by Rev. Harry E. Fosdick, whoss 
talk was highly appreciated. The other 


speakers were: Albert H. Gleason of Hast 
ings & Gleason, the attorneys and counsel 
ors of the board; Louis N. Hammerling, 
president of the American Association of 
Foreign Newspapers; Walter L. 
president of the American Booksellers’ As 
sociation; Charles E. Falconer, president of 
the Baltimore Stationers’ Association; Frank 
W. Bailey, president of the National Asso 
Manufacturers 


Sutler, 


ciation of Stationers and 





McDermott, 
Brooklyn; and Theod 
president of the Stationers 
New York 


On the last page of the menu card, 


Charles J president of 


Crescent Club of 
A 


Association of 


Gerry 


was most artistically arranged and print 


on a high quality brown art paper, appea: 


the following: “The object for which 





corporation is formed is for the purpos 
fostering trade and commerce; to protect 
to re- 


unlawful exactions; 


to diffuse accurate and 


from unjust or 
form abuses in trade; 
reliable information among its members a 
to the standing of merchants and othet 
matters; to produce uniformity and certain 
ty in the customs and usages of trade; 
settle differences between its members 
to promote a more enlarged and friendly 


tercourse between merchants.” 





9 et eee 





THE STATIONER® 
BOARD OF TRADE 
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FOR DOCUMENTS 
OR VOUCHERS 
Golden Quartered Oak 


Waxed, Velvet Finish 





FOR LEGAL BLANKS 
OR ELECTROTYPES 
Handsome Bright Brass Label 
Holders and Drawer Pulls. 
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Secttons — or 


PIGEON HOLE 
Twenty-one Kinds of 
all Business Purposes. 





VERTICAL LETTER FILE 


(Letter and Cap Sizes) 
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LITTLE SECTIONS 
FOR BIG PURPOSES 





OF POPULAR PRICED FILING 
LIBERAL MARGIN OF PROFIT 
TO DEALERS. 


OUR NEW LINE 


SECTIONS. 


WRITE FOR BOOKLET ‘500’’ 
AND DEALERS’ PRICES 


Vets Manufacturing Co. 


161 Union St. 


MONROE, - : MICH. 


NEW YORK OFFICE—108 Fulton St. A. H. Denny, Mer. 
Address Mail to Factor 
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FOR 3x5 INDEX CARDS 





FOR 4x6 INDEX CARDS 
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FOR 5x8 INDEX CARDS AND 
DOCUMENTS 


CUPBOARD SECTION 
(For Storage) 


























Give Big Banquet to Byers 


Te outward expression of Philadel- 
phia’s deep seated belief in the Na- 
tional Association of Stationers was 
given the form of a beautiful and brilliant 
banquet to its first permanent secretary, 
Mortimer W. Byers, on Saturday evening, 
March 19, in that most appropriate of places, 
the Clover Club Room of the Bellevue- 
Stratford shrine of fellowship and fraternity. 
The merely material things of the feast, a 
menu of the Bellevue-Stratford excellence, 
tickled the palate and was gone, but the 
real spirit of the gathering, a pledge of sup- 
port to a new official in a work which must 
inure to the benefit of every member of the 
trade country wide, lives as a most pleasant 
memory with the almost hundred strong 
representatives of the jobbers, the manufac- 
turers and the retailers who assembled. 

A high note was struck by every speaker. 
It was the dedication of each to the good of 
all; practical work not only.for individual 
gain but for the benefit of the entire united 
trade. Such was the sentiment voiced by 
Ex-Secretary of the Treasury Leslie W. 
Shaw, by Edward James Cattell, author and 
philosopher; by National President Frank 
W. Bailey and by Presidents Theodore L. 
Gerry of the New York Association and 
Charles E. Falconer of the Baltimore Asso- 
ciation and prospective national president 
after the national association convenes in 
the Oriole City next October. 

Amid wreaths of Havana smoke President 
Charles H. Mann, reminding the guests ina 
few happy words that Philadelphia had al- 
ways stood for the idea of a national asso- 
ciation and for a permanence in its direct- 
ing force and at the several national conven- 
tions recently held had voted that way, pre- 
sented the special guest of the evening, Sec- 
retary Byers. Minutes passed before the 
applause subsided. All were impressed by 
his appearance and even more by the force 
and earnestness with which he spoke on 
“The Present Opportunities of the National 
Association.” 

Speech of Mr. Byers. 

“Oliver Wendel! Holmes could not have 
had this association in mind,” he said, 
“when he advised after-dinner speakers if 
they would be successful to speak on noth- 
ing else than the assigned topic. I am 
asked to speak on the National Association, 
and I shall direct my remarks to it, first, 
however, assuring you that it appreciates 
the compliment of this gathering. I recog- 
nize in it not a personal tribute, but an evi- 
dence of Philadelphia’s interest in the Na- 
tional Association. I am, however, the inci- 
dental beneficiary. As such I desire to ex- 
press my heartfelt thanks. The National 
Association is now between five and six 
years old. It has reached the time when it 
must be established on a more permanent 
basis. It must progress by evolution or 
must degenerate and become useless. So 


Philadelphians Dine New National Secre- 
tary. 


it is seemly that at this time we should take 
stock and should map out a course of pro- 
cedure and pursue that course until the as- 
sociation takes the high place to which its 
aims and its purposes entitle it. 

“As a trade I believe we shall succeed if 
we adopt a safe middle course between un- 
restrained co-operation and _ unrestrained 
competition. Competition means individ- 
ualism and individualism is in many respects 
anarchy. We cannot, we do not wish to 
wipe out individualism. We cannot hope 
to reorganize human nature. Selfishness is 
too strongly entrenched to be wiped out by 
theorizing, but we can accomplish much by 
sympathetic, sensible co-operation. I know 
no reason why dealers and jobbers and 
manufacturers should not move forward 
side by side in harmony. 

“The National Catalogue Commission, 
which is trying to aid the retailers to realize 
a reasonable profit in the conduct of his 
business and is trying to show to the indi- 
vidual that by failing to abide by its recom- 
mendations he is not only robbing himself 
but his neighbor as well, and is inviting 
commercial reprisals: 

“The standing committees work between 
conventions to bring jobber and manufac- 
turer and dealer together. It is the duty of 
every individual to call on the standing 
committees, and, failing to secure help, to 
report that fact to the secretary, not for the 
purpose of discipline, but for upbuilding. 

“The National Joint Commisison is en- 
deavoring to have recognized the fact 
that the United States Government has no 
right to compete with the private individual 
for private business. Are you the individ- 
ual responding to its appeal for help. If 
you are not, ask yourselves why not. 

“The Grievance Committee, which is try- 
ing to bring about a better understanding 
between manufacturers and dealers for the 
National Association, is a brotherhood of 
all. 

“All its efforts, however, will fail unless 
they are supported by all the members. Let 
that membership be extended until it em- 
braces everyone in the trade. And let every 
man do his share. 

The Other Speakers. 

Ex-Secretary Shaw spoke entertainingly 
on “The Mobility of Credit” and Toast- 
master Mann presented President Bailey, 
whose theme was “The National Catalogue 
Commission.” Mr. Mann incidentally re- 
marked that he was happy to say that while 
Philadelphia had not formally adopted the 
recommendations of the commission, this 
was because Philadelphia prices were so 
close to those recommended that there had 
been no occasion for a revision. 


President Bailey of the National Associa- 
tion spoke eloquently on “The Business 
on the National Catalogue Commission, and 
his speech is given in full on another page. 

Edward Cattell spoke elo- 
quently on “The Business Man _ the 
Best Citizen,” being followed by Pres- 
ident Gerry of New York, who, in an- 
swer to the theme assigned him, “What is 
necessary for Association Success,” said 
that “each one of us must work for all.” He 
added, “We cannot secure individual bene- 
fits unless each of us works for all of us, 
not merely for himself. The permanent 
secretary alone cannot accomplish these re- 
sults. We must help him in his’ work. 
Members who are disposed to criticise the 
association because a particular dollar is not 
in their pocket should criticise themselves. 
We must give a helping hand or there will 
be no success. 


James 


The closing address was by Mr. Falconer, 
who was prophetically presented by Toast- 
master Mann as “our next national presi- 
dent” and was received with cheers. Mr. 
Falconer’s addres is given elsewhere. 

Following is a list of the guests: 

Frank R. Walsh, Charles H. Marshall, 
James Hogan, Theo. L. C. Gerry, Hon. Les- 
lie M. Shaw, William H. Brooks, Mortimer 
W. Byers, Charles H. Mann, Frank W. 
Bailey, Charles E. Falconer, Edw. J. Cat- 
tell, William J. Coane, Sam Maver, Sidney 
J. Burgoyne, Philip Jaisohn, J. W. R. 
Merckle, L. E. Williamson, C. T. Kuchler, 
Jacob Marcus, R. W. Weissenborn, Henry 
G. Kiggins, Frank E. Waterman, Harvey P. 
Cobourn, Edwin H. Dunwoody, Leo Sol- 
inger, Richard H. Stuart, Chas. R. Palmer, 
W. D. Marker, Benj. F. Emery, C. H. Nu- 
man, W. R. Reitzell, E. N. Crossman, Jos. 
M. Welsh, H. A. Prizer, John H. Buzby, 
Cooper H. Prickitt, Jos. F. Wilds, Chas. F. 
Foster, W. W. Halbert, Wm. B. Morrison, 
Geo. G. Petterson, Harry D. Snyder, E. R. 
Gudehus, Edw. S. Wood, H. C. Sharp, C. C. 
Walden, F. B. Towne, Edw. E. Huber, W. 
E. Smith, Wm. D. Roland, Chas. A. Wright, 
De Witte C. Dunn, Andrew Geyer, Henry 
Altemus, Jr., Roland Altemus, J. L. Shoe- 
maker, W. D. Bevin, Ray C. Martin, George 
Thomas, J. Large, Samuel E. Baxter, L. A. 
Hawkes, Geo. E. Bartol, Jacob L. Reed, F. 
M. Brooks, Edw. Twaddell, Robert Patter- 
son, Ernest E. Parker, Edw. P. Rodier, W. 
B. Ruston, Frank A. Bruner, Henry Fera, 
Jr., H. J. Yatman, Fredk. F. Rickter, Thom- 
as Stagg, Chas. R. Harrison, Alfred C. Rip- 
pier, Geo. B. Fish, Geo. Daley, Harry J. 
Early, Allen E. Whiting, Ralph Keenan, 
L. B. Herr, A. J. Pfaff, F. J. Mooney, Albert 
R. Lloyd and A. Pomerantz. 

“Good salesmanship is the art of finding 
out what a customer wants and then using 
a knowledge of merchandise to thoroughly 
satisfy that want.” 
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Steady, increasing business—not starts 
and meaningless flourishes 

















You don’t need to ‘‘argue’’a man into buy- 
ing MULTIKOPY Carbon Paper. We’re do- 
ing that for you—advertising in publications 
that are read by over 10,000,000 likely buyers. 
Besides there are the millions of steady users 
of MultiKopy. Making the first sale—and 
that’s easy—is the hardest thing connected 
with MultiKopy. 


Because once a man buys MultiKopy, he 
will remain a constant MultiKopy user. That 
means that your business will always be steady 
—and on the increase—not suddenly plunging 
ahead with a few pennies more for you one 
day, only to leave you idle and a few dollars 
less another day—like the calm after the storm. 


And it’s just the same with STAR Type- 
writer Ribbons. We can honestly guarantee 
them. 


Write for our 1910 plans. They’ll show 
you why you ought to place both MultiKopy 
and Star Ribbons in stock. 








F.S.Webster Company ual 


THEWESST ER, 558 Congress St, BOSTON, MASS. 2 MR Bran 


Mom, te 


ARK 432 Diamond St. 67 King William St. Rue Saulnier 10 


CARBON PAPERS Berlin, Friedrichstr. 60. 






New York Chicag Philadelphia 
396 Broadway 211 Madison St 908 Walnut Street 
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Recent Report of National Catalogue 
Commission 


Commission Finishes 


its Work on Dupli- 


cate and Triplicate Books. 


MONG the important items of the 
stationer’s stock are order and mer- 
chandise order books, note heads, 

bills of lading, letter heads and kindred 

gocds. There has been considerable confu- 


sion as to the proper pricing of these goods 





among stationers throughout the country, 
and the most recent report of the National 
Catalogue Commission which covers these 
items, it is hoped, will induce many sta- 
tioners to modify their rates in accord with 


the recommendations of the commission 


DUPLICATING AND TRIPLICATING BOOKS. 
Salesmen’s Order Books.—Cloth Sides, Red Leather Back, Side Opening. 








Duplicating. 
Sau- 

Size. Lvs. B. & P. Nat. Gresham. gerties. Dozen Each 
6%x14 Complete 150 5038 283 b fia $10.00 $1.00 
6%x13% Filler 150 50384 2835 6.00 .60 
85qx14 Complete 150 5042 11.00 1.10 
8%x13\% Filler 150 5042% 8: 6.50 .65 

Teieseating. 
6%x14 Complete 150 5039 2934 woke baad $10.00 $1.00 
6% x13% Filler 150 5039% 2935 ~ ieha 6.00 .60 
8% x14 Complete 150 5043 2936 Te wend 11.00 1.10 
8%x13! Filler 150 5043% 2937 Suan emis 6.50 65 
One-half dozen at the price per dozen. 
Full Leather, Flexible, Imitation Russia Covers, End Opening. 
Duplicating. 

Size. Lvs. B. & P. Nat Gresham Dozen Each 
3%x6% Complete 66 4990 *2801 2040 $3.25 $0.35 
35 x5% Filler 66 4990le 2800 2040% c 10 
3% x6% Complete 150 4992% *2711 3.75 .40 
35gx5% Filler 150 4992% 2811 Saat 5. 10 
374x6% Complete 66 4996 *2803 2042 3.5 .35 
3%x6% Filler 66 5000% 2802 2042% 1. 10 
3% x6% Complete 150 owe *2715 4.{ .45 
3% x6% Filler 150 2815 1:5 15 
4%4x7 Complete 150 *2717 4.75 45 

4 x6% Filler 150 rr 2817 mind 1.5 15 
43%x7% Complete 150 5006 *2719 ich ari 5. .50 
4%x7% Filler 150 5004% 2819 2002% 1.5 15 
4%x8%& Complete 96 5008 *2805 2044 5. 50 
4%x8 Filler 96 5008% 2804 2044% 3 15 
5%4x8% Complete 150 caw *2721 ee 6. .60 

5 x8 Filler 150 eens 2821 2. 25 
5% x8% Complete 150 5022 *2723 aca 6. .65 

5 3x8 % Filler 150 5020% 2823 200414 2 25 

Triplicating. 

3%x6% Complete 66 4991 #980] 2041 $3.25 $ .35 
35gx5% Filler 66 4991% 2900 2041% 85 10 
37% x6% Complete 150 4993%4 *2711 ewe 3.75 .40 
35¢x5% Filler 150 4993% 2911 oe 1.10 .10 
37%xb% Complete 66 4997 *2803 2043 3.50 35 
35x6% Filler 66 5001% 902 2043% 1.00 10 
3% x6% Complete 150 anes *2715 wae 4.50 45 
3%x6% Filler 150 2915 1.50 -15 
444 x7 Complete 150 *2717 4.75 45 

4 x67 Filler 150 aes 2917 1.50 15 
4%x7\%& Complete 150 5007 *2719 ee 5.00 50 
44%x7% Filler 150 5005h% 919 2003% 1.50 15 
4%x8% Complete 96 5009 *2805 2045 5.00 .50 
4% x8 Filler 96 5009% 2904 20451 1.65 15 
54x84 Complete 150 *272 a 6.25 .60 

5 x8 Filler 150 ones 2921 2.25 25 
54x81 Complete 150 5023 *2723 ewes 6.75 65 
536x8% Filler 150 5021% 2923 2005% 2.25 .25 
*National numbers represent covers only. Prices extended are for complete books—cover and 

filler . When ordering, ask for covers complete with duplicate or triplicate fillers, as the case 
may be 


One-half dozen at the price per dozen. 


Full Leather, Flexible, Cowhide Seal Covers, End Opening. 


National covers made with pockets and button flaps; B. % P. covers without pockets or 
button flaps. 
Duplicating. 
Sau- 

Size. Lvs B. &P. Nat. Gresham. gerties. Dozen. Each 
3% x6% Complete 70 aese *270 stun sea $8.75 $0.85 
35a x5% Filler 70 sa0% 2800 -85 .10 
374x6% Complete 66 5000 7.25 .75 
35x6% Filler 66 5000% -” 1.00 10 
3% x7 Complete 70 aa *2703 9.50 1.00 
354x6% Filler 70 2802 1.00 .10 
4%x8%& Complete 100 *2705 11.65 1.15 
4% x8 Filler 100 TP 2804 1.65 15 

Triplicating. 
3% x6% Complete 70 hea *2701 $8.75 $ .85 
35 x5% Filler 70 - 2900 : 85 10 
3% x6% Complete 66 5001 25 .75 
354x6% Filler 66 5001 ¥. 7 1.00 10 
3%x7 Complete 70 pila *2703 9.50 1.00 
35Qx6% Filler 70 2902 1.00 10 
4%ex8%& Complete 100 £2705 11.65 1.15 
4% x8 Filler 100 aa 2904 Bi oe 1.65 15 
Prices extended are for complete books—cover and 


*National numbers represent covers only. 


filer. When 


may be 


ordering, 


ask for covers complete 


One-half dozen at the price per dozen. 


triplicate fillers, as the case 


\. 1 4 


with duplicate or 


TIME CLOCKS IN SCHOOLS. 

One of the interesting discussions at the 
Private Commercial School Managers’ Sec- 
tion of the National Federation Convention 
in Louisville, was that taken up regarding 
the use of the time clock in the modern 
business college as a means for adapting 
the work of the school as near as possible 
to the routine of the modern office. 

There were many remarks both for and 
against the use of the time clock in this ca- 
pacity, but Geo. W. Hootman, western man- 
ager of Sadler-Rowe Company, Baltimore, 
hit the keynote when he said something 
to this effect: 

“T have traveled all over the Mississipp1 
valley visiting both 
where they have and have not installed the 
time clock system, and find that where there 
against them in places 


business’ colleges, 


is some feeling 
where they are not installed, due largely to 
the expense of two or three hundred dol- 
lars required for the installation, that uni- 
versally where they have been adopted and 
are at present installed, the system is work- 
ing with admirable efficiency. The one con- 
sensus of opinion among school men using 
the is that it them a tre- 
mendous amount of detail the of- 
fice of the school as well as automatically 


saves 
work in 


system 


regulating the discipline relative to tardi- 
ness. 
“In addition to these features many 


schools use it as an advertising medium, 
for the slips are sent every week or month 
to the parents so that they may know ex 
actly how their children stand with refer- 
ence to punctuality. 

In conclusion Mr. 


the system did work satisfactorily wherever 


Hootman stated that 


he had known of its adoption and that 
those who did not favor it spoke more from 
the old scholastic standpoint than from 
the standpoint of the modern business of- 
fice. siseeiiediipiminimmmaagans 
DEAR, OH, DEAR! 

Man comes into this world without his 

consent and leaves it against his will. Dur- 


ing his stay on earth, this time is spent in 


one continuous round of contraries and 
misunderstanding by his fellow beings. In 
his infancy he is an angel, in his boyhood 
his manhood he is every- 


In his duties he is 


he is a devil, in 
thing from a lizard up. 
a fool. If he raises a family he is a chump; 
if he raises a check he is a thief and the law 
raises hell with him. If he is a poor man, 
he is a poor manager and has no sense, if 
he is rich he is dishonest, but considered 
smart. If he is in politics you can’t place 
him, as he is an undesirable citizen; if he 
goes to church he is a hypocrite, if he 
stays away from church he is damned. If 
he donates to foreign missions he does it 
for show, if he doesn’t, he is stingy and a 
tightwad. When he first comes into the 
world everybody wants to kiss him, before 
he goes out of it they all want to kick him. 
If he dies young he had a great future 
before him, if he lives to a ripe old age 
he is in the way and cheating the wnder- 
taker.—Plate Makers Criterion. 
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WASHBURNE’S PATENT ADJUSTABLE 


“O K 99 PAPER 
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75,000,000 WASHBURNE’S PAT. 
| “0 K 99 PAPER 
e2Ac¢ FASTENERS 
he SOLD the yout YEAR 
shou ; thei 
Pa SUPERIORITY ~~ 
‘4 There is genuine pleasure in 
their use as well as Perfect Se- 
3p curity. Easily put on or taken 
off with the thumb and finger. 
Can be used repeatedly and 
“they always work. “ Made 
of brass in 3 sizes. Put upin brass boxes of 100 Fasteners each. 
HANDSOME COMPACT STRONG No Shopping, NEVER! 
Note our trademark “‘O. K.”’ stamped on every fastener. 
All tationers. Send 10c for sample box of 50, assorted. 
Illustrated booklet free. Liberal discount to the trade. 


Tke O. K. Mfg. Co., Syracuse. N. Y., U.S. A. ‘Qois 





The above “ad.” is now running in the following mediums: 


WEEKLIES 


Associated Sunday Life. 


Magazine. 
Literary Digest. 


Collier’ s. 


Illustrated Sunday 


Outlook Magazine 


Saturday Evening Post. 


Magazine. 
NO 1B) Independent Scientific American. 
MONTHLIES 
y Ainslee’s. McClure’s. 
i American Banker. Munsey’s. 
American Industries. : 
National. 
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Angler and Hunter. 
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American Magazine. 


Army and Navy. 


Normal Instructor. 
Overland 


Pearson’s 


N° 1B Atlantic Monthly. Pestal Service 
Banker’s Magazine. —— 
Bank Notes. ; 

NO 1B Progressive 
Book-keeper. Stenographer. 

Ae Bookman Public Officials 

Magazine. 

Busy Man's. 

_— ie Red Book 


College Mercury. 


Case and Comment. 


Review of Reviews. 


Strand. 
N? 1B Cosmopolitan. 
" Success. 
v Current Literature. 
, Sunset. 
: E. P. C. Bulletin. 
N91B System. 
Everybody’s. 
Via Technical World. 
A Good Literature. 
Van Norden’s. 
N° 1B Hampton's 
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World’s Work. 


Human Life. 
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MR. DEALER 


There are just two reasons why some Paper Fasteners 
Either they are not worth advertising, or 
else they are so cheap that the manufacturer cannot afford 


to advertise them. 
It should interest you to know that we don't lie down 


are not advertised. 


after we have made a demand for our goods. You can see 
that we are alive to the best interests of our trade, by alook at 
the accompanying illustration of our advertisement at the head 
of our list of advertising mediums. 

Had you not rather handle a line of well advertised 
goods like ours that your customers will swear BY and not AT ? 

When you pass a box of our WASHBURNE’S 
PATENT “O. K.” PAPER FASTENERS over the 
counter to a customer, he will tell you they look “good enough 
to eat”. Yes, Sir, every time, and he will come back again 
very soon, hungrier than ever for more. This is why with 
extensive advertising we are now selling SEVENTY-FIVE 
MILLION of these smart Paper Fasteners per year, --- with 
sales increasing all the time. These Paper Fasteners are 
most attractively put up and are superior both in quality 
and appearance to ALL others now on the market, accordingly 
they never fail to please the most fastidious. 

Listen, we have never asked you to create a demand 
for our Fasteners and we are not going to. We simply ask 
you, if you are our customer, to keep up your stock at all times 
and if you are not our customer we want you to become one 
NOW. Don’t put it off. Order through your jobber 
today. 

Washburne’s Pat. “O. K.”’ Paper Fasteners are made 
of BRASS in three sizes and put up in BRASS boxes of 100 
fasteners each, ten boxes to a carton. 

RETAIL PRICES: Size No. OB and 1B 20 cents 
a box. $1.65 per thousand; No. 2B 25 cents a box, $2.10 


per thousand. 


OUR EFFORTS TO INCREASE 
YOUR SALES NEVER CEASE 


THE 0. K. MANUFACTURING CO. 


Jas. V. Washbume, Prest. and Treas. 
Syracuse, New Y ork. 


L. & C. HARDTMUTH, 1|2 Goiden Lane, London, England. 
Selling agents f or Europe, India, Australia, New Zealand and South Africa 
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What Do I Get Out of It? 


Note.—Mr. Falconer states an old truth 
in a new guise. He takes a high, altruistic 
note and voices a sentiment which all men 
would do well to heed more often for their 
own good and for the good of the world. 
—Ed. 

AVE you ever considered how few 

are the men in every community and 

in every country who carry on the 
public work of their respective centers? The 
men who stand for all that is typical and 
representative in those centers? If you in- 
vestigate you will find that almost invari- 
ably they are the busy men, the men who, 
having plenty to do, find time yet to do a 
little more. These are the men who work 
and strive for better laws, for better health, 
for better homes and public baths, for bet- 
ter streets and parks and public play 
grounds for the children, and fresh air and 
sanitation and all that goes with right liv- 
ing; for better schools and education for 
those no longer children, in art, in music, in 
the drama and in science; for making known 
to outsiders the advantages of their com 
munities for trade and commerce, for edu- 
cation and for residence. 

What I have to say tonight will not amuse 
you—I leave that to those better able—it is 
in a serious vein because I think the occa- 
sion calls for it. If it stirs up a few thoughts 
that will be crystallized into action for the 
benefit of those who need it, my words will 
not be in vain 

“What Do I Get Out of It?” 

Many centuries ago a Wise Man of 
blessed memory enunciated a principle, 
which, although it had always existed, exists 
now, and ever will exist, seems constantly 
slipping away from the thoughts of men 
and must continually be brought anew to 
their attention. This principle has done 
more for the advancement of civilization and 
the progress of the world than perhaps any 
other one thing, yet because of its sim- 
plicity generation after generation of 
thoughtless men have doubted its truth and 
by neglecting to practice it have failed to 
reap its sure rewards. This principle is ex- 
pressed in all its grandeur in a single sen- 
tence of but nine short words: “It is more 
blessed to give than to receive.” 

It is not alone in the exercise of charity 
to the poor and needy that this principle 
applies, but it applies to all the affairs of 
life, and most positively and certainly to the 
everyday business affairs of us all. 

How often when a business man is asked 
to lend his aid to some public movement, 
national, civic, political or social; or, per- 
haps, in the narrow circle of his own par 
ticular calling, does he ask in all seriousness, 
“What do I get out of it?” or “What is 
there in it for me?” How many times have 
you and I, when endeavoring to enlist the 
sympathy and interest of a fellow stationer 
in the local or national association, to in- 





By Charles E. Falconer, President of the 
Baltimore Stationers’ Association.—Ex- 
tracts from a Speech Delivered by Mr. 
Falconer at the Recent Banquet Given by 
the Philadelphia Association to Secretary 
M. W. Byers. 

duce him to join and take part in its noble 

mission for the uplifting and improvement 

of the trade and all engaged in it, how many 
times have we been met by this sordid and 
selfish query? It is often hard to convince 
one of these short-sighted fellows that noth- 
ing in this world is ever obtained without 
cost, also that a sacrifice of time, money 
and thought for the common good is just 
as sure to reap a réward, as the planting of 





CHARLES E. FALCONER. 


the seed is followed by the harvest. One 
has no more right to expect to enjoy the 
benefits of co-operation in business who 
will not join hands and work with his fel- 
low business men for the good of all than 
has the tiller of the soil to expect a harvest 
where he has failed to plant the seed. In- 
stead of expecting always some advantage 
or benefit for himself, let him give some- 
thing for the benefit of others, and then he 
will find that he has lost nothing, but in 
helping others has also helped himself. 
Many Men Too Self-Centered. 
Unfortunately many men in the early part 
of their business career are occupied so 
strenuously in getting a foothold and in lay- 
ing the foundations of their business struc- 
ture, that their horizon is limited, and when 
at last their heads are raised above the 
level, and they have time to look around 
them and see what others have been doing 
while they were so busily engaged, their vi- 


sion seems to have become impaired so that 
they cannot contemplate anything but their 
own greatness. They fail to realize that 
much of their success they owe to th 

selfish, broad-minded service of more gen 
erous and far-seeing contemporaries, w 
while they have given freely of all that they 
possessed, not thinking of reward, have not 
only made success easier of attainment fo 
others, but have enriched themselves bs 
yond measure in everything in life worthy 


of possession. 


When you call upon a man to take his 
place in the ranks of the “soldiers of the 
common good,” and he holds back or ri 
fuses, what will you say to him? How 
you arouse his interest and secure his help? 
You must ponder well what you will say 
and what you will leave unsaid. You must 
be careful not to offend his pride or hurt 
his self-love. If you suggest to hin 


those who are able to give a small p 
of their time to the cause will, to tl 

tent, relieve those who have labored 
and are weary, and that his experienc: 
success will enable him to be of great 


ho are still struggling as he 


to others w 
merly struggled, it may strike a responsive 
chord. If he is a price-cutter remind him 
that he is not only curtailing his own profits 
but is preventing all other men in the 

from enjoying the legitimate fruits of 

labors, and is taking from them what 


rightfully theirs, just the same in effect as 
though he held them up on the highway and 
went through their pockets, or entered their 
places of business and carried off their stock 
by stealth or filched the money from th 
cash registers 


If I plant a field, water it and cultivate 
and do everything I can to lead me to ex 


pect a bounteous harvest, and my neighbor 
allows his cattle or his horses to trample 
down my growing crop and damage it so 
that the crop is lost in whole or in part, is 
he not responsible to me? Can I not look 


to him to recompense me for the loss of 
profits I expected to receive? What differ- 
ence is there between this man and he who 
prevents me wilfully or ignorantly by his 
price-cutting from securing the legitimate 
profits on the goods I sell to which I am en- 
titled? 

The law does not give you a remedy in 
the latter case, but your moral rights are the 
same. The only way you can obtain them 
is by constantly and persistently going after 
the other fellow and compelling him t 
listen to you, until even if he will not quit 
his selfish practices, he can no longer plead 
in extenuation that they are done in ignor 
ance and not wilfully. 

What does the one who, to the best of his 
ability, is trying to take the place of a MAN 
in the world, and do a MAN’S work, not 
shirking, but giving generously of all he 
has to help his fellows, and to make the 
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The Ledger That 
Revolutionized Loose Leaf 
Construction 





“THE PIONEER STEEL BACK LEDGER?” 


THE FAULTLESS 


‘‘With a Fixture Case of Cold Rolled Steel’’ 


Write Today For Catalog and Special Proposition 


Stationers Loose Leaf Co. 203 52 Nee Yar ca. 


“Sells to the Trade Only.” 


Goods Well Known Are Half Sold 


The selection of your line is of paramount importance. If your choice is the 
ETON, CRNE & PIKE COMPANY’S line of fine Writirg Papers you leave nothing 
to be desired, for the quality, attractiveness and wonderful selling qualities of this well 
known line have been fully tested. 


We have prepared a remarkably strong Spring show- 
ing, of which our representatives are now displaying com- 
plete assortments of samples through their respective 
territories. 





Remember that our line covers everything that has to do with corre- 
spondence. Writing paper in ream goods, weddings, visiting, dinner and menu 
cards, papeteries, tablets and writing paper novelties of every description. 





CRANE’S LINEN LAWN MAY NOW BE HAD 
IN SEVEN NEW PARIS COLORINGS 


EATON, CRANE & PIKE COMPANY 
PEE TEPSELD, MASS. PP 
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THE NIEMANN & WEINHARDT TABLE COMPANY 


927-945 North Wood Street 
CHICAGO, ILL. 


OFFICE TABLES 


A line second to none, both in medium and better grades 
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Made in four sizes. H 1] 
30 in. x 4 ft UJ | | 


30 in. x 5 ft. | 
36 in. x 6 ft ll | 
36 in. x 8 ft 





CATALOGUE—Showing only Office Tables—Mailed upon request. 











BUSINESS MEN 


Save your TIME and PATIENCE by 
using Simonson PATENT Indexes in 
your letter file and card systems. 

WRITE 


Roger A. Simonson & Co. 


25 Madison Street 
CHICAGO, ILL. 


For Free Sample—Liberal Discount 
to Dealers 










mess man needs to 
keep track of every 
minute. 

This clock on his desk will 
enable him to do it. It can 
also be used at home or car- 
ried about when he travels. 

Correct Time-Keeper, in 
a three inch square crystal 
glass case, retailing at $1.50. 
Ina gout glass case and porcelain dial at 
$2.50. Trade prices allow generous profit. 


H. D. PHELPS 
37 Beaver St., Ansonia, Conn 




















toy ees THE STEEL 


NEW LEDGER 


ROUND BACK 
Back Made Entirely from COLD ROLLED STEEL 


No castings with flaws. No other 
Ledger compares with it in dura- 
bility, compactness, lightness of 
Weight or simplicity of construction 


GUARANTEED FOR 10 YEARS 
THE SHEPPARD LINE 


stands for the most complete and up to date devices. 
Our liberal discounts and low list should appeal to 
every stationer. Send for circulars of the new ledger and 
our other new devices. 


OUR SPECIAL PROPOSITION 


regarding samples and advertising matter will interest you 
because its different from others. Write today—it 
means money in your pocket 


THE C. E. SHEPPARD CO. 


Manufacturers to the Trade of 


EVERYTHING LOOSE LEAF 


61-65 Cliff Street - - : New York, N. Y 
Western Branch, 164 E. Randolph Str., Chicago 


























world better, richer and happier, get out of 
it? Try for yourself and see, and you will 
not exchange places with any one on this 
earth. 

All this is hard to do and results are often 
very discouraging. Do not ever forget that 
the cause is a just one and that your success 


will not only help you, but all engaged in 
the trade in your community, and that im 
provement in your community will strength- 


en the workers in other communities. Even 
if you seem to have no success at all, do not 
give up the fight. Every man must do his 
best, and often it is left to another to com 
plete his work. The little coral insect is an 
insignificant creature. For years its work 
is hidden from sight, but little by little many 
creatures working patiently and unremit- 
tingly together at last erect a firm and solid 


foundation in the midst of the great deep 
that may become an abiding place for man 
and bird and beast, and from its ferti 
bosom bring forth sustenance for many peo 


ple, and on its shores bear great cities and 
in its harbors shelter the commerce of 
mighty nations. 

Even if it is not given to you to see the 
rewards of your labors, do not think they 


are in vain. 

In the words of Cyrano, “What are you 
saying? That it is no use? I know it! But 
one does not fight because there is hope of 
winning! No! No! It is much finer to fight 
when it is no use! Something will still be 
left me to take whither I go, and tonight 
when I enter God’s house, in saluting 
broadly will I sweep the azure threshold 
with what, despite of all, I carry forth un 
blemished and unbent—my plume!” 


TAKES OVER OLD BUSINESS. 

George E. Damon Company of Bosvon, 
Mass., has succeeded to the wholesale and 
retail business formerly carried on by H. H 
Carter & Co., for the past forty-two years 
They have taken over all the lines formerly 
controlled by Carter & Co., and solicit a 
continuance of the goodwill and patronage 
of that company’s customers. 

H. H. Carter in an announcement to the 
trade thanks his customers for their gen- 
erous patronage in the past and he speaks 
for his successor a continuance of the fa- 
vors accorded to him. He declares that he 
has known Mr. Damon for thirty years and 
feels sure that he is leaving his business in 
worthy hands. 

George E. Damon was for fifteen years 
with the Samuel Ward Company as secre 
tary and manager of their retail depart- 
ment; for twelve years with Thorp & Mar 
tin Company as secretary, assistant treas 
urer and president, and has been for three 
years president and treasurer of the George 
E. Damon Company. In taking over the 
business of H. H. Carter & Co., Mr. Damor 
retains all of the employes of that concern 

“If every man in business were just like 
yourself, there would be nothing to strike 


a spark on 
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Keller's OfficeSpecialties 


are trade winners and 
ip Illustrating New 
3 Patent Pour-out. 


money makers for A 
= 
STATIONERS AND “vq 
OFFICE APPLIANCE DEALERS 


We have been in business since 1886 and our business has 
shown a constant growth—simply because we have always 
made the best possible goods at “‘right”’ prices. 












There is no more complete line of inks, pastes, mucilages, 
and similar office accessories than 


KELLER’S 


We call especial attention to our new 
Patent Pour-out fitted to our ink con- 
tainers—absolutely the best ink pouring 
= device on the market today. See cut at 
the top of this advertisement illustrating the ease and 
simplicity of its operation. 















— 


On the small bottle of ink we have fitted a Patent Screw Cap, which HELLER'S Th) 
may be taken off and replaced much more easily than a cork. This pcrin WRIT! NGI! 
combination makes the handsomest 5c package of ink on the market. 
This cap is one of those little things which please the customer and 





bring him back to your store. 


Notice also our special wrapper for containers, as shown above 
and to the left of this paragraph. It saves re-wrapping for the 
customer, and keeps the bottles neat, fresh and free from dust, 


dirt and moisture. 
On this page we have space to show only two or three of our 


leaders, but write for illustrated catalogue of our complete line and 
trade discount terms graded according to quantity of purchases. 


The Robert Keller Ink Co. Detroit, ‘Mich. 
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The Spotless Sheet ' 
and Bright Clear 
Tone added to the 
quality character- 
istics of 


make a paper that 
wins the esteem of 
the discrimating 
buyer. | 


All that skilled labor, 
pure water and careful 
selection of stock can 
give goes into every 
sheet that bears our 
brand. Nothing is spared 
in the manufacture that 
will add in any way to 
the quality of the pro- 
duct. 


DEALERS 


Every time you introduce 
Banker’s Linen into a busi- 
ness house in your commun- 
ity you can do so with the 
full knowledge that the more 
your customers know about 
paper the more they will like 


Banker’s Linen. 


Southworth Paper Co. 
MITTINEAGUE 
MASS. 
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Many Stationers Not Up To Date 


Use of Old Catalogues and Disregard of 
Actual Costs Keeps Many Sta- 
tioners Poor. 


MEMBER of the National Catalogue 
Commission who has _ traveled a 
great deal in the course of his work 

as a member of that body and has had 
every chance to get on _ the “inside of 
things” all over the United States, calls our 
attention to what he quite justly believes 
to be the greatest need of the stationers 
of the United States. This gentleman, him- 
self as prominent and as successful as any 


sa 


stationer in his state, speaks not from any 
theoretical view of the matter, but from 
hard study and experience, plus careful and 
extended observation. He makes a success 
of the principles he espouses, which are 
| those recommended to all stationers by the 
National Catalogue Commission. This 
gentleman says that many stationers who 
ought to know better are keeping cata- 
logues all the way from one to ten years 
| old- strictly out of date. When buying, 
they get the wrong information-and when 
selling the goods they make prices too low, 
based on data that is no longer reliable. 
Cost in Business. 

The element of cost is the very A B C of 
every business, and, strange to say, it is 
one which seems to be least understood by 
very many merchants. Take a dozen mer- 
chants in any one line and ask them what 
per cent it costs them to do business. The 
probabilities are that the answers will vary 
all the way from ten to thirty per cent, and 
in the same city, too, and perhaps in the 
same neighborhood. 

The writer of the present article once 
propounded the cost query to a number of 
merchants in another line and _ received 

some very interesting estimates. One man 
advanced the unique statement that his en- 
tire cost of doing business, including clerk 
hire, light, fuel, book-keeping, collections, 
deliveries, etc., did not exceed ten per cent, 
because, said he, “I own my building and 
don’t have to pay any rent.” He failed, of 
course, to figure any interest on his invest- 
ment or to calculate on what the building 
to another. He 


would bring if rented 
should have figured at least six per cent 
for his money, or, failing in that, should 
have charged his business up with a fair 
price as rent for the building. Other mer- 
chants in the same _ neighborhood’ with 
methods equally as good admitted _ that 
their costs run as high as 20 to 25 per cent 
of their sales, a difference, by the way, be- 
tween the first estimate and others, wholly 
out of proportion to the difference between 





paying rent and not paying it. 
It may be assumed, almost without argu- 


ment, that no stationer in any town of rea- 


sonable size can do business for much less 


than 25 per cent of total sales. Esimates 


vary slightly above and below this figure 


| according to location and special conditions, 
| Correct understanding of all the elements 


which enter into the cost proposition is the 
only proper basis—indeed the only pos- 
sible basis—upon which to found a success- 
ful business. 

How, then, shall the stationer be sure of 
his proper reward if he does not understand 
even the original cost of his goods or 
leaves his salesmen to figure on what the 
goods should be sold for? 

The Remedy in Sight. 

It should be evident to every stationer 
who has followed the work of the National 
Association of Stationers and Manufactur- 
ers, that the remedy for these conditions is 
at hand. The National Catalogue Commis- 
sion in its published reports has given a 
basis upon which all stationers may work 
who desire to do business at a profit. The 
Association asks for the sake of the trade 
at large that these prices be as generally 
adopted as possible and it should not be 
difficult for any stationer to adapt the rec- 
ommendations of the Catalogue Commis- 
sion to his business.. Most stationers will 
find many items which they are selling un- 
der the prices recommended by the com- 
mission and some will find that they are 
selling some articles above the prices rec- 
ommended, but wherever’ possible’ the 
prices should be made to conform to those 
suggested. 

These prices are based upon careful anal- 
ysis of average costs and have’ been com- 
puted by men who have had many years 
of special training in their business. It 
would be impossible to secure the services 
of a finer, more experienced body of men 
to handle this work than those who now 
compose the Commission, They are work- 
ing without pay for the good of the trade 
of the entire United States, and they 
should not only receive the moral support 
of the trade at large, but their recommenda- 
tions should be generally endorsed and 
adopted. The members of the commission 
are glad at all times to receive and respond 
to inquiries and suggestions from stationers 
wherever located and they will be found 
ready to respond to such inquiries and sug- 
gestions in a straightforward and practical 
manner. 

This is the most important work which 
the National Association has ever under- 
taken. It is not shooting at a dummy ttar- 
get; the Commission gets down to the real 
essence of things and deals with a question 
which means dollars and cents to every sta- 
tioner in the United States. When a man 
is in business to make money, it behooves 
him to study carefully any suggestions 
from whatever source which will help him 
to make more money. The Commission 
is helping YOU to make bigger profits, not 
in two years or in one year, but within the 
week or the month as soon as its recom- 
mendations are put into effect. 
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THE KELLER LINE. Keller's Crystal inkwell, illustrated here), EE 

For nearly a quarter century the Robert with. It is all glass, has no rubber or tin 
Keller Ink Company, Detroit, Michigan, attachments, is of very simple and practical AGENTS WANTED 
has been manufacturing and marketing construction and one of the cleanest ink 
through dealers a line of inks, pastes, mu weils produced. The inner glass funnel as ‘ 
cilages, sealing wax, and kindred office sup- shown in the cut greatly simplifies the op In every city to 
plies. Each year has shown a steady in eration of cleaning. The manufacturers say sell our 
crease in its business and has marked some that already the demand is such as to indi 
addition to its list of articles. The Kellers cate that Keller’s Crystal inkwell is destined C : ° 
are expert chemists along the lines to to become one of the most popular sellers | riterion 
which their business is devoted, and as a_ of the kind on the market. It retails at 50 


cents and there is an excellent profit for 


dealers. e 
Among other special features of the Kel l ons 


ler goods is a very satisfactory patent 
metal cap for sealing bottles and the com 


an 
pany claims to have been the iret he em Carbon Papers 


corrugated fibre shipping boxes for glass 























ink bottles, which by their lightness save 20 Paes ae 
per Cent Shea Coane " Strictly high-class] and com- 
[The Keller business has grown to such plete line, including Multi- 
proportions that the company has been graph and Writerpress Rib- 
compelled to make plans for immediate bons, and Carbon Papers for 
erection of a large addition to its factory every purpose. 
building, which will double its capacity. é ‘ : 
The Robert Keller Ink Company aims to Exclusive territory. Write 
cooperate with stationers and office supplies for particulars. 
dealers in every possible up to date way. A | 
NEW KELLER INK WELL. complete illustrated catalogue of the Kel- | Address: 
matter of fact have devoted their lives to ler line of trade winners can be obtained by 
chemistry in its various branches. They take simply dropping a postal to the company at M.F. Donovan Company 
a pride in the statement that they have 523 Fort street, Detroit, Mich ene PE 
never purchased a formula of any kind and —_ _ 
that they themselves have originated all “Civilization and cleanliness go hand in AUBURN, N.Y. 
their products. They have recently invent hand. The most modern store is the clean 
ed and filed patent application on the new est.” 


The Seal of the Users Approval 


is found in the universal sale of the 


I-P Loose Leaf Price Book 


Aside from the special uses for which they were designed, 
the great adaptability fits them for all manner of general 
office forms, which may be kept up to date, properly 
indexed and easily accessible. 4 rp *% as rs 





The Mechanism of the I-P Book 


is marvelously simple, effective and durable. The mate- 
rials and binding are of the highest possible standard. Its 
universal adaptability and splendid construction have 


made it the most extensively sold of all loose leaf books, 


It is the Favorite of the Dealers 


because it is the favorite of the users. It is carried in 
stock in all practical sizes, eight rulings for each side. 


Sold Through The Trade Exclusively. 


Write for Prices IRVING-PITT MFG. CO. a 


and Catalog KANSAS CITY, MO. 
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Quality 
Packages 


Prices 


Profits 
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Are You 
Paying 
$25.00 for 
$10.00 


After 85 years’ experience in the manufacture 


of WRITING INKS, MUCILAGE, 
PASTE, SEALING WAX, etc., we make 


the following claims for our merchandise—and 





substantiate them. 








—The quality of all our goods is second to_none. 
—See them ! 


—We have not advanced our prices and they are lower 


Our new styles are winners. 


than the net prices of any other standard line. 


—Our low prices make your profits worth while. 





Guarantee—Our guarantee as to quality goes with every article we 


market. 


Investigate—!t will pay you to familiarize yourself with the above 


facts. 


We will be pleased to send you one of our catalogues 


depicting the line you should carry. THE LINE OF 


QUALITY AND PROFITS. 





THADDEUS DAVIDS <== 
am 


COMPANY _ 


95-97 Van Dam Street 


New York 


Established 1825 








A PRACTICAL PAPER FASTENER. 


Bump’s Perfected paper fastener, althougi 
comparatively new in the office appliances 
field, is already commanding a large 
The Continental Art 
Company, Chicago, which is sole sales dis 
tributor of this article in the United States 
and Canada, informs us that even thus early 
it has placed the device on sale with a lead 

nearly every 
This office tool is 


widely extended sale. 


ing stationer in large city 
throughout the country. 
manufactured by Bump’s Perfected Pape: 
Fastener Company, La Crosse, Wis., and 
George P. Bump of that company states that 
he is the inventor and patentee in the United 
States, Canada and foreign countries of 
every paper fastener punch which in the 
perforating operation produces a tongue in 
the papers which clinches in such a way as 
to make a fastening of the papers them 
selves, holding them securely together with 
out any artificial] attachments. Mr. Bump 
has personal charge of the manufacture of 
his device and inspects every fastener before 
He calls special attention to an 
recently made in 


shipment. 


important improvement 





BUMP’S NEW FASTENER. 


his machine—the needle eye in the stripper 
and sheer plate of the mechanism, which 
enables the fastener to make a tie solid and 
equally tight up to the capacity of the ma- 
This feature is illustrated in the ad 
Com- 


chine. 
vertisement of the Continental Art 
pany on another page. The statement of 
the manufacturers is that Bump’s thus be- 
comes the only paper fastening punch hav 
ing a stripper and shear plate that tucks the 
paper through the cut made by the needle 
without tearing the paper, making a rough 
fastening when several sheets are fastened, 
and that Bump’s is the only device of the 
kind that makes a smooth and compact fast 
Among other recent important im 
provements of paper fastener in 
which the manufacturers take particulat 
pride are the following: They have doubled 
handles; the 


ening. 
3ump’s 


the strength of the needles 


which are a part of the mechanical construc 
tion, are hand sharpened; the needle and 
punch are supported by a strong wedge in 
stead of a weak pin; they have discarded the 
troublesome rivet at the end of the handle 
the lips of the machine have been widened 
so as to receive the paper readily; and the 


completed tool is now given an elegant 


triple-plate finish so that in addition to be 
ing a perfect and durable device for fasten 


ing papers together for filing, it is of such 


beautiful appearance as to be really an orna 


hy 


ment to any desk. The claim is made that 
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its use increases the capacity of all! files 25 
per cent and that with average use it pays 
for itself every three months. As a matter 
of fact, within the last six months the manu 
facturers actually have completely remod 
eled this machine and they state that they 
now have it so perfected that they guaran 
tee every machine for any length of time 

The selling and advertising end of th 
Bump’s Perfected paper fastener business is 
entirely in the hands of the Continental Art 
Company. Both this company and its man 
ager, W. H. Buchanan, are well and favor 
ably known to the wholesale stationery 
trade, having for a number of years mar 
keted in this field a complete line of the 
finest souvenir post cards and novelties 

The retail price of Bump’s Perfected pa 
per fastener is $5 and there is a liberal dis 
count to dealers. Full particulars can be 
obtained by dropping a postal to the Conti 
nental Art Company, 1101 West Monro 
street, Chicago, III 
WATERMAN PEN COMPANY BUYS 

BIG FACTORY. 

[The Waterman Fountain Pen Company 
has purchased the ten story fire-proof build 
ing 34, 36, 38 and 40 Fletcher street, New 
York, and will occupy the building as a fac 
tory. The structure, which is of reinforced 
concrete, was built about five years ago at a 
cost of about $200,000. It has a frontage of 
70 feet and a depth of about 72 feet. The 
price paid was said to be considerably less 
than the original cost of the building. 


AN INTERESTING LINE. 

Stationers who handle either school or 
artists’ brushes will learn of an interesting 
line at unusually attractive prices by com 
municating with James H. Rice Company, 
Illinois and St. Clair streets, Chicago, II] 
This house carries in stock imported Ger 
man water color brushes, the Trident 
brushes S. & C., sizes one to eight, of re 
markably fine quality and finish. The com- 
pany has such advantageous connections 
with the German manufacturers that they 
can give American dealers exceedingly 
good value for the prices asked. 





BANQUET TO BAINBRIDGE. 

A banquet was given by the stationers of 
New Orleans on March 14th to Henry C 
fJainbridge of New York Mr. Bainbridge 
is president of the New York stationers’ 
Board of Trade and one of the most promi 
nent men in stationery circles in the United 
States. Among those who attended the 
luncheon were: Thos. W. Fitzwilliam, the 
president of the club; Jas. E. O’Donnell, 
vice-president; Jos. P. Buckley, secretary; 
B. P. Sullivan, Frank P. Dameron, Jos 
Levy, T. J. Moran, J. J. Hooper, Mr. Pier- 
son and R. W. Furlong of Schumert & 
Warfield 





“Our happiness depends largely upon 
where, between abstinence and excess we 


stick our peg.” 








This Sign in Your 
Window will Mean 
Dollars in Your 
Cash Drawer 











ANDREWS WIRE GOODS 


For Stationers’ Trade. 


We make a complete line of stacked or single letter 
trays, waste baskets, letter baskets, envelope 
racks, door or desk mail baskets, memo hooks, 
easels, folding or spiral card racks and other wire 
office devices. 


DEALERS: These goods are the best 
* possible quality and the 
prices are such as to give you a good profit. We 


back our product with a quarter century unsur- 
passed reputation and experience in this business. 


Write for New Illustrated Catalogue. 


Note the special features of the “Corner Post,” 
giving stability to these stacked letter trays, and 
the rubber covered ring feet. 











ANDREWS WIRE & IRON WORKS, ‘iunois. 
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200 Durable Celluloid 
Tabs 


In one 
Ledger 
Binder 


Note that it lies perfect- 
ly flat at the tab edge 


The Public Record Index Co presents to the m:z earertarng stationer and county 
supply house a continuous indexing system. It has all the flexibility of the card index, 
and all the safety, durability and ease of operation of the bound book 


Some Important Features of the 


PUBLIC RECORD LOOSE LEAF INDEX 


EXPANSIBLE. New leaves can be adtled as needed NO TRANSFE BRING. There There is no filling or crowd- 

in any division. Index can be split and carried in ing of the writing space necessitating the continuance 

two or more binders if necessary of the entries in unused portions of the book 

, f f is soi 

DURABLE. The celluloid tabs are amalgamated to ~ ety i ag ge ey le “ whic 
-  — + aay wey Vee a tly Ne. t ne et can be kept in good condition for an indefinite period. 

e s ae « 
quality of these tabs is unquestioned. LEXICON ov ISION. Standard le xicon divisions, 
used generally by card index and loose leaf manufac- 


NO WASTE. The loose leaf index eliminates the turers, are used in this index, making a simple system 
reat waste which is always found in bound indexes in which errors are improbable and in which writing 
fh a continuous index there can be no waste and searching is easily accomplished. 


SOME OF THE USERS 


Recorder of Deeds, Portland, Ore. 
: = Springfiel i, Ill. 
lerk of Supreme Court, Washington, D. C. 
C ircuit ¢ lerk, Fort Sm ith, Ark 
St. Louis, Mo, 
County Clerk, Summerville, N. J. 














Recorder of Deeds, Chicago, I! 

- ‘ Dist. Columbia 
Z Sacramento, Cal 
: Denver, Colo 
ne “ Dallas, Texas 
" or Lewiston, Idaho. 


Write us for booklets giving complete description 


PUBLIC RECORD INDEX CO. S*2entc.223 Carroll Avenves 


CHICAGO, ILLINOIS 











“ The PHONE-EZE Telephone Bracket 
STAYS PUT 


Many styles to meet many conditions 
VERSATILE 
MOST x SUBSTANTIAL 
AL 


Ask your dealer or write 


SEELY OFFICE tierern COMPANY 
95 Liberty Street : : : New York City 


Style “‘A”’ for side of roll top desk. 

Style “‘B” for top of flat top desk. 

Style “C"’ for side of flat top desk or table. 
Style “D”’ for wall or partitions. 

Style “E” for top of roll top desk. 

Style “‘F”’ for floor or station use. 


~ 











INTERCHANGEABLE BLADE JNK ERASER 


<je_ | 


BRAND NEW 











LESS PRICE THAN 
THE OLD KIND 


Indispensable in the business office 
Far superior to the old-fashioned 
ink eraser. 
Retails for 25c. New blades less than cost to sharpen. 
Also a Pencil Sharpener—Lasts a Life Time. 
BIG sapere GOOD sage Dies STATIONERS 


If your dealer does not ha 1 25c for sample re 


W. THORSELL 3 - 85 Fifth Avenue (Rooom 73) Chicago 









































CONDEMN FREE PRINTED ENVE- 
LOPES. 

The Chicago Stationers’ Association, at 
an executive meeting held in the Grand Pa- 
cific say Chicago, February 28, 1910, 
passed the following resolution: 

The cahaulomad executive members of 
the Chicago Stationers’ Association, at a 
meeting held in Chicago February 28, 1910 
adopted unanimously the following resolu- 
tions relative to the free printing of stamped 
envelopes by the United States Govern- 
ment: 

Whereas, The Post Office Department 
of the United States Government has en- 
joyed for more than fifteen years a practical 
monopoly of the printing of government 
stamped envelopes to the financial injury of 
stationers, printers and allied trades, and at 
the expense of the tax-payer, and has within 
the last few years attempted to clinch this 
monopoly by means of an extensive adver 
tising campaign carried on by means of the 
free use of the mails, and 

Whereas, This activity on the part of the 
Post Office Department in this field of com- 
merce, which properly belongs to the busi- 
ness men handling this class of work, has re 
sulted in a financial loss to the Government 
and has imposed an unnecessary burden on 
the tax-payer, be it and it is hereby 

Resolved, That this organization register 
its disapproval of the Government’s policy 
in entering into competition in the printing 
of envelopes to the financial injury of a very 
large class of business men. That this protest 
be filed with each of the members of Con- 
gress representing the districts within the 
City of Chicago and with each of the Sen- 
ators from the State of Illinois with the 
earnest request that they give their sup- 
port to the two bills relative to this subject 
now before Congress, viz: The Nelson Bill 
(S 1614), and the Tou Velle Bill, which 
should be pased unanimously to prevent 
the Post Office Department from renewing 
the contract to continue this abuse. 

(Signed) Shea Smith & Co., Stromberg, 
Allen & Co., Burr-Vack Co., L-M Station- 
ery Co., S. D. Childs & Co., P. F. Pettibone 
& Co., Geo. E. Cole & Co., Mabie, Todd & 
Co., Marshall-Jackson Co., A. C. McClurg 
& Co., Baldwin Stationery Co., Cameron, 
Amberg & Co., Stevens, Maloney & Co., 
Union Stationery Co., Riddle & Wunderle 
Co. 


A FINE CHAIR FACTORY. 


The Johnson Chair Company’s new 


plant is one of the largest and finest chair 


factories in the country and the company 
takes pride in it as the “Model Chair factory 
of the West.” It is located at Forty-fourth 
and West North avenues, Chicago, an “L” 
shaped four story structure facing both ave- 
nues, 1000x80 feet with 400,000 square feet 
of floor space and covering 15 acres of 
ground. The new factory is equipped with 
the most modern chair manufacturing ma- 
chinery and facilities and affords the com- 
pany more than double the capacity of their 
former factory. So this company is better 























office 


prepared than ever to supply the 
chair needs of the trade and they say that 
they offer as large and diversified a line as 
any in the country and in every instance the 
highest grade of goods for the 
prices charged. Their remarkably compre- 
attractive catalog seems to in- 
everything desirable in chairs; 
and equipment deal- 
an extraordinarily interesting 
variety, such as chairs, screw and 
spring, office arm chairs, type- 
writer chairs either ordinary or with adjust- 
able spring backs, Vienna bent wood chairs, 
desk stools either ordinary or with adjust- 
able spring backs, etc., etc. 

Every month brings to us evidence of the 
office appliances 
heavier office furniture lines. 
Those chairs should not 
fail to get Johnson Chair 
Co., and obtain their catalog and prices. 


possible 


hensive and 
clude most 
and for office furniture 
ers there is 
office 

and library 


increasing interest of 
dealers in the 
interested in office 


nto touch with 


Cc. B. & F. COMPANY GROWING. 

Binder & 
a rapid 

com- 


Chicago 
enjoying such 
company has been 
pelled to take considerable additional space 
floor of the building in which 
at 118-124 South 
Chicago. The office of the 
company will be located in the new space, 
and this will enable them so to enlarge their 
department as to increase 
The additional 
excellent office 


The business of the 
File Company is 
growth that the 


on the first 
their factory is located, 


Clinton street, 


manufacturing 
their output considerably. 
space affords the company 
quarters and an attractive show window for 
display purposes. 

March was a banner month with the Chi- 
cago Binder & File Company, their business 
having exceeded that of any previous month 
but one in the last three years. 

Mr. Mudd says that his company’s pros- 
perity to its exceptionally attractive 
lines of loose leaf which are very 
fully and interestingly described in the com- 
pany’s recent 72-page catalogue—a useful 
book which dealers will find interesting and 
profitable reading. It is very complete in 
text and illustrations, and contains descrip- 
tions of a number of new loose leaf binders 
and other accessories and devices exclu- 
sively the invention of the C. B. & F. Com- 


pany’s experts 


is due 
oC ods, 





TWINLOCK COMPANY INCREASES 
CAPACITY. 

The continuing phenomenal growth of the 
Twinlock Company of Cin- 
cinnati has again forced an enlargement of 
the company’s plant. Within the past few 
weeks much new machinery has already 
been added to the company’s already com- 
plant. New ruling machines, cutting 
printing presses and metal work- 


business of the 


plete 
machines, 
ing machinery have been added. 

With this new machinery, whose installa- 
tion is already nearly finished, the Twinlock 
Company will have one of the most com- 
pletely equipped loose-leaf factories in the 


world. 
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Marca de Fabrica—"Princess” 





PRINCESS COVER 


Papers for Catalogues and 


STAR Manifold LINEN 


Add quality and distinction to printed matter. 


We also make Paper for Carbon Manifolding 
in all its branches. 


C. H. DEATER @ 


Windsor Locks, Conn. | 
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Retaining all the Beauties of Natural Wood. 


( SlobeWeenicke Steel Equipment is Practically Indestructible 


Just as GlobeSWeenicke Filing Cabinets made of wood have become the 
standard of excellence, quality, convenience and utility—those of steel now 
merit the favor of business men who demand the best at a minimum price. 

Made entirely of steel, 


The practical, distinct- - th itl t 

ive features and im- “We k ey will not warp 
we features and Globe-Wernicke 22. ai indt 
teristic of Slab! Mtewek Steel ace more sanaey ae 
Sectional Filing Cabi- yet can be placed beside 
nets in wood—are now oak or mahogany desks 


eye * 
still further developed Filing Cabinets with absolute assur- 


and perfected in steel. ance ofa perfect match. 


Convenient in size—symmetrical in shape—in finishes so closely resembling natural 
oak or mahogany as to baffle the eye—Globe"Weenteke Filing Devices are now obtainable 
in sectional units—the same as those in wood—to fit the specific needs of any busi- 
ness, be it large or small ‘ 

GlobeWernicke Steel Sec _o are made without the use of rivets, bolts or nuts. 

, dust-proof joints—give them a uniform, symmet- , > 
. Ils } ce t > 7e@ . h < Pe Ss 
le walls, with air space between, protects the con “oy ASS 








Rounded ends, insepar - 
rical appearance. Dout 
tents of each section saninet lo 


s by fire Y oun 
ti oes S 
The Same Supplies for Wood and Steel Cabinets if o> J 


plic T Globe“Wernicke W and 5S ] g Cabinets are standardized i. . 60° 5 
| LS SSS 
The supplies that fit the Wood Cabinets also fit the Steel Consequently there .Q° S&o ‘4 f 
a larger arke or GlobeZWerwicke Cabinet supplies than any other line. ry + s Ry a ¥ 
You don ve to carry odd f guides ar folders, for which tt “Sy a 4 
; uu do o¢ os guide and [tolders, ) Cc 1e a «do & Y Pa 
demand becomes in time uncertair cata So Sf / 
Our 100-page catalog of Stationers’ a Filing Cabinet Supplies willbe .“ vs a“ ae 4 
included with the reauest for the cabinet catalog to all dealers who if v og , Pol / / 
epee Af be 
* > e* ” 
Cc . . od Pah Ie ‘ 
e incinnati, Fs F SHOP / Pa 7 F 
The Globe=Wernicke Co, “U'S*A! ah BERS gt gt 
he (eo FIFE SS F «MG 

















The Only Genuine 


PEN CARBON 


paper is made on 7 |b. paper and carried 
in stock in size 20 x 30—black, blue and 
purple. 

This is the only really satisfactory and 
successful Pen Carbon for making per- 
fectly clear copies of pen and ink writing 
——using any pen, any ink, any paper. 


omawZtz=— = 





Made in three grades of sensitiveness: 

1. Extra Sensitive, for light writing, 
using soft pen, or one to size copies 
with Manifold Pen. 


2. Medium Sensitive, for general use, 
one or four copies. 


3. Hard Sensitive, for use with Manifold 
Pen, one or two copies. 
DEALERS-* will have a ready 
sale for this pen carbon 
paper—when once used its superiority 
over all other brands is too self-evident to 
be set aside 
Be known as the man who handles “The 
finest pen carbon paper | ever saw.” It 
will pay you a good profit. 





” Samples and prices on request 


PEN CARBON MANIFOLD CO. 
New Brunswick, N. J., U. S. A. 
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WOULD YOU BE WILLING TO PAY 


the price of a square meal for a book of useful general 
information which answers the thousands of questions 
thatcome up in the daily business and social life and 
can nowhere else be found? Of course you would 
—because such a book is indispensable to everybody 
and the knowledge it contains is worth many dollars, and 
because you know “Knowledge is Power”. It should 
be on every desk and in every home. Here is your op- 
portunity—get “THE WORLD'S KNOWLEDGE”, a 
512 page closely printed handy reference work, having 
also a concise geography of the world with 50 colored 
maps. Over 800,000 copies sold since first published, to 
those appreciating its value. A revised edition will be 
sent you postpaid for remittance of only ONE DOLLAR. 
Get it at once—it will benefit you. 


THE KNO* LEDGE BUREAU, 4708 Magnolia Ave., Chicago, Ill. 
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| to be adopted. 
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NEW YORK STATIONERS’ MONTH- 


LY MEETING. 

The monthly meeting of the New York 
Stationers’ Association was called to order 
at 3:30 p. m., March 17th, in the associ- 
ation room at 309 Broadway. A larger at- 
tendance than usual was present. 

The new by-laws which are to be acted 
upon at the next monthly meeting were 
read and discussed. Their object is to 
awaken greater interest in the association. 
Before the April meeting copies will be 
mailed to all the members of the 
ation, together with those now in force, in 
order that all may be prepared to act upon 
them at that time. 

It was voted that 
appoint a nominating committee to make 
nominations for the directors who 
are to be chosen at the next meeting. 

adopted condemning 
Government’s practice 


associ- 


the president should 
seven 
A resolution was 
the United States 
of printing the corner card on stamped en- 
velopes free of charge, and favoring the 
Tou Velle bill now before the House of 
Representatives, which, if passed, will put 
a stop to the practice. The resolution 
also respectfully requested the members to 
write to their representatives in Congress 
urging them to vote for this bill, and also 
the corresponding one before the Senate. 
The surplus remaining from the recent 
banquet was voted to be set aside for the 
use of the entertainment committee. The 
motion was carried that the next quarterly 
dinner of the association should be held in 
May, the exact date to be decided later. 
The April meeting will be the most im- 
portant one of the year as seven directors 
are to be chosen and the new by-laws are 
All members should make 


a special effort to be present. To attend 


| the meetings only takes one or two hours 


a month, and no stationer could spend 


that time more profitably than by attend- 


— 


ing the association meetings and assisting | 


in the betterment of trade conditions. 





THEY MAKE GOOD TABLES. 

The Niemann & Weinhardt Table Com- 
pany make an attractive line of office tables. 
These manufacturers have been in busi- 
ness for thirty years and their long experi- 
ence in this industry has enabled them to 
perfect table designs which find great favor 
with the buying public—tables which are 
pleasing to the eye because of their elegant 
and refinea outlines; tables of the best ma- 
terial and of unexcelled finish, in both me- 
dium and the better grades. The company 
keeps a large stock made up in advance 
and this together with the unsurpassed 
shipping facilities of Chicago 
prompt shipment of all orders placed with 
this concern. They have recently issued a 
new and interesting 1910 catalog, showing 
various styles of directors’ tables, ordinary 
office and writing tables, stenographers’ 
store and library tables. The catalog will 
be mailed to any dealer who will write to 
the Niemann & Weinhardt Table Company, 
927 North Wood St., Chicago, III. 


insures 








With the ‘‘No Blot’’ 
Pen Attachment 


and Ruler 


You can make a straight, 
wave or dash line, and be 
absolutely sure that you 
will not blot the paper. 


HE patent attachment on the pen holder 

is so adjusted that it prevents the pen 

coming in contact with the edge of the 

ruler, thus precluding all possibility of 
blotting. 

The advantages of a device of this kind 
in the modern business office are obvious. 

The “NO BLOT” has proved a good 
seller wherever introduced and we want 
stationers and dealers in office supplies 
everywhere to sell it for us. We have some 
original and effective co-operative selling 
methods which meet with the approval of 
hose now selling the “NO BLOT.” 

The illustration shows how the “NO 
BLOT” is used. Those who have had 
experience with it pronounce it the cleverest 
and most practical device for its purpose 
ever sold. 

For particulars of the “NO BLOT” 
co-operative selling plan and terms to deal- 


ers write: 


Rodney S. Pullen 
Mfg. Co. 


(Patentees and Manufacturers 


1005 Chestnut St., Philadelphia, Pa. 


Canadian Agents: A. R. MacDougall & Co. 
42 Adelaide St., West, 


Toronto, Ont. 























Syracuse, - 





If there is any question in your 


mind as to whether the Dodge 





Ribbon is the ribbon for you to 
carry—write to some of our 
dealers (names furnished on ap- 
plication) and ask them what 


they think of 





Ribbons. 

We believe our ribbon is the 
best on earth, and we want you 
to believe it. 

What better way than to get 
the unbiased opinion of dealers 
who are handling the line, and 
who know from their own ex- 
perience just how good the rib- 
bon really is 


The Dodge Company 
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MOVE TO GET MORE ROOM. 
Fifteen Frank 
making typewriter ribbons at his 


years ago, Bayer started 
home in 
Brooklyn; and during the day visiting the 
trade selling his product. 

In 1904 he opened a factory at 108 Fulton 
In 1905 he was obliged to move to 
larger No. 102 Fulton Street 
In 1907 he was again obliged to move to 
22 North William Street, where in 1908 Mr 
with Mr 


Street 


quarters at 


E. A. Brecher became interested 
Bayer and incorporated The Frank Bayer 
Co 


The business of late has grown to such 
an extent that their present quarters _are 
entirely too small and they will therefore 


now move to No. 88-90 Center street, where 


| two large lofts will be occupied 


Ask the Dealer 


| through them perfectly and that 


TYPEWRITER RIBBONS 


CARBON PAPERS 


N. Y. 


| 


| 
| 





Frank Bayer who is one of the oldest rib 
bon manufacturers and perhaps the first 
man to make two and three color ribbons 
devotes his time entirely to the manufac- 
turing end of the business. Whereas, Mr. 
Brecher who has been in the line for the 
past eight years looks after the selling end. 

We feel confident of their continued suc- 
cess as it is an established fact that their 
goods are excelled by none. 


A NEW COPYING CLOTH. 

The Adams Manufacturing Company 1s 
now weaving its own copying cloths and 
wide departure 
from store goods in this line. The 
pany will be remembered as the manufac- 


state that it has made a 
com 


turers of brass blotter baths and_ silk 
bound copying cloths. The new cloth its a 
soft fabric with both facings of the cloth 


alike. Either side is more absorbent than 
the one side usually woven into the cloth 
It is claimed that equalizers or moisteners 
are not required when using these new 
cloths. The company recommends the 
adoption of a box or pan for holding the 
cloth, made double, the one a little larger 
than the other, thus keeping the dirt out 
and the moisture in. In using such boxes, 
the cover of the box may be inverted and 
used cloths may be placed in it. When the 
work is finished, the used cloths may be 
covered with an oil board for the time and 
the cover replaced over the smaller box at 
night. The used cloths may be placed in 
the smaller or pan box and water put on 
them. 

The company claims that the cloths are 
so soft and open that moisture equalizes 
there is 
nothing in them to draw foreign matter or 
harden cloths and that they will not rot 
OLD NEW YORK STATIONERY FIRM 

TO MOVE. 

The firm* of Montross & Clarke. for 
twelve years located at 51 Nassau _ street, will 
during April to 14 Maiden 
where they will occupy the store and base 


move Lane, 


ment 
crowded quarters on 


They have long since outgrown their 
Nassau and 


their many friends will congratulate them 


street, 


upon having secured so desirable a location 





i 
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Does Your 
Inktsand 
Lose You 
Money ? 


@Dozens of inkstands claim 
to save you soiled fingers, 
blotted papers, ruffled tem- 
per. The FITZ AUTOMATIC 
INKSTAND actually does 
so. It is the greatest im- 
provement in inkstands ever 
made—its use is a constant 
delight. 


@You can’t soil your pen- 
staff, fingers or papers—the 
dip funnel prevents it. Your 
ink is saved—kept clean 
and fluid, for the stand, is 
dust-proof and non-evapor- 
ating. Its handsome ap- 
pearance fits it for home as 
well as office use. 


No. 20 24 inch cut glass - $1.50 List 
No.403 “* & se 268 * 


@Its distinctive merits 
make the FITZ AUTOMAT= 
IC INKSTAND a sure seller. 


Dealers Price very interesting. 








American 
Business Supplies 
‘Company 
147 E. Congress Street, 
BOSTON 
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Cleveland Booksellers and Stationers Dine 


ROBABLY no one of the annual ban- 
quets given by organized stationers 
attracts more attention than this an- 
nual gathering of the Cleveland trade, with 
the exception perhaps of New York and 
Chicago gatherings. 
Now the annual Cleveland banquet, how 
ever is notable for one thing, i. e., the spirit 
which is 


co-operation evi 


incident in 


of unity and 
denced by every 
therewith, and which might well be initiated 
by other stationers’ associations 

The recent gathering April 
2nd, at 6:30 P. M., in the parlor floor dining 
of.the Colonial Hotel and after all 
seated, registration that 


connection 


assembled 


room 
were indicated 
there were approximately 140 members and 
guests at table 

The organization styles itself “Cleveland 
Booksellers’ Club” 
this banquet was the sixth banquet given 
by the body. The meeting throughout was 
characteristic by the very best of order and 
attention to program, which was not in the 


and Stationers’ and 


nature of a series of set speeches, but was 


rather spontaneous in its nature; in fact, 
some of the speakers had no previous noti- 
fication that they were expected to partici- 


inclined to 


pate in this way, but we are 
think such extempore addresses are even 
more convincing in their nature, than a 


Rig and Successful Dinner Attended by Sta- 
tioners En Masse. 


which has been “cut and dried” for 


talk 
weeks, 
We will publish the registration so far as 


we have it, but we regret to say that some 


of the guests neglected to record their 
names and for this reason are omitted. 
Much credit for the success of this dinner 


is due to the committee on arrangements, 


composed of W. J. Petty, chairman, C. O. 


Johnson and A. J. Caldwell. The dining 
room was tastefully decorated in colors, 
and speakers’ table extending entirely 


along one side of the room, was occupied 


Re »b- 


Bur 


by the following gentlemen: F. W 
C. O. Johnson, J. J. Wood, C. W 
R. B. Sanders, President of the local 
organization; W. S. Gilkey, Toastmaster; 
Andrew Kelly, monologist; 
Frederic Williams, all of Cleveland, and by 
the following “Uncle” George 
Olney of the Irving, Pitt Co., Kansas City, 


erts, 
rows, 
Rev. George 


visitors: 


Mo.; O. H. L. Wernicke, President of the 
Macey Co., Grand Rapids, Mich.; Mr. 
George Kurtz, of Kurtz, Langbein & 


Swartz; W. D. Bevin, Sales Manager of 
Boorum & Pease Co., New York: R. L 
Winans, Sales Manager, Chicago Shipping 
& Receipt Book Co., Chicago. 

The other tables symmetrically 
grouped about the spacious room and were 


were 


occupied by the following, among which 


may be noticed many out of town registra- 


tions: 


G. B. Bingham and A. P. Powers of the Den 
nison Manufacturing Company, Cleveland, Ohio 
R. B. Sanders, J. L. Kraft, Wm. E. Grant, W. T 
Secrest, E. E. Roberts, John A. Wirtz, M. D 
Howie, E. P. Smith and W. C. Wheeler, all of 
the F. W. Roberts Company, Cleveland, Ohio; 
Cc. L. Thompson, Charles W. Burrows ; 
Johnson, A. H. Tritchman, Fred H. Learie, 
George P. Kneeland, Pierre H. Mequillet, J. M 
Goldstein, M. D. Kring, F. M. Van Doorn, M. W. 


Jameson, F. O. Williams, J. C. Tatum, ¢ J 
McCormack, C. S. Zimmer, John C. Kotasek 
Fred Guertner, H. G. Davis, Fred J. Fisher 
W. H. Hayward, George P. Fluck, Edward F 
Bonhall, Carl A. Baker, George H. Dewitt, J. A 
C. Edwards, Charles K. Jackson, J. A. Nicklas 
and J. M. Owen, all of the Burrows Bros. Com 
pany; A. Straus of J. & F. Straus Company; 
H. V. Korner, John J. Wood, Andrew F. Kelly 
E. F. Crummel, H. 8S. Stark and R. S. Hunting 
ton of the Korner & Wood Company, Cleveland 


Boswick, W. S. Gilkey, James Cald 


Bryan, H. A. Northup, F. H. Lewis 
Frey, Montgomery B 


Ohio; R. O 
well, E. K 
M. J. Greene, H. G. 


irnes 


J. S. Marshall, Andrew H. Dorenkott, Henry 8S 
Randall, L. G. Edel, John J. Hauer, Ha ~ 
Schoene, A. J. Caldwell, LeRoy L. Hooker, W. J 
Sylvester, Lee A. Woolsey and E. K. Hunting 


Company Cleveland 
Sanford Manufactur- 


Brooks 


the 


all of the 
Hawley of 


ton, 
Ohio; S. R 


ing Company, Toledo, Ohio; R. H. Opitz of 
L S. & M. S. Railway Company, Cleveland 
Ohio; W. A. Dalny, care G. E. Saeger Printing 
Co., Cleveland, Ohio: L. M Voorhees of 
Globe-Wernicke Company, Cincinnati, O} 


John B. Coe, E. J. Harrison, P. J 
L. C. Dawson, FE. J. Leavenworth, E. M. Ross 
Walter Phillips, H. R. Sta 


J. C. Forman, Jr., 
Sifford, E. I Broke! 


fer, Emil R. Hering, A ‘ 
shire, E. H. Penning, E. H. Schneider, C. D 
Hatch, J. C. Forman and W. J. Petty, all of the 
Forman-Bassell-Hatch Company Cleveland 


Ohio; H. D. Shaw of the Berkshire Hills Papet 
Company Adams, Mass.; C. W. Roth and O. H 
L Wernicke of the Macey Company, Grand 
Rapids, Mict R. C. Martin and W. D. Bevin 
of Boorum & Pease Company, New York, N. Y¥ 





THIS LINE MEANS 


DOLLARS EARNED 
SALES INCREASED 





be used built up in 


singly or 


may 


as shown. 





DAN-DEE LETTER TRAYS 





CUSTOMERS SATISFIED 


Each Letter Tray is a complete unit, and 


sets 


FIREPROOF OFFICE NECESSITIES 


Made of Cold Rolled Steel, Oxidized Copper or Brushed Brass Finish 
THE DAN-DEE IS FIREPROOF. 


IT 


IT 





DAN-DEE WASTE BASKET 


GAN-RIDER COMPANY 


ERIE, PA. 


solder 


used in the Basket 
Should a lighted match or Cigar be care 


No 
construction of the 
lessly thrown into it, the contents will 
simply burn out without damage to the 
carpet or furniture 


The openings 


IS CLEAN AND SANITARY. 
in the side are found only in the upper 
half of the Basket so that pencil sharpen- 
ings, scraps of paper, cigar ashes, et: 


will not sift out 


IS OF ATTRACTIVE APPEARANCE AND 
ECONOMICAL, because it is practically 


indestructible 





STEEL SECURITY BOX 











Cc. C. Cobb and John M. Wilson of the Conklin 
Pen Manufacturing Company, : 
J. Bontell of the Tower Manufacturing Com- 
pany, New York, N. Y.; R. D. Hudson of the 
L. E. Waterman Company, New York, N. Y 
S. E. Walker of B. F. Goodrich Company, Akron, 
Ohio; Charles W Anderson of the American 
Pen Company, Waterbury, Conn.; H. B. Van- 
derver of Langfeld Bros. & Co., Philadelphia, 
Pa.; J. J. McWilliams of Reynolds & Reynolds 
Company, Dayton, Ohio; George M. Thomas of 
Geo. M. Thomas Company: H. 8S. Booker, A. W. 
Paden, Frank \ Woodhead, Raymond H 
Barker, A. J. Signer, Avery H. Ink and Robert 
C,. Chisholm of 8S. Barker & Sons Company, 
Cleveland, Ohio; F. S. Fraser, C. K. Bittschoff- 
sky, Bert G. Bittschoffsky and Wm. Book, Jr 
of the Office Supply & Printing Company, Cleve- 
land, Ohio; O. M. Stendel of the L. S. & M. S. 
Ry. Company, Cleveland, Ohio; Chas. K. Com- 
ings of A. G. Comings & Son, Oberlin, Ohio; 
Edward Hunt of G. W. Todd & Company, Roch- 
ester, N. Y James A Power of Kiggins & 


Tooker Company, New York, N. Y.:;: Z. W. Bat 
nard of Cowell & Hubbard Company, Cleveland, 
Ohio; J. G. Stephens of Wendt & Rausch Com- 
pany, Cleveland, Ohio; Ernest C. QOhlrich, Carl 
Fr. Christian, Wm. E. Martin, A. J. Carlsen, 
J. Carlsen, Theodore C. Bere * E, Seeley, W 
C. Barney and W. M. Richards, all of the Union 
Paper & Twine Company, Cleveland, Ohio; C. E 
Worthington of Jones & Laughlin Steel Com 
pany; Harry Growtage of Chas, T. Bainbridge’s 


Sons, Brooklyn, N. Y.; J. I Sacett and E. M 
Barry of the Cleveland Paper Manufacturing 
Company, Cleveland, Ohio; J. H. Harris of J. H 


Harris & Company; Ralp L. Winans of the 
Chicago Shipping & Receipt Book Company, 
Chicago, Ill George Kurtz of Kurtz, Langbein 
& Swartz, Pittsburg, Pa.; George A. Olney of 
Irving-Pitt Manutacturing Company, Kansas 
City, Mo. 


President R. B. Sanders in a few well 
chosen remarks outlined the purpose and 
policy of the Cleveland organization and 
praised the several committees for their 
excellent work in connection with the prep- 
aration for the banquet. He then intro- 
duced W. S. Gilkey as Toastmaster. Mr 
Gilkey presided with his usual adroitness 
and succeeded in making everyone feel per- 
fectly at home, if any such persuasion were 
needed, 

After a series of felicitations Mr. Gilkey 
Burrows, who from the 


presented C. W 
Chamber 


pre sident of the 
spoke in favor of an Inter 


standpoint of 
of Commerce, 
urban Terminal station It appears that 
this is the only thing necessary to com 
transportation arrange 


plete Cleveland’s 


ments an 
in this regard in the Central West. Mr 
Burrow’s 
spirit which showed that he was fully con- 


remarks were 


versant with all details of his subject. He 
was followed by Harry Growtage of the 
C. T. Bainbridge Company, who gave a hair 
raising and thrilling demonstration of how 
he “cremated Dan McGee.” It appears 
that his name should rightfully have been 
“Sam” instead of “Dan,” but as Mr. Grow- 
tage explained he never took things over 
the head of the toastmaster, and was will- 
ing to let it go “Dan.” Mr. Growtage is 
f elocution and 


a master of the gentle art 
it is needless to say, everyone in the audi- 
ence stirred sympathetically or cheered en 
thusiastically at the will of the reader. 

Just at this juncture five vocalists: E. K. 
Huntington, J. R. Lowe, W. J. Sylvester, 
Mr. L. A. Woolsey and Mr. E. A. Logan 
volunteered a couple of delightful selec- 
tions, the second being— 

“Has anybody here seen Kelly? 

K. E. double L. Y, 

Has anybody here seen Kelly? 

Have you seen him smile? 

Sure his hair is red, his eyes are blue, 

And he’s Irish through and through, 


Toledo, Ohio; C. | 


i make it the best equipped city 


delivered in a} 





OFFICE APPLIANCES 

















makes of sealing machines. 





Write for Catalogue — Surprising Prices. 


Thomas Stationery Mfg. Company 


New York Salesrooms: Rooms 537 Pear! St. 





Thomas gummed tape is made in all widths— 


all kinds—all grades —including KR A FT 


@It is being used for a hundred different purposes, in laundries, 
in box factories, in binderies, in distilleries, in department 
stores, in libraries, in banks, in groceries, in flower stores, 
in express offices, in furniture factories. 


Stationers and Office Appliance Dealers Everywhere 


are getting big results with the Thomas line from users of all 


ELLIS { 


SAVES Time. Money, Trouble and Disputes 
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SPRINGFIELD, OHIO 


TIME STAMP 








Only Moderate Priced Automatic Time Stamp on the Market — GUARAN- 
TEED FOR ONE YEAR. 
WESTINGHOUSE ELECTRIC & MFG. CO., 17! La Salle Street, Chicago. 


READ THIS: 
Chicago, I11., July 28, 1909. 


Ellis Time Stamp Company, 87 Fifth Ave., Chicago’ 

Gentlemen—In response to yours of the 27th, the Ellis Time Stamp we 
have had in use at our Chicago office for the past six months is giving entire 
satisfaction. This fact is emphasized by the additional orders you have 
received from our other district offices. ours 


very truly, 
WEsTINGHOUSE ELEc. Mpc. Co., W P. Gaylord, Manager. 
DEALERS — You can use it and sell it too. 


ELLIS TIME STAMP CO. 


Metal Specialties to Order. 
Send for Estimates. @ Baw 







ORDER TODAY. 


87 Fifth Ave., Chicago 
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OWING to our 
rapidly increasing 
business we will re- 
move this month to 


larger quarters at 


88-90 


Center Street 
New York 


a 


The 


Frank Bayer 
Company 


Ribbon Manufacturers 











The CROWN 
Price Book 


Easy to open 
Easy to close 
Built for hard every- 
day sort of usage 


@ Thirty good sizes in stock. Spe- 
cial binders to fit any size of sheet, 
rings any diameter and any center. 


@ Prices and trade discounts on 
request. Metal parts if you wish. 











C. H. GREEN MFG. CO. 


FREEPORT, ILL. 
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Has anybody here seen Kelly? 

Kelly from the Emerald Isle.” 

Mr. Andrew Kelly whose forte in life is 
to make it as pleasant as possible to those 
whom he may come in contact with was 
introduced and was followed by the quin- 
tette. Then the admirable Wernicke came 
to the front with “The Ship with the Sil- 
ver Mast or No Sour Milk in Ours.” He 
announced in his opening remarks that he 
proposed to prove conclusively that busi- 
ness was a huge joke and that the pro- 
ducer and distributor should be like two 
hands of a man and always work together 
and never against each other 

This was but the first of a series of five 
talks which served to break the monotony 
so apt to be created where addresses are 
long and on set subjects. Among other 
speakers in the five minute list we might 
mention Uncle Geo. Olney, always dear to 
the boys in-the trade. Uncle George said 
he was reminded of nothing so much in 


connection with this meeting as the ex- 


pression “watch us grow.” He further an- 
nounced that being just 39 years old, he 
fully expected to attend banquets with the 
Cleveland association twenty years hence. 
May this boy’s expectations come true! 

In the list of addresses, however, the 
event of the evening was a “live” discourse 
by Rev. George Frederick Williams, who 
chose as his subject the “Clean Cut Busi- 
ness Man.” 

Rev. Williams is a man not easily for- 
gotten if you once heat him speak. He 
was so insistently encored that he could 
plainly see it befell him to make good, 
which he did by telling in his usual happy 
vein a string of anecdotes, which convulsed 
his audience with laughter. His definition 
of phenomenon we are sure will not soon 
be forgotten. 

The menu was partaken of with great 
gusto by the guests and at 11 p. m. the 
gathering broke up after congratulating the 
executive committee, Messrs. W. S. Gilkey, 
W. J. Petty and J. N. Goldstein on man 
agement of arrangements and detail. 





Note.—The foregoing report indicates 
that not only the Cleveland stationers turn 
out in a body to attend their meetings and 
banquets, but that about every live sta- 
tionery salesman in the city also makes it 
his business to be present. The foregoing 
report was given us through the courtesy 
of R. L. Winans, sales manager of the Chi- 
cago Shipping & Receipt Book Company, 
who was present at the banquet.—Ed. 





The American Gold Pen and Pencil Com- 
pany is a recent Cincinnati incorporation. 
The incorporators were A. C. Warner, .Ben- 
ton Schroll, E. Scott King, Frank Brinkman 
and Joseph E. McCudden. The capital stock 
is $10,000 


On March 21, 1910, J. A. Frantz was ap 
pointed manager of the Technical Supply 
Company, with headquarters at Scranton, 
Pa. Mr. Frantz supersedes Wm. P. Christo 
pher, formerly sales manager. 
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It’s the 


Solidhed Display 


That Sells Tacks 


Mounted one dozen on green blocks 
Supplied by Jobbers or 
HAWKES-JACKSON COMPANY 
Makers 
38 Murray Street, New York 





The DETROIT COIN WRAPPER 
ARE YOU SUPPLIED? 


These famous coin wrappers are quick sell- 
ers. Needed and used by bankers, offices 
and transportation companies and all firms 
who handle a volume of coin. 

SIZES TO FIT ALL U. S. AND 

CANADIAN COINS 

Saves half the time wrapping—cannot 
unroll and coins won't slip out. Millions 
sold annually. Once used no other will do. 
Pays you larger profit than others. Let 
us send you samples and prices. 

The Eureka Don’t Rip Coin Bag is the 
only coin bag that never rips. 20 sizes. 
Write for sample and prices. 








a, Detroit Coin 
> Wrapper Co. 


371 Harper Ave. 
Detroit, Mich. 








A NEW COPYING CLOTH 


DOUBLE , FACING (both sides alike) 
No Blotter, Bath or Wringer required 
POSITIVELY SANITARY 


Sample mailed free to any office in the world. 


ADAMS MFG. CO. - Philadelphia, U.S. A. 











A. STENHOUSE & CO. 


RUBBER STAMPS, BRASS STENCILS, NUM- 
BERING MACHINES, NOTARY SEALS, ETC. 


Special Discounts to Patrons of This Journal. 
Phone Central 3385 
79 Clark St., - Chicago, III. 

















(By Special Correspondence.) 


Cincinnati, O. 

The Robert Clark Company, Government 
square, has put in a line of office fixtures 
and is at present pushing this end of the 
business 

* * 4 

The Queen City Stationery Company is a 

new jobbing firm at 412 Main street. 


De Pere, Wis. 

Action has been started in the circuit 
court at De Pere, Wis., by Henry L 
Thompson to recover $15,000 from the 
American Writing Paper 
loss of an arm. 

Eau Claire, Wis. 
The Eau Claire Book & Stationery Com- 


is., was awarded the 


Company for the 


pany of Eau Claire, W 
contract to furnish books to the school dis 
trict libraries of Wisconsin for two years, 
from April 1. The contract covers 1,100 
titles and the number of volumes purchased 
each year is about 100,000. The award was 
made by the state library committee, com- 
posed of C. P. Cary, state superintendent of 
Attorney General Frank L. Gilbert 
Dudgeon of the free 


, 
schools; 
and Secretary M. § 
library commission. The Eau Claire com- 


pany was the lowest of ten bidders. 


Green Bay, Wis. 

F. W. Basche has sold his book and sta- 
tionery store to Otto A. Haase of Oshkosh 
Mr. Basche has been engaged in business at 
Green Bay for the past forty years. 

Milwaukee, Wis. 

E. O. Phelps, county clerk of Milwaukee 
county, recently closed the bids calling for 
the furnishing of stationery required by the 
of the county govern- 
Announce- 


various departments 
ment for a term of one year. 
ment of the successful bidder has not been 
made as yet. 

* * * 

The Western States Envelope Company, 
311-313 East Water street, Milwaukee, has 
increased its capital stock from $25,000 to 
$100,000. Joseph E. Vallier, manager, says 
that the increase was made necessary by the 
rapid expansion of the business. 

Philadelphia, Pa. 

The important event in the Philadelphia 
stationery world during March was of 
course the banquet to Mortimer W. Byers, 
elsewhere reported. But next in interest in 
trade annals is the reorganization, complet- 
ed only in part as the month closed, of the 
jobbing firm of the Charles Christeson Com- 
pany. Mr. Christeson retires as head of the 
firm and has sold out his financial interest 
in it. He will, however, retain active con 
nection and will represent the firm in the 
through which 
Albert 


Pennsylvania coal regions, 


he has traveled for a score of years 
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Mr. Stationer: 


WOULD YOU DODGE IF SOMEBODY SHOULD 
THROW SOME BUSINESS AT YOU? NO, SIR, YOU 
WOULD STRIKE AN ATTITUDE LIKE A BALL 
PLAYER AND CATCH THAT BUSINESS EVEN IF 
YOU HAD TO JUMP FOR IT. 


WE ARE THREATENING TO THROW A BALL OF 
BUSINESS AT YOU! DON’T DUCK—ATTEND! 


We are the manufacturers of the new flexible hinged sheet 
for loose leaf ledgers, the sheet known as 


Berkshire Hills 
Loose Leaf Ledger 


We are carrying on an advertising campaign that is bring- 
ing in a lot of inquiries from good live consumers who want 
both sheets and binders. We can furnish neither binders 
nor ruled sheets. We want to turn these inquiries over to 
you. Are YOU going to DUCK, or are you going to be 
right on hand with the CATCHER’S MIT? 


If YOU WANT TO PLAY THE GAME all we ask is that 
you use our paper, for which we shall charge you a reason- 
able price. In return we shall turn all inquiries from your 
territory over to you, also, in order to let your -friends 
know that you are in the game we shall furnish local adver- 
tising in the form of circulars and samples for distribution. 


REMEMBER: The PLAYER gets a big percentage 








of the gate receipts. 


We are right up in the BERKSHIRE HILLS, winter and 
summer, but if you want to GET ON THE TEAM write 
NOW for further particulars. 


Berkshire Hills Paper Co. 


Adams, Mass. 
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There are two things about 


CRESCENT PINS 


that will especially interest you. 


They are made of the best spring brass by 
skilled workmen, which makes them as 
good as pins can be made. 

The promptness with which your order 
will be filled and the goods shipped 


will please you. 


DEALERS: 


Crescent Pins will pay you a good profit 
and give complete satisfaction to your cus- 
tomers. Crescent Bank and Office Pins, 
Pyramid Pins and Cushion Pin Rolls 


are TRADE Winners. 


Crescent Brass & Pin Co. 
Detroit, Mich. 








HEADQUARTERS FOR 





Typewriter Ribbons, Typewriter P. ° 
Carbon Paper, for all uses. ane 


We manufacture the best line of TYPEWRITER 
SUPPLIES on the market. 


THE 8. T. SMITH COMPANY 
11 Barclay St., New York City. Tel. 5922 Barclay. 
Please send for our Catalogue and samples of Mani- 


fold, Typewriter Linen and Carbon Papers; also 
Price Lists of same. DISCOUNTS TO THE TRADE 








ALL SHAPES 


GOLD P EN AND STYLES 


Gold Pens for Jobbers and Fountain Pen 
Manufacturers. 
IMPRINT WORK A SPECIALTY 





PROMPT REPAIR SERVICE 


All makes Gold, Fountain, Stylographic Pens, 
Pencil Cases perfectly repaired and returned 
day received. Satisfaction Guaranteed. 


GEO. P. GAYDOUL, 47 Ann Street, NEW YORK 
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THE COMMERCIAL PASTE CO. 


BLE AT ALL 


to keep Commercial Paste Company products mov- 
ing. They push themselves. Quality is the strongest 
re-order bringer. 


That is the reason why our new three story fire 
proof brick building shown in this advertisement 
is already taxed to its capacity although we only 
moved intoitin March of this year. Although the 
Commercial Paste Company was established as re- 
cently as 1902, the rapid doubling of business each 
year has forced us to abandon three buildings in 
seven years. 

This is convincing proof that Commercial prod- 
ucts are trade winners. Try them. 


Commercial Combined Carmine, 
Photo Desk Paste, Writing and Copying 
Peerless Mucilage, Fluid and Jet Black Ink, 
Combined Writing Blue Ink, 
and Copying Fluid, Green Ink, 

— Record Writing Fluid. 


WRITE TODAY FOR 
CATALOGUE AND PRICES. 


16-18-20 W. Hoster Street, 





COLUMBUS, OHIO | 
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STATIONERY NEWS—Continued. 


E. Phillips continues as general manager. 
William C. Marshall, brother of Charles 
Marshall of the William H. Hoskins Com- 
pany, assumes direction of the accounting 
department. Additional capital is to be put 
into the company and when the reorganiza- 
tion is completed by the election of officers 
the firm’s scope is to be much extended. 
os * 

While new faces are coming into the busi- 
ness old ones are passing away. During the 
month Charley Cushing—he was Charley to 
every one and thus too he signed himself— 
passed away. Mr. Cushing at the time of 
his death had offices in the Lippincott build- 
ing, representing the Roaring Springs Blank 
Book Company, the Art Lithographic Com- 
pany, the American Manufacturing Concern, 
John F. Diemer, the Tuttle Press Company 
and I. Smigel. He has been succeeded by 
Henry F. Marquardt, who is well known in 
stationery circles. Mr. Cushing was truly 
one of the old timers. 
he was in the retail 
brother, first at Second and Chestnut streets 
and then at 138 Market street, retiring to 
become a manufacturers’ agent. 

* * * 


A score of years ago 


business with his 


Another to pass away was Theodore 
Bliss, old time book seller, publisher and 
stationer, who retired, however, more than 
thirty years ago. He was born in 1822 in 
Massachusetts, came to Philadelphia as a 
young man, connected himself with the pub- 
lishing house of E. H. Butler & Co. and sub- 
sequently went into business for himself, 
first as Peck & Bliss and then as Theodore 
Bliss & Co. His will disposed of an estate 
valued at over $150,000. 
* * * 


Eugene Bythiner has been appointed 
Philadelphia representative of the Playmate 
Toy Manufacturing Company. 

* * * 

A novel visit was paid the trade by L. E. 
Williamson and S. H. Buckman, represent- 
ing the Thaddeus Davids Company, who 
ran over from New York in an auto whose 
most conspicuous burden beside themselves 
was a monster Davids’ ink bottle. Arrived 
here in close to record breaking time, they 
made the round, per auto, of the trade. 

* ok * 

Though the month witnessed both a street 
car strike and a sympathetic strike which 
the leaders of organized labor imposed on 
all kinds of artisans, including the paper 
rulers, printers, engravers, binders and oth- 
ers in the manufacturing stationery field, 
the trade felt little direct effect. But com- 
paratively few of the union employes left 
their places. After two weeks of dwindling 
success the sympathetic strike was called 


off. 


St. Louis, Mo. 

H. A. Vanderslice, representing the Jos. 
Dixon Crucible Company, was indisposed 
a few days in March and as a result he 
was unable to attend to his daily duties. 
While making one of his southern trips, he 





STATIONERY NEWS—Continued. 
a severe cold which developed 
He is now fully 


contracted 
into a form of la grippe 
recovered and on the job again. 
x * x 

the Eighth street sta- 
tioner, has done such a large and profitable 
business since January, 1910, that he has 
invested a part of his profits in a fine Great 
Western touring car and he can now be 
seen driving, walking or fixing his auto in 
Forest Park afternoon during 
the balmy spring days we are having in 
St. Louis. He says he has a powerful car 
and this is verified by the fact that he al- 


c. S. Sev erson, 


almost any 


most crushed in a wall of a store on Clay- 
ton road after climbing up on the sidewalk, 
about two feet higher than the 
roadway. He is learning fast and the other 
evening he challenged Mrs. Dyson for a 
race when George and his wife were tak 


which is 


ink a spin and Mrs. Dyson was at the 
wheel. 
* * * 
Wm. J. Kennedy (“Big Bill”) has pur- 
chased a five-acre tract of land near St. 


Louis, which he intends to use as a camp- 
ing ground for the summer months. He 
will erect a bungalow on the site and will 
equip same with all the utensils necessary 
for a fully equipped cottage. He is a lover 
of open air amusements and the St. Louis 
stationers will no doubt be often enter- 
tained by himself and charming family. 
x *« * 

Charles Stevens of Stevens, Maloney & 
Co., of Chicago, stopped off long enough 
one day last month to visit some of the 
St. Louis dealers. 

* 7 * 
Geo. D. Barnard & 
of late trying to 


Amedee Peting of 
Co., has been very busy 
get his farm into shape and between his 
duties and the farm, he is a busy man. 
The Stationers‘ Club looks forward to a 
visit with him and that chicken dinner 
which he promised. 

* cs «x 

McLean Printing & Stationery Company, 
doing a regular printing and stationery 
business and one of the oldest establish- 
iments in St. Louis, closed up voluntarily 
March 3lst. They will try to dispose of 
their stock at private sale and thereby be 
able to wind up the affairs of the company. 
R. L. Major, who has been connected for a 
number of years with the McLean Print- 
ing & Stationery Company, has associated 
himself with the Wm, J. Kennedy Station- 
ery Company. Mr. Major has enjoyed 
some good business while with the McLean 
company and with his hustling ability he 
should do well in his new position. 

~ Sd * 

Lary Flavan, salesman for the Buxton & 
Skinner Stationery Company, was buried 
March 3lst. Mr. Flavan was with Buxton 
& Skinner a number of years and had a 
very large acquaintance. He contracted 
a cold which developed into kidney trouble 
from which he died. 
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THE ZEPPELIN DIRIGIBLE 


Pencil Assortment 
No. 406 


box with contents to match 


A thoroughly up-to-date 
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FABER 
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The illustration conveys a good idea of this attractive assort- 


ment. 


aluminum trimmings, making a strik 


The contents are 4 gross of our 


pencils in round and hexagon shapes and a pleasing variety of 


finishes. The originality of design 
interesting assortment of goods, ma 


ketable boxes we have ever offered. 


Eberhard Faber 


Quotations on request 





The box is of bright red with brown, green, white and 
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“== ARE AS FAR ABOVE 


<——:: ORDINARY PENCILS IN 






=. QUALITY AS THE 
= KOH-LNOOR IS ABOVE 
OTHER DIAMONDS, 


SY 
S 


; Is Your Pencil a 4077008" or Only an Imitation? 


Your office equipment is incomplete unless it includes a supply 
of the genuine “A(O#/NO0OR® the standard pencil of the world 


Its use makes for economy and efficiency. Economy, be 


By ~ cause one “O47 NOOR* will outwear half a dozen ordinary 
pencils. nom because “f(O4%/NVO0O0R* leads are 

Log highly compressed, evenly tempered, entirely free from 
flinty particles or soft greasy spots and practically 


i 


* 


unbreakable. You will pay ro cents each or $1.00 
a dozen for genuine F{Q%/N00R” pencils, but 
you will save money by theiruse. A trial will 
convince you. *A{O4%/N00R" pencils are 


made i in 17 degrees to suit every purpose, All 


stationers and dealers in artists’ materials = 


Flaca, err I—? 
KOA/1-NO0 Ry ite 
: JPEN ILS | ote 











KOH T- NOOR” X MADE BY Lac HARDTMUTH IN AUSTRIA 
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H-H LOOSE LEAF 
RING BOOKS 





Positively The Best Made 


All we ask to prove this :tatement isa 
aly FAIR and IMPARTIAL comparison, 
A Guarantee of Superiority ON ALL POINTS. with other makes. 











Fully 
(iuaranteed 














SOLD TO THE TRADE ONLY 


Send for Catalog, Discount and Samples 


HAMACHER-HAWKINS MFG. CO., 22nd and Campbell Sts., Kansas City, Mo. 











(By Special Correspondence.) 


Antigo, Wis. 

Negotiations are still under way between 
officials of Antigo, Wis., and the A. H. An 
drews Company of Chicago, desk manuf 
turer, pertaining to the locating of the Chi 
cago concern at Antigo. Antigo is putting 
forth strong efforts to secure the compat 
as it enaty s 1,000 men and its pay 
upwards of $500,000 


Appleton, Wis. 
The Appleton Chair Company of App 
ton, Wis., has purchased an eight acre 


and will erect a two story brick fact 
building this summer The company has 
utgrown its present building Both the 
vorking for ind the output 


doubled 
Grand Rapids, Mich. 


The Kaudy Manufacturing Company 
Grand Rapids, Wis., manufacturer of 
and store fixtures, is receiving a fine run 
orders from all over the country The « 
for drug store fixtures has been especia 

] 


strong of late 


Green Bay, Wis. 

C. D. Brower, formerly of Beaver Dai 
Wis., has purchased a half interest 
Charles McKenzie in the Green Bay Sh 
Case Works at Green Bay, Wis. Mr. Browe1 
will devote his time to the business manage 
ment and Mr. McKenzie will have char 
of the factory. Besides a full line of sh 
cases, the company turns out special cab 
nets. 

* ~ * 

rhe entire plant of the Automatic | 
and Index Company of Green Bay, Wi 
was destroyed by fire some time ago wit] 

1 $12,000 and $15,000 | 


loss of betw 
company carried an insurance of only $6,000 


on the plant and contents. Part of th 


joming warehouse, containing the offic 
the company, was saved. The warelh 
ntained a large amount of finished 
nets and filing devices besides considerab 
raw material The cause of the confl 


ion is unknown, although it is believ 


have been due to defective wiring. Off 

of the company have arrived at no decis 
concerning the rebuilding of the plant 
Offers to locate in other cities have be 
received The company is temporarily 
upying the Hashek building in order that 
may fill the large number of orders whic! 


vere on hand at the time of the fir: 
Milwaukee, Wis. 

S me especi illv fine orders have be« 
cured of late by the Northwesern Furnitur 
Company Among the leading orders r« 

rted by C. A. Netzhammer, sales manag: 
of the company, is one from Marshall Field 
& Co. of Chicago calling for store fixture 
and amounting to $15,000. Other orders re 








cently secured by the company include: 
Gimbel Bros., Milwaukee, fixtures, $10,000; 
Milwaukee Drug Company, furniture and 
fixtures for new building, $7,000; Kroeger 
Bros., Milwaukee, store fixtures, $3,000; 
Jenjamin Young Company, Milwaukee, a 
filing system capable of caring for 600,000 
letters 
* * * 

Milwaukee office furniture manufacturers 
are finding that business is exceptionally 
good at the present time. There is a record 
breaking amount of new building going on 
in the city this spring and many business 
houses are expanding in various ways, so 
that the call for store and office fixtures of 
all kinds is brisk. 

~ * +* 

The Milwaukee county board has ac- 
quiesced in the recommendation that the ¢ 
W. Fischer Furniture Company of Milwau 
kee be awarded the contract for the new 
civil courts to be erected in Milwaukee, at 
the company’s bid of $6,700. 

San Francisco, Cal. 

Charles Slemin, sales manager of Yaw- 
man & Erbe, has been visiting the local 
office of the company. 

* « * 

E. M. Conover, an office furniture dealer 
of San Antonio, Texas, has been touring 
California on a pleasure trip 

* © * 

The Library Bureau has received the con- 
tract for filling in the steel book shelving in 
the new library of the University of Califor 
nia, in Berkeley, Cal., for $74,000. The com- 
pany has aannidtnaa the National desk 
throughout the entire organization. F. W. 
Wentworth, manager, has returned from a 
trip to Boston on business 

* * * 

The Phoenix Desk and Chair Company 
moved April 1 from 48 Sutter street to 247 
Bush street in San Francisco 

* * * 

Schwabacher, Frey & Co. moved on the 
first of the month from 40-46 Sutter street 
to larger quarters at 210 Sansome street 
Both the removal of this store and the 
Phoenix Desk and Chair Company come as 
the result of the city ordinance which has 
extended the fire protection and staple build- 
ing law to this street. 


WILL TAKE LARGER QUARTERS. 

C. H. Grenn Manufacturing Company, 
Freeport, Ill., are arranging to move into 
larger and better factory quarters in the 
same city. They manufacture a line of 
loose leaf goods, including the “Crown” 
Price Book, advertised in this number. 
They carry in stock thirty good sizes of 
this particular article, or when desired they 
make special binders to fit any size sheet 
with rings of any diameter and any center. 
They are prepared also to supply metal 
parts for loose leaf devices 





“To understand that the sun_ shines 
everywhere it is not necessary to travel 
around the world.” 
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ISN'T IT A FACT THAT YOUR CUSTOMERS 
WOULD RATHER HAVE THEIR CORRESPONDENCE FILED IN 









DOUBLE WALL 





VERTICAL 


STEEL ins 


BUILT LIKE THIS than in the 
combustible, shrinkable, swellable, 
come- apartable wooden kind they’ve 
been accustomed to? 


THEY SURELY WOULD! 


In addition to the fire protection from their 
STEEL Construction, Berger STEEL Vertical 
Units for Vertical Filing Purposes have an 
important added safeguard in the double wall 
construction with air space between. 

They have double walls at both sides. 

They have double backs. 


























{ They have double tops. 

} They have double bottoms. 

| DOUBLE BASE In addition, all Vertical Correspondence, 
\ Cap Size, Invoice, Check, Insurance Report 











—— and Three-in-one Document F iles have double 
_— heads in each file drawer with air space between 


In addition to Vertical Units we also build Sectional Goods and Special Equipment 
AS A WIDE-AWAKE DEALER 


be ready with samples of Berger STEEL equipment to show and sell your customers who need new files 
and are really ripe for something that obviates the draw-backs of the wooden kind. Don’t keep up that 


see-about-it- later” programme any longer. 
Write TODAY for 64-page Catalog H-47 and ask for Agency Proposition 
THE BERGER MEG. CO., Canton, Ohio 


BOSTON CHICAGO PHILADELPHIA T. LOVIS 






NEW YORK 











There is a very fine line between a satisfied (or passive) 
customer and a complaining one. Many are believed satisfied 
because they make no complaints, but next time they buy else- 
where. The absence of complaints does not necessarily mean 


that satisfaction is being given. 


Please your customers. Give them something that will make them 
realize they are getting something better than usual, better than they 


expected. THEN YOU WILL HOLD THEIR TRADE. SILK GAUZE 


carbons and ribbons witli do this. 


You will make more money with these goods 
than others because they possess every desirable 
jeature and are suitable for every class of work. 
Every sheet of Silk Gauze carbon bears our name 
and guarantee. It is easy to handle, will not 
wrinkle and can be used 100 times. It is perfectly 
clean, gives sharp, and strong copies and it is the 
best. If you want quality goods write to us. 
COLUMBIA carbons and ribbons are Quality 


gor xis . 
BRANCHES: 
610 Baitimore Bidg., 1305 Arch Street 
CHICAGO, ILL. PHILADEL 1A, PA, 





ZURICH, Switzeriand 
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Cleanliness 


Clearness of Writing 
Colors—strong and permanent 





We claim all of these essential points for 


our CARBON PAPER and RIBBONS 


We are making everything 
in the line: Typewriter, Rill- 
ing, Pen and Pencil Carbons, 
Billing Machine Rolls, Auto- 
graphic Register Rolls and 
Tally Rolls. 


Typewriter Ribbons for all 
machines, single colors, bi- 
chrome, and tri-chrome, also 
Wide Ribbons for all imitation 
typewriting letter machines. 


We do not pretend to make 
cheap goods, and are not look- 
ing for that class of business, 
but if you are in the market 
for good goods at a fair price, 
we should like to hear from 
you. 


If you care to submit us a 
sheet of any carbon paper that 
you are now handling we will 


match it up and submit you 
samples that you may test out 
and satisfy yourself of the 
merit of the goods. Seeing is 
believing. 


If we cannot match up the 
line which your trade are sat- 
isfied with, both as to appear- 
ance and quality, our proposi- 
tion is of no interest to you, 
but if we can do this it is of 
material interest, and you 
should not lose any time in 
getting in touch with us. 


Our argument is First Class 
Goods, that will save you 
money, and give you the ben- 
efit to be derived from Your 
Own Imprint. As a progress- 
ive merchant cannot 
doubt that there is a benefit 
in Your Own Imprint if the 
goods are right. 


you 


GUERTIN-DANFORTH CO. 


611 Bulletin Building 
Philadelphia, Pa. 


FACTORY «= 


BURLINGTON, N. J. 


Address all communications to Philadelphia 
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By Special Correspondence. 


Chicago, III. 


J. W. Thomas, sales manager of the 
Vacuo-Static Carbon Company of Roches- 
ter, N. Y., passed through Chicago recently 
on his way home from a tour of the Pacific 
coast. He went by the southern route and 
returned by the northern, covering a very 
He called at the offices 
of this magazine in Chicago and reported 


that the outlook in the west is very bright 


extensive territory. 


indeed. Thomas is a simon pure hustler of 
the 


count. 


first water—a producer of results that 
New York, N. Y. 

The McDonald-Greene Company has re 

moved to 195 Broadway building and now 

n 4 


nicely 


occupies a ground floor with entrance « 
Dey street. Here it has a fine store, 
fitted up with show cases and counters. It 
has a large stock of typewriter papers, en 
velopes, typewriter ribbons and general of 
fice supplies. The company also has a large 
number of rebuilt and second hand typ 


writers of all makes. The new move looks 
as if it would be a most profitable one. The 
store is close to a large traffic and is most 


attractive in appearance. 
Providence, R. I. 
The Kee-Lox Ribbon 


pany is closing its office at this point Mr 


and Carbon Com- 


Crandall, its manager, has not decided as t 


117 


what he will take up. 


San Francisco, Cal. 

The Ribbon Carbon Company 
North America 
business in 
Francisco since the first of March and ex- 
still 


and 


has been doing a rushing 


carbons and ribbons in San 


pects to see further improvements 


along this line 
« + * 
The Typewritorium, Inc., is following up 
S. Webster multi- 


bon paper and a big business in these lines 


the system on the F. 
is the result. The company intends to do a 
lot of advertising and to draw all the busi 
ness possible to its store. 

* * * 

E. E. Bushnell, president of the Bushnell 
Manufacturing Company, will shortly start 
on a business trip to Seattle, Wash. 

* * * 


The Bushnell Company 
, 


has done such a rushing business during the 
firm has decided 


Manufacturing 


last two months that the 
upon doubling the capacity of the plant. A 
lot of new machinery is to be installed and 
the entire ribbon plant remodeled. 

Vienna, Austria. 
Trostli & Son 


from Leo- 


The well known firm of J 
moved its. establishment 
Unter Augartenstrasse 36, to 


1 Bezirk, where it 


has 


poldsgasse 1, 
Wiesingerstrasse No. 3, 
will be pleased to greet its many friends. 
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FINE OFFICE CHAIRS. 

The Marble & Shattuck Chair Company 
has issued an exceedingly attractive cata- 
log of their remarkably fine line of office 
chairs. The business of this concern was 
founded over a quarter of a century ago 
and in their long experience they have de- 
veloped the art of chair manufacture to 
the highest degree of perfection. They 
make a specialty of the finest possible grade 
of office chairs and have equipped many 
state capitols, court houses, city halls and 
other important public buildings through- 
out the country, either directly or through 
the company’s dealer agencies who have 
put in their bids and obtained the contracts. 
It is interesting to note that the specifica- 
tions of Architect Burnham for the equip- 
ment of the new offices of The People’s 
Gas Light & Coke Company, Chicago, said 
to be the finest offices in the world, called 
for chairs “of the highest grade such as are 
made by Marble & Shattuck Chair Com- 
pany,” all in East India mahogany. 


Dealers seeking to add to their office 
chair department should communicate with 
the Marble & Shattuck Chair Company, 
Cleveland, O., and obtain their catalog and 
prices 
MILWAUKEE CONCERN IN NEW 

QUARTERS. 

The West-Williams Company, Milwaukee, 
Wis., manufacturer of blank books, card in 
dex and loose leaf goods and various office 
supplies and stationers’ lines, has been com- 
pelled by the greater development of its 
business to seek new and larger quarters 
It has moved into the new Manufacturers’ 
Home building, Milwaukee, taking on about 
twelve thousand square feet of floor space 
all on one floor. The new location has been 
equipped specially for the company’s use 
and it says it now has the lightest, cleanest 
and most attractive factory quarters in Mil- 
waukee. Arrangements have just been com- 
pleted by which the Hadley & Hine Com- 
pany, the new Denver office appliances con- 


cern, will represent the West-Williams 
Company in the territory from the Missis- 
sippi to the Pacific coast. 





A NEW WEBSTER. 

The last word in proper diction is Web- 
ster. The G. & C. Merriam Company of 
Springfield, Mass., has just isued a new edi- 
tion of Webster’s Dictionary which is 
probably one of the finest works of the 
kind put out by lexicographers within re- 
cent years. In contains 400,000 words and 
phrases, 6,000 illustrations and _ includes 
2,700 pages. 

The editor in chief is William T. Harris, 
L.L.D., United States Commissioner of 
Education, 1899-1906, assisted by a large 
staff of experts in the arts, crafts, sciences 
and even in the sports. The work has been 
gone through with great care and the 
definitions have been enlarged so that the 
book is almost an encyclopediae as well as 
a dictionary. 





guarantee, our prices and,——-we 1 t 


SAFE 





IF YOU ARE A COMPETENT CRITIC 


We invite you to compare the lines of fountain pens we make with those of any other maker. Then look at our 


ake our chances on your ordering. 


oS 6 4 6 « i! 


SANFORD & BENNETT CO. 


Y-AUTOPED 


i 
YORK USAPAT 





We are the largest manufacturers of imprint fountain pens in America and make only high grade pens. The fact that we have made 
pens for years for some of the largest and most particular buyers in the country is our best advertisement. We manufacture a com- 
plete line of fountain, stylographic and gold pens, for foreign and domestic trade. 
the most discriminating and our prices are right. 


SANFORD & BENNETT CO. 


The quality and workmanship of our lines will satisfy 


Patentees of the Safety ‘‘Autopen”’ (self-filler and non-leakable) 51-53 Maiden Lane New York 


The “‘Gravity’’ Style and “‘Commercial”’ Fountain Pen 















Paste Box, Brush, Etc., Complete. 


our proposition. Jt is worth while. 









&™ This Paste Box will satisfy 
more customers and pay bet- 


ter rotits The popularity of the “EVER-READY” is due 
p ® solely to its merits. It is radically different 
from any other paste container. It is positively the most convenient, most 
sightly and most sanitary paste box sold to-day. The PASTE contained in 
the “EVER-READY” box does not harden or dry up but is always ready 
jor use. The box lasts for years and fillers of paste are so inexpensive that 


the “EVER-READY” is by far the most eco- 


nomical paste that can be bought. 


STATIONERS 


and dealers who have not yet sold “EVER-READY” Paste are invited to send for 


THE EVER-READY PASTE CO., Stroudsburg, |Pa. 





Filler of Paste 
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Dealers! Every Firm Wants a Duplicator 


Be in a position to supply the demand by taking the agency for 


The Lawton Duplicator 


Reliable, Simple, Substantial. Imitated but never equalled in splendid results. 
100 copies in various colors of handwriting, or 75 copies of typewriting from one origi- 
nalin 15 minutes. 2 or 4 printing surfaces. No washing; no expensive supplies; no 


Gives 


stencil cutting. Sells wherever shown. Write for terms 


HEKTOGRAPH CO. 8 bositm'Street. CHICAGO 











eight, 10 iba. 


SURPRISE STATIONERY HOLDER 


ARTERED OAK, GOLDEN DULL FINISH. 15} in. long, 8} in. wide. 7} In.high, 
7 ft. Shelf Surface. Each cabinet is packed in a corrugated pa 
box ready toe xpre ss. Packed in crates of six cabinets for freight j $3.50 
shipment. Circulars Supplied Free to Dealers. Express Prepaid Pr ce, $ 
to any part of the U. S. on receipt of postal money order for $3.50. Write $3. ask 
for Dealers’ discounts. $.$.CROOKS MFG. » 47 East 4th St., St. Paul, Minn, 
















HOW MUCH A nickel plated brass socket 


DO you PAY FOR which will never come loose. 
ADDING MACHINE ROLLS? | | “ bishly finished’ ‘siase funnel 
Is quality of paper satisfactory? D wiiteatad ate Cie 

Are the rolls full length? which can be exchanged at will. 

Are they made in one piece? 


Do they break? 
Does their dust fill your type? 


Unless you 
have tested 
this Brand 
you aren’t 
getting the 
best valuein 


macuine | | ANTISEPTIC TELEPHONE MOUTH PIEGE 





: —_ ROLLS. 
— dl Price 50 cents complete 
There’s 40 years “‘Know How’’ behind them. None genuine unless “MAXIM” 
e a ears lass. voi chea su i utes. 
Ask us for Samples and Prices . Send for Pheer nosing wo 
CHARLES BECK COMPANY MAXIM SPECIALTY COMPANY 
609 Chestnut Street Philadelphia 11 Waverly Place NEW YORK CITY 

















SELF-FILLING SELF-CLEANING NON-LEAKABLE 


THE ONLY FOUNTAIN PEN 
WM B LL 4 on the Market Combining 
° All these Features. 





"he Fills esc ~ 








@ There are no openings, extra joints, humps, press-bars, nor complicated 
mechanical parts to get out of order, consequently the barrel is air-tight and 
absolutely Non-Leakable. 


q@ It can be filled instantly at any ink well. The 
filler is part of the pen itself and cannot be mislaid. 


q@ As the pen is in an air-tight compartment when 
closed, the ink cannot dry up, as in ordinary foun- 
tain pens; consequently it always writes on the 
down stroke. 


THE WM. BOLLES COMPANY 
TOLEDO, OHIO. - - U.S.A. ‘nro nar 











(By Special Correspondence.) 


Boston, Mass. 

The Flexotype Company of Massachusetts 
has been incorporated to handle the sales of 
the Flexotype in eastern Massachusetts. W 
H. Brooke is president and general manager 


of the concern 
Cleveland, Ohio. 

Edwin A. Walton has incorporated the 
Flexotype-Cleveland Company for the sale 
of the Flexotype in Cleveland and vicinity 
| He has just returned from a three weeks’ 
course of instructions in the Flexotype at 
the factory and is well equipped for the 

work ahead of him. 
| Newark, N. J. 

Edward M. Lauter, formerly of the New 
York staff of the Multigraph, is represent 
ing the Flexotype in this city and vicinity 
He has already closed four or five large 
contracts in Newark and Jersey City 

New Haven, Conn. 

Miss Ida F. Waters, local agent for 
Hammond Typewriter Company, has a 
cepted the agency for the Flexotype fo 
New Haven and vicinity. 

New York, N. Y. 

| A. R. Spellers, formerly office manager 
the New York office of the American Multi 
graph Sales Company, has been made branch 





sales manager of the Jacksonville, Fla., of 
fice of the same company. 
* * * 

The Flexotype Company has opened an 
office at 42 Broadway, New York, where 


this new machine can be seen in operation 
Frank Williams, who formerly sold the 
Multigraph for many years, is representing 
it, having the agency for New York and 
surrounding territory. He says the machine 
is meeting with gratifying success, his only 
trouble being to get enough machines to g 

around 

- * * 

The Multigraph Sales Company of New 
York will move shortly to the eleventh floor 
of the New York Life building, 346 Broad 
way, where it will have a fine suite of offices 
on the eastern side of the building. All the 
rooms are outside and light. Mr. Adler is 
booming up the Multigraph business in 
New York in great shape. The new model 
Multigraph with direct printing is attracting 
a great deal of attention from some of the 


largest firms in the city. 
* * * 


Frank H. Williams, formerly of the loca! 
staff of a well known duplicating machine 
has been placed by the Neidich Process 
Company in charge of the New York sale 
of the Flexotype. Mr. Williams has always 
| had a record second to none selling the 
| older machine and already is meeting with 
| great success with the Flexotype. 
Philadelphia, Pa. 

The vacancy in the division managershiy 





At 








DUPLICATING NEWS—Continued. 
for the Philadelphia office of the American 
Multigraph Sales Company, which has ex- 
isted for several months has been acceptably 
filled by the transfer to this city of William 
Mackay, formerly salesman at the New 
York office. Preceding his arrival there 
came also from Gotham F. C. Jones, who 
became assistant manager. Former Division 
Accountant Joseph MacDowell, who was 
temporarily in charge, has retired to go into 
the contracting business in the western part 
of the state. 

~ * * 

A very pleasant occasion during the 
month was the visit of O. H. Chamberlain, 
formerly division manager in this territory, 
but now assistant general sales manager, 
and B. C. Johnson, chief of the repair de- 
partment, both from the Cleveland home 
office. They are making an extended trip 
visiting the various Multigraph division 
headquarters 

* * x 

J. W. Valiant is now representing the 
Neidich Process Company of Burlington, N. 
J., in this city, having charge of the sale of 
the Flexotype. One of his first contracts 
was for an unusually 
the Pennsylvania railroad 

Pittsburg, Pa. 

Robert E. Lindsay, for many years with 
the United States government, is represent- 
ing the Neidich Process Company of Bur- 
lington, N. J., in the sale of the Flexotype 
at this point. 

Providence, R. I. 

H. P. Bartlett, New England manager for 
the Underwood duplicator department, has 
just made a trip over his entire territory, 


{ 
l 


arge equipment with 


getting in close touch with the situation. 
* * a 

\. J. Smith of the duplicator department 
if the Underwood company at New York, 
recently paid Providence a visit, looking 
after duplicator interests 

* * 

William H. Quinn of the Underwood 
duplicator department, recently located at 
Providence. has resigned to go into other 
ines of work 

San Francisco, Cal. 

The western branch of the Ribbon and 
Carbon Company of North America has re- 
eived a telegram from the main office stat- 
ing that the new duplicating machine, the 
‘Flexotype,” will arrive in San Francisco in 
about a week S. W j * Mathew, vice presi- 
dent of the firm, was very anxious for the 
machine to arrive, as he wished to make a 
special display at the Office Appliance show 
held in this city April 2-9 inclusive. 
Chere have been a great number of calls for 
the machines and when they arrive the com- 
pany expects to do a big business. A sales- 
man for the company is now in Portland, 
Ore., and sends word that he has prospects 

selling fifty machines After the show 
C. W. Glick, salesman, will go to Los An- 
geles and will work up the southern terri- 
tory with the different lines of the company. 
At the same time S. W. J. Mathew will 
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Why the Triner Postal Scales 
are the Only Positively Accurate and 
Scientifically Perfect Automatic Scales 
made. 

BECAUSE—They do not show any 
variation, no matter where the article 
is placed on the platform, they reg- 
ister always correct. 

They are constructed entirely of the 
best Cold Rolled Steel; absolutely no 
castings to break in transportation, 
and handsome in design and finish. 

Sold by all Leading Stationers. If 
yours cannot supply you, we will pre- 
pay the express charges. 


TRINER SCALE & MFG. CO. 


1155-57-59 W. 2Ist St., Chicago, Ill. 








INTERNATIONAL 
CARBONS & RIBBONS 

















UALITY is the prime factor in rib- 
bons and carbons. Dealers are 
coming to realize this fact more and 

more as they find that the ‘‘price doesn’t 
get the business. 


International ribbons are made with the 
‘‘quality’’ idea uppermost — price must 
take the secondary place. 


We want the class of dealers who are 
building permanent trade—the class that 
put ‘‘satisfaction’’ and ‘‘service’’ above 
everything else when it comes to supply- 
ing their particular customers with rib- 
bons and carbon papers. 





Do you cater to an exclusive business cli- 
entele ia your city? Then we want you to 
know more about International Ribbons 
and Carbons. We’ll make it worth your 
while to spend a two-cent stamp to get 
acquainted with us. Write today for our 
proposition. It willmake you money, 
and add to your prestige. 















































INTERNATIONAL 


Carbon Paper Company 


New York, N. Y. 
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MADE IN 


= MADE IN 
3 FINISHES é&.. D WEIGHTS 
GLAZED ' SHED® SPECIAL 
DULL Seon ond STANDARD 
BILLING 




















SOLD BY 


THE LEADING OFFICE SUPPLY CO. 


Success Street 


EVERY CITY 

























If you get this line you will have better goods than your 
competitor can get, as we sell this brand to only one dealer 
in each place. But—if the other fellow sees it first, then 
—you can’t get as good a line as he will have. 








pEZ? So Eney! ) cere mec cenn 


papers together, whether correspondence, invoices, 
deposit slips, analysis sheets or loose leaf devices. 


Only one prong With only one prong to fit into a hole the filing clerk 
° h ] can do the work more easily and quickly than by the 
in a hole old method, and the different lengths of prongs will 


take care of any number of sheets required. 


During the past six months one electric company 
has taken 30,000 Easy Fasteners for their individual 


—_ use; one automobile supply company has taken 25,000. 
Patent Pending Send for samples and prices and see how you like 
it; you will like it and use it if you once try it. 


Manufactured by E.G. ROBESON, 753 Bedford Ave., Brooklyn, N. Y. 





























DUPLICATING NEWS—Continued. 
make a trip into the northwestern territory, 
where he expects to get a large call for the 
Flexotype machine. 

* * * 

The Western Specialty Company has 
moved its San Francisco office from 55 
Phelan building to 1058 Phelan building 

Seattle, Wash. 

The Western Specialty Company has been 
incorporated with a capital stock of $25,000 
by J. F. Henrich, G. P. Taber and L. S 
Capers. 

Washington, D. C. 

The National Supply Company of this city 
not only controls the sale of the Flexotype 
in Washington and Baltimore, but has made 
a contract with the Neidich Process Com- 
pany to represent its carbons and ribbons 
with the government. 


NEW SANITARY CUSPIDOR. 

The accompanying illustration shows a 
new idea in a sanitary cuspidor, which is 
being made by the Ireland & Matthews 
Manufacturing Company of Detroit. 

This cuspidor is composed of two parts 
The inner receptacle is made of cold drawn 
steel, which rests on the floor, the brass 
cover shown also rests on the floor. The 
inner part is hard enamel the centre of 
which is raised to prevent splashing up the 
sides, should it get a sudden jar. The brass 





cover is very heavy and being supported by 
the inner part, is equally as strong as a cast 
cuspidor. 

The opening at the top is very deep, so 
that looking down into the cuspidor, the 
white enameled raised centre is visible, 
making it more presentable than the ordi- 
nary cuspidor. 

The list price is $28.00 per dozen. The 
new catalogue just issued by the above firm, 
shows 28 styles and sizes of cuspidors, in- 
cluding the above which is shown in detail. 


A NEW COPY HOLDER. 
W. T. Hacker of Columbus, Ind., has re- 
cently invented a new copy holder for the 


use of stenographers and typewriter oper- 


ators. Some of the characteristics of this 
holder are that it fits right on the ma- 
chine and suspends the line to be copied, 
one line at a time, directly against the key- 
board of the typewriter in the same field of 
vision as the keyboard, thus saving the 
strain on neck and eye in searching for lost 
thread or context 

The inventor is a shorthand court re- 
porter and invented his device in order to 
enable him to get off the large volume of 
transcription required of him. He asserts 
that his little machine has enabled him to 


wine 





do twice as much work copying his notes 
as formerly and with fewer errors. 


The Hacker copy holder can be fitted to 


the front plate of all typewriters, though 
different metal yokes, clamps and thumb 
screws are required for attaching to differ- 


machines. In ordering copy 
specified what make 


ent makes of 
holders, it should be 
and number of typewriter the user employs. 


NEW CONCERN FINDS GOOD BUSI- 


NESS. 
The Three BBB Company, Detroit, 
Mich., are comparatively new manufactur- 


ers of carbon papers and typewriter rib- 
bons, but say that already they are finding 
an excellent demand for their goods. They 
have experts in charge of their carbon de- 
partment and aim to turn out goods of the 
highest quality. The three brands 
in particular, which they believe are un- 
excelled: “Detroit BB,” a high-grade mani- 
folding for the exacting 
“copy” work, making eight twelve 
copies; “Superior BB,” an all round carbon 
for general purposes, making six to eight 
and “Majestic BB,” a carbon for 
billing, manifolding from four 


have 


carbon most 


to 


copies; 
letters 
to six copies. 
The company states that all of their car- 
clean in the copy 
blue and purple. 


and 


and 
and are made in black, 
They say that they can supply their goods 
to the trade at unusually interesting profit- 
paying prices Dealers should write for 
particulars to Three BBB Company, 1004 
Detroit, Mich. 


bons are indelible 


Hammond building, 


GETS HOME FROM THE WEST. 

O. G. Ditmars of the Manifold Supplies 
Company, Brooklyn, N. Y., recently re- 
turned home from the far west. He made 
a tour of the Pacific Coast and of the prin- 
cipal cities of the West did an ex- 
ceptionally good business in that section of 





and 


The company reports a sub- 
over the cor- 


the country. 
stantial increase in business 
responding period of 1909. 
The Idaho Stationery and Printing Com- 
of this city taken the 
agency for the and File 
Company’s well known “Queen” loose leaf 
This deal was brought about by E. 


has decently 
Binder 


pany 
Chicago 


ledger 
T. von Buelow, western representative of 
the Chicago Binder and File Company. The 
Idaho Stationery and Printing Company is 
a very progressive concern and is the agent 
for some of the best lines in the office appli- 
ances field. 


Milwaukee blank book manufacturers are 
anxiously awaiting the opening of the bids 
recently received by Milwaukee county for 
the furnishing of the county wtih the neces- 
sary blank books required by the various 
county offices and institutions for a period 
of one year. 


A run down stationery business needs 


winding up. 


1{ STATIONER’S TRADE 
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OLDS 50 STAPLES 
ALWAYS READY 





Like all ACME machines, it is made right and works right. 


Meets all demands for the average office. 


















Drives a broad, flat staple. Holds the thinnest and pene- 
trates the thickest paper. Very convenient for filing letters, 
binding vouchers, fastening pay roll envelopes, statements, 
legal documents, etc. 

Illustrated List furnished dealers on request. ACME 
BINDERS are sold by leading Jobbers. 

Acme Staple Co., Ltd., Camden, N. J. 


European Agents: Progress Typewriter Supply Co., Ltd., 
85 Golden Lane and Hatfield Street, 
London, E. C. 








The ADAMS COLLEGE BOOK RINGS are 
Used Wherever a Cheap 
Quickly Operated Loose 
Leaf Binder Is Desired 

Most Satisfactory Loose Leaf Ring Ever Invented 


IMPORTED BRUSHES 


FOR THE 








a 


— 





— TRIDENT BRUSHES 
SzuC 























eee: 


We carry in stock German Water Color Brushes. 
Our imported line of these brushes is unexcelled for 
quality and finish. They are of excellent value. Sizes 
one to eight. Samples and prices sent on application. 


WE CAN SAVE YOU MONEY 






Al ows Sheets to Lie Perfectly Flat at Any Point. 
Can also be used as a key ring. 
Sold by Leading Stationers. 





JAMES H. RICE CO. 


IMinois and St. Clair Sts. 


CHICAGO, ILL. 


Order ThroughJYour Jobber. Write for Catalogue 


HENRY T. ADAMS 
6823 CHICAGO AVE., CHICAGO, ILL. SO. U.S. A. 
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Ribbons and Carbons 
have created a special de- 
mand for Indeliba quality 
in every locality where 
typewriters and carbon 
paper are used. 


INDELIBA 


Hard finish varieties of 
carbon paper appeal to 
the particular trade. 
Hundreds of dealers have 
built up a paying business 
with our carbon papers 
alone. The favorite car- 
bon paper with the mer- 
chant, banker and busi- 
ness man generaily. 


INDELIBA 


Bichrome and Trichrome 
ribbons are made in a 
variety which ensures the 
dealers’ order being filled 
every time. We are never 
“out” of any line. Rib- 
bons for any machine. 
Our specific formula guar- 
antees colors and durabil- 
ity seldom equaled. 


Better get our prices to- 
day. It will mean a big 
increase in prosperity for 
your ribbon and carbon 
department. 


] 

















Indeliba Mfg. Co. 


ROCHESTER,.N.Y. 
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RONEO COMPANY TAKES NEW 
OFFICES. 


Copier Concern In Handsome Suite. 





The Roneo Company has recently taken 
| ofices in New York City in the heart of 
| the office appliance district, within a few 
steps of the leading typewriter offices. Im- 
mediately upon entering the office, the im- 
| mense gilded sign containing the one word 
“Roneo,” suspended from the ceiling, greets 
Arranged in order, 





| 

the eyes of the visitors. 

|}are the different departments of the busi- 

ness including the demonstration room well 

toward the front where everything neces- 

sary for the demonstration of the Roneo 
copier is at hand. 

| for immediate service and in a convenient 


The machines are ready 





corner is a small table containing order 
blanks and other necessaries. On either 
| side of the table are two chairs for the 


| convenience of the salesmen and their cus- 
A three foot aisle runs to the rear 


} tomers. 
of the store dividing the demonstration 
room and the manager’s office from the 


other departments. 

The salesmen’s department contains the 
desks of the members of the force 
lined along the wall and no other branch of 
the work is permitted to intrude upon this 
department. Immediately behind the sales- 
men’s room is the office of L. M. Barman, 
Here are found 


sales 


the manager, and his staff. 
various business devices used by the com- 
pany, such as duplicators, sealers, Roneo 
copiers, etc. 

The book-keeping 
the rest of the rear 
to the rear windows on the main floor. Over 
| this department, Mr. Bayer presides with 
| his books and records. On this floor 
located the city order department; this de- 
partment is equipped to handle city orders 
The goods are all pre- 


department occupies 


running 





space west 


18 


| with great speed. 
| pared upstairs, ready for immediate delivery, 
|and an order in the city order department 
can be taken away within three or four 

The office of the vice-president is located 
| immediately to the demonstration 
| room on the main floor. 

The stock room located 
| lower floors where the general and reserve 
| stock are kept and the orders are counted 
| and checked. Adjoining is the packing and 
| shipping room. The company has installed 
lan unique system of bicycle delivery. These 
and each car 
The 


| 
| ‘ 

| minutes. 
next 


is on the two 


| \ehicles are already in 
|is good for a number of trips daily. 
| cost of operation is very small. 

| For the country business, a number of 
already packed are kept on hand 
ready for immediate shipment at 
from the Philadelphia and Boston branches 
and other important agencies. These cases 
contain 100 rolls, 200 rolls, 50 letter books, 
‘O00 transfers, etc. 

The company maintains a large and in- 
teresting window display at all times, which 
has produced very excellent results. A 
moving display is kept going most of the 


use 


cases 
orders 
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SOLE MAKERS OF THE ROYAL BRANDS 
CENTURY BOND LINES—AMERICAN 
LINES—TUXEDO LINES AND FAST 


MAIL LINES OF 


NAF TSRECIF 


THE LARGEST & MOST COMPLETE 
LINES IN THE WORLD. 


914 WALNUT ST- PHILADELPHIA. 
WESTERN OFFICE-209 STATE ST CHICAGO 


WALTER H.FURLONG - MANAGER. 
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THE 

CLIP 4na PAPER FASTENER 
Fills Every Business Requirement Because 
it fastens all papers quickly and securely; is perfectly 
flat; is easily taken off and can be used repeatedly. 
Costs less than others. The newest and only prac 
tical corner clip on the market. 

Send now for trial box of 100 ‘‘Only"’ Clips, 10c post 
paid. Give your dealer's name 

DEALERS— Write to-day for samples and prices. 


WEST MFG. CO. 1212,Chestnut Street 


Philadelphia 
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THUMB_ TACKS: 
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Thumb Tacks 


Steel, Brass, and German Silver. 


Pen and Pencil Clips 


2 Styles. 2 Finishes. 1 Price. 
$3.00 per gross to dealers. 


Liberal discount to jobbers. 


HOGE MFG. CO. 
108 Fulton St. 


New York 




















Deprima Leaves 


insure a flat writing surface in  loose-leaf 
ledgers. Every bookkeeper knows that means 
comfort, convenience and speed in handling 
his loose-leaf books. The ‘Deprima” proc- 
ess takes all the stiffness out of the binding 
edge, compelling the leaves to lie flat. ‘‘De- 
prima” Leaves can be made for any binder; 
several of the popular rulings in the standard 
sizes are carried in stock. Our booklet tells 
more about them. 


“‘Deprima’’ Leaves are but one of the many 
worthy features of the 


MANN 
Yale Lock Ledger 


If you want the leaves of your loose-leaf 
those n bound 
books, please in- 
sist upon having 
the Mann Yale 
Lock Ledger. 
The person in 
possession of the 
Yale key can 
be made respon- 
sible for every 
leaf in the led- 
ger — and no 
other key is nec- 
essary. The 
Yale Lock is 


records to be as secure as 








er and cannot 
be detached— 


see illustration. 


Ask us to send 


booklet, ‘The 
Interchangeable 
Leaf Ledger.” 
It will interest 
any one wishing 
to know more 
on the loose-leaf 
subject. 





Illustrating the wedge principle of the 
operating mechanism of the Mann Yale 
Lock Ledger; also the simplicity and 


few working parts. 














If you are unable to get “Deprima” Leaves or the 
Mann Yale Lock Ledger from your stationer, communi- 
At any rate, send for the booklet. 


cate direct with us. 


William Mann Company 


Makers of Loose-Leaf Devices. 
By ny 


Copying Books and Papers 


529 Market Street 
Philadelphia 





part of the bind- | 
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day, particularly between the hours of 12 
An electrical machine is 
An electrical sign 


noon and 2 p. m. 
kept going all the time. 
on Broadway is in constant operation rat- 
tling off twenty-four times the word 
“Roneo” and twenty-four of the familiar 
arguments in favor of this copying machine. 
Neat show cards are also used in the win- 
On the floor of the window is an 
immense reproduction of trade-mark 
“Roneo” composed solely of Roneo ribbons, 
All of the expense of this ground floor 
Broadway store is borne by the New York 
is operated exactly as 


dow. 
the 


department, which 
any other agency, secures regular agency 
discounts and it is said that the business 
is so satisfactory that the New York office, 
besides paying all of these expenses, shows 
a handsome profit every month. 


MARBLE CHAIR. 


increasing number of dealers who 
“Marble Chairs, 


The 
line of 


are putting in a 
attest the growth in popular favor of this 
splendid line of office equipment. The 


“Marble” line is one of the pioneer lines 
of modern office chairs. The company man- 
ufacturing them is one of the oldest in the 
business. The story of the Bedford chair 
makers told in the little booklet issued 
by the manufacturers gives an interesting 
account of the beginning of the business 
and its development into one of the princi- 
pal enterprises in the State of Ohio. Added 
to the high standard of quality of materials 
which enter into the construction of the 
“Marble” line, is ripe experience in office 
chair manufacture. There is no company 
in the country that takes greater pride in 
the standard of the product, and no line 
which is more favored among both users 
and dealers. Full particulars of the line 
with illustrations, prices and discounts to 


| dealers, will be sent promptly upon request 


a copy of our | 
free,copyrighted | 





to the company at Bedford, Ohio. 


TAKES NEW POSITION. 
E. S. Alderman, former proprietor of 
Alderman’s Book Shop, W. 5th St., Dayton, 
Ohio, is now connected with the Louis F 


Dow Co., St. Paul, Minn., as floor manager. 
He has had years of experience in the 
stationery trade and surely will make a 


valuable addition to the above progressive 
house of the Northwest. Mr. Alderman 
was a warm personal friend of Mr. Patter- 
son, the former editor of Office Appliance. 





“Nature herself, in bestowing on man that 
which she seems to have granted him pre- 
eminently, and by which she appears to 
have distinguished us from all other ani- 
mals, would have acted, not a parent, 
but as a stepmother if she had designed 
the faculty of speech to be the promoter 
of crime, the oppressor of innocence and 
the enemy of truth.”—Quintilian. 


as 





“Pity the man who lacks imagination— 
he misses half the fun of living.” 
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“The Best 
of All’ 


There are many im- 
portant points which 
“i must be considered 
bs in the selection of a 





Mailand Exp.16 
Fommercial, 12 
8 ~-4 


islbe POSTAL scale 


Reliability 
Durability 
Accuracy 
Economy and 
Efficiency 


Are a few of the most important. 


The Pelouze 


Postal Scales 


embody all of these good qualities. 
These scales give not only the exact 
weight but the cost of postage in 
cents. Their use does away with 
postage mistakes 





National - - 41bs 
and waste. The Union - - - 2 Ibs 
Pelouze Scale is a {@lumbian - jibe 
wise investment. Crescent - - ilb 


For sale by leading , 
dealers every-| 
where. Every scale } 
warranted. 


Send for Catalogue “*S”* 


Pelouze Scale 
Mfg. Co. 

































LIKE TWO 
LIKE TWO VISES 


SUPERIOR 
PAPER FASTENERS 


hold the papers together secure and 
straight so they can’t pivot 
§ The two points do the business—double the 
gripping capacity as in no other paper fastener. 
{ And “Superior” Paper Fasteners get the busi- 
ness for the dealer because they are the business 
man's favorite. And they 
PAY A GOOD PROFIT 
te the trade. Dealers everywhere are having big 
success with the “Superior.” 
GB” Write for samples and prices. 


Superior Mfg. Co., Sydney, Ohio, U.S.A 
——— 
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BRIEF NOTES AND NEWS 
OF THE NEEDS OF DEALERS 
IN THIS AND OTHER LANDS 


























Barcelona, Spain. 


Juan Frey, Calle Valencia, 250 Barcelona, 


Spain, is interested in practical office novel- 
ties and will accept the exclusive agency 
for them. 
He is. especially interested in ad- 
dressing machines and steel office 
furniture. 


Chicago, IIl. 


F. W. Gipe of Owensboro, Ky., whose 
business is the repairing and rebuilding 
of all makes of typewriters, was in Chicago 
a few weeks ago and called at the office 
of this magazine. 

Mr. Gipe expects to seek an- 
other location in the South at 
an early date and will enter the 





These collections to be kept in 
the commercial museum of the 
school. 

These catalogues and articles 
will be placed at the service of the 
pupils in commercial and indus- 
trial courses of study and may 
easily lead to purchases from those 
who have supplied the catalogues 
or samples. 

Manchester, England. 

W. Naylor Spence, a well-known 
dealer in office appliances at 8 Ex- 
change street, Manchester, is de- 
sirous of getting in touch with 
American firms who wish their 
goods pushed in the English mar- 
ket. He will act either as agent 
or advance representative. 


cial study of time-saving devices and pos- 
sesses quite a collection which enables him 
to put prospective buyers in direct com- 
munication with manufacturers, wherever 


not represented. 
Morrison, Ill. 

The Modern Office 
city has been organized by Wm. B. Grier- 
\. McLennan, 
to deal in all kinds of modern 
office equipment. Their lines are 
not yet completed and they invite 
correspondence from manufactur- 
ers. 


Equipment of this 


son and Earl 


Peoria, III. 

Anyone who is manufacturing a 
combination chair and step ladder 
might communicate to advantage 
with Lee W. Hazard, chief clerk 


rebuilt typewriter business, hand- 
ling a complete stock of rebuilts 
and supplies. 

Dordrecht, Holland. 

H. Stumpel of Dordrecht, desires 
to secure the exclusive agency for 
a first class ribbon and carbon 
paper house. 


Mr. Spence has beey in business in Man- 
chester for seven years and is a thoroughly 
well posted man, alive to the advantages of 


modern machines and methods. 
Melbourne, Australia. 
The Kelly Process Company, Phoenix 
Chambers, 50 Market street, are a new 


concern manufacturing “Peacock silk type- 
writer ribbons.” 


They are open for American 


of the Avery Company, Peoria, III. 
Portland, Ore. 

The Northwest Typewriter Com- 
pany, 222 Abington building, Port- 
land, Ore., is in the market for any 
extra good office specialty, and 
manufacturers who desire to secure 
a live representative in that section 
should communicate with the above 


Mr. Stumpel was formerly located at 
Breda, but has moved to Dordrecht to 
secure wider scope and opportunities for 


his business. 
Lyons, France. 

Monsieur J. Bonnafe, 145 Cours Henri, 
Lyons, professor in the high schools and 
trade schools of that city, would be glad to 
receive for the use of pupils in his classes, 

collections of catalogues, prospec- 
tuses, price lists, instructions and 
samples regarding office appli- 
ances, writing and calculating ma- 
chines, papers, ribbons, inks and 
all other office requirements. 


agencies and refer to Mr. Yale, 
New York manager of the Neidich 
Process Company, with whom they 
have had dealings. 

MONTREAL, CANADA. 

Henri Viay, 248 Notre Dame 
street, West, Montreal, a_ well- 
known expert in time saving de- 
vices, office systems, etc., desires 
to receive catalogues and literature 
pertaining to office devices from 
manufacturers in America, in Ger- 
many, England and France. 


Mr. Viay states that he has made a spe 


named company. 


Edgar A. Steinau is manager of the 


company and G. L. Steinau is sales man 
ager 
Winnipeg, Canada. 

The Kilgour Office Appliance 
Company is open to take on the 
exclusive agency of good office 
specialty lines. 

The company is a well known concer: 


and handles the Writerpress and various 


addressing machines, adding machines, 
copying machines, typewriter equipment 
and wood and steel filing devices. 





are liable to prosecution for infringement. 


under this patent number. 


Fountain and Stylo Pen Manufacturers 





U/JARNIN G 


Under Patent No. 839,537. issued to me December 25. 1906, for the manufacture of Pearl Handled Fountain Pens, the trade is 


warned that any firm or person purchasing the particular style of Fountain Pen referred to in the patent and not stamped ‘‘patented’’ 
The first claim in the patent 1teads: A holder for a fountain pen or the like having a portion 


of its exterior circumference slightly cut away or reduced substantially between the ends of the body — a suitable filling surrounding said 
reduced part and longitudinally extending strips of material secured to and covering said filling. 
I have issued a license to C. P. Higgins & Co., 8 Willow Street, Newark, N. J., to make fountain pens of the character referred to 


D. W. BEAUMEL of the Firm of D. W. BEAUMEL & CO. 


35 Ann Street, NEW YORK 











BALTIMORE AN INTERESTING CITY. 


A Good Place to Go in October. 


HE city of Baltimore where the next 
I convention of the National Associa 

tion of Stationers & Manufacturers 
will be held, is one of the historic cities of 
the United States. Here, the first railroad 
was organized; the first patent for a loco 
motive was granted; the first ribbon of 
American silk was made; the first steam- 
engine for traction purposes was operated; 
the first steam vessel to cross the Atlanti 
went out of port; the first steam vessel en 
tirely of iron was constructed. Here, the 
first telegraph line was operated; the first 
iron building erected; the first revolving 
cylinder printing press was made; here was 
nade the first armor plate and the first ele« 
tric car was put into operation in the city 
of Baltimore. Baltimore was first to put 
into operation an electric locomotive on the 
railroad It turned out the first linotype 
machine and is distinguished in history as 
the first place where a monument to Wash 
ington was erected In the harbor of Bal 
timore the largest floating dock in the world 
was built—the Dewey. Baltimore is first in 
the canning and preserving industry; first in 
the manufacture of cotton duck; first in the 
manufacture of straw hats; it leads in the 
oyster industry and in the bonding business 
and is a leader in the manufacture of fertil 
izers. It ranks first in surgical and medical 
education in America; it ships more bitu 
minous coal than any other American port 
and is the largest banana market in the 
world. 

The present post office system was estab 
lished in Baltimore in 1774. In 1819, the 
Independent Order of Odd Fellows was 
organized in this city which also has the 
oldest dental college in the United States 
These and many other facts point to Balti 
more as one of the most interesting cities 
in the entire country. 

Hotels of Baltimore. 
The hotels of Baltimore are distinguished 


by their excellence, cleanliness and good 


service. Probably the leader in the list is 
the wonderful new Hotel Belvidere, located 
at Charles and Chase streets, the conven 
tion headquarters. This hotel has all the 


conveniences which the ingenuity of mod 
ern hotel builders has been able to devise. 
It is centrally located and its service and 
appointments are of a character which dis 
tinguish it as one of the leading hotels in 
the United States Apart from the fact 
that it is to be the headquarters of the next 
convention, stationers should not delay in 
reserving their accommodations for the 
next Baltimore meeting, for this hotel will 
be found an ideal place in which to stop 
and everything will be done for the con 
venience and comfort of the guests. - is 
not too early now to begin to make plans 
for the coming convention. Chloe in 
Baltimore is a delightful month and those 
who can do so, should delay their annual 
vacation until October Ist, and employ part 


| IF THE had been content there- 
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Who once tried Crown 
Ribbons and Carbons 


U § E R after with the other 


kind we would not have 
built up this large bus- 
iness. 





Dealers in every part of the 
country are getting the ad- 
vantages offered by Crown 
quality. If you are not it 
will pay you to write to us 
today. We can put you 
on the road to large profits. 

















Improved PROUDFIT 


Loose Leaf Devices 





























l LEOPOLD DESKS 
THE NAME STANDS FOR QUALITY 


Think Leopold 


NO POSTS when you 2 ink Desks 


THe and you Think Best. 
ose JEAF G Get New Catalog. 


FACTORY AND MAIN OFFICE: 
Lyon and Campau Sts., Grand Rapids, Michigan, U.S.A Leopold Desk Co - 





BRANCHES: 
yi W. i , dD. C Boston. Phila. 
6 ee BURLINGTON, IA., V.S. A. 
Oklahoma City Buffalo. 
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NARROW For Adding Machines 


Time Recorders 
ROLL Police Registers 

Stock Tickers, etc. 

Drug Rolls 
PAPER Galley Proof Rolls 


veal. - Ribbon Paper 
| Special Sizes Made to Order Keyboard paper for the Monotype 


Colonial Company, Mechanic Falls, Me. 
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Taurine 


Drawin 
Ice 


[- 
HIGGINS’ } 


Trade. 


Adhesives. They will be 





Drawing Inks, Blacks and Colors 
Eternal Writing ink 
Engrossin 

Photo Mounter Paste 
aste 


Liquid Paste 
Vegetabie Giue, etc., etc. 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Supplied to the 


Consumers, emancipate yourselves from the use of corrosive and ill- 
smelling inks and adhesives and adopt the Higgins’ Inks and 
a revelation to you. | 


AT DEALERS GENERALLY 


Ink 
ucilage 


Board and Library Mucilage 














CHAS. M. HIGGINS & CO., 228:°4 
Main Office and Factory, Brooklyn, N. Y., U.S. A. 


Originators and Manufacturers 
Inks and Adhesives 


New York—Chicago—London 

















The Taft-Peirce 
Manufacturing 
Company 


Woonsocket, 
R, I. 





@ We have 





attractive to new enterprises. 


@Send for our literature before 
building a plant of your own. 













g We develop and manufacture 
high grade mechanical specialties 


on the contract basis. 


ment in the world in our line, con- 
ducted solely on the contract basis. 


@ We can handle any sized contract. 


@ Our proposition is particularly 







the largest establish- 


















Contract 


Figure Means 


An Assured Profit 
















doz. list. 





Our new catalog will help you, it’s a little 
pigeon hole size showing 28 styles and sizes. 
it shows the best line in the country, send 
for a copy now. i 


Here we show our No 
high, 8} inch body, weighs 4} pounds, $27.50 per 


THE IRELAND & MATTHEWS MFG. CO. 


19, self-righting, 8}? inches 


Made in Detroit by 











Foot of Mt. Elliott 











SHORTHAND 


@ Leam it by our special method at 


your home. 
@ Our three months course of shorthand 








RIBBONS and CARBON PAPER 
Contracted supplies in large or small quantities 
PLAIN and DECORATED BOXES 
HAVE YOUR OWN IMPRINT BOXES 
SNELLING & SON, onufacturers to 
SO. BROOKLYN, N. Y. 




















is the easiest to learn, read and 
remember. 

@ No extra charge if you extend the 
the time for ashen it. 

q A system based on sound and prin- 
ciple, taught by professionals. 
e secure positions for our graduates. 
Many are employed by us in our 
branch E. P. C. Treudiies 
Stations. 

@ Send us your name and address for 

] particulars. 


EDUCATIONAL PROMOTING COMPANY 


C. W. SMITH, Pres. WARREN, PA. 











Banks, Railroads, 
Manufacturing Com- 
panics, atter trying 
our Packct Ties, are 
sending repeat orders 
for larger quantitics 

If they did not like 
them, they would not 
continue to buy. 

As they can 
our device to advan- 
tage, why can’t you? 

Special proposition 
for stationers and of- 
fice appliance houses. 


Pratt Packer? Bunoe Tie. 





use 











100 mailed to any U.S. address on receipt of 60c. 


Pratt F. Mfg. Co., 117 Point St., Providence, R. I. 














of the time in attending the National con 
vention and in taking some of the numerous 
trips to points of interest in and around 
the city of Baltimore. Particulars 
ing hotels and hotel rates are as follows 


Hotel Belvedere, Convention Headquarters, 
Charles and Chase streets. Rates: Room with- 
out bath, $2 and upwards (one in a room); room 
with bath, $3 and upwards For each addi- 
tional person $1 per day extra. European plan 

The Caswell, Baltimore and Hanover streets 
Rates: Room without bath, $1.50 per day (one 
in a room); room with bath $2.50 per day. For 
each additional person $1 per day extra. Euro- 
pean plan. 

Eutaw House, Baltimore and Eutaw streets. 
Rates: European plan $1 per day and upwards; 
American plan $2.50 per day and upwards. Each 


regard- 


additional person same rate. 

Hotel Junker, 20-22 E. Fayette street. Rates: 
Room without bath $1 and $1.50 per day. Each 
additional person $1; room with bath $1.50 and 
$2 per day, each additional person $1.50. Euro- 


pean plan and strictly stag. 
The New Howard, Howard near Baltimore 
street. Same management and rates as Caswell 
Hotel. 
Kernan’s, Franklin near Howard § street 
Rates: Rooms with bath $2 and upwards; 
rooms without bath $1.50 to $2. Each additional 


person $1. 

Hotel Rennert, Liberty and Saratoga streets. 
Rates: Room without bath $1.50 to $3 per day 
(one in a room); room with bath $2.50 to $4 per 


For each additional person $1 per day ex- 


day. 
tra. European plan. 

The Stafford, Mt. Vernon Place. Ratese: 
Single room with running water $2 per day; 
double room with running water $3 per day; 


single room with bath $3 per day; double room 
with bath, $4, $5 or $6 per day. European plan. 
New St. James, Charles and Centre streets. 
Rates: European plan $1 per day and upwards; 
American plan $2.50 per day and upwards. 


The Publicity Committee consists of the 


following well known Baltimore station 
ers: E. B. Luckett, chairman, the Luckett 
Rittler Company, 6 N. Liberty _ street; 
James H. Schmidt, of M. W. Wolf & 
Co., secretary, 204 West German street; 
Martin Meyer, of Meyer & Thalheimer, 
301 West Baltimore street; T. A. Stein- 


mueller, of Lucas Bros., Inc., 221 East Bal- 


timore street; James T. Kelly, the Kelly 
Stationery Company, 19 West Fayette 
street 


MINNEAPOLIS ASSOCIATION 
ELECTS OFFICERS. 


The Minneapolis Stationers’ Association 
held a meeting early in March and elected 
the following officers for the ensuing year. 

Arthur Olson of Edwin R. Williams Sta- 
Jeffrey 


vice- 


tionery Company, president; W. K. 
of Jeffrey & McPherson Company, 
president; O. J. Bertelson of Bertelson 
Brothers, secretary; J. S. Todd of J. S 
Todd & Co., treasurer. 

Executive Committee—J. S. Todd, A. E. 
Clarendon, W. K. Jeffrey. 

Committee on Recommendation of Prices 
—H. C. McPherson, chairman; one mem- 
ber of each firm, 
Committee Credits—W. K. Jeffrey, 
chairman; E. C. Thomas, A. E. Clarendon. 

Membership Committee—A. J. Walker, 
of Farnham Printing Company, chairman; 
Robert Valeau, S. E. Goodfriend. 

Entertainment Committee—E. C. 
itt, of Minneapolis Paper Company, chair- 
man; R. J. Smith, H. S. McPherson. 

The Committee on Credits is a new fea- 
ture of the Association this year. It will 
be the duty of this committee to ascertain 
the unsatisfactory accounts and advise at 
each meeting the accounts that are not sat- 
isfactory, or are hazardous. 


on 


Prew- 








CALENDAR CONGRESS TO MEET. 


The unique distinction held these many 
years by Philadelphia of being the one city 
in the United States where the Calendar 
Congress is an annual affair will not be lost 
to it this year, though twelve months ago 
the passing of this quaint trade convention 
was prophesied. On Monday, May 16, the 
Congress opens its informal sessions in the 
Colonade Hotel and Clerk Sam Briggs, its 
patron saint, says it will be as large, if not 
larger, than the notable gathering of 1909, 
which then reached a climax. 

The Calendar Congress is the adopted 
name of the simultaneous gathering, side by 
side, of the representatives of the leading 
art publishers of the whole United States 
in a veritable market fair of their goods. It 
arose years ago on the suggestion of Buyer 
Snyder of the Wanamaker department store 
that salesmen should decide on one place 
and one time to exhibit their goods that he 
and his assistant might, with an economy of 
time, examine them. Year after year the 
congress was held and year after year it 
grew from the original six or so to a quarter 
hundred. 

When the congress is in session for a week 
whole floors of the hotel are taken up with 
the suites of the representatives—each bril- 
liant with diversified lines of art productions 
for the holidays. And to their rooms are at- 
tracted not only the trade of Philadelphia 
but of all the country round, Reading, Har 
risburg, Baltimore and Wilminatoa, York, 
Trenton, all the urban centers in a hundred 
mile radius, for here, side by side, are un- 
questionably the most representative expo- 
sitions of art printing and lithographing the 
country has to offer. 

With the congress six weeks off there 
were at the close of March already the fol- 
lowing reservations, the list being notable 
because it contains the names of two wom 
en, Miss Tweed of Nuttinghame’s, who has 
been here before, and Miss Lillian Spencer, 
whose studio is in Jenkintown, Pa., and 
who makes her first appearance; George W. 
Parker, Blodgett & Co.; Charles W. Ste 
vens, Collier’s; F. E. Hafely, Hillis & Hat- 
ely Co.; A. H. Knowlton, Woodbury-Hunt 
Co.; P. B. Inglebee, George A. Parker Art 
Co.; Fred Know, Gibson Art Co.; Chas. W. 
West, Campbell Art Co.; Fred Newcomb, F. 
A. Stokes Co.; A. M. Wilcox, National Art 
Co.; W. H. Hough, A. M. Davis Co.; H. K. 
Fly, I. Roy Spiller; Charles H. Eley, Hagel 
berg; S. S. Hamburger, Edward Stern & 
Co.; Frank W. Hall, Boise & Hopkins; 
George F. Newcomb, George F. Newcomb 
& Co.; H. E. Hungerford, Art Lithograph 
ing and Publishing Co.; E. S. Lyon, Samuel 
Ward & Co.; C. F. Mason, Dodge Publish- 
ing Co.; Frank O. Evans, Raphael Tuck, E. 
Stellwagon, International Art Co. 





‘The more we know about a good thing 
the more we like it Merchandise has a 
genuine fascination for the man who knows 
it.” 
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REDUCED TO 


$3.50 Net 


F.0.B. N.Y. 



















‘14! 


TEN 
Stop 
Using 
String! 


PERFECTED 
RAPID SEALING MACHINE 


For Moistening Cloth or Paper 
Gummed Tape in Rolls 


Gummed Tape in Rolls, 
Printed with Advertisement. 
Latest means of wrapping 
packages. Does not injure 
contents of peotet:: revents 
tampering. uick, clean, in- 
expensive. Saves 100% in 
cost. Have some uncovered 
territory. Write for partic- 
ulars. 











Invaluable in banks and offices and wherever 
a dependable, serviceable indelible lead pencil 
is needed. Especially good for expressmen, 
railway, mail and shipping clerks, stenogra- 
phers, book-keepers. Makes a clear, legible 
carbon. Cannot soil fingers or clothes. Com- 
bines the fountain pen and lead pencil. Made 
of hard rubber, absolutely dust-proof—uses 
either indelible or ordinary black leads. Pen- 
cil and set of 3 indelible leads sent post-paid 
on receipt of 50c. A Big Seller for Agents. 


THE SANFORD 
$1.00 Fountain Pen 
Uses Any Steel Pen 


A remarkable improvement in fountain 
pens. Uses any Steel Pen. Pat. Feb. 25, 1908. 
Made of best hard rubber in 8 styles, 
chased, plain barrel and shorthand size— 
Gives a smooth, steady fiow— Positively will 
not leak or drop ink. Pens easily changed. 


10 DAYS FREE TRIAL 


To prove that the Sanford Fountain Pen is 
equal, if not superior, toany high-priced pen 
made, Mail us one of your favorite steel pens 
with $1. 00 and we will send you a complete 
Sanford Fountain Pen post-paid. Try it 10 
days—test it thoroughly, and if you are not 
perfectly satisfied return it to us and we will 
promptly return your money. POCKET 
CLIP 10c. Agents wanted. Write quick for 
terms and territory. 


The Sanford Pen Go., inc. 
681 E.105thSt. Cleveland, O., U.S. A. 


| 














THREE BBA COMPANY 


DETROIT, MICH. 
Manufacturers of High Grade 


CARBON PAPER 





“Detroit BB” is a high grade manifolding 
carbon for the most exacting “Copy” work 
“Superior BB" sale « hesey mapiielier 
and all round carbon for general purposes 
**Majestic BB” is for letters ga billing, 
Manifolding from four to gee neg 
peti ate ope EE ee es 
LIBERAL TERMS TO DEALERS 
Write for samples and prices TO-DAY. 
Address Office, 1004 Hammond Building 











“FAY -SHOLES AND REMINGTON - SHOLES 
TYPERWITER PARTS” 


We have the largest stock of Foy-Gheice type and pare. 
just what you n for repairing Fay-Sholes machines 
visible parts. Send for information on our new bon 
knob * iee-aeen oye . department, cago 
Branch, for the past ten 


Ben Samuelson & Co., 2.200. 09, 225 Dearborn St., Chicage 











Desk No. 211. 








DESKS 


If you havea critical customer, our Desk Ni 

211 is the one to bring to his notice. It has 

P ‘igeon Hole Boxes, large Drawers of br, 
{ paper space, made in len 

86° and 72°, has Dust 

in Pedestal are loshed by our Patent Myo 

bination Lock and has well fitted Drawers 


Vertical Letter 
Filing Cabinets 


Make youa good profit 
Write for Catalog and Prices 
Cable Address: FEIGE, Saginaw 


FEIGE DESK CO. verticat cotter 


826 Genesee St. Filing Ca binet 
Saginaw, Mich... ~ U.S.A. No. 115. 
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JOY RIDING IN THE QUAKER CITY. 

J. W. R. Merckle, president of the Thad- 
deus Davids Company; L. E. Williamson, 
sales manager, and Stephen T. Buckham, 
New York City representative, attended t!-e 
dinner given by the Philadelphia Stationers’ 
Association in honor of Mortimer W. Byers 
on March 19. 

Mr. Williamson and Mr. Buckham went to 
Philadelphia in the firm’s auto, Mr. Merckle 
joining them later by train. They had a 
pleasant ride through Jersey and Pennsyl 
vania, arriving in Philadelphia in good time 
to meet the boys and enjoy the dinner. 

Mr. Merckle left Philadelphia Sunday and 
was very sorry that he did not have an op 
portunity to shake his many 
Quaker friends. 

Mr. Williamsonand Mr. Buckham remained 

Philadelphia until the following Thurs 


day, calling on the trade and showing off 


hands with 


in 


the machine with the big bottle on it, which 


was the talk of the town. The boys did 
more business than was ever done by the 
firm before in the same length of time 


They say this is just more evidence of the 


merits of their standard line 


MISS FRITZ MAKES INTERESTING 
DOUBLE RECORD. 


+} 


At a recent speed exhibition before the 
students of the Merchants’ and Bankers’ 
Schools of New York, Miss Rose L. Fritz, 
the world’s champion typist, wrote 170 
words in Isaac Pitman shorthand in one 
minute, and transcribed the same on the 
Underwood typewriter in one minute and 
twelve seconds. She also wrote 147 words 
on the typewriter in one minute copying 
from new matter 
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PERSONAL GREETINGS BOOK- 
LETS. 

The Black Lithographic Company, Phila 

delphia, is showing advanced samples of a 

brand line of Christmas New 


Year specialties, which are sure to reach a 


new and 





dye-stamped sentiment, “Merry Christmas 


or “Happy New Year.” Within the covers, 


to which they are bound with ribbon, are 
the four-pages of lighter sheets, on one 
page of which is an appropriate seasonable 
greeting with sufficient space allowed for 





SAMPLE PACKAGE OF BLACK CO. GOODS. 


high-water mark in the season's sales 
One leading feature of the line is the 
“Personal Greeting Booklets,” a popular 


series which is proving a great favorite with 


the early buyers. They are 3% inches wide 
by 5 inches long and contain in all eight 
pages. The covers are of first quality 
Litho. Bristol, bearing an appropriate de 


sign in light sepia tint, which in execution 
and tone can hardly be distinguished from 


an etching. Underneath this design is 


the signature f the sender 
Dealers will be supplied with handson 
strongly made display boxes, as illustrated 


different de 
the 


arranged to hold five and ten 


which show the customer in¢ 


signs, 


a glance and prevents handling and soiling 


the booklets 

To give the booklets a more perso1 
tone, it is intended that fac-simile signa 
tures of the sender be engraved under the 
Greeting To do this it is necessary th 








a 








—— 


THE THADDEUS DAVIDS CO. AUTOMOBILE 
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T 
t 
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advantage of supplying the ever-increasing demand for fountain pens. The 
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Let Your Hand Be Your Reminder 


t there are five types of Waterman's Ideal Fountain Pens Each type is of that uniform 


t 
a 


high quality which makes the name Waterman’s Ideal represent success in fountain 


ven making and selling. With one investment, one maintained price and one stock, backed 
one world reputation, one guarantee and one large organization, dealers have the great 
demand that 


has grown from the success of our standard pens 


A well assorted stocl, well displayed, secures the trade resulting from our extensive advertising, 


SEND FOR CATALOGUES AND SELL'NG SUGGESTIONS. 
L. E. Waterman Co. “Che Pen Corner’ NEW YORK, N. Y. 
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orders be taken by the dealer for a certain 
quantity and sent to the manufacturer be 
fore November Ist. It is expected this pro 
vision for the fac-simile signature Wl en 
hance the popularity of the cards, although 
the greater amount of them will of cours« 


STEEL be sold with a signature space in blank, 


leaving the name to be put in by the sender 


FURNITURE Another interesting feature of the line 


is the poinsettia series. These are larger 





for Banks, Court cards ornamented in the corner with a de 
Houses, Corpora- sign of this beatuiful flower in the actua! 
tions, Libraries, natural colors with the sentiment or greet 
p ing embossed on the face of the card. 
State Capitols, In presenting these new lines, the Black 
City Halls, etc., etc. Lithographic Co. extends its work into 


branches of a field which it has hitherto 
touched with but a few things. The Com 
pany’s long experience, its staff of artists 
and its reputation for excellence in execu 





Send us your draw- 


ings for estimates. 
tion insures the success of the new goods to 








the entire satisfaction of the trade. 


Van Dorn Steel Files installed in Cook Co. Court House, Chicago, Ill. Leading jobbers are featuring the line 
Full particulars may be had upon request 


The Van Dorn Iron Works Co. to The Black Lithographic Co. Philade 


METALLIC FURNITURE DEPT. | phia, or to Walter H. Furlong, General 


CLEVELAND, OHIO | Manager, 209 State Street, Chicago. 


BRANCH OFFICES: NEW YORK, CHICAGO, BOSTON, PITTSBURG Sates 


GERMAN POST CARD MEN FORM 
SYNDICATE. 
Safety Fountain Pen Consul General Richard Guenther of 


and Pencil Holder Frankfort, Germany, says that some of the 
Fits any Pocket prominent German and Austrian manu 


facturers of pictorial postal cards and 








TO STATIONERS 
who handle Typewrit- 
ers or Supplies we want 
to send a sample of our 
RRub-beRR Type- 











writer Cover. For all Holds Securely One to Six fancy cards have formed a syndicate for the 
nr eee Mery a purpose of regulating prices. This indus- 
Registers, ete. RRub- Fountain Pens trial branch has suffered from overproduc- 
beRR stands for all Preserves Pencil Points tion, price slaughter, and lack of business 
that is best in a typewriter cover. Get our prices and For Sale By All Jobber with the United States, which country 
discounts tothe trade. it They will please you. Send Sc postage for sample formerly was the largest and most profit- 





able customer 
The Valley Cy Bovelty Co Mr. Guenther says that he has been in 
Rapids, formed that a leading Frankfort manufac 


turer in this industrial line, who largely ex 
M @) orted to the United States in former 
A K E i 0 0% P R a i T int has shut down and is deliberating 
By selling our NEW STEEL MATRIX $15.00 ao - a | : a 1 
y > oO oO ) +S - 2 ac y n 
43 1e United States 
It does exactly the same work, in identically the same manner BIS 

and carries the same guarantee as similar makes at double the = or ia ae _ 
price we ask. The Stationers’ Board of Trade of New 
NOT OVER FIFTEEN DOLLARS $15 York, has received and paid off 25 per cent 
This Line Pulverizes the Paper dividend toa large number of the creditors 
of the A. A. Weeks Company. This divi 


Write for particulars and New Selling Plan. ; , : : 
Only “live ones” wanted dend is being paid to all creditors the Board 


TYPEWRITER SPECIALTY CO., Inc. 
72 West Broadway New York 

















represents except where there were allow- 


GEO. BRUNSSEN, Manager Chicago Office of the ; rg , sorted 
ances, etc., which necessitated the matter 


DEFIANCE MACHINE CO., M4 Lake St. Chicago, ill, being held up by the referee. The Board 


has also paid recently to a large number of 
creditors of the Philadelphia Book Store of 


Philadelphia, Pa., a second and final divi- 
IF YOU WANT TO KEEP POSTED dend of between 8 and 9 per cent, the 


estate already having paid 80 per cent by 














on all that’s new, and all that is going on in the field of Office Equip- 


ment, subscribe to reason of the good management of the re 


ceivers and others interested. 
OFFICE APPLIANCES innueaiiaes 
Subscription price, $1.50 a year. Trial subscription, 3 months for 25 cents Any one knowing the present address of 


one H. C. Blacklin, until recently with the 
THE OFFICE APPLIANCE COMPANY Portland (Ore.) branch of the Remington 
PUBLISHERS Typewriter Company, will confer a favor by 

303 Dearborn Street 3s CHICAGO, ILL. communicating same to C. M. Turton, 528 


S. Spring street, Los Angeles, Cal. 

















ABLE PATENT FIRM. 


Emmet Page Bunyea, general manager of 
the E. P. Bunyea Company, U. S. and for- 
eign patent attorneys, Washington, D. C., 
was for fifteen years an official examiner in 
the United States Patent Office, Washing- 
ton, D. C. His long experience in this 
capacity enabled him to acquire technical 


| 


| 
! 


knowledge and information of great value | 


to a successful attorney in the proper | 
preparation and prosecution of patent | 
causes. His thorough familiarity with pa- 


tent office routine requirements and prac- 


tice, together with his many years of suc- | 


cessful active patent experience, extending 
over a quarter of acentury of actual work in 
his line, places him in a conspicuous posi- 
tion as a patent attorney of unusual ability 
and skill, so much so that the E. P. Bunyea 
Company, without any charge whatsoever, is 


willing at any and all times upon receipt of | 


a description, model or rough sketch of an 


invention, to make a thorough and personal | 


examination of the United States Patent 


Office records and issue a written report as | 


to patentability, which, if favorable to the 


inventor, they will further obligate them- | 


selves to guarantee the securing of the pa- 
tent in question or return the entire attor- 


ney’s fee without any deduction whatsoever | 


for services rendered. 

The business of this company is of such 
magnitude that practically an entire floor of 
the Baltic Building, 606 F street, N. W., 
Washington, D. C., is necessary for their 
requirements, and as these offices almost 


adjoin and overlook the U. S. Patent Office, 


where the entire patent business of the gov- 
ernment is exclusively carried on, they are 
at all times prepared to render prompt and 
efficient work in their line. 

To encourage invention and reward the 
meritorious, the E. P. Bunyea Company 
gives a solid gold medal to the inventor 
who secures a patent through them for the 
most valuable invention each year. A ster- 
ling silver medal is given for the second 
best invention, and honorable mention cer- 
tificates, suitable for framing, to 
securing patents of true merit. 

This firm issues gratuitously, a beautiful 
and profusedly illustrated inventor’s guide 
book of information free for the asking. 

A lucky pocket piece, which must be seen 
to be appreciated, is also mailed upon re- 
quest to those interested in inventions. This 
token has many of the good luck emblems 
impressed thereon, and is made in the most 
artistic style and finish, and in size is about 
the same as the silver half dollar and also 
about the same weight. 





Office Appliances acknowledges with 
thanks the invitation of the Cleveland 
Booksellers and Stationers’ Club to be 


present at their annual banquet, which was 
held at the Colonial Hotel in Cleveland, on 
April 2nd., and regrets that some member 
of the Chicago staff could not be present 
upon that enjoyable occasion. A full re- 
port of the banquet, however, will be found 
elsewhere in this issue of Office Appliances. 


those | 
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FOR PEOPLE WHO SWEAR 





They will never lick ‘another envelope, eat another 
GUM LUNCH. or muss up their mail with a sloppy 
sponge. We have a remedy in THE NEW MODEL 


SAUNDERS ENVELOPE SEALER 
With an AUTOMATIC MOISTURE FEED 


Ready to use any time it is picked up. Pad never runs dry so long as 
there is water in the handle of the sealer. As simple as pouring water from 
a bottle. 







NO RUBBER USED IN ITS 
CONSTRUCTION. NO 
SPRINGS TO RUST. NO 
SCREWS TO LOSE. MADE 
OF BRASS, FINISHED IN 
OXIDIZED COPPER. 


Patented in U.S. A. and 
foreign countries. Other A 
patents pending 


A Practical Sealer at Last 


Sold undera ONE YEAR GUARANTEE by a company amply able 
to stand by its guarantee. 


Any boy or girl using the Saunders can seal 40 envelopes a minute, and 


with a little practice 50 a minute. Nothing to press to feed the moisture. 


Boxed in a nonbreakable carton ready for mailing. Postage prepaid. 


PRICE wn u.s.a. $2.00 


We want some live distributors in unoccupied territory. Write for booklet and liberal 
new selling plan. EXCLUSIVE TERRITORY. 


The Saunders Sealer Co., Inc., (°°) cLEVELAND, OHIO 




















DOG EARS 


are all right in their place but you don’t want them on your 
price lists, catalogs, etc. Our 


MULTIBINDERS 


prevent dog-eared leaves and torn covers. Are forthe “¢ 

semi-permanent binding of your customers’ catalogs, “9? Please 

price lists, and all limp-covered publications. e send 
/4 without 








Will hold one or many copies. Qnidely ad- 
justed. A ready reference binderfor filing your 4» nym 50 4 
active correspondent'’s letters, quotations,etc. “49 Phe iad 
Department cost sheets, sales reports, and similar matter kept _@, oe with 
together in a compact, easily handled form. A lnctragiane en Wet 
FILL OUT CORNER CARD TO-DAY AND RECEIVE LRP Name ..ecceeecseye 
FREE SAMPLE. x Addrees,.......4sneaes 
GAYLORD BROS., 222 E. Washington St., Syracuse, N.Y. ooo... cece cea eesnv eee 
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This Tip 
Doesn’t Fray, Crack or Show Finger Marks 


Here is a real office convenience — celluloid tipped card index 
guides. Always clean, always whole, always in place. Fold 
over top «of card and stay there. Don’t crack, curl or fray. 


Celluloid Tipped 
7 Guide Cards 


outlast all others. Three of the ordinary guides fail to give 
the service that one of ours gives. Ask your dealer for the 
“ One-piece”’ Celluloid Tip Guides, or write for samples. 


Standard Index Card Co., 701-709.Arch Street, Philadelphia 














IVD WS WWWS 


MULTIGRAPH OR WRITERPRESS 
They’re Worth Money 


There’s no more reason for throwing them away because the ink is exhausted 
than there would be for throwing away your fountain pen when it’s empty. Will 
you let us prove it and save you 50 per cent.? 


Write at once for complete information and “Take Nc Risk” Trial Offer. 
ROCHESTER RE-INKING WORKS 
EXCHANGE STREET (Incorporated) ROCHESTER, N. Y., U. S. A. 


wee we ewe 








ee Monarch Inks 


have earned a reputation for SUPERI- 
ORITY equal in their line to the estab- 
lished reputation of MONARCH GLUES 
and PASTES. 


For a clear, permanent black ink, or 
blue-black writing fluid, you can find 
nothing superior to the MONARCH 
brands. Our “EBONY BLACK” and “EVERLASTING” 
Combined Writing and Copying Ink CREATE TRADE FOR 
THE DEALER. 

We have just isssued a new catalogue and price-list for 
the stationer. You should write for this at once. The 
goods and prices will bear the closest 
inspection. 


WRITE US TODAY FOR NEW 
PRICE- LIST FOR DEALERS. 


Monarch Glue Company 
125-127 E. 2nd St.. CINCINNATI, OHIO, U.S. A. 

















METALLOGRAPHY A RECENT 
DEVELOPMENT. 





Profitable Opportunity for Stationers. 
Any new fad, or any production likely 
influence continuous purchases, is well 
worth consideration by stationers, provided, 
of course, it is something they can includ 
in their stock. The sale of a set of tools 
for example, which is likely to be followed 
by purchases of material upon which thi 

tools are to be used, should be a sour 
steadily increasing business and constant 
expanding profits 

Metallography is a new fad whi 
seized upon the lovers of fancy worl 
various sorts perhaps even more noticeal 
than pyrography did a few years ago 


these fads are responsible for the pr 


tion of articles permanently useful as we 
as ornamental, and consequently should b 
taken from the list of fads and _ placed 
among the staples 

Metallography consists of making us: 
and ornamental articles of various sorts 
from brass upon which a suitable design 
has been traced In the December issu: 
The National Stationer brass piercing was 
described and illustrated. But there is 
other method of working in brass which | 
equal merit with piercing and can be made 
productive of equally attractive designs 

In this method blanks of brass are prt 


pared which, by means of simple and proper 
tools, can be brought out in relief, as shown 
in the accompanying illustrations. A vari- 
ety of designs are furnished, and these are 
of the non-rub sort, which insures perma- 
nency. In fact, an expert worker will not 
only produce the relief design, but hammer 
the design out flat and then reproduce it 
again quite as good as it was in the be 
ginning. 


The stationer who sells an outfit will be 


almost certain to sell material upon which 
to use it. And surely the first stationer in 
a locality to offer an outfit of this character 
will be the one to attract business. Work- 
ing in wood or metals will prove a favorite 


amusement, and where the amusement can 
be turned to such excellent account in pre- 
paring articles of use and utility in the home 
there will never be any question of continu 
ous and profitable sales. 

These outfits and the material are sup- 
plied to the trade at prices which will afford 


a satisfactory profit, consequently no rea 
son exists why stationers should not take 
advantage of the opportunity and add 
their trade and their profits by introducing 
an article which will insure a steady sale 

It is possible for amateurs to make beau- 
tiful candle shades, lampshades, inkstands, 
paper racks, stamp boxes, book ends, belt 
and hat pins, pipe racks, tobacco boxes, pin 
and ash trays, match stands, picture frames, 
smokers’ articles, jardinieres and many 
other articles of a similar character, and all 
this without previous practice, but by mere 
ly following the directions furnished. 








The non-rub blanks, both for chasing and 
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piercing, are cut out in the required shapes 


ready for working, thus enabling anyone to 
make beautiful articles without previous 
knowledge of metal work. The stationer | 


value of this possible 
no time in 


appreciates the 
stock 


a supply to 


who 


addition to his will lose 


obtaining offer to his custom 


ers. 


BUILD ADDITION TO PLANT. 
\ndrews Wire & Iron Works, Rockford, 
Ill., recently completed an important addi 
They have erected 
steel 


their plant 
a fine building of 
concrete fireproof construction which is de- 
voted their office quarters 
It is completely filled with up-to-date office 
conveniences and as the plant is located in 
the outskirts of the city, the company has 
set aside space in the building for employes’ 
thoroughly equipped 
The loyal spirit 

proverbial in 


tion to 


new modern and 


exclusively to 


dining quarters and 
the same for that purpose. 
of Andrews’ 
Rockford and this undoubtedly is due to 
the unvarying principles of fair dealing 
with everybody to which this concern has 


adhered consistently throughout its quarter 


employes is 











I 
AN ANDREWS SPECIALTY. 


century business experience and by which 
it has established an enviable reputation. 

The Andrews makes a com- 
plete line of wire goods for stationers, in- 
cluding stacked or single letter trays, waste 
baskets, letter baskets, envelope racks, door 
or desk mail baskets, memo hooks, easels, 
folding or spiral card racks and other wire 
office appliances. The accompanying illus- 
tration shows one of the Andrews stacked 
letter trays. Special features are the “Cor- 
ner Posts” giving stability to the trays, and 
the rubber covered feet. Andrews 
Wire & Iron Works that no concern 
is better equipped to supply this class of 
goods in the best possible quality for the 
lowest possible prices and they put their 
guarantee back of every article they pro- 
duce. Dealers everywhere are invited to 
drop a postal to this company at Rockford, 
Ill., for their new illustrated catalog. 


Company 


ring 
Say 


THE DIFFERENCE 


The difference between true friendship and acquaintance- 
ship is that when we are absent from our familiar haunts 
our acquaintances take it for granted that we are out of 
town; our true friends make inquiries, to be sure that we 
are not in a hospital.—John P. McCrea, 581 Rippey 
street, Pittsburgh, Pa. 








THE “‘PEERLESS’’ INKSTAND 


AN INKSTAND EMBODYING ENTIRELY NEW IDEAS 














— PRICE 
44x3}x1} 50 Cents 
By Mail 65 Cents 














PATENT PENDING 


The cover is provided with a pen rack and the inkstand may be opened in the act of pick- 
ing up the pen and closed in replacing same, the cover sliding easily to its open or closed 
position. The stand is low on the desk and not easily upset. It is made entirely of glass, 
in two pieces, the base containing the reservoir with the dip in front, which is of the 
proper depth, so that the pen cannot get overloaded. The sliding cover opens and closes 
the dip without exposing the main reservoir. 


WRITE FOR TRADE PRICES 


CUSHMAN & DENISON MANUFACTURING CO., NEW YORK 











Stationers’ Increased Profits Assured 


by services of the Systems Bureau. The Bureau has a Staff of the most exper- 
ienced Systematizers obtainable, who devote their time and energies in behalf 
of the dealers who have taken up this special line of work. 
Energetic Dealers appreciate an opportunity for greater profits. The others 
won't take the trouble to inquire about it. We offer you the opportunity. Are 
you ambitious enough to do your part 
Write to-day for details. We WILL SHOW YOU a new way to INCREASE YOUR PROFITS. 


THE SYSTEMS BUREAU, _ :: ST. LOUIS, MO., U.S. A. 


Expert Commercial and Industrial Economists 


Write TO-DAY 








In our 


New 


Home 
at last 

and getting 
settled 





Already trying to improve 


Carter’s Ideal Ribbons and Carbons 


But it is hard work, for with our old equipment we manufactured 
ribbons and carbons that stood every test. Under our present ideal 
conditions, however, we'll improve them. 


A kind for every purpose 


The Carter’s Ink Co. 


Cambridge, “C” Boston, Mass. 


Chicago Montreal 





New York ania , 
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LITTLEJOHN PENCIL SHARPENER 


(PATENTED) 

An Up-to-date Machine; as useful as 

the typewriter, or any other modern 
office appliance. 

Makes a perfect point. Will not soil 
the hands; saves time and patience. 

It is reliable, convenient, Durable; one 
cutter lasts for years with ordinary 
use. 

AUTOMATIC FEED. Does not 
waste the pencil. Do not touch 
pencil while sharpening. 

Moderate in price. Adjustable to 
wall or table. 


This is the dealer’s opportunity to get a pencil 


sharpener that will give entire satisfaction. 2o cero Rist 


Furnished on Request. 


HI-LO DESK COMPANY, 


Sole Selling Agents, 156 Nassau Street, New York 


Sengbusch Self-Closing 
Inkstand Sells Itself— 


And Carries With It a Larger Profit For You, 
Mr. Dealer, Than The Old-Fashioned Kind 


HIS is, without question, the most popular inkstand on the market. It is built 
upon correct scientific principles and delights the customer with its ease and simplic- 

ity of operation. There is absolutely no chance for the evaporation of ink or clogging of 
the onl and consequent inconvenience to the user. The pen-dip is perfect and allows 
only asufficient quantity of ink to fill the pen—no possibility of blots or smudgy fingers. 
“We are creating a steady demand for this inkwell by a consistent and persistent 
advertising campaign in the magazines. That means that you don’t 
have todo all the pushing. We will send the customers to your door 
with money in their pockets and their minds made up to buy. 


WRITE TO-DAY FOR TRADE DISCOUNTS AND CATALOGUE OF OUR COMPLETE LINES 


Sengbusch Self-Closing Inkstand Co. 


320 Montgomery Building, MILWAUKEE, WISCONSIN, U. S. A. 















































“on the best fountain pen being marketed today. By an 
ingenious patent all flooding and spattering of the 
pen is absolutely stopped 


Williamson Auto Feed 
Fountain Pens 


represent the very lat- 
est type of the modern 
office and desk 
companion. 




















DEALERS 


See That Reservoir? 
That Means Fountain Pen Perfection. 











Remember: You need to carry no dead 
stock. We will exchange any styles that 
you find do not appeal to your trade. 

We also furnish plate glass display cases. Write 
for our proposition to dealers. It’s the best ever 
made by any fountain pen company. 

Williamson Pens are made in 250 different styles and sell 
at popular prices. 


Williamson Pen Company, 







\ 

















JANE SVILLE, 
WISCONSIN 









| 
| 
| 





AMERICAN STATIONERY SCARCE IN 
SPAIN. 


Consular Agent A. E. Carleton, of Alme- 
ria, Spain, treats in the following manner 
the question of a trade opening in southern 
Spain for American exporters of stationery 
and stationers’ supplies, says the Daily Con- 
sular and Trade Reports: 

The stationery shops in Almeria do not 
carry in stock a single ream of American 
paper, nor is it possible to find any Ameri- 
can stationery sundries, such as pens, pen- 
cils, rulers, rubber bands, etc. 

In the two leading stationery places 
this city perhaps 40 per cent of the paper 
sold is of foreign origin, England, France 
and Germany, in the order named, furnish- 
ing the largest portion. The leading paper 
dealer states that, although Spain manufac- 
tures an excellent quality, the consumers 
prefer the foreign make, believing it to be 
somewhat better and more durable, and the 
better classes of paper are brought from 
abroad. Owing to the high customs dues 
very little writing material is imported pre- 
pared for immediate sale, but in order to 
avoid the heavy duties importers buy paper 
in bulk, and then fashion it according to the 
trade demands; that is to say, the paper is 
cut, ruled, if necessary, and put in packages 
with foreign labels, in Spain. 

American-Made Stationery Not on Sale. 

As far as this place is concerned the 
American manufacturers have absolutely no 
participation, and this was reasonably ex- 
plained on the ground that no opportunity 
is ever given to become acquainted with the 
kinds, qualities and prices of the products 
of the United States. 

America has an excellent chance to obtain 
a certain portion of the trade in blotting 
paper, as the Spanish product is not consid- 
Not long since a local re 


in 


ered very good. 
tailer bought through a Barcelona commis- 
sion house a quantity of American blotting 


paper for which he had received several 
calls. 

The blotting paper currently used here 
retails at about three cents a sheet, the size 
of which is 14.4 by 20.9 inches. The cus 
toms duty is $9.40 per 100 kilos (220 pounds) 


net weight. 
Pens and Pencils—Sales Methods. 

The pens on sale are almost exclusively 
of English and French origin, the Spanish 
product being inferior. Pens are imported 
in boxes containing 100 or 144. A 
American pens of different styles, including 
those of sharp and blunt points, were shown 
to one dealer, and his information may be 
of considerable importance. He said that 
the pens used in Spain were almost exclu- 
sively those having long, fine points, and 
rather flexible than otherwise. The chirog 
raphy of Spaniards shows that no pressure 


dozen 


is exerted in writing, and consequently the 
shading of the letters is reduced almost to a 
minimum, 

Fountain pens are hardly found, because 
a pen selling in the United States at $2 or 
$3 would retail here at practically double 
that price, and this high cost restricts the 
demand. 











——_—__— 


Pencils come chiefly from Germany, 
though of late years the Austrians 
gained a foothold in the Spanish market. 

Foreign houses send travelers from time 
to time and are, therefore, thoroughly fami 
liar with all of the needs of the trade. Com 
petition is naturally keen, but it 
that American manufacturers could partici- 
pate if a thorough attempt were made to 
enter this field in stationery supplies. 

The only reply obtained in discussing this 
question with merchants is that 
“American commercial travelers must come 
least once a year.” 


local 


to us with samples at 


Local buyers have a real desire to handle 
certain kinds of American stationery and 
sundries 


CHICAGO DEFIANCE MACHINE 
AGENCY. 


George Brunssen has opened at 99 Lake 
Chicago, a branch office of Defiance 
, Rochester, N. Y., and has this 





street, 
Machine Co 


western branch in full swing, covering with | 


his salesman from Chicago the territory 
west to the coast. The Chicago office car- 
ries a large stock of the Defiance Check 
Protectors, to insure prompt 
ment of goods. Mr. Brunssen is 
known to the office appliances trade as he 
was formerly for five years manager of the 
St. Louis office of Defiance Machine Co., 
and prior to that for ten years in the same 
capacity at the San Francisco office. He 
states that he has an unequaled proposition 
dealers and office appliances salesmen 
the fact that the Defiance Steel 


SO as 


well 


for 


from new 


have 


is certain | 


ship- 


Matrix Check Protector gives absolute pro- | 


tection against fraudulent check alterations 
and is a ready seller at half the price of 
similar machines; and the further fact that 
and salesmen 


his company gives dealers 
an unusually liberal trade discount. Mr 
3runssen is now looking for “live wires” 


to handle the Defiance machine either as 
exclusive salesmen on commission or as a | 
side line or as a regular article of stock 
by dealers. He will ship machines for free 
test to responsible parties. Particulars 
may be obtained by communicating with 
Mr. Brunssen at his Chicago address as 


given above. 


The Dunbar Ledger & Binder Company, 
601-3 Second avenue, South, Minneapolis, 
Minn., has recently incorporated its busi- 


ness and has added to its plant a new and 
modern equipment for doing a general line 
of ruling, blank book and bindery work to- 
gether with the company’s line of loose leaf 
devices to which it has heretofore principal- 


ly confined its work. 





Furniture Company is 


McCombe. 


Jamestown Metal 
represented in Detroit by S. L. 


They have finely equipped offices in the 
Majestic building and are doing a good 
business. They handle Michigan, Indiana 


and Ohio out of their Detroit office. 





M. D. Linton, Majestic building, Detroit, 
is a former typewriter man who does form 
letter work in Writerpress. Also handles 
ribbons 


carbon and 
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"All Pens Dip ¢| 


IN 








@ For Fluidity, Perma- 
nency, Non-corrosion of 


R WK Bop 


tap 


“Gn 


the Pen, and Splendid 
Copying Qualities, these 
inks have never been 


equaled. 


Ask tor it at 
your stationer’s 








Bee 


wnticy 
hy 


BOSTON, 


90 Richmond St. E., 
TORONTO, CANADA. 


19 Pearl Street, 


MANUFACTURED_BY 







>) JOHN UNDERWOOD & CO. | 


30 Vesey St., New York. 


120 Queen Victoria St. 
LONDON, E. C., ENGLAND. 


Boulevard des Italiens, 
MASS. PARIS, FRANCE. 


er — 


y, 
























THE ROTARY LINEOGRAPH 


eight, complete.8lbs Prints anything — a — 
to a foolscap 
The Most egies, Simple and Rapid 
Duplicating Device on the Market. 
IMPORTANT Lineograph Machines are sold without 
restricting the user to purchase or use 
our s ~poiias, We make the best and scientifically 
adapted materials. regardless of the t reduction in 
our selling prices from those which hitherto obtained, 


and are under no necessi*y to resort to expedients other than the superior excellence of our goods to retain 


pa.itrunage 


The Lineograph Company, 


Send for Price Lis.s and Descriptive Booklet. 


Makers of Duplicators and Supplies 


112 Fulton St. New York, U.S.A. 
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The Most Gom- Carbon Papers, Transfer Papers, Stamp Rib- 
bons, Carbon Rolls, Typewriter Ribbons, Type- 


plete Line..... writer Oil, Numbering Machine Ink. 


Interesting Proposition to Dealers. 
J. A. HEALE & CO. 


MANUFACTURERS 





The mark of quality 


94 JOHN STREET $3 NEW YORK, N.Y. 









WAX SEALS CHECKS CORPORATE SEALS POCKET NOTARY METAL CHECKS 


WE ARE NOT AGENTS FOR THESE GES 
RUBBER STAMPS, Etc. 
WRITE FOR CATALOGUE 
Be eyes & WENTHE 
ast 






NAME PLATES, METAL CHECKS, 








WE MANUFACTURE THEM 
92 DEARBORN 8ST. 
RUBBER STAMPS 


SEALS, STENCILS, STEEL STAMPS, BADGES, 
NUMBERING MACHINES Cricaco a oe 





\ 











Something New In Paste 


@ Perhaps all the Paste you know anything about is that which dries up 
when it is on your shelves a few months or sours and moulds when in use 
Then you haven't tried 

q Besides fulfilling every other requirement of a perfect paste, Invincible 
remains soft and usable longer than any other on the world’s market 
Send fora sample. An especially liberal discount if you write NOW 

q We will thank YOU now for letting us prove our assertions—you will 
thank US when your customers keep reordering and the profits 
from our extra discounts begin to pile up. 


THE NATIONAL PASTE CO., Columbus, Ohio, U. S. A. 














—— Walt ys— 


Allis loeltyy 


A SELF-FILLING FOUNTAIN PEN 


without screws, plugs, plungers or other mechanism. The 
increasing number of dealers featuring the Welty attests 
its growing favor with users throughout the country. 


WRITE FOR CATALOG AND DISCOUNT 


WILLIAM A. WELTY CO., Waterloo, Ia. 

















ELECTRIC PEN. 
New Device Expected to Outwit the Clever- 
est Forger. 

Writing by burning is the latest inventio 
and it will require the wits of a dozen 
Jim the Penman’s cleverest disciples to « 
vise a means whereby they may overcot 
the difficulties which it presents to those 
who have a fondness for fraud and forgery 
rhe invention takes the form of an electri 
pen, which makes erasure or alteration im 
possible, by carrying the writing right 
through the material in the form of irregu 
lar perforations 

This pen has been invented by Dr. Gha 
diali, who, on account of his inventive vert 
satility, has earned the sobriquet of the 
Parsee Edison The whole of the requisit¢ 
electric mechanism is carried in a _ smal! 
desk with a glass lid. At the side is a small 
pen, resembling the ordinary fountain stylo, 
carried in a clip when out of use and con 
nected with the electric apparatus within by 
a flexible cord. On the outer side of th: 
glass lid is a plate of aluminum, which con 
stitutes the surface upon which the paper is 
laid in writing, and which completes the 
electrical circuit, the sparks flashing fron 
the pen point, burning their way through 
the paper, thereby making a tiny hole 

The design of the pen is such that it does 
not work until it is held in the writing posi 
tion, with its point pressed upon the paper 
and immediately this is done there is a 
sharp crack and a half inch spark, produced 
by 10,000 volts of current, burns through 
the paper, leaving a small puncture in its 
train. It is the passage of the spark itsel! 
which effects the perforation, and not the 
pen point piercing the paper. 

Writing is carried out in the usual man 
ner, the salient advantage of the pen being 
that the outlin« of the letters or figures is 
represented in a series of closely succeeding 
and irregular perforations By burning 
through the paper the record obtained is ab 
solutely indelible Erasure can be accon 
plished only by filling in the diminutive pet 
foration marks, an almost impossible tas] 
and one calling for consummate skill 
prevent detection when held up to the light 
Also, owing to the electric spark following 
the path of least resistance through the pa 
per, avoiding the minute obstacles 
texture, it is absolutely impossible to pr 
duce two identical series of perforations 


trom the London World’s Work 


OPPORTUNITY IN RUBBER STAMPS. 


Dealers who are interested in rubber 
stamps should send for the catalogue 
Lamb & Tilden, 725 Thirteenth street, N 


W., Washington, D. C. This firm make 
a large and interesting variety of rubber: 
stamp goods which work noiselessly and 
give clear, sharp impressions They ar 
specializing on a line of stamps in which 
there is no metal or wood, but which ar 
composed entirely of flexible rubber 
These are unique, attractive and valuabl 
and supply a line which can be handl 


with profit 








FINE LINCOLN PORTRAIT. 
The new postal cards which have been r¢ 
cently adopted by the United States Gov 


ernment are to carry a portrait of Abraham 


Lincoln, photographed from bronze bas r« 
lief by Pickette Phe likeness of 

martyr president has been pronounced by 
such men as George E. Roberts, the presi 


dent of the Commercial National Bank and 
former director of the United States mint 
as “the finest likeness of Lincoln that has 


yet ap] ed 

\ replica bronze was presented to th 
Grand Army of the Republic, State of [lh 
nois, by L. G. Muller last year, and is now 
on exhibition at Memorial hall. The Chi 
cago Historical Soci ty and Chicago Publi 


Library are also in poss¢ ssion of a repro 


ducti 

Of the sculptor, ( Pickette, little is 
known ptin it he worked with Volk, 
who made the death mask of Lincoln. He 
was born in France, came to this country at 
an early age, and, with the exception of this 
masterpiece, no other results of his work 


appear t be extant The Book of Sculp 
ture fails to mention him, and his name wil 
live only through this work. 

Mr. Muller has had some very fine copies of 
this bronze made in a suitable bronze panel 


so as to make a very beautiful desk orna 
ment for any business man who is an ad 
mirer of Abraham Lincoln. Mr. Muller wil 
mail these to any point in the United States 
for $1. Note an advertisement in this issue 
for er parti 


FIFTY YEARS AGO. 
Frank E Hanchett of Jamestown, N. ¥ 


sends us a copy of the Jamestown Ever 
ing Journal of February 26, 1910, in whicl 
is quoted a column of local history com 
posed of items printed in the Journal from 
25 1 50 years ago Among the items 
printed 50 years ago is the following: 

\mong the thousands of marvelous in- 
ventions which American genius has pro- 
duced within the last few years, there is a 
machine by which the man prints instead 

his thought. It is played like 
Ae ; 

[The Jamestown Evening Journal was es 
tablished in 1826 and is therefore one of the 

dest papers in the United States 

A THRIVING STORE. 

The B. Glick Book Store, formerly at 610 
Main street, Kansas City, Mo., has move 
to No. 615 of th ime street across the way 
from the old sit Monk Wright, the ener 
getic manager, ys he is going to have 

( e nea brightest stores of 
kind in Kansas City The window displays 
will be unique and attractive. The arrang 
ment of the electr lights will make the¢ 
sign on the window appear as a transpar 

same time illuminating the dis 
play 

The store hand] new and second hand 
books, and also stationers’ and office sup 
plies f the best grades The store 


handle jobbers’ lines to the retail trade. 
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he 


“SANITARY” 


Envelope Moistener 


and 


SEALER 


@ This sealer is well-known as a rapid, cleanly, and easily operated device. 
The great difficulty in having clerks handle the mail is that they invariably 
get too much water on the flap. The superfluous moisture then trickles 
down the side of the ¢ nvelope, causing it to stick to the face of the next 
letter, so as oftentimes entirely to disfigure the address and make the letter 
undeliverable. 








@ You can make certain that your letters will go out in good condition 
if you invest the small sum of $1.00 fora “SANITARY” Sealer. Sent. by 


mail on request. 


@ Write us TO-DAY, while you have the matter in mind. 





The GEO. B. MALTBY COMPANY, Clevelanll Ohio 


es GOLDMAN’ Ss 8 




















CASH WITH ORDER to the trade only. We 
Engraved Ca rds engrave a one line plate and furnish 100 en- 

graved cards best stock, — aid, Script 80c 
Block or Gothic 1.15, Solid Roman, Old Englis h or French Script 1.25, § aded Old Eng- 
lish or Block 1.50, Shaded French S« rij t or Roman 1.60. Piate and 50 cards 20c less 
than above prices, Wedding Stationery, Business Cards, Embossed Stationery. 


THE AMERICAN EMBOSSING CO., 192-96 Seneca St., Buffalo, N. Y. 











THE PEERLESS MOISTENER 


For Moistening Stamps, Envelopes, Labels, Etc. 
Invaluable to Cashiers and those who handle currency. 
Nor w used and endorsed by many of the ne lagest business houses. Made of Alum- 
inum with German Silver Top. With thf8 little device 3,500 envelopes an hour can be 


oonies i. Price 75 cents delivered. Money returned if not ay wey t A handsome article. 
Good profit for the dealer. We want Agents. Write for Exp rices and Discounts. 


: THE PEERLESS MOISTENER CO., 822 Claremont Avenue, Chicago, Ill., U.S. A. 
A WORD to STATIONERS about DUPLICATORS 


This applies to YOU, whether or not you are at present carrying a particular line of 
duplicators. aT will be worth your while to look into our SPECIAL PROPOSITION. It 
has appealed to others and WILL APPEAL TO YOL cate 

( LIGRAPH, with four d tuplics ating surfaces, has FO 
the capacity and FOUR pide S the v: lue of other duplicators. It is NEAT and COMPACT; 
NO EXPENSIVE SUPPLIES; clean and easy to operate 100 coples from pen and 5# from 
Made to sell. Let us send you a few of the 


t written original. FULLY GUARANTEED 
ortgios al lette rs received from stationers telling what they think about it. [IT’S AN EYE OPENER. 


DETROIT DUPLIGRAPH COMPANY, 973 Vermont Avenue, DETROIT, MICH. 


Hudders Petty Cash Voucher 


| Saves time and annoyance. One entry makes record and affords receipted percentage slip. 


| QUICK SALES WHEREVER SHOWN &&iif"fnousces 
| OWENS & HUDDERS, 525-6 Sixth St., Brooklyn, N. Y. 


















Send for samples. 
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JUNCTIONS. 


Ever The L. E. Waterman Company of Ney 
y | York, makers of the Waterman “Idea 
e | tountain pens, recently secured injunctior 
Business Man | in two suits restraining the defendants 

{| each from infringing upon the Watern 
: name and trade mark rights. One suit 
should have on his desk against the Standard Drug Company 
was tried in the United States Circuit ¢ 


eo UE OB cn cen Division of the Nori 
portaits of District of Ohio, at Cleveland. Th 


suit was tried at Washington, D. ( 


| WATERMAN COMPANY GETS IN- 
| 
| 


was against John Saadi, doing business 


Ab h der the name and style of the Egypt 
Ya am Diamond Jewelry Company. The latter 
was tried before the Supreme Court of 


District of Columbia The orders 


Li : 
Inco n | case were ubstantially the same, Judg 


Tayler of the United States Circuit (¢ 


at Cleveland, entering the decree agai 


Pronounced by the Standard Drug Company in th 
connoisseurs such as ing terms 


4 motion for a writ of permanent inju 


George E. Roberts, this day by conse nt coming on to be. 


upon the bill of complaint, the affidavits in Sul 
the president of the port of said motion, and the exhibits attached 
| and filed therewith, after hearing Samuel 5S 
| Watson, Esq of Counsel for the Complainant 
Commercial National Bank and former director of the sad tiene’ a ae, tek. ot Coteael 
| the Defendant, and after due consideratior 
deliberation had it is 


U.S. Mint, as the finest likeness of the Emancipator | | 
Ordered, Adjudged and Decreed that a writ 
injunction issue enjoining t 


that has yet appeared. Adopted by the U. S. Gov- of permanent injunction issue enjoining | th 
ernment for the new issue of postal cards. tion under the laws of the State of Ohio t 





officers, agents, servants, employes and all per 
sons taking or holding, under, from or tl 
it from: 
(1) Infringing the complainant’s trade-mat 
’ ¥ | 


Sepia tone in beautiful oval bronze frame mailed to any fle Datetnging the comelaingnt's teats 
address in the United States for ome dollar. Address CE ee eS See ce aalina 
fountain pens (other than fountain per f 
complainant’s manufacture) having he said 
tre ade- marks or either J ~ on such 


L. G. MULLER & CO | maeemark, ofthe thm sn nn fo 
-9 or on labels OxXes an letter heads I 


heads, circulars or advertisements, a 


fo 


533 Wabash Avenue, Chicago ing or used in connection with the making o1 
selling of such fountain pens, or in ar mar 


ner whatsoever: 








(2) Using in connection with the busins of 
making or selling Fountain Pens (other I 
fountain pens of complainant’s manufa 
SOLD BY LEADING JOBBERS S 1 oy A EES 
on labels, boxes, signs, letter heads vill ead 
aves 2 Your circulars or advertisements, or in any n ner 
whatsoever, the word, “Waterman”, ‘Wat 















alone, or tl 


TRIAL OFFER P t 
man’s” or ‘‘Watermans’s” n é vord 
os age “Waterman” ‘Waterman’s’’, or “Wat 


Regular 63, Commercial 
be or be not 


mans’s”’ whether the same 


size, WHITE 1M plain, 
= Be +9) 5M plain, “a the 1 t on a ws eee 
"td, 40 with l¢ nitiais d or letner o1 
same be or be not used in collocation wi 
word, “Per or “Fountain Pen” 


(3) Usine§ the name sa | A Waterma & 








NEOSTYLE 
ENVELOPE Co.”", or ar ‘ porate name contair ge t 
COMPANY word ‘‘Waterman or ‘‘Waterman’s” Ww 
termans’s’’ in connection with the mar 
CHICAGO or sale of fountain pens, unless accompar 
NEW YORK by words which conspicuously. clearly and 
ST. LOUIS mistakably distinguish such corporate ! 
from that of the complainant: 
(4) Selling, representing or advertising ir 
manner whatsoever fountain pens (other t 
fountain pens of complainant’s manufactu 
as ‘“‘Waterman Pens’, ‘“‘Waterman’s Per 
‘“*Watermans’s Pens’’, ‘“Watermar Fou 
Pens”, “Waterman's ‘Fountain Pens”, “W 
termans’s Fountain Pens’’, or using any ot 
word whi would indicate that the fount 
pen so sold represented or advertised 
fountain pens of complainant’s mar 


It is further ordered, adjudged and 
that the complainant recover its costs 


CAN’T BE taxed by the clerk 

PULLED iid Ss ae 
OUT BY ee 
POST OFFICE 

CANCELLING \ young the gian uaciinin Fiddle 
MACHINES Rene fa ScOaye, ek OES 


INFRINGEMENTS Ricor- || {0% Said he, “'tis enough to be Fiddle 
OUSLY PROSECUTED | Without being Fiddle D. D.” 












See that Hook 

















\3 As Good as Any—Better than Many 


JOHN ALLEN & CO. 


478-480 Pearl Street, NEW YORK 
Manufacturers of 


Carbon Paper 





Typewriter, pen, Pencil and Full 
Carbon. 

Guaranteed Non-Smut. 

Long-lasting, Clean Writings. 


lypewriter Ribbons 


For all makes of machines. Will give best 
service and insure satisfaction to users. 





Write For Samples 
and Prices. 





Glass Headed Tacks 


MAPS, CABINET AND 
ROUTING SYSTEMS 
; hardened steel points. 
ASSORTED COLORS 


Round headed 


Take up less space on the Maps, and 
vill out! y others manufactured 
PRACTICALLY INDESTRUCTIBLE. 


Send for 
Agent for 


fade o! discolor 
and tern to Sole 
1 States 


H. R. H. NICHOLAS 
Room 6/9, 258 Broadway NEW YORK 
SOLE MANUFACTURER: 


JOSEF JUNGBECKER 


AACHEN-B. GERMANY 


Cannot 


samp 
Unite 








Are You After 
British Trade ? 


If so, advertise in the ‘‘ Stationer 
& Printer’’—the paper read 
by the good class Re- 
tailer and Whole- 
saler. 


Specimen Copy and Rates on Receipt 
of Post Card. 


STATIONER & PRINTER 


160a Fleet Street 
LONDON, ENG. 











SPITZER & COMPANY 


Manufacturers of 


POST CARDS 


Office and Salesrooms: 
11 WAVERLY PLACE 


Factory: 12 Waverly Place NEW YORE 
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A Monthly Magazine 
for the ; 
BUSINESS MAN, 
STENOGRAPHER 


$1.00 a Year 








There are 


application. 


31 S. Howard Street 





THE PROBLEM 1: ADVERTISER 


is to be economical and at the same time extend 
his reputation to reach from coast to coast. 

If you have for sale any article used in the of- 
fice or school room it will pay you to consider the 


PROGRESSIVE 
Te 








The TEACHER and 
STUDENT 


Trial Subscription 
25c three months 








over 125,000 stenographers in the 
United States spending weekly more than $500,000. 


We Reach Thousands of Them 


Fifty thousand (50,000) Business Schools offer 
a large field worthy of your consideration. 

If you want some of this business advertise in 
the Progressive Stenographer. 


Rates furnished on 


The Progressive Stenographer Pub. Co. 


Baltimore, Md. 








BOOK-KEEPERS 


CUT OUT YOUR TRIAL BALANCE of Personal Ac- 
counts, by using our Ledger Balance Proof. It’s 
new, and you have not seen it. Write us and we will 
send you testimonials that will make you SIT UP 
AND TAKE NOTICE 


MILLER & HAM, Chattanooga, Tenn. 


LARGEST POST CARD STORE IN MINNEAPOLIS 


THE WEST NOVELTY CO. 


Printers and Publishers of Post Cards 
Small Books and Magazines to order. 
$1.00 will bring you 100 Assorted Post Cards that will sur- 
prise you. We ship same day order received. 


817, 819, 81954 and 821 Cedar Ave., MINNEAPOLIS, MINN. 








MAX BECK 
106-108 6th Ave., New York 


Importer and Publisher 


POST CARDS 


JOBBERS ONLY 








PHOTOGRAPH POST CARDS 
MADE TO ORDER 
From your own originals. 
Samples and our beauti- 
ful illustrated catalogue 


THE DORSEY W. SHORT CO. 
Drawer 16, Westerville, O. 











WHEN IN 


DETROIT 


STOP AT 


HOTEL TULLER 


.. ow and absolutely fire- 


Ce or. Adams and Park Sts 

In the center of the The 
atre, Shopping and Busi- 
ness District. 

1 large Convention 


Has Grand Roof Garden 
» Cafe 
Music from 6 to 12 p. m. 
' Every room has private 
@ bath. 

European Plan. 
Rates $1.50 per day and up. 


L. W. TULLER, Prop. 














Trademarks and Copyrights 


Send your business direct to 
Washington. Saves time and insures better service 


Personal Acai Guscenees 
Years’ Active Practice 


Specialty :—-Typewriting and Adding Machines 


Address E. G. SIGGERS 


Suite 33, N. U. Bldg., Washington, D° C. 
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ee BLE 
‘aren WM. RITCHIE & SONS, Ltd. 
Elder St. Edinburgh, Scotland. 
Also at London, Eng., 4 Paternoster Row 
Publishers of 
Christmas and New Year 
Birthday and Easter Cards 


CALENDARS : PICTURE POST CARDS 





SERIES” 


Join the Wholesalers’ Post Card Club and receive once 
& month 125 samples of the newest cards for $1. postpaid 
Photographic Local View Cards. 
Big Stock Season and Fancy Post Cards. 
THE WHITTEN & DENNISON POST CARD CO. 


West Bethel, Maine 
Complete Illustrated Catalogue on request. 








JULIUS POLLAK 
50-52 FRANKLIN STREET. NEW YORK 
Manufacturer and Importer of 
Post Cards and Novelties 
High grade cards our speciaity. 
Jobbers write for prices before ordering elsewhere. 








“QilLT EOGE”’ 
LOOSE LEAF MEMOS AND DIARIES 
As thin as a sewed memo. 
Varioas Bindings and Prices 


TRUSSELL. MFG. CO. 


POUGHKEEPSIE, N. Y. 
Branch, 108 Fulton Street New York City 


LINE 





Check the Articles that You Use 


and drop in the mail, but be sure to check 
the articles that you use even if they are 
only leased or on trial 


Adding Machine 
Typewriter 
Phonograph 


Autographic 
Register 


Biil-Lading 
Machine 


Card Cabinet (size) 
Telephone 


Dun or Brad- 
streets Book 


Special Machines 


“As Convenient as Your Fayorite Pen'’ 


My business is to locate your Adding 
Machines and Typewriters, your Tele- 
phones, Bill of Lading Machines, Auto- 


aphic Register Machines and Small Card 
den Cabinets, your Dun and Bradstreets 
Book, etc, where they will do the most 
good. Will you cut out this ‘‘ad”’ and send 
it tome? That’sall I want, but I want 
you to de it now. HENDRICKS. 


Adjustable Table Co. *""""":""".., 











from Madison Square Garden. 


ha 
i 
4, 


rane Hf 


ews Wg 


6 Slice 

. int 1% “ 

age ee ees, 
——_ eel ST 


+ ee 7 call 








Hotel Latham 


East 28th Street, New York 


1 door from 5th Avenue, 1 block from Broadway and 1 block 


The Very Heart of 
the City. New Ab- 
solutely Fireproof 
Hotel on the Euro- 
pean plan. Rooms 
$1.50 per day and 
up. Rooms wITH 
PRIVATE BATH 
$2.00 per day and 
up. Beautiful Din- 
ing Rooms. Best 
Food and Service 
at reasonable 
prices. Elevated 
and Subway Sta- 
tions 1 block away. 
Surface Cars pass 
the door. 


H. F. RITCHEY, 


Manager. 








The dealer’s best investment with 


$1.50 


is a subscription to Orrice App IANCES. 
It is a sure method of keeping thoroughly 
posted on the Office Appliance Business 














COMMONWEALTH HOTEL 


Incorporated 
Opposite State House Boston, Mass. 











Offers rooms with hot and cold water for 
$1.00 per day and up, which includes free 
use of public shower baths. Nothing to —_ 
this in New England. Rooms with pri 


baths for $1.50 per day and up; suites of tw 
rooms and bath for $4.00 per day and up 
Dining room and cafe first-class. Eur 


pean plan. 
ABSOLUTELY FIREPROOF 
Stone floors, nothing wood but the do 


Equipped with its own Sanitary 
Vacuum Cleaning Plant 


Long-Distance Telephone in Every Room 
STRICTLY A TEMPERANCE HOTEL 
Send for Booklet 


STORER F. CRAFTS, Gen’! Manager 
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THE GREGG 
WRITER 


a ey 








A Monthly Magazine devoted to Shorthand, 
Typewriting and Commercial Education 





VOL. X NO. 6 FEBRUARY 1906 











You can reach the big field 
of office workers, stenog- 
raphers, schools, schoolmen 
and students directly 
through the ‘Gregg 


Writer.’ 


It reaches monthly 


22,800 


potential buyers of office appli- 
ances of every kind. 

It carries the biggest influence 
of any similar publication, be- 
cause it represents the short- 
hand system which is more 
widely taught than is any other 
system. 

t covers an important field not 
reached by other publications. 
It is the quality publication for 
things the office worker and the 


schools need. 


The advertising rates are de- 
cidedly low when quality, class 
and circulation are considered. 
It will pay you to get acquainted 
with us today. Write for sample 
copy and advertising rates. 


The Gregg 
Publishing Co. 


New York Chicago 








50 CEN es 


Secures 
This 
Great 
Reference 


Book 





An entirely new, up-to-date, down-to-the-minute Reference 
Book, for book-keepers, cashiers, accountants and business men. 

This magnificent volume weighs nearly 6 pounds; contains 
over 500 pages, 200,000 words and 700 illustrations of forms and 
tables; beautifully printed on fine paper; handsomely and strongly 
bound; produced and presented to the business world at a cost 
which brings it within the reach of all; easiest for reference, plain- 
est for acquiring information, and most economical when com- 
pared with all other publications of like nature. 


It is yours on payment of only Fifty cents 


down and the balance in monthly installments of 50 cents or $1.00 as you 
prefer. 

Monthly installment price, $4.00 per copy; introductory special cash 
price (less 10 per cent) only $3.60. 

In either case the expressage is prepaid to your address in the United 
States and Canada. 


E. H. BEACH, Publisher, 


DETROIT, 
Michigan 








Send 25 cents for 12 months’ subscription to 


BEACH’S MAGAZINE 


OF BUSINESS 
A handsome monthly magazine for business 
men, bookkeepers, accountants, cashiers, credit 
men, stenographers, advertising managers, etc. 
The “man behind the desk” must have it. 
Splendid business stories. Your money back if you do not like it. 


E. H. Beach, Publisher, 69 W. Fort St., Detroit, Mich. 
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To Promote the Business Welfare 
of the Middle West 
Is the Mission of 


THE NATIONAL BANKER 


112 Dearborn Street 


Write for Sample Copy 


O. M. PAGUE, Publisher 
CHICAGO 


Subscription Price 
$3.00 Per Year 











Are You Familiar with the Foreign 


Markets for Your Goods? 


NE American manufacturer, forced by competition, price- 
O cutting, dull seasons, etc., to look to foreign countries for 
future business, spent one whole year traveling abroad to 
determine upon the best methods to follow, and places to 


| 


market his goods. The knowledge of foreign markets 


- gained through not one, but thirty-two years of investigation 


and the service of advertiser 


in the 


experience is at every 


AMERICAN EXPORTER 


The Strongest Single 


For the benefit of our advertisers, we conduct a complete 
Foreign Trade Service, This means the sending of our re:- 
resentatives into foreign markets to study conditions in the 
interests of our clients, the furnishing of selected names of pos- 
sible customers or agents in any country, commercial ratings on 
prospective foreign customers, translation of foreign correspon- 
dence from, and into, any and all languages resulting from or 
pertaining to the advertiser's announcements, etc. An adver- 


AMERICAN EXPORTER 


135 Williams Street, - ; 





Power in Export Trade 


tisemert in the American Exporter will be read each month by 
25,000 (guaranteed) importers of American goods in foreign 
markets. Issued in two editions (English and Spanish), the two 
together cover all countries that import American goods, reaching 
those who influence practically the entire buying of manufactured 
goods from this country. 

Let us send you sample copies and then judge as to the wisdom 
of 700 concerns now with us. 


New York City 
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The Eureka Bath and Cloth 


constitutes a perfectly sanitary system of letter press copies. The composition 
in the } ath assures even distribution of moisture to the cloth, at the same time 
precluding bad odor, mustiness or mildew. The patent chemical surface cloth 
with non raveling edge affords clean, clear-cut copies. There are more Eureka 
Baths in use than all others combined. The wire net in the composition makes 
them unbreakable. They are furnished in all sizes from correspondence to 
way bill. Sold through the dealers. Write for Eureka Booklet. 
THE EUREKA BLOTTER BATH CO., CHICAGO, ILL., U.S. A. 
6215-17-19 Wentworth Avenue 




















ALPHABETICAL INDEX OF ADVERTISERS 
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att) “Perfect” Loose Leaf Devices 


will enable you to fill every requirement in the most satisfactory manner to you and your customers. 





Our “Monarch” and “Queen” Ledgers 
are of unequaled symmetrical beauty 
of design and appearance, made of 
highest grade materials by the most 
expert workmen. Have 100% ex- 
pansion capacity and many other 
remarkably practical features. Will 
satisfy the most critical user. 


NOTE—“Want” Advertisements are received 
for this department at 4 cents a word. Mini- 
mum charge one dollar, payable in advance. 
Only legitimate advertisements received, and 
those relating to trade necessities. 








HELP WANTED. 


WANTED—Two good typewriter repairmen 
for work in best shop in Chicago Address W 
10, care Office Appliances, Chicago. 

WANTED—Typewriter salesman for city and 
outside territory. Must furnish bond Apply 
with reference to The H. & W. B. Drew Com- 
pany, Jacksonville, Fla. 


WANTED—Salesman calling on the station- 
ery trade to carry stationery specialty as a side 
line. Liberal commission allowed. Address W. 
c., Jr., 943 Berkeley Ave., Trenton, N 

WANTED—First class rebuilders and repair- 
ers; specialty Blickensderfer and Underwood. 
Those understanding other makes preferred 
State age and salary. Detroit Typewriter Co., 
Detroit, Mich. 





WANTED—Experienced typewriter salesman 
for country territory, traveling out of Portland, 
Oregon. Give age, experiences, references, etc 
Address T 10, care Office Appliances, Chicago. 





SALESMAN—Large manufacturing stationer 
of the East wants traveling representative for 
Illinois. Must be thoroughly acquainted with 
blank book, printing, lithographing and sta- 
tionery business Address Box 529, care Office 
Appliances, Tribune Bldg., New York. 


WANTED—Experienced office furniture sales- 
man; one familiar with wood and metal files 
also metal equipment for court houses and 


banks. Exceptional opportunity for high grade 
man. Address S14, care Office Appliances, 
Chicago. 


SALESMEN WANTED—For complete line of 
filing devices and business systems. Must have 
experience in selling to the dealer, a thorough 
knowledge of the installation of modern busi- 
ness systems and ability to organize and ac- 
celerate dealers’ sales forces. Good territory 
open. Exceptionally good opportvr.ity for the 
right man. Also several openings for good re- 
tail salesmen Address filing cabine. Salesman, 
care Office Appliances 








SITUATIONS WANTED. 


YOUNG MAN, successful in selling for a job- 
bing stationery concern, desires to communicate 
with manufacturers of stationery § specialties, 
tablet. napeterie or pencil lines. Reference. Ad- 


dress R 12, care Office Appliances, Chicago, 


CHICAGO BINDER & FILE CO. 


OFFICE APPLIANCES 





“ , OO 


——_— 


are Made Exclusively by 








PATENT FOR SALE 


All patents and rights on the remarkable Folding, 
Wrapping and Addressing Machine iavented 
by Mr. H. Moisio, Helsingfors, Finland, 

a machine which does the work 
of six persons 


It folds and wraps the paper for mailing, pastes 
t and pastes the address on the wrapper. It has 
a special counting device. A boy can operate it 
by hand at the rate of 3,000 an hour; if run by 
power much more work can be turnedout. It can 
be combined with any regular folding machine 
and will do the folding, wrapping and addressing 





) 
ifter the bound copies are delivered by the folding 
achine » 
Full <cription was given in the September, 


09, number of Orrice APPLIANCES 
Will sell rights for the entire world. 
Inventor willing to go anywhere to supervise 

nanufacture of machine Complete working 

model ready. Address 


V. HAATAJA 


5 Ullrikasborgsg., Helsingfors, Finland 








Good Office Specialty 
FOR SALE 


Patent Stapling Machine using Hotchkiss staples 
Small! device which works on principle of hand punch 
Can be built to retail for $1.00 or $1.50. Big oppor 
tunity for manufacturer having facilities to produce in 
quantities Address W 11, care Office Appliances, 
Chicago 











WANTED 


A Foreman Skilled in Assembling 
of Adding Machines 


and understanding fully all requirements and 





refinements of this work. Only men of abi ‘ity 


who can present unquestionable proof of their 
capacity and personal! character will be con 
sidered for this position To a Satisfactory 
man a permanent position offering large re 


sponsibilities is opened The fac tory 1 well 


located in the East and is a modern building 


with new equipment throughout. All replies 


will be considered absolut“'v confidential. but 
should contain as complete information a 
possible of age, past experience and reference 


Address M-12 
Care Office Appliances, Chicago 











**Perfect"’ Loose Leaf Ledgers, Binders, Holders and Other Loose Leaf Devices 


118 S. Clinton Street, CHICAGO, ILL. 









= arenas. 





DEALERS: The Chicago Binder 
& File Co. goods will help build up 
your loose leaf business. They will 
always please your customers, and the 
prices to you are right. GET OUR 
CATALOG. 








Insist upon getting the “Perfect.” If 
your stationer does not carry them, 
wnite us direct. 









THE DOLLAR ADDER—Have you one? If 
not you need it Sent to your address for on 
dollar. Acme Supply Co., Box 452, Fremont 
Ohio. 


FOR SALE—Old established typewriter ex 
change and repair establishment in New 
City. Now on substantial paying basis. 
reasons for selling Those who mean busin 
please address J. D., care Office Appliance 
Chicago, 





OUTRIGHT SALE on royalty patent, trad: 
mark and stock invention making typewrite: 
cabinet of regular desks. Manufacturing cost 
sixth selling price G. E. Kirk, 2118 Erie St 
Toledo, Ohio 


A HIGHLY PROSPEROUS, well established 
typewriter repair and exchange business, lo 
cated in Chicago, holding some exceptional re- 
pair contracts with large concerns, is offered 
for sale at a very reasonable price. Now pay 
ing $4,000 and over annually. Owner leaving 
the city. Will require $1,800 cash to handle 
Address L 11, care Office Appliances, Chicago 





BUSINESS OPPORTUNITIES. 


t 


supply man to take sto¢ 
company southwestern 
Office Appliances, Chicago 


WANTED—Offic: 
and position. wit! 
Address 439, car 


WANTED—A partner with $1,000 to $2 
who is a practical stationery man to take charge 
of inside part of the business Established it 
capital city of the state, population about 40,00 
Carry a stock from $10,000 to $12,000 Address 


H, 10, care Office Appliances, Chicago. 


EXPERIENCED typewriter man with $800 
$1,000 can secure a profitable, well established 
business in central western city Stock of ma 
chines and supplies on hand. Business brings 
with it the agency of typewriter and Dicta 

A snap for a live man ) 

Address A50, care 


phone. Good reason 
selling 


Chicago. 

A GERMAN TYPEWRITER ribbon manufa 
turing company wishes to represent a high class 
carbon pape! ] 


Office Appliar 


Also other articles in same lin 
Address Kag. 5388, care Office Appliances, C 


cago 


WANT ED—500 typewriters If price is rig 
will pay cash for all you have of Olivers, Blick 
ensderfers Suns Wellingtons, Underwood 
Give serial and’ model numbers Address Type 
byer, Office Appliances 





WANTED—An exclusive agent in every city 
to sell Transo (transparent face) envelopes) on 
a commission basis. Every business house a 
possible customer. Excellent proposition for 
men with selling ability. Samples and complete 
information on request. Transo Paper Co., 
Chicago. 











Se elle 





@)| All that science and invention have «| A sheet which embodies mature ex- 

added to the process of paper man- “perience in the making and carries 
ufacture in the past sixty years is best with it the assurance of perfect service 
exemplified in for 


’ BROWN’S LINEN LEDGER BLANK BOOKS 
| AND LOOSE LEAF LEDGERS 


RECORD PAPERS PERMANENT RECORDS, Etc. 











A paper used by the best class of 
Merchants, Bankers, County Recorders 


and others who appreciate the value and influence 
of the highest standard Record papers 
in their business 


L. L. BROWN PAPER COMPANY, a ADAMS, MASS. 


ESTABLISHED 1850 


7 
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ON’T be the toy of Circumstance. 
Map out your cwn career! Letit be 
one that brings all your powers into 

free play and full development. Too many 
young men are rushing into the over 
crowded professions or swelling the ranks 
of routine workers. Don’t make the same 
mistake. The most attractive career open 
to young men today is that of 

—Salesmanship. 

There’s magic in that word. It’s the 
open sesame to the best paying positions in 
the business world. 

The doors of Success Swing 
wide to the man who can sell 
goods. 

The demand for trained 
salesmen far exceeds the 
supply. Sales ability com- 
mands a premium. 

The Oliver Typewriter Com- 
pany, one of the largest employ- 
ers of salesmen in the world, has 
established a free training school for sales- 
men. The training is worth hundreds of 
dollars to the man who takes full advan- 
tage of its opportunities 

Here are some of the pre-requisites for 
acceptance as Local Agent for the OLIVER 
and a free course of training in the Oliver 
School of Practical Salesmanship: 

—Honesty 

—Energy 

—-Initiative 

—Enthusiasm 

—Self-Reliance 


—Tenacity of Purpose. 
—Agreeable Personality. 


Take stock of your qualifications. No 
man who possesses the ones enumerated 


St ee “- 
PROTA «3 
















can afford to sink his identity in the color- 
less activities of a routine worker. 

Strike out for a successful business 
career as Local Agent for 


The Standard Visible Writer. 

. We can always make a place 
for qualified men who set their 
mM stakes‘ for: Success and then 
work to win! Our Sales 
Force is made up of just 
this sort of men. 

They are setting the world 
aflame with Oliver enthusi- 
asm. The result of their 
work is shown in record 
sales of the wonderful new 
Oliver Typewriter No. 5. 
It is reflected in the rapid rise of Local 
Agents to important posts in the Organi- 
zation. 

New territory is being invaded. This 
calls for the employment of additional 
Local Agents. The door is open to you 

Write at once for a copy of our 


Free Book—‘“The Rise of the 
Local Agent.” 
Your request for this interesting book 


may prove the turning point in your career, 
just as it has for hundreds of ambitious 


young men. 
Business men—ask for a Free Demonstra- 
tion of Oliver Typewriter No. 6. 








